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How to 


ANSWER 3 QUESTIONS 
...and win a lot of sales 


THE QUESTIONS: 


















WHAT CAN! DO 
TO GET PERFECT 
SPACING ? 


WHAT’S THE 
BEST TYPEWRITER 
RIBBON ? 









WHAT’S THE 
BEST BUY IN 
CARBON PAPER? 












~ Use Micrometric, the modern 
carbon paper with the vertical scale. 
Typists find it gives them neater, 
faster typing. Since its introduction 
Micrometric has proven itself a fast 


2. Star Brand, one of the most 
popular typewriter ribbons on the 


1. MultiKopy, leader in the quality 
field. There is a weight and finish to 
meet every customer’s need. Busi- market. Business concerns depend 
ness and insurance offices, schools, upon it for clean-cut, legible impres- 


authors, explorers, etc. use it with sions that are permanent. The brand 
includes a ribbon to fit the action seller, too. For Webster dealers, it is 


not only an exclusive item, but one 
that offers five extra sales advantages. 








equal satisfaction. For Webster deal- 
ers there are plenty of opportunities and type styles of all writing ma- 
for profit from MultiKopy. chines. For Webster dealers, Star 
Brand is an excellent repeat item. 























WEBSTER’S 


CARBON PAPERS and TYPEWRITER RIBBONS 


Made by F. S. WEBSTER COMPANY, 13 Amherst Street, Cambridge, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 





Office Appliances 


(To the Whrld's Principal Market Places) 








Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Frank- 

linville, N. Y., 1904; The Office Appliance Journal, Chicago, 

1905; Business Equipment Journal, Chicago, 1908; Office Out- 

fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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Copy Department Manager. 
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y 4 tures 


Sell Replacements—It’s an Easier Market to Reach 14 
Specialty for the Week..... 15 
“Check and Correct” a Method of Making Sales 16 
Salesmanship Tabloids 17 
Office Equipment of the Federal Government 18 
Welcome to Chicago Section 84 


Thirty-First Annual Special Office Furniture Section 118 


Yh, the Fleuws 


IBM to Protect Men in Military Service 35 
Wells to Head Postindex Sales 36 
Oehmler Becomes A-S-E District Manager 36 
Hurricane Damages Coleman Store 37 
Sturgis Starts Work on Plant Extension 46 
Josephson Acquires Cooke & Cobb 46 
Rich Joins Corry-Jamestown 47 
Seen and Heard in Southern California 52 
Pacific Northwest Notes 74 
Stonehouse Celebrates 25 Years With Royal 78 
Northwest Travelers Notes 239 


Departments and Classified Ves 5 


Editorial 20 Passed Away 68 
Excuse Us, Please 37 Weddings 66 
Guest Book 35 Adding Machines 264 
Here and There 21 Business Opportunities 10 
Meetings, Dinners, Conventions 38 Furniture 264 
New Machines and Devices 22 Other Machines 264 
News and Miscellany 36 Patents 11 
Office Furniture, Wood and Steel 118 Pens & Pencils 264 
Ol’ Doc Stork 66 Stationery 263 


Other Lands, In 30 Typewriters 264 





{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL. 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 














These advertisements present the products of the leading manufacturers in each division of the industry. 


customers. They do, however, 
A 

Acco Products, Inc. 244 

Ace Fastener Corp............. 102 

Acme Visible Records, Inc. 93 


Adams, Henry T., Mfz. Co. 112 
Aigner, G. J., Co. 109 
Allen & Co. 264 
Allen Calculators Inc. 237 
Allen-Wales Add. Mach. Corp...266 
Allied Carbon & Ribbon Corp.....268 
All-Steel-Equip. Co.....176, 177, 216 
Alma Desk Co. 912 


Amer. Autmtic. Elec. Sales Co...113 
Amer. Autmtic Typewriter Co... 70 
Amer. Hair & Felt Co. 108 
Amer. Number. Machine Co 266 
Amer. Photo Laboratories 108 
Amer. Writing Machine Co. 84 


Ames Supplv Company 

Anderson-Hickey Co., Inc. 
Art Metal Construction Co. 195 
Art Steel Co. 179-180 
Artility Meta] Products, Inc.....161 


190 


Asso. Stationer’s Sup. Co. 108 
Atwell, Anthony. & Assoc. 108 
Automatic File & Index Co...110, 212 
Autopoint Co. 109 
B 

Rankers Box Co. 100 
Bankers & Merchants St. Wks...114 
Barker, Earl M.. & Co. 267 
Barkley, C. L., & Co. 112 
Bassick Company 187 
Bates Mfg. Co., The 239 
Beach Publishing Co 268 
Bentson Mfg. Co. 204 
Better Packages, Inc 268 
Bickett, L. M., Co. 64, 65 
Billings, John G. 267 
Bolens Mfg. Co. : 217 
Bright Chair Co................ 205 

268 


Bristow, Stanley R............ 
British Stationery Exporter 269 


Brown, L. L., Paper Co. 267 
Browne-Morse Co. 224 


Buckeye Ribbon & Carbon Co...261 


c 
Carter’s Ink Co., The 243 
Central Desk Mfg. Co. 205 


Chicago Cash Reg. Parts Co. 114 


Clarotype Co., The 265 
Clemeo Desk Mfg. Co. 91 
Cloves Gear Works 267 
Codo Mfg. Corp. 104 
Cole Steel Equipment Co 222 
Collier-Keyworth Co. 164 


Columbia Rib. & Car. Mfg. Co. 56 
Columbia Steel Equipment Co.._.169 


Columbian Art Works 258 
Cook, The H. C. Co. : 263 
Cooperative Church Sup. Co.....269 
Corona Typewriter 538 


Corry-Jamestown Mfg. Corp. 

: 152, 153 
Cotterman, I. D...... 114 
Cramer Posture Chair Co...........222 
Crown Ribbon & Carbon Co.......267 
Cushman & Denison Mfg. Co.....268 


D 
Daco Card & Index Co. 266 
Darnell Corp. Ltd. 202 
Dawn Mfg. Corp., The 54 
Dennison Manufacturing Co....246 
Dick, A. B., Co. 49 
Dictaphone Corp. 57 
Dixon, Jos., Crucible Co. 261 
Domore Chair Co., Inc. 170 
Doppelt, Chas. & Co. 101 
Douglas Mfg. Co. 252 
Downey, C. L., Co 265 
Duplicopy Co. 61 

E 
Eaton Paper Corp 245 
Efficiency Eauipment Co. 223 
Ehrlich Upholstery Works 165 
Elliott-Fisher Back Cover 
Esterbrook Pen Co 255 
Even-Flow Corp 256 

F 
Faultless Caster Corp. 206 


Fritz-Cross Co. ‘ 214 





offer 


their services in resolving any disagreements 


through the journal. 


G 
Gaylo Mfg. Co., Inc. 213 
General Cement Co. 224 


General Fireproofing Co. 124-125 
General Lamps Corp. 262 
Globe-Wernicke Co. 130 
Graff, Geo. B., Co. 68 
Gregory Fount-O-Ink Co. 78 
Guide System & Supply Co. 241 


Gunlocke, The W. H., Chair Co. 201 


H 
Hall-Welter Co. 54 
Hanson, The J. L., Co. 104 
Hanson Scale Co. 114 
Harding, Milo, Co. 259 


Harriman-Welts Products Co.....269 
Harter Corporation, The 146, 147 
Heyer Corporation, The 271 
Higgins, Charles M., & Co. 257 
Bending & Chair 


High Point 


Co. 167 
Hileo Corp. 94 
Hotchkiss Sales Co. 52 
Hunt, C. Howard, Pen Co 262 


I 

Imperial Desk Co. 126 
Imperial Mfg. Co. 62 
Imperial Methods Co. 7 
Indiana Desk Co. 223 
Industrial Tape Corp. 79 
Ink Specialties Co. 104 
Interstate Ribbon & Carbon 

Corp. 267 
International Typwr. Exch. 98 


Invincible Metal Furniture Co..196 


J 
Jasper Chair Co. 128, 129 
Jasper Office Furniture Co. 168 
Jasper Seating Co. 213 
Johnson Chair Co. 91 
K 
Kahn, David. Inc. 240 
Kellogg, A. W., Sales Co 268 
Kilian Mfg. Corp. 214 
L 
Leopold Co., The 190 
Lyon Metal Products, Inc. 224 





of its 


pares advertising copy, 


') THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 





S. A. lines, and in many 





Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


which result from relations established 
M Prevue-Radsell Co. 114 
*ronto File Corp 999 
Macey Co., The 166 di 
Manifold Supplies Co 51 Q 
Marble, The B. L., Chair Co.....211 
Marble & Shattuck Chair Co.....204 Quality Park Envelope Co 90 
Markilo Co. 114 
Markwell Mfg. Co. 255 R 
Masco Corp. 265 
Mashek, Frank, & Co. 115 Red Feather Products Ltd. 248 
Massillon Wire Basket Co 266 Reliable Tw. & A. M. Corp. 102 
May, J. L., Co. 68 temington Rand, Ine. 23 
Meilicke Systems, Inc. 112 Rex-O-Graph Co. 268 
Meilink Steel Safe Co. 215 Rishel, J. K. Furniture Co. 229 
Melind, Louis, Co. 105 Rite-Rite Mfg. Co. 92 
Meta! Office Furniture Co. 20 tivet-O Mfg. Co. 269 
Metalstand Co. 224 Roberts Numbering Mach. Co. 260 
Meyer & Wenthe 112 Roberts, Weldon, Rubber Co...262 
Miami Systems Corp. 261 Rockwell-Barnes Co. 99 
Michigan Desk Co. 215 Royal Metal Mfg. Co. 55 
Midwest Naturlite Co. 74 Royal Typewriter Co. 270 
Milwaukee Chair Co., The 221 
Mimeograph, The 19 Ss 
Mitchell Binder Co. 267 
Mittag & Volger, Inc. 60 St. Johns Table Co. 213 
Modern Bkkpg. System Co 114. Sanford Ink Co. 101 
Modern Desk Pad Mfg. Co. 251 #Sanymetal Products Inc. 214 
Moore Push-Pin Co. 257 Scat, Dr., Chemical Co 112 
Morse, J. S. Typewriter Co 266 Security Steel Equip. Corp. 
Mosler Safe Co., The 202 : 144, 145 
Multipost Co. 259 Sengbusch S-C Inkstand Co.......250 
Multistamp Co. Inc., The 81 Shaw-Walker Co._.155, 156, 157, 158 
Murphy Chair Co. 189 Sheaffer, W. A., Pen Co 72 
Mutsehler Brcs. Co. 216 Shepherd Chair Co. 191 
Sheppard, C. E., Co. 260 
Sherman-Manson Mfg. Co. 216 
N Shipman-Ward Mfg. Co. 113 
Sikes Co., Ine.. The 143 
Nagel-Chase Mfg. Co. 213 Sloane, W. & J. 217 
National Blank Book Co. 67 Smith, L. C., & Corona Type- 
Nat’l Brief Case Mfg. Co. 108 _ Writers, Inc. 53 
National Business Show Co. 58 Southworth Co. 252 
Nat'l Vuleanized Fibre Co. 267 Speed Key Mfg. Co. 268 
Neva-Clog Products, Inc. 59 Speed-O-Print Corp. 253, 254 
New Indiana Chair Co 223 Speed Products Co 82 
anata ian, 29 Standard Office Products Co. 214 
Northwest Metal Products Co...224 Stark Calendars, Ine. 109 
Nucraft Furniture Products 25 Stationers Loose Leaf Co. 83 
Stein Bros Mfz. Co. 111 
Stenotype Supplies Co., The. 266 
oO Storms, m.. M., Co. 258 
Sturgis Posture Chair Co 217 
Oakville Co. Div. Seovill 15 Superior Type Co., The 110 
Old Town Ribbon & Carbon Co...69 Sundstrand Back Cover 
Olsen, O. C. S., Co. 995 Supersine Co. of Amer. 965 
Orthograph Co., The 265 
Oxford Filing Supply Co 242 7 
Taylor, R. A., & Co. 266 
P Technygraph, The 951 
Toledo Metal Furniture Co. 27 
Pacific Cb. & Ribbon Mfg. Co 7 Triner Scale & Mfg. Co. 105 
Parker Pen Co 249 Troy Sunshade Co. 175 
Peerless Key Imperial Mfg. Co. 62 Trussell Mfg. Co. 73 
Peerless Steel Equip. Co. 188 
Pelouze Mfg. Co 111 U 
Phillips Process Co 66 _ ? 
Ulrich Planfiling Equipment 
Co. 264 
Underw. Elliott-Fisher..Back Cover 
U. S. Tw. Ribbon Mfg. Co. 263 
Universal Office Equipment Co. 269 
Vv 
In the execution Vail Manufacturing Co. 95 
: Van Dyke Industries 80 
this bureau calls upon Varat, Murray, Co. 102 
Veit Co., The 63 
Victor Adding Machine Co. 105 
Victor Safe & Equipment Co..__.186 
Visible Records Equip. Co. 111 
Vogel-Peterson Co 225 
furnishes list of desirable Ww 
Warshaw Mfg. Co. 256 
99 


Watson Mfg. Co. 4 
Webster. F. S., Co. 2 
Webster-Chicago Corp 115 
Weis Mfg. Co. 135, 136, 137, 138 
Wholesale Typewriter Co. 2 
Wiggins, John B., Co It 
W ilson-J ones Co 71 
Wilson Mem Index Co. 266 
Wrenn Paper Co., The 261 


Y 


Yawman and Erbe Mfg. Co. 


162, 168 
Z 


Zephyr American Corp. 247 











For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 





obligation. 

Adding Machine Parts Business Shows Check Protectors & Writers 
Amer. Writing Machine Co 24¢ National Business Show 58 Hall-Welter Co ‘ 54 
Ames Supply Co . 100 Caleulatin vi Checks, Stamped Metal 
Cloyes Gear Works ---267 Meilicke oo Ine 112 Meyer & Wenthe . 112 
Shipman-Ward Mfg. Co.-_...........113 Shipman-Ward Mfg. Co... 113 Coin Bags, Trays and Wrappers 

Adding Machine Rolls & Paper : are _ Art Steel Co 179, 80 
Rockwell-Barnes Co 99 Calculating Machines E Downey, C. L., Go eS 

Adding Machines an — eneutaters. soe. wenn 237 Copyhelders 
Allen Calculators, Inc 237 Allen-Wales Add. Mach. Co = SOS Acco Products, Inc 244 
Allen-Wales Add. Mach. Corp 266 Sundstrand | . Back Cover Amer. Aut. Elec. Sales Co 113 
Remington Rand Inc 238 Victor Adding Mach. Co 105 Dawn Mfg. Corp. The 54 
Sundstrand ; Back Cover Calculating Machines, Used Shipman-Ward Mfg. Co 113 
Victor Adding Mach. Co ...105 Morse, J. S. Typewr. Co 266 Costumers 

Adding Machines, Rebuilt & Used Reliable Typewriter & A. M. Corp.102 Globe-Wernicke Co., The 130 
Morse, J. S., Typwr. Co ..266 Shipman-Ward Mfg Co 113 Peerless Steel Equip. Co 188 
oe nen oo, A. M. Corp.....102 Universal Office Equip. Co. 269 Royal Metal Mfg. Co 55 
Shipman-Ward Mfg. Co o-oo A 13 Sanymetal Products Co 214 

. : . alen 7 “ -= 

Ande eT nied F Stark Calendars Inc 109 Troy Sunshade Co 175 

Inderwood Elliott Fisher Co . a . Vogel-Peterson Co 225 
s ee Back Cover Carbon Interleaved Sets Crayon 

Addressing Machines, Used Taylor, R. A., & Co 266 Dixon, Joseph, Crucible Co 261 
Univ. Office Equipment Co 269 Carbon Papers Cushions and Pads, Chair 

oy sthact ) (See Ribbons and Carbons) Bickett, L. M., Co 64, 65 
(See Bf 2] atc. 4 : , 

Adverisiog tevtties a Card Index Boxes and Trays Shipman-Ward Mfg. Co 113 

adioal Ay - k . > All-Steel-Equip. Co 176, 177, 216 Dating St 
ss Stat rs S ( ( q ‘amps 

—_ caer ; ” Art Metal Construction Co 195 Amer. Number Mach. Co 266 
Hanson, J. L., Co 104 Art Steel Co : 179, 180 Bates Mfg. Co. 239 
Trussell Mfg. Co 73 Benson Mfg. Co 204 Melind, Louis, Co. 105 

Arch and Clip Board Files Cole Steel Equipment Co. 222 Meyer & Wenthe 112 
Amer.-Aut. Elec. Sales ( 113 ———— Steel Equip. Co 169 Rivet-O Mfg. Co 269 
Cushman & Denison Mfg. 268 Corry-Jamestown Mfg. Corp.....152, 153 Superior Type Co 110 
Globe-Wernicke Co 130 General Fireproofing Co 124, 125 Desk Lamps 
Rockwell-Barnes Co 99 Globe-Wernicke Co 130 Dawn Mfg C 54 
Shaw-Walker C 155. 6.7. 8 Guide System and Supply Co 241 vewn ss orp. 9nS 
Yawman & Erbe iit. C i6s Imperial Methods Co 76 General Lamps Corp 263 

awmar ¢ Erbe z 0 162 - — +4 “ J ite Co 7 

Ash Trays Office ; Invincible Metal Furn. Co 196 van Deke Industries a. 
. + ° Metal Office Furn. Co 203 : CUStrece 
Nagel -¢ ase g. ¢ 21 - 

PRs Leakiies Peerless Steel Equip. Co 188 Desk Name Plates 
Miami Systems Corp 261 Security Steel Equip. Corp....144, 145 Supersine Co. of Amer 4 

Ball Bearings for Drawer Slides, ete = aw-Walker Co. 155, 6, 7, 8 Desk Pads 
Kilian Mfg. Corp 21 Wen nae Mts Co is 6 "es Aigner G. J., & Co 109 

2 els g 0 a. Gs ” y Sales Co 113 

— ae - 9 am 17 Towmen & Erbe Miz. Ce 163, 8 nite sates Holders 

ee 79. a0 . 
General Fireproofing C¢ 124. 5 Cards, Business (Book Form) Acco se Ine 44 
Globe-Wernicke Co 130 Wiggins, John B., Co 103 Desk Pen & Ink Set 
- ; es e ets 
Victor Safe & Equip. Co 18¢ Cash Boxes Even-Flow Corp 256 

Billing Machines Art Steel Co <—g 179, 180 Gregory Fount-O-Ink Co 7 
Remington Rand Ine 238 4 General Fireproofing Co 124, 125 Sengbusch S-C Inkstand Co 250 
Underwood Elliott Fisher Co ash Register Parts Sheaffer, W. A., Pen Co 72 

Back Cover Chicago Cash Reg. Parts Co 114 Zephyr American Corp 247 

Ten, Coats and Periodical Le Casters, Caster Bearings, Slides pay Bacige = 

co oducts, Ine... 244 Bassick C 187 Se & Co 
Aigner, G. J., & Co 109 Desnai Gare 202 Art Metal Construction Co... 
Mitchell Binder Co ot Faultless Caster Corp 20k Art Steel Co 179 
National Blank Book Co . 67 Kilies ifs. Oxo... 214 Auomat. File & Index Co.....110 
Shaw-Walker Co 155, ¢ 8 ‘es Cole Steel Equipment Co 

Binders, Permanent Storage Celluloid —— Corry-Jamestown Mfg. Corp 152 fi 
Adams, Henry T., Mfg. Co 112 Hanson, J Co 104 General Fireproofing Co 124, 125 
Bankers Box Co 100 Markilo Co 114 Globe-Wernicke Co 130 
Shaw-Walker Co 155, 6. 7, 8 Ch ' Imperial Methods Co 76 

: air trons Nucraft Furniture Products 225 

Binders, String assick C 187 : ; . 

annie on Sassic - ‘ Peerless Steel Equip. Co 188 
Bankers Box Co 10 Bolens Mfg. Co 217 Shaw-Walker Co 155, 6, 7, 8 

Blank Books Collier-Keyworth Co 164 Weis Mfg. Co ian 67.8 
National Blank Book (< &7 Pome oti 2 ‘> 189 
Mechwell-Barnes Co 99 ~—«C Chairs, Office ae oa _— 
Wilson-Jones Co 71 Artility Metal Products, Inc 141 Desk Work Distributors 

’ : Bright Chair Co 205 Art Steel Co 179, 80 

Blotters . ees Cramer Posture Chair Co 222 Bristow, Stanley R 268 
Wrenn Paper Co 2¢ Domore Chair Co.. Inc 170 Globe-Wernicke Co 130 

Blue Print and Plan File Cabinets Ehrlich Upholstery Works 185 Lyon Metal Products Ine 224 
All-Steel Equip. Co 176, 177, 21 General Fireproofing Co 124, 125 wen eae & Equip. Co _ 
Anderson-Hickey Co 190 Gunlocke, The W. H., Chair Co, 201 reis Mfg. Co 135, 6 f 
Art Metal Construction Co won 195 Harter ic orp on 146, 147 Desks 
Art Steel Co », 180 High Point Bending & Chair Co,_.167 Alma Desk Co 212 
Browne-Morse (Co 224 Jasper Chair Co 128, 129 Art Metal Construction Co 195 
Columbia Steel Equip. Co 169 Jasper Seating Co 213 Art Steel Co 179, 80 
Corry-Jamestown Mfg. Corp 152, 8 Johnson Chair Co 91 Auomat. File & Index Co 110, 212 
General Fireproofing Co 124, § Lyon Metal Products, Ine 224 Bentson Mfg. Co 204 
Globe-Wernicke Co 130 Marble, The B. L., Chair Co 211 Browne-Morse €o 224 
Peerless Steel Equip. Co 1x8 Marble & Shattuck Chair Co 204 Central Desk Mfg. Co 205 
Shaw-Walker Co : 155, 6, 7. & Metal Office Furniture Co 203 Clemco Desk Mfg. Co 91 
Ulrich Planfilling Equipment Co.. 2464 Milwaukee Chair Co., The 221 Columbia Steel Equip. Co 149 
Yawman & Erbe Mfg. (« 162, Murphy Chair Co 189 Corry-Jamestown Mfg. Corp....152, 153 

Bond Boxes New Indiana Chair Co 223 General Fireproofing Co 124, 5 
Art Steel Co 179. a Royal Metal Mfg. Co es, -. 55 Globe-Wernicke Co 130 
General Vireproofing Co 124, ° Shaw-W alker Co f 155, 6, 7, 8 Imperial Desk Co. 126 
Glohe-Wernicke Co iE Saag ae 191 Indiana Desk Co 223 

Sikes Co., Inc. The 143 Invincible Metal Furn. Co 196 

— a Equip. Cc iil iat ii bw ag oa ga ( “ Co sar Jasper Office Furn. Co 168 

sae Cie : dedi oledo Metal Furn. Co 27 Leopold Co., The 190 
\iIma Desk Co... : 12 Troy Sunshade Co 175 Macey Co., The 166 
Art Metal Construction (Ce 19 Metal Office Furniture C¢ on2 
Browne-Morse Co 224 Chairs, Folding Michigan Desk Co : 215 
Corry Jamestown Mfg. Corp 152 Gaylo Mfg. Co.. Inc 213 Olsen. 0. CS. Co 225 
General Fireproofing Co m4. § Lyon Metal Products 224 Peerless Steel Eauip Co 188 
Globe-Wernicke Co 130 Norcor Mfg. Co 225 Dichet 5S © Warniture ¢ 929 
Macey Co., The 166 Royal Metal Mfg. Co 55 as _ 
. B.---- al Metal : vs Royal Metal Mfe Co 5 
Peerless Steel Equip. Co 188 e S . : 1 r 
. 7 . . na .  @ j § y Stee ip orp 144, 145 
Shaw-Walker Co 1 6, 7, 8 Chairs (Posture) seourity teel_ Equip. Corp... ” 
Weis Mfg. Co 135, 6. 7, & Amer. Aut. Elec. Sales Co............113 Shaw-Walker Co 155, 6 4 8 
Yawman & Erbe Mfg. (¥ in? Artility Metal Products Co 161 Slosne. W. & J. tu 
: Bright Chair Co 205 Troy Sunshade Co 175 
Book Rings Ficcmmeeey- Sinaia 999 Victor Safe & Equip. Co 186 
ss Mfe C _ ramer Posture Chair Co. 222 4 “ : 
Adams, Henry T., Mfg. Co Domore Chair Co., Ine 170 Yawman & Erbe Mfg. Co 162, 3 
Bookkeeping Machines Fritz-Cross Co 214 Diectating Machine (Stenotype) Supplies 
Underwood Elliott Fisher ¢ . . General Fireproofing Co 124, 125 Stenotype Supplies Co 266 
Sack Cover junlocke > WwW p 9 . 
en ees Tt Chalt voter _Oletating Mashlecs 
ag ng | oo ee nag Bending & Chair Co 187 Dictaphone Corp 57 
ode lox eeping Systems 114 gh 0 : . 
Box penn le j ’ Jasper Cha ‘o 128, 129 Dietating Machines, Used 
er Files - ’ " one 
ial te Jasper Seating Co 213 Morse, J. S. Typewr. C 2K ¢ 
Giles We nick ‘ 18 Tohr m ( wy Co 91 Shipman-Ward Mfg. Co 113 
rlohe ernicke Co an rr 
Srakeelicteanaae ‘Te Marble, The B. L., Chair Co 211 Display Hooks 
Weis Mfr "Co a: ao 6 Marble & Shattuck Chair Co 24 Oakville Co., Div. Scovill 75 
' : Milwaukee Chair Co. The 221 . , 

Brief and Zipper ~~ Murphy Chair Co 129 Dup!. Mach. Engineering i 
Doppelt, Chas.. & 10 Royal Metal Mfe. Co Rr Billings, John G 26 
Mashek, Frank, & Ce 115 Shaw-Walker Co 155, 6, 7. 8 Duplicating Machines & Supplies 
National Brief Case Mfg. Co 108 Shepherd Chair Co 191 Amer. Writing Mach. Co 246 
Shaw-Walker Co 155, 6, 7, 8 Sikes Co., Inc., The 143 Barker, Earl M., & Co 267 
Stein Bros. Mfg. Co 111 Sturgis Posture Chair Co 217 Columbia Ribbon & Carbon Mfg 


Varat, Murray, Co 102 Toledo Metal Furn. Co 127 Co. 





Diek, A. B., Co. . . 49 
Duplicopy Co. siaticeati . 61 
Harding, Milo, Co. uf 259 
Heyer Corporation, The... 271 
Hileo Corp. .... OSA RRL jie 
Ink Specialties Co... 104 
Manifold Supplies Co . §1 
Mimeograph, The 49 
Mittag & Volger, Inc 60 
Multistamp Co., Ine. 81 
Orthograph Co., The... 265 
Red Feather Products, Lia aig 248 
Rex-O-Graph Co ; 268 
Shipman-Ward Mfg. Co... 113 
Smith, L. C., & Corona Typewr.. 53 
Speed-O-Print Corp.. 253, 254 
Technygraph, The , 251 
Victor Safe & Equip. Co. 1386 
Duplicating Machines, Used 
Morse, J. S., Typewriter Co. 266 
Shipman-Ward Mfg. Co.... 113 
Universal Office Equip. Co.............. 269 
Envelope Openers 
(See Letter Openers) 
Envelope Sealers 
Multipost Co., Inc 259 
Envelope Sealer-Canceliers 
Multipost Co., The 259 
Envelopes 
Globe-Wernicke Co 130 
Quality Park Envelope Co 90 
Envelopes, Celluloid 
Markilo Co. 114 
Eradicators, Ink 
Carter's Ink Co., The 243 
Heyer Corp., The 271 
Erasers, Rubber 
Dixon, Jos., Crucible Co. 261 
Roberts, Weldon, Rubber Co 262 
Exhibitions, Office 
Nat'l Business Show 58 
Expense Books 
Beach Publ. Co......... 268 
Eyelets & Eylet Fasteners 
Bates Mfg. Co....... 239 
Oakville Co., Div. Scovill TS 
Rivet-O-Mfg. Co. ‘ 269 
File Boxes, Collapsible Corrugated 
Bankers Box Co 100 
Barkley, €. L., Co 112 
Globe-Wernicke Co. 130 
Guide System & Supply Co 241 
Oxford Filing Supply Co. 242 
Weis Mfg. Co 135. 6, 7, 8 
File Boxes, Metal 
Adams, Henry T.. Mfg. Co 112 
Art Metal Construction Co. 195 
Art Steel Co. 179, 180 
Corry-Jamestown Mfg. Corp 152, 153 
Globe-Wernicke Co 130 
Peerless Steel Equip. Co 188 
Pronto File Corp 222 
Rockwell-Barnes Co 99 
Shaw-Walker Co 155, 6, 7. 8 
Victor Safe & Equip. Co 186 
Filing Cabinet Ball and Roller 
Bearings 
Kilian Mfg. Corp 214 
Filing Cabinets, Insulated 
Mosler Safe Co., The ; 203 
Shaw-Walker Co 155, 6, 7 
Victor Safe & Equip. Co ‘ise 
Filing Cabinets, Metal 
All-Steel-Equip. Co. 176, 177, 216 
Anderson-Hickey Co a 
Art Metal Construction Co. 195 
Art Steel Co 79, 180 
Automatic File & Index Co...110, 212 
Bentson Mfg. Co. ; ....204 
Browne-Morse Co ad .-. 224 
Cole Steel Equipment Co. ..................222 
Columbia Steel Equip. Co. «one 69 
Corry-Jamestown Mfg. Corp.....152, 153 
teneral Fireproofing Co...........124, 125 
Hlobe-Wernicke Co... oe 
Invincible Metal Furn. Co. 196 
Macey Co., The 166 
Metal Office Furn. Co. 203 
Peerless Steel Equip. Co 188 
Pronto File Corp... 222 
Security Steel Equip. Corp.....144, 145 
Shaw-Walker Co 155, 6, 7. 8 
Victor Safe & Equip Co 186 
Wein. We Gi micteteaes . 224 
Yawman & Erbe Mfg. Co 162, 163 
Filing Cabinets. Wood 
Glohe-Werntcke Co. 2... ...130 
Imperial Methods Co........ 76 
Weis Mfg. Co i, & te 2 
Yawman & Erbe Mfg. Co 162, 163 
Filing Supplies 
Acco Products, Inc. 244 
Aigner, G. J., & C0. .nn.n-- 109 
Art Metal Construction Co. 195 
Barkley, C. L. & Co 112 
Browne-Morse Co..... Ss 
Corry-Jamestown Mfg. Corp........152, 3 
Daco Card and Index Co. 268 
General Fireproofing Co....... 124. 5 
Globe-Wernicke Co..... 130 
Guide System & Supply Co 241 
Impertal Methods Co 76 
Macey Co., The 186 
Metal Office Furn. Co 203 
Oxford Filing Supply Co 242 


THE CLASSIFICATIONS 
(Continued on page 6) 








6 


THE CLASSIFICATIONS 
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Pronto File Corp 222 
Quality Park Envelope o..... ne 
Rockwell-Barnes Co oy 
Shaw-Walker Co as. €. 7. 8 
Victor Safe & Equip. Co 1846 
Warshaw Mfg. Co 256 
Weis Mfg. Co. ian, & 8.8 
Yawman & Erbe Mfg. Co 162, 1¢ 
Filing Tables 
Toledo Metal Furniture Co 127 
Finger Pads 
Speed Products Co 82 
Folders (See Filing Supplies) 
Folding Machines 
Multistamp Co., Inc 81 
Fountain Pens 
Carter's Ink Co., The 243 
Esterbrook Pen Co 255 
Kahn, David, Inc 240 
Parker Pen Co 249 
Sheaffer, W. A., Pen Co 72 
Furniture Scratch Remover 
General Cement Mfg. Co 224 
Gummed Cloth Rings 
Dennison Mfg. Co 246 
Graff, Geo. B., Co 68 
Warshaw Mfg. Co rie 
Gummed Tape " 
Industrial Tape Corp 79 
index Card Signals 
Cook, H. C., Co 26 
Graff, Geo. B., Co 68 
Victor Safe & Equip. Co 18% 
index Tabs 
Aigner, G. J., & Co 10% 
Barkley, C. L., & Co 112 
Globe-Wernicke Co 130 
Guide System & Supply Co 241 
Markilo Co 114 
Shaw-Walker Co 155, 6. 7, 8 
Veit Co., The 62 
Victor Safe & Equipment Co 18 
Inks, Adhesives, Ete. 
Carter's Ink Co., The 24 
Dennison Mfg. Co 246 
Harriman-Welts Prod. Co 260 
Higgins, Chas. M., & Co 257 
Ink Specialties Co. 104 
Melind, Louis Co 105 
Parker Pen Co 249 
Rivet-O-Mfg. Co 269 
Sanford Ink Co 101 
Sheaffer, W. A Pen Co 72 
Superlor Type Co 110 
Inkstands 
Cushman & Denison Mfg. Co 268 
Sengbusch S-C Inkstand Co 250 
Intercommunication Equipment 
Webster-Chicago Corp 1 
Labels, Folder Strip, Ete 
Dennison Mfg. Co 24 
May, The J. lL Co 268 
Oxford Filing Supply Co 42 
Warshaw Mfg. Co 2h 
Ladders, Library, Store & Vault 
Cotterman, I. D 114 
Leads for Mechanical Pencils 
Autopoint Co. 109 
Dixon, Jos., Crucible Co 261 
Kahn, David, In 240 
Rite-Rite Mfg. Co 92 
Sheaffer, W. A Pen Co 7 
Leather Goods 
Doppelt, Chas., & Co 101 
Mashek, Frank, & Co 115 
Nat'l Brief Case Mfg. C« 108 
Stein Bros. Mfg. Co 111 
Varat, Murray Co 102 
Leather Upholstered Furniture 
Bright Chair Co 20 
Ehrlich Upholstery Works 165 
Gunlocke, The W. H.,-Chair Co....201 
Jasper Chair Co 128, 129 
New Indiana Chair Co 22 
Letter Openers 
Multipost Co., Ine 259 
Letter Trays (See Desk Trays 
Letterheads 
Wiggins, John B., Co 10: 
Library Equipment 
All-Steel-Equip. Co 176, 177, 21¢ 
Art Metal Construction (« 195 
Art Steel Co 179, 80 
Corry-Jamestown Mfg. Corp 152 
General Fireproofing Co 124, 5 
Globe-Wernicke Co 130 
Macey Co., The 16¢ 
Peerless Steel Equip. Co 188 
Shaw-Walker Co 155, 6, 7, 8 
Yawman & Erbe Mfg. Co 162 
Lockers and Storage Cabinets 
All-Steel-Equip. Co 176 al¢ 
Anderson-Hickey Co 190 
Art Metal Construction Co 19 
Art Steel Co 179 
Browne-Morse Co 22 
Corry-Jamestown Mfg. Corp 152, 1 
General Fireproofing Co. 124, 12 
Globe-Wernicke Co 130 
Invincible Metal Furn. Co 19 
Lyon Metal Products, Inc 224 
Macey Co, The 166 
Metal Office Furn. Co 203 
Security Steel Equip. Corp 144, 14 
Shaw-Walker Co 155. 6. 7, & 
Yawman & Erbe Mfg. Co 142 
Loose Leaf Books & Systems 
Adams, Henry T.. Mfg. Co 112 
Aigner. G. J & Co 109 
National Blank Book Co 67 
Sheppard, The C. E.. Co 260 
Stationers Loose Leaf Co 8 


Trussell Mfg. Co 
Wilson-Jones Co 
Loose Leaf Sheet Covers, 
Markilo Co 
Loose Leaf 
Adams, Henry T., 
Mail Distributors 
Bristow, Stanley R 


Mfg 


Gilobe-Wernicke Co 

Victor Safe & Equipment 
Map Tacks 

Graff, George B., Co 


Moore Push-Pin Co. 
Matched Office Suites 

Art Metal Construction ( 
General Fireproofing Co 
Globe-Wernicke Co 
Leopold Co., The 

Macey Co., The 

Royal Metal Mfg Co 
Shaw-Walker Co 

Sloane, W. & J 

Troy Sunshade Co 
Memorandum Books 
National Blank 
Rockwell- Barnes 
Prevue-Radsell Co 
Trussell Mfg. Co. 
Wilson-Jones Co. 
Memorandum Devices 


Book Co 
Co. 


Autopoint Co. 

Bates Mfg. Co 
Bristow, Stanley R 
Wilson Mem, Index Co 
Zephyr American Corp 
Mending Tape 

Dennison Mfg. Co 
Industrial Tape Corp 
Warshaw Mfg. Co 
Moisteners 

Better Packages, In 
Kellogg, A. W., Sales Co 


Rivet-O-Mfg. Co 
Numbering Machines 


0 


Amer. Numbering Mach, ( 
Bates Mfg. Co 

Melind, Louis, Co 

Roberts Numbering Machine 


Office Partitions and Railings 


Globe-Wernicke Co 
Pads, Figuring 
National Blank Book (Co 


Rockwell-Barnes Co 
| Jones Co 
Brown. L. L. Paper Co 
, Paper Corp 
Rockwell-Barnes C 
Southworth Co. 
Paper Clamps 
Acco Products, Inc 
Cushman & Denison 
Esterbrook Pen Inc 
Hunt, ©. Howard 
Oakville Co. Diy 
Paper Clips 
Acco Products, 
Cook, H. € 
Cushman & 
Graff, Geo B Co 
Oakville Co. Div. Scovill 
Vail Manufacturing Co 
Paper Fastening Machines 
Ace Fastener Corp 
Amer. Autme. Electrix 
Bates Mfg. Co 
Hotchkiss Sales Co 
Markwell Mfg. Co 
Neva-Clog Products 
Speed Products Co 
Victor Safe & Equip. Co 
Paste (See Inks, Adhesives, 
Pencil Sharpeners 
Graff, George B 
Hunt, ©. Howard 
Pencils, Mechanical 
Autopoint Co 
Kahn, David, Inc 
Parker Pen Co 
Rite-Rite Mfg. Co 
Sheaffer. W. A Pen Co 
Pencils, Wood Cased Lead 
Dixon, Jos., Crucible Co 
Penholders 
Dixon, Jos 
Pens, Steel 
Esterbrook Pen Co 
Hunt, C. Howard, 
Pieture Hooks 
Moore Push-Pin Co 
Pin Tickets 
May The J. L Co 
Pins and Pin Containers 
Oakville Co. Div. Scovill 
Vail Mfg. Co 
Platens, Typewriter 
Amer. Writing Machine ¢ 
Ames Supply Co 
Shipman-Ward Mfg 
Postal Scales 
Hanson Scale 
Masco Corp 
Pelouze Mfg. Co 
Shipman-Ward Mfg 
Triner Scale & Mfg 
Price Card Holders 
Oakville Co.. Div 
Price & Sign Markers 
Superior Type Co 
Pubie Address Systems 


Mfg 


Pen Co 
Scovill 


Denison Mfg 


Inc 


Co 
Pen Co 


Crucible Co. 


Pen Co 


Co 


Co 
Co 


Scovill 


Webster-Chicago Corp 
Publishers 

Atwell, Anthony. & Assoc 

British Stationery Exporter 
Punches 

Acco Products, Inc 

Bates Mfg. Co 

“ooperative Church Sup. 


Globe-Wernicke Co 
Mitchell Binder Co 
National Blank Book 


Co 


o 


0 


Sales 


Celluloid 


Metals and Devices 
Co 


rt) 











Push Pins 
Moore Push-Pin Co 
Oakville Co. Div. Secovill 


Ribbons and _Carbons 


Strong Boxes, 





Cole Steel Equipment Co 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
Efficiency Equipment Co 


General Fireproofing Co. 
Globe-Wernicke Co 





Guide System & Supply Co. 

Imperial Methods Co 76 
Invincible Metal Furn. Co 196 
Macey Co., The..... 16 
Metal Office Furn. Co 203 
Peerless Steel Equip. Co 188 


Pronto File Corp 





Rockwell-Barnes Co af 
Security Steel Equip. Corp 144, 145 
Shaw-Walker Co 155, 6. 7. 8 
Weis Mfg. Co =. 6, 7. 8 
Yawman & Erbe Mfg. Co 3 





Fire Protected 


Meilink Steel Safe Co 215 
Tables 
Art Metal Construction Co 195 





Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co. 
Globe-Wernicke Co 















Allen & Co 264 
Allied Carbon & Ribbon Co 268 
Amer, Writing Machine Co 24 
Ames Supply Co 100 
Buckeye Ribbon & Carbon Co 261 
Carter's Ink Co, The 24 
Codo Mfg. Corp 10 
Columbia R. & C. Mfg. Co § 
Crown Ribbon & Carbon Co 267 
Imperial Mfg. Co 62 
Interstate Ribbon & Carbon Corp...267 
Manifold Supplies Co 1 
Mittag & Volger, Inc 60 
Old Town Rib. & Carbon Co 64 
Pacific Car. & Rib. Mfg. Co 7 
Peerless Key-Imperial Mfg. Co 62 
Phillips Process Co 66 
Remington Rand Ine 238 
Royal Typewriter Co., Inc 270 
Shipman-Ward Mfg. Co. 113 
Smith, L. C. & Corona Tws ) 
Storms, H. M., Co 258 
Underwood Elliott Fisher Co 
tack Cover 
I S. Typewr. Rib. Mfg. Co 2t 
Webster, F. 8S., Co 2 
Rubber Bands 
Roberts Weldon Rubber Co 262 
Rubber Stamps 
Bankers & Merchants Stamp Wks. 114 
Melind, Louis, Co 105 
Meyer & Wenthe 112 
Rubber Type Outfits 
Superior Type Ce a 
Safes 
Art Metal Construction Co 19 
General Fireproofing Co 124 
Globe-Wernicke Co 130 
Macey Co The 
Globe-Wernicke Co. 
Meilink Steel Safe Co The 
Mosler Safe Co., The 
Shaw-Walker Co 15 6; 3.8 
Victor Safe & Equipment Co 18 
Yawman & Erbe Mfg. Co 162 
Scrapbooks 
Globe-Wernicke Co 130 
Hanson, The J. L., Co 104 
Weis Mfg. Co 135. 6, 7, 8 
Secretary Desks 
Art Metal Construction Co 19 
General Fireproofing Co 124, 5 
Globe-Wernicke Co 130 
Peerless Steel Equip Co 188 
Shaw-Walker .Co 155. 6. 7, 8 
Shelving 
All-Steel-Equip. Co 176. 17 2 
Art Metal Construction Co. 19 
Art Steel Co 179. 180 
Browne-Morse Co 22 
Corry-Jamestown Mfg. Corp 152, 1 
General Fireproofing Co 124 
Globe-Wernicke Co 130 
Lyon Metal Products, Inc 224 
Macey Co., The 1éf 
Security Steel Equip. Corp 144, 14 
Shaw- Walker Co 186, 6, 7, 8 
Smoking Stands, Office 
Royal Metal Mfg. Co 
Sortina Devices 
Bristow, Stanley R 268 
Ulrich Planfiling Equipment Co 64 
Stamp Affixers, Postage 
Multipost Ce Ine 2 
Stamp Pads 
Bates Mfg. Co 2 
Melir Louis Co. 10 
Meyer & Wenthe 112 
Phillips Process Co HF 
Rivet-O-Mfg. Co Au 
Rockwell-Barnes Co. 99 
‘rior Type Co 110 
Safe & Equip. Co 18% 
Stands for Office Machines 
All-Steel-Equip. Co 176, 177, 21¢ 
Ames Supply Co. 100 
Anderson-Hickey Co 190 
Art Steel Co 179. 180 
Corry-Jamestown Mfg. Corp 152, 1 
Gaylo Mfg. Co Inc 218 
General Fireproofing Co 124, 12 
Globe-Wernicke Co 130 
Harter Corp 146, 7 
Metalstand Co 224 
Peerless Steel Equip. Co 188 
Sherman-Manson Mf Co 21 
Shipman-Ward Mfg. Co 11 
Standard Office Products 214 
Sturgis Posture Chair Co 217 
Toledo Metal Furniture Co 127 
Staple Extractors 
\ “astener Corp 10 
Staples and Stapling Machines 
Ace Fastener Corp 10 
Bates Mfg. Co 239 
Hotchkiss Sales Co 2 
Markwell Mfg. Co 204 
Neva-Clog Products, Ir ’ 
Oakville Co. Div. Scovill 7 
Speed Products Co 82 
Vail Manufacturing Co ) 
Stationers, Wholesale 
Assoc. Stationers Supp. Co 10 
Stenographer's Note Books 
National Blank Book Co f 
Rockwell-Barnes Co i) 
Trussell Mfg. Co 7 
Storage and Transfer Cases 
Adams, Henry T Mfg. Co 112 
All-Steel-Equip. Co 176 77. 2i¢ 
Art Metal Construction Co 19 
Art Steel ¢ 179. 180 
Bankers Box (c 10 
tarkley, ¢ L. & Cr 112 
Bentson Mfg. Co 204 
Browne-Morse Co 224 





Lyon Metal Products, Inc 224 
Macey Co., he 166 
Mutsehler Bros. Co 214 
Peerless Steel Equipment Co 188 
Shaw-Walker Co 155, 6, 7. 8 
St. Johns Table Co 213 
Victor Safe & Equipment Co 18 
Tags 
Dennison Mfg. Co 246 
May, The J. L., Co 268 
Telephone Accessories 
Bates Mfg. Co 239 
Victor Safe & Equipment Co 186 
Zephyr American Corp 247 
Telephone Stands 
Art Metal Construction Co 19 
Art Steel Co 179, 80 
General Fireproofing Co 124, 5 
Globe-Wernicke Co 130 
Peerless Steel Equipment Co 188 
Shaw-Walker Co 155, 6, 7, 8 
Yawman & Erbe Mfg. Co 162, 3 
Thumb Tacks 
Graff, George B., Co 68 
Moore Push-Pin Co 257 
Oakville Co. Div. Scovill 75 
Ticket Holders 
Oakville Co. Div. Scovill 7 
Vail Manufacturing Co oF 
Trimming Boards 
Amer. Photo Laboratories 10 
Type, Typewriter 
Amer. Writing Mach, Co 24 
Ames Supply Co. 100 
Shipman-Ward Mfg. Co 113 
Typewriter Cleaning Material 
Amer. Writing Mach. Co 24¢ 
Ames Supply Co 100 
Clarotype Co. 265 
Mittag & Volger, Inc 60 
Rivet-O-Mfg. Co 269 
Seat, Dr. Chemical Co 112 
Shipman-Ward Mfg. Co 113 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Co 246 
Ames Supply Co 100 
Peerless Key-Imperial Mfg. Co 62 
Shipman-Ward Mfg. Co 
Speed Key Mfg. Co. 26 


Typewriter Cushion Knobs and Bases 








American Hair & Felt Co 108 
Amer. Writing Mach, Co 246 
Ames Supply Co 100 
Peerless Key-Imperial Mfg. Co 62 
Shipman-Ward Mfg. Co 113 
Typewriter Parts and Tools 
Amer. Writing Mach. Co 24 
Ames Supply Co 10 
Shipman-Ward Mfg. Co 1: 
Typewriters, Mfrs. of 
Amer. Automatic Typewr. Co 7 
Corona Typewriter } 
Reliable Typewriter & A. M. Corp. 102 
Remington Rand Inc 3 
Royal Typewriter Co 270 
Smith, L. ¢.. & Corona Tws , 


Underwood Elliott Fisher Co 
Back Cover 


Typewriters, 
Amer. Writing Mach. Co 
Morse, J. S. Typewr. Co 
Shipman-Ward Mfg. Co 
Wholesale Typewriter Co 


Visible Systems Equipment 
Acme Visible Records, Inc 
Aigner, G. J., & Co 
Art Metal Construction Co 
Automatic File & Index Co 
Globe-Wernicke Co 


National Blank Book Co 
Shaw-Walker Co 155 
Sheppard, (. E., Co 
Stationers Loose Leaf Co 





Victor Safe & Equip. C« 
Visible Records Equipment 
Wilson-Jones & Co 
Yawman & Erbe Mfg. Co 
Voting Equipment 
Douglas Mfg. Co 
Waste Baskets 
Art Steel Co 
Cole Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Massillon Wire Basket Co. 
Metal Office Furn. Co 
Nat'l Vulcanized Fibre Co 
Nucraft Furniture Products 
Peerless Steel Equipment 
Shaw-Walker Co 1 


Rebuilt and Used 


‘ 


110, 112 
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WANTS AND LOR SALE 


The rate for classified advertisements is cight cents a word, minimum charge, $1.0U. 


SITUATIONS WANTED 


s Ml ESMAN WITH ELEVEN YEARS experience serving one dealer in the 
Southwest finds it advisable because of health of member of family to 
locate on West Coast Experience includes not only all types - station 

, also typewriters, adding machines, posture chairs, filing equip 
nal Mage * handled printing 


isibl cialtie as also 
ment, visible records and other specialties Has a 
peed Well equipped to do a good sales job for some established Pacific 
Coast dealer Good references. Address J-178, care Office Appliances 


Chicago es era 
? available, experienced 
seven years 


ADDING MACHINE-TYPEWRITER MECHANIK 
on all makes of adding machines and typewriters including ‘ L 
at Burroughs factory, both Bookkeeping and Moon Hopkins machines Ex 
cellent sales training on all office equipment Best references, at present 
employed. Address J-179, care Office Appliances, Chicago 
OFFICE FURNITURE MAN who has served as salesman and sales man 
ager is open for new sales connection, preferably as field representative 
Experience in wood desks and chairs largely, but is competent to handle 
other lines as well Excellent references Address J-177, care Office 
Appliances, Chicago. 


EXPERIENCED, RELIABLE STATIONERY and office equipment man 
connection Has worked outside and in store as manager 
social stationery and office equipment. Age 46 
Prefer central states Interested either with established dealer or repre 
senting manufacturer to trade Will be at convention in Chicago Sep 
tember Address J-168, care Office Appliances, Chicago 


wants new 
Knows commercial and 


OFFICE FURNITURE SALESMAN with ten years road experience for 
chair manufacturer and five years with a well known dealer desires again 
retailer Has wide ac 


to sell furniture, either wood or steel, to the : 
quaintance Experience includes wood and steel desks, chairs including 
posture type, steel files and accessories lop references Addrss J-173 


care Office Appliances, Chicago 
SALBSMAN WITH LONG AND SUCCESSFUL experience with a leading 
office machine manufacturer is open for a new connection in Pacific Coast 
Located in San Francisco, Will cover Northern California, the 
states, as the possibilities of new con 
require Address J-175, care Office 


territory 
entire state, or the 
nection or policy of 
Appliances, Chicago 


three Coast 

manufacturer 
SPRVICEMAN wants salaried position; experienced all makes typewriters 
middle-aged, sober and steady positively no soliciting References Ad 
dress Box J-181, Office Appliances, Chicago 








MECHANIC AND ALLAROUND MAN who understands the business; 15 
vears In this line service, sales managing Willing to go anywhere; can 
furnish the best of references. Address J-182, care Office Appliances 
Chicago 

EXPERT MECHANIC desires position with reliable concern 
1-172. care Office Appliances, Chicago 


Address 


SALESMEN WANTED 

offices, we have a product that will prove 

profitable sideline It quickly becomes a major line Exelu 
Box X-256, care Office Appliances, Chicago 


IF YOU ARE NOW selling to 
to be a very 
sive territories are available 





SALESMEN WANTED: A large, old, well-established filing supply, loose 
leaf and office equipment manufacturer has an opening for one experi 
enced salesman in Cincinnati and ene in Indianapolis The position is 
on a drawing account and commission basis and there is already estab 
lished a considerable amount of repeat business Address X-250, care 
Office Appliances, Chicago 

EXCLUSIVE TERRITORY covering sale and service of L C Smith Type 
Typewriters, Corona Adding 


writers Corona Portable Machines Cash 
Drawer Combinations, in ric! agricultural center Bloomington Illinois, 
and adjacent counties Make application in writing giving full partic 
ulars ex perien ( L C Smith & Corona Typewriters Inc., 58 E. Was 
ington Street, Chicago, Illinois 


FULL OR PART TIME COMMISSION SALESMEN to represent manu 
facturer of high grade line typewriter ribbons and carbon paper. Several 
territories open, presenting unusual opportunities for experienced men 
Write X-255, care Office Appliances, Chicago 

SALESMAN EXPERIENCED in office furniture wanted to take charge 
of department in large stationery store in Ohio Must know both wood 
and steel Write full details of ability and experience Address X-25% 
care Office Appliances, Chicag 

ENVELOPE SALESMAN WANTED to handle profitable side line of ex 
panding Red Rope Wallets, File Pockets, et Commission basis 4 
number of states oper Address X-252, care Office Appliances, Chicago 





RETAIL STATIONERY AND OFFICE EQUIPMENT SALESMAN wanted 
experienced both store and outside general knowledge Good cits 
salary Address X\-246 ire Office Appliances, C1 


lines 
territory cago 


NEW, PRACTICAL, LOW PRICED telephone 
order only and receive full credit on reorders The 
Woodside, N ¢ 


table You sell opening 
Waiter S. Krans Co., 


MECHANICS WANTED 
MECHANIC 


ee 


ELLIOTT-FISHER preferably Experienced Sundstrand also 
city in the cx 


This is a good job for good man; best , uintry located Sont! 
west X-247, care Office Appliances, Chicag 

WANTED—COMBINATION TYPEWRITER and ish register mechanic 
Give experience and salary expected in first letter Address Office 


Machines Co Harlan, Ky 


WANTED EXPERIENCED TYPEWRITER and office machine me« hanic 
State experience Address X-25 ea _Office Appliar es, Chicago 














COMBINATION MECHANIC-SALESMAN WANTED 


FIRST-CLASS TYPEWRITER MECHANI( leading makes 
vith knowledge of adding and office machines Young, neat appearing 
person with some selling ability preferred. Permanent position with long 
established typewriter and \ t 30,000, Southerr 
Michigan Answer fully Applications confidentiz Address X-257, care 
‘fice Appliances, Chicago 


experienced on 


REPRESENTATIVES AVAILABLE 

SALESMAN who has among his customers leading stationers in Minne- 
apolis, St. Paul, Des Moines, Omaha and other cities in the Northwest, is 
in a position to handle a year round line or one which requires principal 
effort in fall and winter. Doing well with seasonal products active prin- 
cipally in spring and early summer First-class references including many 
well known stationery and office equipment houses. Adé@ress J-174, care 
Office Appliances, Chicago 








CALIFORNIA SALESMAN with excellent record both in the sale of office 
specialties and in purchase and use of office supplies with large industrial 
concern desires to establish himself as a manufacturers’ representative 
selling to dealers and jobbers Prepared to handle one or more lines on 
commission basis in California or to cover the entire Pacific Coast area. 
In a positien te give first-class trade representation Convincing refer- 
ences Address J-176, care Office Appliances, Chicago 





DESK LINE WANTED by salesman calling upon the trade in the Pacific 
Northwest Now represents manufacturérs of steel equipment and wood 
office chairs Can sell desks in interesting quantities to same dealers. 
Address J-171, care Office Appliances, Chicago 


SALES ORGANIZATION, excellent World Wide Dealer Distribution, seeks 
one additional meritorious specialty, office equipment line. Address J-180, 
care Office Appliances, Chicago 


REPRESENTATIVES WANTED 





territories coast to coast 
fast-moving office appliance that sells daily 
thousands nationally known corporations and smaller 
Prefer financially responsible established 
selling similar article direct to consumer. 
details and please state present sales setup. 
Appliances, Chicago. 


REPRESENTATIVES WANTED, various open 
by manufacturer unique line 
at big unit profits: 
firms already our 
Specialty Men or Dealers now 
Write for full interesting 
Address X-258, care Offic: 


customers 


REPRESENTATIVES and Distributors who are now successfully estab- 
lished in the Stationery and Office Equipment field selling to wholesalers 
and retailers, are invited to correspond with the manufacturer of a lead- 
ing Fluorescent Portable Lamp line. We are appointing men to represent 
us in remaining territory on an attractive commission basis, and some 
territories are open to responsible men or selling organizations for the 
exclusive distribution of the MIDCO PERFECLITE line. Please turn 
to page 74 for our fall announcement and then write us fully regarding 
vour interest and qualifications Midwest Naturlite Co., 440 N. Wells 
St Chicago 





LIVE RBPRESENTATIVE calling on the stationery trade and depart- 
ment stores wanted by manufacturer of a unique patented Memo-device, 
indispensable whereve? there is a telephone. Active dealers profit maker. 
\n ideal sideline. Write fully of your experience and territory. Prevue- 
Radsell Co 440 So. Dearborn St., Chicago 





UPHOLSTERED OFFICE FURNITURE LINE made by established manu- 
facturer is open for an enterprising salesman for the territory including 
New England, New York State and Pennsylvania—also for the territory 
west of the Mississippi River. Only men who are interested in making 
real money are desired Give full particulars about your territory and 
your experience when you write Address X-248, Office Appliances, 100 
East 42nd Street, New York Y. 





NATIONALLY KNOWN MANUFACTURER of office machines desires rep- 
resentative in Cleveland and northern Ohio area. Write for information. 
stating qualifications and previous experience in specialty sales. Address 
X-249. care Office Apnliances. Chicago 





EXPERT STATIONERY MDSE. AND MGMT. COUNSEL AVAILABLE 





SERVICES OF EXPERIENCED stationery counsellor well 
loose leaf, filing devices, office furniture, lithographing, 
printing are available to established stationery concerns or to companies 
just entering the field. Has a record of developing and improving a dozen 
concerns mostly in field of office supplies. Experience covers practically 
ill seciions of the country Recently in a few weeks time put old estab- 
lished concern back on profit basis. If you have problems of management, 
selling, or store arrangement, drop a line to J-170, care Office Appliances, 
Chicago 


grounded in 
engraving and 





BRANCH OFFICE-WAREHOUSE 8 


PACE TO RENT 


MANUFACTURER serving stationery trade wishes to share office, smal! 
warehouse space or botl in the Central West, with another non 
competing manufacturer in the same industry Attractive proposition 
for concern seeking distribution with low overhead cost Address X-24, 
eare Office Annliances, Chic ico 








ADDING MACHINE PARTS, TYPE, ETC. 


available New low 
Write 


NEW PRICE LIST of Marchant parts now 
on adding machine feed rolls by the dozen 
Dehn. Jr 1643 101st Ave Oakland, Calif 


prices 
for prices now. I. 





DICTATING MACHINE PARTS 
COMPLETE AND VARIED STOCK. No order too small. When you need 
parts, write Central Dictating Service, 2632 N. Western Ave., Chicago. 
Management G. Kos p 





DUPLICATING MACHINE PARTS 


NEW PRICE of parts for the Mimeograph machine now avail 


LIST 
able Special ittractive prices on all rubber parts for the Mimeo 
graph Write for italogune ind price list Mimeo Repair (Co., 


395 troadway New York City 


BUSINESS OPPORTUNITIES WANTED 


lease or manage an office 
salesman 


X-253, 


EXPERIENCED YOUNG COUPLE will buy. 
equipment store Man is excellent typewriter 
Wife experienced in stationery Best 
eare Office Appliances, Chicago 


serviceman & 
references Address 


store 





WANTS AND FOR SALE—Continued on page 











WANTS AND FOR SALE—Continued from page 7 
SALES LETTERS 





LETTERS WILL BUILD SALES—For years I have built letters that pull 
sales, You need them more than ever now. Send me your data for new 
letters. or unsuccessful letters for reshaping Particulars on request 
Address H. M. Goldthwait, 1659 Broadway, Denver, Colo. 





FOUNTAIN PEN REPAIRING 


ALL MAKES Pens, Pencils, Desk Sets, etc 


Repaired—usually 12 to 24 


hour service. Standard prices. Welty Pen & Repair Co., 38 So. State St 
Chicago. is a a Le Fs : oy 

FOR SALE AND WANTED TO BUY 
ELLIOTT-FISHER MACHINES—Burroughs-——Moon Hopkins—-Adding Ma 
chines—Calculating Machines—-bought and sold Chicago Office Appliance 
Co., 529 8. Wells St., Chicago. 
PLLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters and all office machines bought and 
sold. ‘Teeter-Warsh Co., 849 North 3rd Street, Milwaukee, Wis. 


BURROUGHS, MOON-HOPKINS,  Elliott-Fisher, 
Machines, and everything in the office machinery 
number and we will highest cash prices. 
pliances, Inc., 326 Broadway, New York City. 


Accounting 
model, serial 


Office Ap 


Remington 
line. State 


quote International 


BURROUGHS— Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex 
All types office bought and sold Fort Pitt Typewriter Co 
644 Liberty Avenue, Pa 


machines 
Pittsburgh, 


BURROUGHS, MOON HOPKINS, Elliott Fisher Bookkeeping Machines 


OFFICE APPLIANCES 


headquarters machines 


DICTAPHONES, EDIPHONES, SUPPLIES 
1s. Chicago Dictating Machine 


bought and sold—Wholesale, Retail—-write 
28 S. Wells St., Chicago. 


Largest stock — all 
ind our Cleartone Cylinders. 
Ave., New York, N. Y 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 
Folders, Typewriters, Adding Machines Write for FREE Money 
Circular. Pruitt, 527 Pruitt Bldg., Chicago 





DICTAPHONES—EDIPHONES—established 
models. Write for prices of machines 
American Dictating Machine Co., 235 Fifth 


1923 


Sealers 
Making 





WANTED—Addressing equipment, frames, machines—graphotypes—Cabi 


nets, Calculators, Comptometers, Mimeographs, Kardex, Multigraphs, all 
office machines. Federal Office Equipment Co., 1120 Pine St., St 
Louis, Mo 


KARDEX, ACME, all makes used visible filing equipment. Thousands of 


reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sal Get our quotations. Chas, 8 
Nathan, In New York 


548 Broadway, 


KARDEX, ACME, POSTINDBX, et visible filing equipment of all 
types bought and sold. We specialize in this field and offer full coopera 
tion to dealers. Commercial Card System, 395 Broadway, New York City 


Duplicator inks and type 
Write us money Lewis 


MULTIGRAPH RIBBONS remanufactured 
writer ribbons Established over ten years 
Co., 413 W. State St., Milwaukee, Wis 


save 


DICTAPHON ES—-EDIPHONES—parts, and cylinders—rough or rebuilt 
Also adding and calculating machines bought and sold Wholesale or 
retail. All Types Office Equipment Co., 2508 S. Michigan Ave., Chicago 





WANTED TO BUY FOR CASH, adding and calculating machines, all 














Comptometers, all makes calculators Bought and Sold Dorrell-Marke! makes and models—typewriters, wide carriages 14” and larger—Burros 
93 8. 11th, Minneapolis, Minn 13-13-02 23-13-02 Moon Hopkins 72A-71A-78A-50M and higher 
—— - _—-— : - — Remington Accounting Machines Models 121-123-125—Blliott Fishers Direct 
ELLIOTT-FISHER machines, calculating machines, adding machines Subtractions and cross footers—-Hand Addressographs—‘‘B'’ frames long 
all office equipment, bought and sold W Crowley Company 434 clip and late style, also ‘‘E frames. Shipman-Ward Mfg. Co., 325 N 
Caswell Bldg Milwaukee, Wis Wells St., Chicago 
. .* . 
Export Statistics by United States Department of Commerce 
The statistics here presented are preliminary and subject to revision in the annual published reports. 
mronts Advance Otficial Data of Exports for June 1940 te 
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NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





G. J. Aigner Company.—Enclosed in an unusually handsome cover 
illustrated in this issue, and containing twenty-four pages, a new cata 
logue has been made available to the trade by the G. J. Aigner Com 
pany, 503 South Jefferson street, Chicago, covering its line of desk 
pads and accessories. The book is well illustrated with pictures of the 
various items offered by Aigner, all in color Ready for distributior 
about September 1, copies will be sent to dealers on request to the 


above address 


The All-Steel-Equip Company.—An attractive four-page folder, featuring 
the firm’s “One-Stop” service on steel equipment for office and store 
has been issued to dealers by the All-Steel-Equip Company, Aurora, Il 
Ihe folder is an explanation in text and photograph of how all needs for 
steel equipment for the store or office can be filled from the A-S-E line 
With large pictures it illustrates the company’s products in an unusua 
and clever manner including files, cabinets, lockers, etc. Copies are avai 
able to dealers on request. 


The Bentson Manufacturing Company... Two circulars, printed on hig! 
grade paper and done in color, have been issued to the trade by The 
tentson Manufacturing Company, Aurora, Ill., as a means of illustrating 
the advertising material now available to the dealer Both circular 
illustrate and describe the many lines of filing equipment and cabinet 
manufactured by Bentson and each picture is accompanied by figures 
giving the item catalogue number and inside and outside dimensions 
Copies of both circulars are available to the dealer on request 

Chicago Cash Register Parts Company.—A new, fifty-four page catalogue 
well illustrated and printed on high grade paper has been issued t 
the trade by the Chicago Cash Register Parts Company, 3843 Lincol: 
Chicago, Ill. The book is loose leaf in form and, in addition to 


avenue, 
showing illustrations of practically every item it also lists them by 
name and catalogue number and gives the prices for single item 


sets of dozens 

0. C. &. Olsen Company.—Illustrating and describing some of the principa 
lines of desks manufactured by the company, a new, four-page folder has 
recently been issued to the trade by the O. C. S. Olsen Company, 2527 
Moffat street, Chicago, Ill. The folder, printed on high-grade paper and 
with an attractive format, features the company’s Challenger B-5000 serie 
in a businesslike talk to the dealer, pointing out the various features of 
the series, with each illustration accompanied by all the necessary specifica 
tions and details 

The Rockwell-Barnes Company. A new and complete sample book 
covering all the various grades and colors of the firm’s lines of duplicator 
papers has been issued to the trade by the Rockwell-Barnes Company 
1511 West Thirty-eighth street, Chicago. Measuring 11 by S'% inches 
and attractively bound in a loose leaf cover, the book contains a sample 
of each grade and color and can be used as a demonstration book by 
the salesman Included are seventy-five sheets, eight grades for stenci 
tvpe and four grades for other styles of duplicators, each grade in 
dexed for convenient reference 


St. Johns Table Company.—A new office and school table catalogue 
which will illustrate and describe the firm's entire office line, is being 
prepared for mailing by the St. Johns Table Company, Cadillac, Mict 
The book will also include pictures and details of the company’s new 
No. 30 modern office table which is in the popular price bracket and is the 
latest addition to the St. Johns products, Copies of the catalogue 
available to dealers on request to the company’s home offices 


rli¢ il 


catalog 


Stationers Loose Leaf Company. A new, seventy-two page 
record equip 


which is pictured and described the line of Faultless visible 
ment made by the firm. has been issued to the trade by the Stationers 
Loose Leaf Company, 524 North Broadway, Milwaukee, Wis. Made pocket 
size for convenience and punched for loose leaf, the catalogue is dressed 
in a substantial and durable cover on which the book itself is listed as the 
company's catalogue No, V-2. The inside front cover contains the index 
arranged alphabetically, while the inside last page is left blank for notes 
and memorandum available to dealers on request to the 
company’s home offices 


Copies are 
> 


Current Corporation Reports 
Addressograph-Multigraph Corporation and Canadian subsidiary.— Six 
months ended June 30, subject to audit and year-end adjustments, net 
profit, $497,218, or 66 cents each on 758,813 common shares; for like 1939 
period, $429,490, or 57 cents a share. Net profit for both periods did not 
include earnings of the company’s three European subsidiaries. Six months 
ended June 30, net profit of the three subsidiaries was $57,537, against 
$73,541 in like 1939 period (New York Herald-Tribune, July 30, 1940.) 


General Fireproofing Company's net earnings for the first half of 194¢ 
were more than twice those of the same 1939 period, President George (¢ 
Brainard advised shareholders in a letter mailed recently. Net profit for 
the six months—subject to year-end adjustments and audit-—-was $494,881 
after the deduction of all charges including estimated federal income 
taxes and after the payment of preferred dividends, as compared wit} 
$240,272 for the same period in 1989. Earnings are equal to $1.54 a share 
on the 320,682 shares of common stock outstanding, as against 75 cent 
i share for the first 1989 half AK 


Business Machines Corporation... Six months ended June 
0, net profit, $4,535,482, or $5.05 each on 898,178 common shares; for like 
1989 period, $4 392,356, or $5.13 each on 855,408 shares. For latest six months 
net profit after deduction of $958,364 of blocked net foreign profits, against 
$569,549 in like 1939 period. Foreign profits other than Canadian, have bee! 
included in earnings for six months only to extent of $67,962, Thomas J 
Watson, president, stated. For quarter ended June 30, indicated net profit 
$2,097,978, or $2.34 each on 898,178 shares, against $2 487,504, or $2.71 eact 
39, or $2.51 each or 
July 26 


International 








on 898.178 shares in preceding quarter, and $2,147,5 
856.408 shares in like 1989 quarter (New York Herald-Tribune, 
1940.) 


Quarter ended June 


Register Company and subsidiaries 


National Cast 





OFFICE APPLIANCES 


10, net profit $618,960, or 38 cents each on 1,628,000 common shares against 
or 29 cents a share in preceding quarter, and $704,344 or 43 cents 
in like 1939 quarter. For six months ended June 30, net profit, 
or 67 cents a share; for like 1939 period, $1,188,369, or 73 cents 
months ended June 30, net profit $1,716,548, or $1.05 
months, $2,105,621, or $1.29 a share. (New 
1940.) 


$480,871, 
1 share 
$1,099,831, 
i share. For twelve 
i share; for previous twelve 
York Herald-Tribune, July 26 


Remington Rand In reported for the three months ended June 30 
1940, preliminary consolidated net profits of $565,240 after all charges, 
interest, taxes, etc., equivalent after preferred dividends to 22 cents a 
share on the 1,584,895 outstanding common shares. This compares with 
net income of $150,332, or a deficit of 4 cents a common share, in the 
orresponding quarter of 1939. Less than 10 per cent of the company’s 
operating profits for the June, 1940, quarter was derived from foreign 
operations, the company stated Domestic sales, totaling $8,115,000 in 
the June quarter, were 22 per cent ahead of those of $6,647,000 in the 
same period last year. For the six months’ period to June 30, 1940, Reming- 
ton Rand’s consolidated net profits amounted to $1,765,998, equivalent to 
In the like six months last year, earnings were 


“5 cents a common share 
184,931 outstanding shares 


$473,260, equivalent to 4 cents a share on the 
of $4.50 preferred stock.—AK 


Directors of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, on 
August 26 paid a regular quarterly dividend of 50 cents per share of 
common stock and an extra dividend of 25 cents to all stock of record 
it the close of business, August 15. Dividend declarations so far this year 
total $3.00. <A dividend of $1.50 was paid February 26 and a regular 50 
cents and 25 cents extra dividend were paid May 25. In an interview 
President C. R. Sheaffer stated: “‘The extra dividend of 25 cents in addition 
to the regular quarterly dividend of 50 cents is justified, not only by 
current business conditions, but by the progress of our company. Sales are 
continuing to show a satisfying increase over the same period last year 
which, in turn, reflects the public acceptance of our products We have 
stock, no funded debts or bonds outstanding—in fact no 


no preferred 
common stockholders.” 


one has priority over the 








BUSINESS OPPORTUNITIES 


Lines Wanted Abroad 


for Hawaii. Equipment Company, Wailuku, 
American manufacturers of machines and sta 
Rene, the propri 
repre- 








Lines Sought susiness 
Hawaii, represents several 
tionery, including a leading typewriter company. Jack 
etor, writes that in recent years a brokerage or manufacturers’ 
sentatives division has been developed which calls regularly upon stationers 
in the Hawaiian Islands. He wants to add two or three lines including 
clips and thumb tacks, loose leaf and blank books, and anything else 


which offers sales possibilities 


Mexican Dealer Wants Ribbons, Carbons and Other Lines..-L. V. Zapata. 
whose address is Calle Victoria 104-26, Mexico, D. F., Mexico, writes that 
e has established recently a business for the sale of stationery and office 
supplies and is interested in ribbons and carbons as well as other office 
products 


of Kartro Ltda., Av 


Writing Materials Wanted for Brazil.__The firm 
much interested in 


Sao Joao 1115, Sao Paulo, Brazil, writes: We are 
importing writing materials from U. S. A.” 


Wanted Here at Home 


Lines Wanted for Pacific Coast...Stationery salesman whose entire 
jusiness experience of twenty-four years has been with one well-known 
dealer, finds it advisable to relocate in Pacific Coast territory. His pur- 


pose is to represent one stationery manufacturer in the western territory 
if a single line offers sufficient volume, or carry two or three non-competi- 
tive lines. The extent of his experience has acquainted him with practi 
illy all types of stationery and office supplies, also office furniture 
Always has been active in sales department. Will consider lines for 
the Pacific Northwest or will include California and Arizona. Plans are 

manufacturer's territory requirements ro 


elastic enough to fit in with 
reach this party address letter to Mes. Sem. 86, care Office Appliances 


1 
| 


Owner of New Business Seeks Manufacturers’ Literature.—Arne Voetmann. 
who recently resigned from the sales staff of the Burroughs Adding Machine 
which he represented at Omaha, Neb., has opened a_ business 
under the name of the Valley Office Supply The firm 
Third street, Wausau, Wis. Mr. Voetmann desires to 
lists from manufacturers and wholesalers as 


Company 
f his own 
ocated at 311% 
catalogues and price 


on as possible 


receive 


Specialty Wanted for Boston and Vicinity. The Freeman Company, 176 
Federal street, Boston, works Boston and nearby cities for a manufac 
turer of copyvholders. Mr. Freeman states that he has sold the largest and 
best buyers in his area including government offices, utilities, industrial 
oneerns, engineers, schools, ete., and is now in position to hand'e an 


idditional line 
.s 


A Tribute 


Sitting on top of the hill in the early morning sunlight, it looked like a 
huge mausoleum with immense marble pillars supporting a large white 
dome. We approached it up a long flight of triumphal steps. Then inside 
there was a huge bronze figure of a great man. He was pictured as an 
extraordinarily ugly man in careless and ill-fitting clothes gut somehow 
vou couldn't take your eves from him You simply stared for untold 
minutes at his homely features, his ridiculous necktie and = shocking] 
creased trousers 

There were many others standing beside us the building was ful 
of Americans, not saying a word ist staring. It was as though tha 
yviant figure was alive and you dared not come out with so much 
whisper that might disturb his meditations 
touched vou on the 
Everyone was 
what put it 


building and no one 
posteard or a souvenir 
don’t quite know 


There were no sentries in the 
irm to ask you to buy a picture 


juiet and alone with their thoughts. We 


nto our head, but as we turned away from the Lincoln Memorial, we 
were somehow thinking of a bit of the Lord’s Prayer. Only strength 
without glory.—Galley Proofs, published by Findlay Printing & Supply 


' , Rindilay O} 
i liay, 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten centa each in postofiice 

money orders or certified check. Stamps and 
personal checks not accepted. 





Tabulator. Loring Pickering 
Crosman, Maplewood, N. J., assignor to Monroe Cal- 
culating Machine Company, Orange, WN. J., a cor- 
poration of Delaware. Application November 9, 1939, 
Serial No. 303,567. Granted July 30, 1940. 


2,209,512. Printing 


2,209,521. Manifolding. Cari Heim, Jersey City, 
N. J., assignor to Autographie Register Company, 
Hoboken, N. J., a corporation of New Jersey. Granted 
July 30, 1940. 

2,209,569. Interchangeable Pencil. George Keller, 
Nuremberg, Germany. Application April 22, 1938, 
Serial No. 203,645. In Germany May 10, 1937 
Granted July 30, 1940. 

2,209,616. Typewriter. Joseph Lee Sweeney, New 
York, N. Y. Application April 25, 1938, Serial No 
204,225. Granted July 30, 1940. 

2,209,705. Typewriter. Max Pfau, Frankfort-on- 
the-Main, Germany, assignor to Torpedo-Werke Ak- 
tiengeselischaft Frankfort-on-the-Main, Germany. Ap- 
plication April 2, 1937, Serial No. 134,537. in 
Germany July 3, #936. Granted July 30, 1940. 

2,209,898. Manifolding Machine. William G. 
Borchers, Hoboken, N. J., assignor toe Autographic 


Register Company, Hoboken, N. J., a corporation of 


New Jersey. Application October 28, 1937 Serial 
No. 171,406. Granted July 30, 1940. 

2,210,106. Loose Leaf Binding Device. Rudolf Tau- 
ber, Brooklyn, ‘ Application August 20, 1936, 
Serial No. 96,945. Granted August 6, 1[940. 

2,210,158. Mechanical Pencil. Bagdasar Avakian, 


assignor to Eastern Products Com- 
a partnership. Application 
296,640. Granted 


Providence, R. |., 
pany, Providence, R. 1., 
September 26, 1939, Serial No. 
August 6, 1940. 


2,210,166. Copyholder. Cash Wayne Edwards, New 
York, N. Y. Application Mareh 4, 1940. Serial No 
322,218. Granted August 6, 1940. 


2,210,432. Eraser. Rudolph George Roesch, Syracuse, 
N. Y., assignor to the Eraser Co., Inc., a corporation 
of New York. Application November 22, 1937, Serial 
No. 175,867. Granted August 6, 1940. 

2,210,562 Key For Computing and Similar Ma- 
Conn., as- 


shines. Walter A. Anderson, Bridgeport, 
signor to Underwood Elliott Fisher Company, New 
York, N. Y., a corporation of Delaware. Application 


June 29, 1938, Serial No. 216-478 Granted August 
1940 


6, . 
2,210,712. Card Stencil. Harmon P. Elliott, Water- 
town, Mass., assignor to The Elliott Addressing Ma- 


chine Company, a corporation of Massachusetts. Appli- 
eation August 3, 1939, Serial No. 288,127. Granted 
Augist 6, 1940. 

2,210,721 Desk. James R. Jones, Lakewood, and 


Carl L. Elofson, Jamestown, N. Y., assignors to Art 
Metal Construction Company, Jamestown, N. Y. Ap- 
plication July 20, 1939, Serial No. 285,566 Granted 
August 6, 1940 


2.210,285. Pencil. Earle Roseoe Weaver, Princeville 
Illinois. Application March 25, 1940, Serial No 
325,866. Granted August 6, (940. 

2,210,845. Percil. John C. Wahl, Chieago, Ill 


Application June 19, 1939, Serial No. 279,985. Granted 


August 6, 1949. 
2,210,915 Combiration 
Bernard King, Los Angles, Calif. 


Typewriter and Perforator 
Application Decem- 
Granted August 13, 


ber 4, 1935, Serial No. 52,85! 

1940 

2,211,090. Chair tron Harry W Bolens avd 
Joseph M. Altendorf, Port Washington. Wis.; said 


Application Aua- 


Altendorf ssignor to said Bolens 
Granted August 13, 


ust 5, 1939, Serial No. 288,624. 
1949. 

2.211.093. Statistical Card Punch Kar! J. Braun, 
Ridaewood, N. Y., assignor to Remington Rand Irc., 
Buffalo. N. Y., a corporation of Delaw-re Applies 
tion May 5. 1937, Serial No 140,833 Granted 
Auaust 5, 1940. 

2.211,199. Attachment for File Cobinets. Ofto K 
Corken, Oklahoma Citv, Okla. Application March tI, 
1938, Serial No. 195,287. Granted August 13, 1940 

2 211,372. Propelling Pencil. Hastings Macleod, 
Farrington, London, England, assignor to Farrington, 
Rose & Company Limited, a British Company. Ap- 
plication November 9, 1937, Serial No. 173,611 
Granted August 13, 1940. 


2,211,437. Copy Srpport for use with Typewriters 
Stephen Sattler, Tulsa, Okla Original application 
October 2, 1937, Serial No. 166,961 Divided and this 
application August 2!, 1939, Serial No. 291.127 
Granted August 13, 1940 

2,211,492. Memo Paper Holder. William HH. Burtis, 
Davis. Calif. Application September 30, 1938, Serial 
No. 232,541. Granted August 13, 1940 


2,201,517. Post Binder. John Schade, Holyoke, 
Mass., assignor to National Blank Book Company, 
Holyoke, Massachusetts, a corporation of Massachusetts 
Application August 29 1939, Serial No. 292,395 
Granted August 13, 1940 

2,211,546. Loose Leaf Device. Abraham H. Rabinof 
New Rochelle, N. Y. Application November 10, (938 
Serial No. 239,740. Granted August 13, 1940 
2,211,891 Adding Machine. Max Garbell, Chicago, 
t., assignor to Victor Adding Machine Company, 
Chicago, Ill a corporation of Illinois Application 
April 3, 1937, Serial No. (34,77 Granted August 
20, 1940 

2,211,911 Typewriter Roswell S. Reid, Morgan- 
town, W. Va., assignor to West Virginia Newspaper 
Publishing Company, Morgantown, W. Va.. a cor pora- 
tion of West Virginia. Application October 11, 1937, 
Serial No. 168,494. Granted August 20, 1940 
2,211,929. Outlet Box. John €E Hallberg, Aurora, 
Illinois, assignor to All-Steel-Equip-Company, Aurora. 
tIl., a corporation of Illinois. Application February 
14, 1938, Serial No. 190,409. Granted August 20, 1940. 
2,212,347 Duplicating Machine Albert P. Lee, 
Chicago, IMinois, assignor by mesne assignments, to 
City National Bank and Trust Company of Chicago, 
Chieago, II!., a national banking corporation, as trus- 


tee. Application January 18, 1937, S 1 
Granted August 20, 1940 Se a ae 
2,212,380. Loose Leaf Binder John A. Steele 
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Syracuse, N. Y., assignor te McMillan Book Company, 


Syracuse, N. Y., a corporation of New York. Applica 
tion February 20, 1939, Serial No. 257,391. 
2,212,443. Address-Printing Machine. Joseph Krell, 


Berlin-Zehlendorf, Germany, assignor to Adrema Mas 
chinenbauges. m. b. H., Berlin, Germany Applica- 
tion February 7, (938, Serial No. 189.198. Granted 
August 20, 1940 


DESIGN PATENTS 


121,669. Design for an Autographic Register Cas 
ing Robert Davol Budiong, Chicago, I/I., assignor to 
United Autographie Register Co., a corporation of 
Ilinois. Application April 22, 1940, Serial No 
91,869. Granted July 30, 1940. 

‘ 121,691 Design for A Knife and Shears Desk Set 
Support. Rolland F. McCrillis, Norwalk, Ohio Ap- 


plication December 2, 1939, Serial No. 88,637. Granted 
July 30, 1940 

121,693. Design for a Desk. Melvin Nelson, Walter 
R. Hultberg, and Herbert Dahl, Corry, Pa., assignors 
to Corry-Jamestown Manufacturing Corporation, Corry, 
Pa., a corporation of New York. Appieation October 
8, 1938, Serial No. 80,334. Granted July 20, 1940. 

121,912. Design for Memorandum Pad Desk Unit. 
Clarence H. Manziler, Rochester, N. Y. Application 
March 30, 1940, Serial No. 91,370. Granted August 
13, 1940. 

121,996. Design for a Stapling Device. Lou Obstfeld, 
Brooklyn, N. Y., assignor to himself, and Abraham |. 
Obstfeld, New York, WN. Y., jointly. Application 
November 30, 1939, Serial No. 88,871. Granted 
August 20, 1940 
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THE SPECIAL OFFICE FURNITURE SECTION 


N PAGES 118 to 236 is presented the Thirty-First Annual Special Office Furni- 
ture Section. An exposition in type and picture where are displayed the 
principal lines, in both wood and steel, which represent the advance in art and 
craft of office furniture manufacture: and from which comes the major portion 
of the dealer’s office furniture business. With these displays—the pictured in- 
stallations and new numbers—is a group of dealer experience articles in which 
the retail sales department will find many valuable suggestions. 
In so completely reflecting the enterprise of manufacturer and dealer, each 
year this section has the distinction of being welcomed as invaluable to all 
engaged in the sale of office furniture. 


WELCOME TO CHICAGO SECTION 


N THIS section, members of the several divisions of the industry in Chicago 

again tender the delegates and visitors to the annual convention of the Na- 
tional Stationers Association a hearty welcome. The frequent return in recent 
years to the city of the association’s birthplace has repeatedly given the mem- 
bers a successful assembly and exposition. The program of the thirty-fifth an- 
nual convention, September 23 to 26, should make this year’s conclave out- 
standing in N. S. A. annals. Turn to pages 84 to 117. 


NATIONAL OFFICE FURNITURE WEEK 


i in the special furniture section is important reference to National 

Office Furniture Week, October 14 to 19. An eight-page manual of sug- 
gestions for dealers. It gives many ideas the dealer can put into action to make 
the most of this new industry-wide sales campaign. 

To establish a national office furniture week—and ensure its success at the 
outset—the manufacturers responded with enthusiasm to the proposal of OFFICE 
APPLIANCES to launch it under a plan which provides dealers all necessary dis- 
play material without expense. It is probable that no special sales “week” was 
ever started under such favorable circumstances and by an arrangement that 
relieved participants of all bothersome detail attendant to the movement. With 
dealers’ enthusiastic efforts, October 14 to 19 will be a notable week in office 
furniture sales records. 


THIS NUMBER 


HIS number is put in the hands of readers with grateful appreciation of the 
cooperation extended by dealers and manufacturers, by which it was made 
possible. 

Compiling the contents has been a long, laborious—but inspiring—task. 
Accumulating and coordinating material pertaining to the activity of each di- 
vision of the industry affords a collective view which reveals the magnitude and 
importance of office equipment in speeding the business of the world. Whereas 
the individual operator naturally thinks of the industry in terms of his own 
business, he who views the Office Equipment Industry in the large—producing 
and distributing a multiplicity of products with their varied functions—senses 
its romance and gets the more inspiration to enhance his own position. 











SL Keplacements 


IT’S AN EASIER MARKET TO REACH 
ie Analysis of the P. TO With a Suggestions 


VERY business organization has 

a known or unknown need for 
one or more business machines. 
This need may be for typewriters, 
common to every office, or for a 
complete mechanized bookkeeping 
system. But, with those companies 
operating without other than a 
typewriter, the fact is in itself 
proof that salesmen calling upon 
such firms can expect no encour- 
agement. So, to keep salesmen in 
buoyant spirits advise them to 
shun such organizations. Direct 
them to call upon those business 
houses where immediate replace- 
ments are due. 

This replacement market should 
be divided into two general 
groups: 

(1) Firms which have done bet- 
ter than to maintain an annual 
volume of business over a period 
of the last five years than they 
did for the year previous to this 
period. 

(2) Firms which have stood still 
or suffered retrenchment. 

Pay little or no attention to 
those of the second group. The 
lack of development is an index 
as to their desirability as pros- 
pects. Besides, if an order were 
procured it would raise a credit 
problem which would produce 
little more than a series of head- 
aches. A firm no good to itself 
is no good to others. 

With mind and action concen- 
trated upon those of the progres- 
sive group, the next problem is 
that of competition. Competition, 
not as salesmen may see it, but 
aS a measure of production be- 
tween the machine and machines 
of one make and those designed 
for like work but made by another 
manufacturer. By and large, one 
good typewriter or adding ma- 
chine is no better than another 
typewriter or adding machine. 


The competition comes from the 
lack of ability of one salesman 
to make as sound a presentation 
as another. The weaker ones die 
in their tracks and leave the field 
wide open for men who sell. 


As for price, it is an alibi used 
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by those executives too sluggish to 
think of the real reason for not 
buying. It is up to the salesman 
to talk operating costs, the long- 
life, and the trade-in value of a 
really worth-while machine as 
against those sold for a price. 
This applies to both light and 
heavy duty machines. Actually, 
the cost of a machine cannot be 
gauged by the delivered price— 
but by the years of work which 
the machine will do efficiently. 

The more a prospect needs re- 
placements the more and better 
does he know that price means 
the initial outlay PLUS the cost 
of repairs, replenishment of parts, 
deductions from the initial price 
as credit on a new unit if and 
when the old is turned in. Other 
factors—of cost—are the reduced 
speed with which an old machine 
operates in comparison with the 
new, the element of fatigue which 
comes to the operator when oper- 
ating an old machine, the de- 
preciation which can be deducted 
when the buying firm makes out 
its tax return. 

Prices of new machines will, in 
many instances, amount to less 
than that now spent by prospects 
to keep an antiquated unit in 
operation. 


Prospects—Where? 


To gain the most lucrative group 
of “live” prospects, omit those 
firms now using exceptionally old 
models of machines. Where a firm 
has found it advisable or neces- 
Sary to put up with the inconveni- 
ences of old models, it will turn 
out to be a niggardly outfit which 
is always accompanied by a credit 
problem. Elimination of those who 
of necessity or inability cannot do 
business in a _ businesslike way 
leaves the market clear for ad- 
vance. 

That group of customers who 


have found satisfaction in the 
things purchased will be most re- 
ceptive to salesmen, and their 
business will be profitable. Culti- 
vate those who like what they’ve 
bought. What such concentration 
will do to and for salesmen is evi- 
dent. 

Salesman John Doe, over a pe- 
riod of time, will make 100 sales 
talks. Out of these presentations 
let us assume that twenty-five 
prospects have machines from 
three to five years of age, seventy- 
five have machines of an older 
vintage. More than half of the 
100 who are discouraging to the 
salesmen will be within the users 
of old—very old—equipment. This 
discouragement will be reflected 
when the man calls upon any of 
the first twenty-five, and with a 
discouraged mind the salesman 
will do as much to “kill” a sale 
as will the prospect himself. Had 
this John Doe avoided the seventy- 
five from the start he would close, 
let’s say, five orders. But includ- 
ing the poor prospects the sales- 
man, due to mental depression, 
would be lucky if he closes three 
of the twenty-five. Hence, by ask- 
ing a sincere plugger to pound the 
streets making indiscriminate calls 
is to reduce the actual number 
of sales by forty per cent. 

A better way is to assign a ‘“‘cub”’ 
salesman to cover the poor pros- 
pects, pay this “cub” a wage. Base 
his increase, not upon the number 
of orders closed, but upon the 
number of good leads he digs up. 
Assign these good leads to a reg- 
ular salesman. To that “cub” pro- 
ducing the greatest number of 
leads which eventually are closed, 
give the reward of advancement 
to a full fledged salesman, on the 
basis of remuneration paid regular 
men. Once the “cub” is a regular, 
let him cover only such leads as 
another “cub” turns in. The re- 
sult will be a higher percentage 
of actual sales, and the starch will 
not be taken out of a salesman’s 
spine. 

Orders will always do more for 
the esprit de corps of salesmen 
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than will any convention, sales 
meeting, pep talk or round of 
drinks. 

“Cubs” and regular salesmen 
should, daily and without excep- 
tion, turn in the names of those 
executives they have seen, the 
names of the companies, and 
where possible a list of the me- 
chanical office equipment in use 
with the serial number or other 
identification of age. These cards 
should constitute follow-up leads. 
Use these cards in this manner: 

Plan a series of six mailings. 
The first four to be over the 
salesman’s name, with or without 
disclosing the company name. 
Let the man talk as an authority 
on office efficiency, stressing his 
ability to reduce operating costs 
and at the same time to keep 
the office staff at a minimum. 
Address the mail to the individual 
executive responsible for the office, 
not to the purchasing agent. 

The interval of time between 
each mailing piece should dimin- 
ish. When a salesman makes his 


first call the reception is usually 
less cordial than subsequent calls. 
As the prospect grows warmer and 
warmer toward a purchase, the 
more frequent will be the sales- 
man’s calls. Orders are secured 
when prospects are “hot.” And as 
long as a prospect fails to answer 
the first or later letters, it is logi- 
cal to assume that the letters 
are creating a buying warmth. Be- 
sides, the cost of mailing a series 
of six pieces to a list does not 
diminish with the extension of the 
time. Delay merely permits the 
prospect to cool off, or because 
of the infrequency of appeals, 
opens the door to a competitive 
salesman. 


Spacing Sales Letters 


Experience has shown that more 
business will come to an office ma- 
chine organization when seven 
days elapse between the first and 
second mailing, six days between 
the second and third, five days be- 
tween the third and fourth, four 
days between the fourth and fifth, 


— 
ur 


and three between the fifth and 
sixth. 

The appeal in the first letter 
of the series should be concerned 
with waste in production where 
antiquated office machinery is 
still in daily use. The second let- 
ter should show how the replace- 
ment of old equipment meets the 
losses sustained by the cost of up- 
keep on old equipment and the 
depreciation limits allowed by the 
U. S. Bureau of Internal Revenue. 
In the third letter the appeal 
should be based on how the re- 
placement of or addition to pres- 
ent equipment will cut costs in 
routine and reduce error and spoil- 
age. In the fourth letter stress 
loss in wages paid operators be- 
cause of faulty office machine 
aids. Emphasize the high cost of 
old age in the fifth letter and in 
the last mail approach, summarize 
briefly and press for a decision. 

Business cannot be had without 
action — intelligent sales action. 
Don’t waste precious time. Get 
into action. 


“SPECIALTY FOR THE WEEK’ 
Sie Staff Siimenleibilh by a Dewker’ System 


VER the desks used by the 
outside salesmen of Story- 
Wright Printing Company, Tyler, 
Texas, hangs a large sign. The 
top part of the sign, which re- 
mains the same each week, reads 
as follows: “Salesmen’s Specialty 
for the Week.” Inserted in a slot 
below this caption is the name 
of the specialty being pushed by 
the company for the current week. 
Whenever it is practical, the 
company also hangs a sample of 
the item on the sign, the better 
to focus attention upon the spe- 
cialty. Earl Story, one of the 
owners of the company, declares 
that this idea does much toward 
helping salesmen concentrate and 
coordinate their attention upon 
specific items. 

It is a policy of the company 
to select some specific specialty to 
push each week, so that outside 
salesmen may have something of 
a seasonable nature to use as an 
“opener” when approaching pros- 
pects. The use of this sign not 
only serves to inform the men of 
the week’s featured specialty but 
it acts as a constant reminder 
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that they should push this item 
everyday of the week. 

“We find,’ explains Mr. Story, 
“that salesmen are more success- 
ful in outside selling if they have 
some timely item to carry around 
and show a prospect as a sort 
of ‘ice-breaker’ for the interview. 
We select some item that appeals 
at the time to a lot of people. 
When the salesman walks into an 
office and shows his sample, the 
prospect at least takes notice, be- 
cause he probably needs the item 
whether he admits the need or 
not. 

“But whether or not he buys 
the specialty is of secondary im- 
portance. If it has attracted his 
attention sufficiently to induce 
him to give some time to the sales- 
man, it is easier then for the 
salesman to talk desks, files and 
other major items that run into 
real business. Thus the specialty 
not only increases volume but it 


helps directly to sell more im- 
portant items.” 

The company not only utilizes 
the “Specialty for the Week” idea 
for outside salesmen but it carries 
through the same idea with those 
inside the store. There is always 
a display of the weekly specialty 
somewhere in the store, not only 
to attract the attention of poten- 
tial customers but to act as a 
constant reminder to floor sales- 
men to suggest the timely item. 

Thus, the specialty serves as an 
opener by which outside salesmen 
sell more important items and as 
a means for the store salesmen 
to make an additional sale to 
those who come to the store for 
other items. 

“It has been our experience,” 
Mr. Story says, “that there is 
profit in specialties only if you 
give them a chance. They must 
be merchandised and pushed sys- 
tematically. There are too many 
of them to stock them and merely 
wait until there is a demand. 
Each item must be high-lighted 
at a time when it is especially 
timely, in order for it to produce.” 
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A METHOD OF MAKING SALES 


ERE is a key that will open 

the door to additional busi- 
ness for every salesman willing to 
use plan and program rather than 
guesswork in selling. The key 
will open the mind of a prospect 
and cause him to reveal what he 
needs and what he wants in office 
equipment and supplies. 

Get the prospect to CHECK and 
CORRECT. 

If a salesman could induce a 
prospect to ask of himself, “Why 
am I doing things in this manner 
instead of by improved methods?” 
the chances are that as a result 
the prospect would learn of new 
things needed and order from the 
salesman responsible for the idea. 

When such questions are put to 
a prospect in a clumsy or weak 
fashion they do more harm than 
good, but when a salesman can 
GET THE PROSPECT TO QUES- 
TION HIMSELF, he is halfway 
to making a sale. 


Factory Standard of Efficiency 
Needed in Many Offices 

Objectively, the CHECK AND 
CORRECT idea embraces checking 
the equipment and flow of work, 
the functioning of the manpower 
and machine power in the pros- 
pect’s office, and building to 
higher standard of operation. The 
average office. greatly needs to ap- 
ply the check and correct proce- 
dure, as a means of reducing op- 
erating costs and increasing effi- 
ciency. 

In many companies the factory 
is more efficient than the office. 
There is a vast difference in the 
functioning of factory equipment 
and office equipment, but the at- 
titude of management and its 
methods of cost control are re- 
sponsible in a large measure fo1 
the difference in efficiency. 

The average factory has a cost 
accounting system which shows 
the cost of manufacturing or pro- 
duction. There are very few fac- 
tories that cannot tell the actual 
cost per unit of output in their 
plants. The average office setup, 
however, is based upon “expense”’ 
or “overhead,” or some other 
charge to the cost of doing busi- 
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ness. Not even closely approxi- 
mating the control enabled by the 
methods used in the factory. 

The effect of the use of these 
different methods can be well 
judged by comparing statements 
of two authorities in their respec- 
tive fields. 

Mr. Garet Garrett, writing in 
the Saturday Evening Post in No- 
vember, 1939, concerning the 
advances of manufacturing capac- 
ities, said, “The peak of our eco- 
nomic exertions was in 1929. Dur- 
ing the depression many new 
labor-saving machines were added 
to industry to cheapen the cost 
of production, and to produce as 
much in 1937 as had been pro- 
duced in 1929 required one-fifth 
less labor.” (Italics mine). Mr. 
Garrett went on to point out that 
manpower in the production de- 
partments has been trained to 
coordinate its efforts with the 
mechanization of the plant, and 
hence the savings in manufactur- 
ing, due to these new methods, has 
been at least 25 per cent. 

Contrast this progress in effi- 
ciency with the condition in many 
offices, discussed by Mr. George 
S. May, president of the May Busi- 
ness Foundation of Chicago. Mr. 
May, writing in Commerce Maga- 
zine, of the Chicago Association of 
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Commerce, in August, 1940, gives 
a graphic presentation of office 
overlapping and duplication of ef- 
fort. Mr. May’s article, accom- 
panied by interesting charts and 
floor plans, unmistakably accused 
office administration of remaining 
Static. 


Reason for Condition 

From the reading of these two 
articles it is my own conclusion 
that the lack of coordination of 
both equipment and manpower is 
the reason why this static condi- 
tion exists in some offices. 

Now, it is neither the purpose 
nor intention of this writer to go 
into the details of debate as to the 
efficacy of office administration 
and factory administration 
Neither is that recommended to 
the man on the street, selling 
appliances and equipment. 

BUT THERE IS AN EVIDENT 
DIFFERENCE IN THE OPERAT- 
ING METHODS OF THE PRO- 
DUCTION DEPARTMENT AND 
THE OFFICE. The reason for the 
difference is ONE OF MENTAL 
ATTITUDE. It is undoubtedly true 
that the head of a business looks 
upon his office as one unit of 
operation and his factory as an- 
other. While this is true from the 
standpoint of personal intimacy 
IT SHOULD NOT BE TRUE AS 
FAR AS PROFITS OF THE BUSI- 
NESS ARE CONCERNED. 


What Salesman Should Do 


What can be done about it to 
the profit of the appliance and 
equipment salesman? GET THEM 
TO CHECK AND CORRECT! Call 
this matter to the attention of the 
prospect. YOU, Mr. Salesman, urge 
your prospect to consider the 
methods used in the plant, and 
then check the methods used in 
the office to adopt the same qual- 
ity of efficiency. FOR IF IT IS 
THE RIGHT THING TO DO IN 
THE PLANT—THEN IT IS ALSO 
THE RIGHT THING TO DO IN 
AN OFFICE. 

The salesman should not by any 
means get himself involved in an 
argument which would necessitate 
his or his company making an 
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elaborate survey of comparison 
merely to prove the point. If and 
when this is necessary, it is the 
job of engineers skilled and 
trained in that work. 

But—if a salesman will take 
time out and just walk through 
the plants of two or three of his 
customers and see how the activ- 
ity of a factory is coordinated, 
then walk through the office of 
the same plant and see how it is 


not—IT MAY BE A LIBERAL ED- 
UCATION IN ITSELF. 


If it is necessary to keep all 
departments in a factory well bal- 
anced, through the use of modern 
equipment and supplies, THEN 
THE OFFICE SHOULD ALSO BE 
UNIFIED AND WELL BALANCED 
WITH NEW AND MODERN 
EQUIPMENT. 


Get the prospect to CHECK AND 
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CORRECT. He will then see for 
himself the evident weakness in 
his office activity; he may find 
that one or two weak machines in 
the office will bog down the whole 
office operation. GET HIM TO 
CHECK AND CORRECT—for by 
checking, these weaknesses will be 
revealed; and by correcting, the 
alert office appliance man will get 
the business in recognition of 
service rendered. 


Salesmanship Tabloids 


In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The seventh of a series of twelve articles being on 


AGAIN THE COLD CANVASS 


Note. The “Cold Canvass” tabloid in the April 

issue aroused more than usual interest. Extra 

copies were requested. Permission to reprint for 

distribution to salesmen asked, and something 
more upon the subject requested. 


OLD canvass does not mean 

random canvass perfunctorily 
made and ended at a bit of dis- 
couragement for a ball game or 
movie. Cold canvass should be under 
a definite program for a full day’s 
work, as well planned as a day’s calls 
upon prospects known to be inter- 
ested. 

Many salesmen have the notion that urg- 
ing more calls is just a little more bunk 
handed out by the sales manager. But tests 
as reliable as insurance death rate statistics 
have proved that out of 100 cold canvass 
calls there is an average of about 25 sales 
talks and about five orders. The result of 
an eight months’ study made several years 
ago by a Pittsburgh insurance company dis- 
closed that out of 100 calls, 58 people were 
seen, 24 sales talks delivered and 6 policies 
written, 

A Chicago typewriter sales manager told 
the writer he checked over the calls of each 
of his salesmen having exclusive territories, 
and found they called only on old or pet 
accounts. A very few did any cold canvass- 
ing. Listing all their calls he notified them 
that thereafter each would have exclusively 
only the concerns they had been calling on 
or would agree to call upon, and that junior 
salesmen would canvass other houses in their 
territories. The business from these territories 
was greatly increased. One junior salesman 
sold 26 typewriters the first week to a concern 
the older salesman had never visited! 

“A Chicago salesman,” reports Printers’ 
Ink, “who had made an unusually fine record 
was asked the reasons for his success. He 
said: ‘I have found that I average a sale 
in a certain average number of calls. If I 





get around to see people a little 
faster on any day and make the 
quota of sales which I have set for 
myself, I stop for a minute and fig- 
ure this way: Now, if I can make 
so many more calls today, I can sell 
two more prospects. I haven’t any 
extra share of brains, but I have the 
best pair of legs in Chicago’.” 

A sales manager, all of whose salesmen 
were cold canvassers, analyzed the calls and 
orders of each of his salesmen, and found 
that certain ones averaged twenty interested 
prospects and four orders out of each 100 
calls, and another group averaged thirty-two 
interested prospects and fourteen orders out 
of each 100 calls. Investigation revealed that 
those who landed only four orders out of 
each 100 calls, covered their territory in a 
haphazard manner, while those with increased 
sales planned their work the evening before, 
knew ahead of time just where and how many 
calls they were going to make the next day. 

Many salesmen do not canvass on Satur- 
days: it being a short day, they think buyers 
are interested only in getting through their 
work to get away from the office. In many 
places this is a good time to get the buyers’ 
attention because fewer salesmen call. 

Other salesmen do not call on rainy days. 
As a matter of fact this is the time one is 
most likely to have buyers’ less interrupted 
attention. Out-of-doors has no lure and 
women, particularly, do not go out those days. 

In selling, every minute counts, so make 
the best of your opportunities by making an 
early start and call on as many prospects as 
possible. The measure of any salesman’s suc- 
cess is based upon the number of calls he can 
make daily. 
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various equipment and appliances 


URING August the White 
House and the National De- 
fense Advisory Committee an- 
nounced awards and negotiated 
contracts for national defense 
building totalling $459,672,536.30. 
The information has direct appli- 
cation to the office appliance busi- 
ness and industry because this is 
only one installment of a grand 
total of $6,500,000,000 to be spent 
on defense building by June 30, 
1942. This building program in- 
cludes factories, office buildings, 
armories, hospitals, Army post of- 
fices, public buildings, navy yard 
offices, marine shipyard offices, 
railway stations, naval training 
stations, arsenals, dock systems 
and their business quarters, ord- 
nance depots, Coast Guard depots, 
schools, colleges, churches, quar- 
termaster depots and offices, air 
training depots and stations, na- 
val - marine - torpedo - submarine 
and other bases, and many other 
buildings which will require huge 
quantities of office furniture and 
office appliances and equipment. 
The wide spread of this stimula- 
tion to buying may be inferred 
from the fact that the August 
listing alone covers 340 jobs in as 
many localities scattered in for- 
ty-three states, territories and 
possessions. An it should be 
marked that these Government 
projects do not include the corol- 
lary local private activities that 
will inevitably impel additional 
buying of office furniture and ap- 
pliances. Many offices and plants 
must come into existence in the 
wake of the Government business, 
and it is obviously impossible to 
estimate even roughly the extent 
of this buying. 


Purchasing Not Yet Started 


This colossal buying of every- 
thing used in a new office, from 
pins to intricate electrical ma- 
chinery, has not yet started, and 
Government has not yet organized 
a clear plan of procurement pro- 
patently 


cedure. That means 


By ARNOLD KRUCKMAN 
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every manufacturer and every 
dealer in office appliances still has 
a very genuine opportunity to get 
some of the business. But in order 
to get this potential business it is 
necessary that the people in the 
business clearly understand how 
the buying usually is done, who 
does the buying, where the buying 
is done, and what the special cir- 
cumstances are that qualify pro- 
cedure to get in line for some of 
this business. This article is an 
effort very briefly to furnish some 
of this information, albeit, neces- 
Sarily, it must be sketchy. 

In normal times the Procure- 
ment Division of the Treasury, at 
irregular intervals, invites a se- 
lected list of persons and corpora- 
tions to bid on supplying the 


¥ 
This article is presented 
for the interest of 
manufacturers who do 
not maintain contact 
offices or agencies in 
Washington, and for 
dealers who sell sup- 
plies to federal govern- 
located 


ment offices 


elsewhere. » » » 


for a year. The Procurement 
categories run into thousands, but 
the supplies for offices are cov- 
ered by classes 26, 53, and 54, and 
their purchase comes under a sec- 
tion headed by J. W. Peed as chief, 
with Howard Eberle as buyer for 
office supplies and Wilfred Robey 
as buyer for office appliances. 
Their offices are at Seventh and 
D streets, Southwest, in Washing- 
ton, D. C. If, incidentally, you 
wish to be listed among the se- 
lect, write Mr. Peed. He will send 
you a form, and after you have 
filled it out (and what you have 
said about yourself is confirmed) 
you will be placed on the list, and 
you will receive the invitations 
to bid. 


Bids Made for Time Contracts 


Bids are made on undefined 
quantities or volumes. The spe- 
cifications give a rough idea of 
the number or quantity that 
have been used in the past as an 
average over three or four years. 
The successful bidders receive a 
term contract for a year that 
qualify them to sell their goods 
at the price they offer in such 
quantities and at such times as 
the goods may be ordered during 
the year by the various agencies 
of the Government. For  in- 
Stance, one month an agency 
may order 50,000 pencils, and an- 
other month thirty-five agencies 
may order 10,000 pencils collec- 
tively but in thirty-five separate 
lots. It is estimated that in 
ordinary years between seventy- 
five and eighty-five per cent 
of all Government orders for of- 
fice materials are supplied on 
term contracts. The balance are 
bought currently in _ definite 
quantities, each purchase a trans- 
action complete in itself. But al- 
most all these purchases are made 
by bid. And under ordinary cir- 
cumstances fifty per cent of all 
office supplies are used in the 
Capital while the rest are scat- 
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tered around the United States, 
its territories and _ possessions. 
Messrs. Eberle and Robey obvious- 
ly are the important persons to 
know if you visit the Capital to 
do your selling, or if you wish to 
write to some one about your 
goods. Naturally the great cor- 
porations which sell typewriters, 
multigraphing machines, calcu- 
lators and the supplies that sell in 
great quantities, maintain smooth- 
ly staffed offices in the Capital, 
year in and year out. Undoubt- 
edly the showrooms and the sell- 
ing staffs will be expanded imme- 
diately. 

Buying Agencies Long Established 

It should be borne in mind that 
the Procurement Division, based 
upon the long established proce- 
dure evolved by the Navy Depart- 
ment, is in effect an ancient in- 
stitution. Treasury was one of 
the first agencies to come to 
Washington; and the Government 
has been in Washington for 140 
years. During that time Govern- 
ment offices and Government peo- 
ple have built up an intricate and 
complicated mess of customs, hab- 
its and traditions that are im- 
portant to them, and that only the 
accustomed resident of the Capi- 
tal can comprehend. This is one 
reason why the sales agent is use- 
ful. On the other hand, as an 
official of Procurement said, “they 
have their disadvantages as well 
as advantages.” If you wish to 
sell your wares to the offices in the 
field you can get an understand- 
ing of their needs from the var- 
ious local offices of the Federal 
Government in your region, and 
you can arrange your sales meth- 
ods by getting in touch with the 
Federal Procurement officer in 
your state. There is one in each 
state, and you can obtain his ad- 
dress from the Service Bureau of 
OFFICE APPLIANCES. 

At this time practically all agen- 
cies of the Federal Government, 
including the Army and Navy, buy 
their office supplies and equip- 
ment through the Procurement 
Division. In passing, be it noted, 
the things in Class 26, meaning 
desks, chairs, cabinets, rugs, and 
similar equipment, have not yet 
been awarded under term con- 
tract for the ensuing year. You 
may still qualify to bid if you 
write to Mr. Peed. If you wish to 
secure a complete detailed ex- 
planation of Federal buying to- 
gether with specifications, send 
10c to the Superintendent of Doc- 
uments, Washington, D. C., and 


ask him to send you a copy of the 
Federal Specifications Index, Part 
1, Section 4, which bears the sub- 
title of Federal Stock Catalogue. It 
is a ninety-page pamphlet, in- 
dexed and arranged alphabeti- 
cally, in common use here in 
Washington, and almost abso- 
lutely necessary to any one who 
wishes to do business with the 
Government on a regular basis. 


Buying Recommendations Yet 
to Come 


National defense buying, includ- 
ing office equipment and supplies, 
will not be clarified until Donald 
M. Nelson, coordinator of Na- 
tional Defense purchases, execu- 
tive vice-president of Sears, Roe- 
buck & Co., makes his recommen- 
dations. He is assisted by Frank 
Folsom, vice-president, Goldblatt 
Brothers, Inc., Chicago; Col. Rob- 
ert A. Roos, president, Roos Broth- 
ers, San Francisco; Ralph _ I. 
Straus, H. S. Brown, C. I. Gragg, 
James Lynah, Donald Blooming- 
dale, John Martin and Prof. H. T. 
Lewis. It is the task of this group 
to find the best method to pur- 
chase items common to all agen- 
cies, and to find the agency best 
qualified to do the national de- 
fense buying, always excepting the 
national defense purchases by the 
Army and Navy, It is anticipated 
the military may continue to do 
their ordinary office supplies and 
equipment buying through the 
common agency that may be des- 
ignated. This common agency is 
expected to be, probably, the Pro- 
curement Division of the Treas- 
ury. At present the Procurement 
Division, badly disorganized and 
raddled by all the uncertainties 
and shiftings, is directed by Clif- 
ton D. Mack, a veteran of the 
organization. When Mr. Nelson 
first came to Washington, at the 
request of President Roosevelt, he 
was appointed Procurement Officer 
of the Treasury. It is anticipated 
during the war emergency he will 
be the over-all purchasing officer 
for all Government agencies with 
the possible exception of the Army 
and Navy. 

Army buying is done chiefly by 
the quartermaster general’s office, 
which, in Washington, heads up 
in the office of the assistant sec- 
retary of war where Maj. E. A. 
Bixby is the liaison man to see, 
call or write. He is patient, 
intelligent and very helpful. The 
quartermaster general has pro- 
curement offices in Atlanta, Bos- 
ton, Brooklyn, Chicago, Detroit, 
Philadelphia, St. Louis, San Fran- 
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cisco, Ft. Sam Houston, Tex. (San 
Antonio), and Jeffersonville, Ind. 
Find the address under the listing 
Army Quartermaster Procurement 
Planning District. Each office acts 
for a group of states. If the near- 
est point is not the headquarters 
for your area the officers in charge 
will tell you where to go. The 
Navy buys through the Bureau of 
Supplies and Accounts which is 
headed by Admiral Ray Spear, 
paymaster general. In Washing- 
ton he has an aide, Commander 
W. B. Young, who is ready and 
intelligently willing to help any 
one who wishes to sell anything to 
the Navy. Commander Young is 
an exceptionally gifted liaison 
man, and his name should be 
filed by any person who plans to 
come to the Capital to do busi- 
ness with the Navy. In Septem- 
ber the Navy will have a reprint 
off the press of an invaluable 
pamphlet, “Selling to the Navy,” 
originally published in 1919, and 
brought completely up to date. 
If you want a copy, write to Com- 
mander W. B. Young, Bureau of 
Supplies and Accounts, Navy De- 
partment, Washington, D. C. 


Army Seeks Wider Distribution 
of Purchases 


The Army has placed itself on 
record that it wishes “industry to 
participate much more widely in 
the distribution of orders through- 
out the country, and that it wishes 
small businesses to share more 
directly in supplying the defense 
program.” To this end it has an- 
nounced it would accept purchases 
f. o. b. factory, and that it will 
accept split bids. Under the last 
qualification it will buy partial 
segments of an order from various 
manufacturers, wholesalers, or 
even retailers who act as whole- 
salers, in order that the business 
may be widely spread, and to 
speed up delivery. Especial em- 
phasis is placed upon the advan- 
tage to the small business man in 
the limitation placed upon large 
manufacturers who are unable to 
deliver by reason of time limita- 
tions. Both Army and Navy al- 
ready are buying office supplies 
directly, under this policy. For 
instance, the recent White House 
lists of awards and contracts show 
that in one place the Navy pur- 
chased $6,952.46 worth of type- 
writer ribbons; in another place 
the Army bought $1,872 worth of 
rubber bands; and on another 
occasion the Navy bought $12,- 
105.41 worth of erasers, lead and 
pencils. 
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EDITORIAL 


The N. S. A. Convention 


@@ THE 35th Annual Convention of the Na- 
tional Stationers Association will be held in 
Chicago on the 23rd to 26th of this month. 
Through three and a half decades the convention 
has been the outstanding trade event of each 
succeeding year. Only those who recall trade 
conditions of twenty-five and more years ago can 
be aware of the influence of the association. The 
cumulative benefits are reflected in improved 
general trade practice and trade relations devel- 
oped and established by mutual consideration 
of common difficulties. So gradual has been the 
change that few realize how much the business 
has been affected by the work of the association. 
Of which we are reminded by the return of the 
convention to Chicago, where the National Sta- 
tioners Association was launched, and where 
some of its greatest meetings have been held. 
The spirit in which the visitors will be received 
is made apparent in a special section in this 
number. 





PROGRESS is the activity of today and the assurance 
of tomorrow.—Emerson. 


—— + oe ore 


Business and Business Men 


@® FOR the past few years, we have heard 
much criticism of business and business men. 
Those who would change the American system 
of free enterprise have laid at the feet of business 
responsibility for the great social and economic 
problems of the country. And because some 
persons in business are dishonest and unfair— 
as are some persons in all other activities, even 
in politics, it is hinted—business has been bur- 
dened with restrictions, regulations, and penal- 
ties. But the youthful economists, for the sake 
of making some repairs in the system, have 
tinkered with the world’s greatest economic 
success. 

The unsound philosophy has been picked up 
by many without any thought of business being 
merely man’s essential industry organized for 
the production and distribution of the neces- 
sities of life, as well as the conveniences and 
luxuries enjoyed by almost everybody. 

All operations and practices inimical to the 
interest of public good should and must be 
brought to end. 


But business is not malevolent. It is the 


beneficent chief source of the people’s income. 
And it affords practically all the revenue that 
supports government—federal, state, and muni- 
cipal. 
village, and hamlet of the country. 


Business is functioning in every city, 
Every per- 


son engaged in private enterprise is a part of it, 
whether he be employer or employe. 

In the present problems and difficulties with 
which the government is confronted, it is heart- 
ening to observe that the call going out for men 
to render their country certain special services 
is for men of business—whose initiative, enter- 
prise, and understanding has made them among 
the outstanding men of our times. 


_-_~eo-- -- 


A MAN’S opinions are generally of much more value 
than his arguments.—O. W. Holmes. 


—_<- 


Outlook 


# THE Federal Government’s activities for 
National Defense open a vast market for office 
equipment and supplies of every kind. An article 
by Arnold Kruckman in this number refers to 
the requirements and affords information upon 
the purchasing points of the various government 
departments. 

All share in regret for the cause of such stim- 
ulant to business. But the products of the in- 
dustry are as necessary for successful defense 
as Many instruments of war. 

Other reasons for flourishing business in which 
more persons can be employed and purchasing 
power increased would be source of greater 
happiness and satisfaction. However that may 
be, it would appear that the business of the in- 
dustry is on the upward curve. 


_>2o-> -— 





_ “LUCK” is a very good word if you put a P before 
it—Anonymous. 


—_-—_- 


Selling 

“#¢ THE most interesting and gratifying com- 
ment we receive upon the journal is the frequent 
reference to its value in sales promotion. Sales 
having always been the objective of all manufac- 
turing, sales promotion per se is nothing new. 
But all commercial progress through the past 
quarter century has been impelled—in the main 
—by changing selling technique. 

The sale of many commodities upon initiative 
of the buyer requires nothing more than intelli- 
gent polite attention to the purchaser. But 
there is a vast volume of business (in the office 
equipment industry the major percentage) 
created by the initiative of the seller, the extent 
to which one may share being determined by the 
enterprise employed. 

Promotion of this salesmanship is part of the 
journal’s contribution to the progress of the 
industry. The articles published through the 
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years were created out of actual experience of 
the writers. The “My Most Difficult Sale” series 
of several years ago, reprinted in pamphlet, are 
still affording inspiration to studious salesmen. 

Incidentally, National Office Furniture Week, 
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October 14 to 19, will be a time to demonstrate 
what salesmanship in combination with enter- 
prising management can accomplish. An eight 
page insert devoted to the “Week” in this num- 
ber affords valuable suggestions. 


TWO MEMBERS OF OFFICE APPLIANCES STAFF RETIRE 


Hobart W. Martin, after thirty-one years, serving 
through twenty-six of these as associate editor and for 
the last five years as Southern California correspond- 
ent with residence in a suburb of Los Angeles, retired 
from the staff of Orrice APPLIANCES on June 1, when 
ill health necessitated his giving up the work. 

For the first twenty years of his connection, Mr. 
Martin was the Journal’s cameraman and reporter at 


Otto Kney, for twenty-three years member of the 
staff of OFFICE APPLIANCES, in the editorial and Service 
Bureau departments, resigned last month and moved 
to his old home, Madison, Wisc. 

With exception of a short period as advertising 
manager of a Madison manufacturing company, Mr. 
Kney’s business career has been in newspaper and 


National Stationers Association conventions and other 
trade meetings. 

Although a graduate of law, Mr. Martin’s entire busi- 
ness career has been in the field of journalism—with 
forty years of his experience in the office equipment 
field. For more than ten years he was the Chicago 
correspondent for the American Stationer, later merged 
with OFFICE APPLIANCES. 


trade journal fields. Instinctively a reporter, the work 
with OFFICE APPLIANCES which he most enjoyed was 
“on the beat” searching out news of the trade. There 
and in the office he acquired the friendly sobriquet 
“Bill” Kney. 

Ill health, from which his friends hope he may 
soon recover, necessitates his giving up active work. 


HERE AND THERE 


VEIT USES PLANE AND FAST CAR 
FOR BUSINESS TRIPS 


When some salesmen want to go 





places in a hurry, they generally 
grab a fast train and—once in a 
great while—a passenger plane. 

But Bob Veit, general manager of 
The Veit Comp any, Detroit, has really 
solved the problem of getting + 
people quickly when a problem of 
modern business indexing comes up. 
On the ground he has a special-pow- 
ered Lincoln Zephyr which will hit 
the 100-mile-an-hour limit. Anything 
higher than that and Mr. Veit take 
to the airways in his |20-mile-an-hour 
red and silver monoplane. 

Mr. Veit explains that it is only 
natural that he should desire to gc 
places in a rush because his name 
in German and ‘‘quick’’ 


tr 7 ' ! 
means "fast QUICK 


in French. 





BOB VEIT AND HIS TRANSPORTATION FACILITIES 
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UEF GIANT TYPEWRITER SENDS N. Y. WORLD’S FAIR INVITATION.—Mayor La- 
Guardia affixes his signature to a huge typewritten scroll which will be carried on 
a tour of the East by sound trucks conveying the warning that the New York 
World’s Fair closes forever on October 27. The message was typed on the four- 
teen-ton Underwood Master typewriter on display at the Underwood Elliott Fisher 
Company exhibit at the fair. Two similar messages will be carried by two more 
sound trucks, the three vehicles covering a total distance in excess of 14,000 miles. 





HARRY AYRES' GRANDSON 
AGAIN CLICKS AT TENNIS 
Bobby Griffith, of Kansas City, 

Kansas, whose granddad, Harry 

Ayres, graces the ranks of the Speed- 

O-Print Corporation representatives, 

again won tennis honors when he 

recently captured the men's singles 
and (paired with another boy) the 
doubles at a local tournament. 
Bobby, who is fifteen, appeared 
in the pages of Offices Appliances 

a year ago when he won the junior 

championship of Kansas and Mis- 


sour. 
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R. C. ALLEN OFFERS 10-KEY CALCULATOR MADE 
IN U. S. 

Allen Calculators, Inc., 22 East Fortieth street, New 

York, N. Y., has announced the complete manufac- 

ture in the United States of its 10-key calculator. 





THE R. C. ALLEN 10-KEY CALCULATOR 


The machine will be made in its entirety at the com- 
pany’s Grand Rapids plant. 

Known for many years in fifty-seven countries under 
the slogan of “the world famous ten-key calculator,” 
the machine is announced by the manufacturers as 
an American-made product. Complete information 
on the device may be obtained by writing to the com- 
pany and requesting booklet C-5. 


o——--e 


MIDWEST ANNOUNCES NEW DESK LAMP 

The Midwest Naturlite Company, 440 North Wells 
street, Chicago, has recently introduced to the market 
a new desk lamp which is trade-named the Perfeclite 
and is equipped with a fluorescent tube for illumina- 
tion. 

The lamp is listed as the No. 1001 and is featured 
by a dual reflector, which affords complete control of 





THE NO. 1001 FLUORESCENT LAMP 


the light rays and distribution to the working surface 
area. A manualite switch of the push button type 
offers instant starting of the tube light, eliminates 


flickering and cannot burn out. The lamp works on 
either direct or indirect current. 

The No. 1001 is designed and styled to offer the most 
in attractiveness and beauty. It is available in four 
finishes, quality sprayed golden brown wrinkle, two- 
tone sprayed corduroy brown and gold finish plate, 
two-tone all plated old English bronze and gold, and 
two-tone all plated statuary bronze and gold. The de- 
sign of the base includes two convenient pen or pencil 
slots which are part of the lamp. 


—- 
NEW DUPLICATOR LINE BY DUPLICOPY 

The Duplicopy Company, 537 South Dearborn street, 
Chicago, has announced a new line of liquid duplica- 
tors under the trade name of the Universal. The new 
machine is streamlined and was designed by Brooks 
Stevens, well-known industrial designer of Milwaukee, 
Wis. 

A special feature of the Universal is a patented 
roller moistener which positively controls a prede- 
termined moistening regardless of speed and which, 





THE UNIVERSAL DUPLICATOR 


due to its simplicity, is practically foolproof. Another 
important factor is that copies are delivered with 
the printed side up. There is also a patented block- 
out system for commercial systems application. 

Other features include ball and oilless bearings, 
heavy rigid cast aluminum frame, over-riding auto- 
matic feed, floating pressure roller, positive registra- 
tion and an easy-operating master attachment. 

At present both hand and automatic feed styles 
are available, but the line will eventually include 
electric, ream and intermittent feed models so as to 
be adaptable to any systems applications. Further 
information, specifications, etc., will be furnished deal- 
ers on request. 

‘ i Retalipiainni 
“NEV-R-KURL” CARBON PAPER 

The Phillips Process Company, 194 Mill street, 
Rochester, N. Y., has recently developed a new type 
of carbon paper, trade-named Nev-R-Kurl, for which 
a number of improvements are announced. 


PHILLIPS’ 
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As the name implies, the new carbon is said to 
resist curling regardless of climatic conditions and 
is not affected by heat, cold or humidity. It is also 
waterproof. Actual tests, according to the manufac- 
turers, have resulted in an unusually large number 
of impressions from one sheet of Nev-R-Kurl. 

The non-curling qualities of the new carbon were 
developed when experiments in the Phillips labora- 
tory discovered a way to counteract the unequal ex- 
pansion and contraction between the ink and the 
paper stock, said to be the usual cause of carbon 
paper curling. Further details and samples will be 
sent to dealers on request to the above address. 


——___—__¢- 


“BEAU BRUMMEL” BRIEF CASE BY DOPPELT 


Charles Doppelt & Company, 412 North Orleans 
street, Chicago, is introducing a new brief case trade- 
named the Beau Brummel and containing a number 
of new features. 

Of shark top grain cowhide, the case has sliding 
and disappearing handles and concealed zipper at 
top. It is available with or without zipper pockets. 
There are no edges to fray and a special reinforcement 
at the top keeps its rich appearance intact even after 





THE “BEAU BRUMMEL” BRIEF CASE 


hard usage. The handles are fastened to two steel 
bars and will support an exceptionally heavy load. 
The Beau Brummel can be had in black or brown 
and measures 16 by 12 by 4 inches. It is available in 
one or three pocket styles. 
Further particulars will be furnished by the com- 
pany on this and its other lines on request. 


*—-« 


AUTOPOINT’S “ARISTOCRAT” PENCIL 


The Autopoint Company, 1801 Foster avenue, Chi- 
cago, has recently added to its substantial line of 
automatic pencils with the introduction to the trade 
of the de luxe No. 52GS Autopoint. 

The new number is equipped with a cap and finger 
grip having inlaid gold-filled crown. The decorative 
band, tip and streamlined clip are gold-filled. The 
pencil is of Bakelite molded in colors of black, red, 
blue, maroon, green or mottled maroon and is avail- 
able for standard lead or the company’s “Real Thin’”’ 
lead (forty-one per cent smaller writing area). 


COLUMBIAN’S “SUCCESS” CALENDAR LINE 

Announcing their 1941 “Success” calendar line, the 
Columbian Art Works of Milwaukee presents two 
new series of desk calendars with modern stream- 
lined bases; a de luxe moulded Bakelite base with 
attractive walnut finish, and a die-stamped steel base 
in silver black finish. In addition to the attractive 





COLUMBIAN’S “SUCCESS” CALENDAR 


design to match modern office decoration, the de 
luxe walnut Bakelite calendar features a bottom 
plate take-up which keeps daily sheets at the same 
level—used sheets may be pulled out (holes are 
slotted) and the take-up keeps the balance of the 
pad firmly tightened against the top hood. A handy 
pencil tray is also included. 


The die-stamped steel base is made in two sections, 
joined to form a totally enclosed “box” base which 
will not collect dust, and which has no projections 
to tangle in phone cords or catch on desk blotters. 


Two styles of calendar pads—ruled memo type and 
double columned appointment style—are available. 
Daily sheets, lithographed in two colors, show three 
months and carry large daily date. Pad sizes are 
5 by 8 inches or 4 by 67% inches for the memo style, 
and 5 by 8 inches and 6% by 10 inches for the ap- 
pointment type calendar. 


*—-_ 


NEW MODEL VV VISIBLE BINDER ANNOUNCED 


The Visible Records Equipment Company, 1432 Alt- 
geld street, Chicago, has announced its new model 
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THE VV LOOSE LEAF VISIBLE BINDER 


VV loose leaf visible binder which is in the low price 
range. It is complete in scope, being made in con- 








THE NO. 52GS AUTOPOINT PENCIL 








ventional index lengths beginning at 9% to 18% 
inches and in both two and three inch capacities. 


It is expected the new line, which is one of twen- 
ty-three now made, will replace the company’s GBS 
and WBS lines. It embraces several new and exclu- 
sive features. The exterior of the hub or back is a 
combination of black polished fiber and satin finish 
stainless steel. The back mechanism telescopes in 
such a way as to provide one hand operation in 
opening, closing and shifting. 
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STARK’S 1941 CALENDAR LINE READY 


Stark Calendars, Inc., 525 South Dearborn street, Chi- 
cago, has announced as ready for distribution its new 
1941 line of desk and wall calendars. The line incor- 
porates many new features including rearrangement 
of printing to give the maximum writing area and a 
specia] arrangement to show “three months’ calendars 
at a glance.” The printing is on high grade bond paper 





THE STARK DESK CALENDAR 


and each pad is printed in two colors, red and blue. 
Stands have been designed for maximum efficiency and 
are handsomely boxed. Pads and refills fit practically 
all stands now on the market. A complete catalogue 
and sample sheets will be furnished dealers on request. 
—> 
NEW PLASTIC SCALE BY PELOUZE 

The Pelouze Manufacturing Company, 232-242 East 
Ohio street, Chicago, has announced a new line of 
plastic scales. Trade-named the Princess, they are 
made in four finishes, variegated marble, mother-of- 
pearl, Circassian walnut and ebony onyx. Capacity 
is one pound. 

The dial is etched on frosted brass. It indicates the 
postage in cents on all classes of mail matter. The 
user simply places the letter or package on the plat- 
form, reads the dial and affixes the postage. The scale 





ae 
THE “PRINCESS” PLASTIC POSTAL SCALE 
has been developed for commercial as well as gift trade 


and is attractively designed for the individual desk, 
library table or the executives desk. 





OFFICE APPLIANCES 


THE “MODERN” BOOKKEEPING SYSTEM 
The Modern Bookkeeping System Company, 127 
North Dearborn street, Chicago, has anounced a sys- 
tem of keeping books trade-named the Modern and 
featured by a complete trial balance which has been 
worked out on one page. 
According to the manufacturers the Modern system 





BINDER FOR THE MODERN BOOKKEEPING SYSTEM 


is of special interest to business houses because of its 
simplicity of operation, which provides an easy-to- 
understand and complete bookkeeping system allowing 
the user to comply with all requirements on income tax 
reports, social security reports, business census reports, 
sales tax reports and others which the business organ- 
ization is called upon to make from time to time. 

Fully copyrighted, the system was worked out and 
perfected by an expert accountant. The Modern system 
is made in two sizes, both loose leaf. Each is equipped 
with a handsome and durable loose leaf binder and the 
best of ledger paper. A one-year system retails for 
$4.75, including the binder and one year’s supply of 
sheets, and a three-year system retails for $10, includ- 
ing the binder and three years’ supply of sheets. 

—-- 
HEYER INTRODUCES NEW MAILABLE CORREC- 
TION FLUID 

A new correction fluid has recently been announced 
by The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, and has received the approval of the postal 
authorities as being satisfactory for transmission in 





CONTAINER FOR HEYER NO. 421 CORRECTION FLUID 


the U. S. mails when completely contained in the 
approved package. Certain new postal rules have 
recently barred many similar liquids from the mails. 

The new unit contains a one-ounce bottle of blue 
correction fluid and has an applicator brush attached 
to the bottle top. This bottle is enclosed in a sealed 
tin container with proper protective material sur- 
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rounding the bottle, and the complete can unit is 
enclosed in a suitable cardboard mailing carton. 
Heyer No. 421 correction fluid is the trade name of 
the new product. 

This complete packing arrangement is necessary 
and should be mailed as described. The dealer may 
attach his shipping label and stamps directly to the 
outside of the carton, using care not to cover the red 
caution label which is also a postal requirement. The 
new fluid lists for fifty cents. 


————_¢-—< 9 ——_———__ 


NEW PEN-MEMO DESK PAD SET ANNOUNCED 


The Modern Desk Pad Manufacturing Company, Inc., 
118 West Hubbard street, Chicago, has announced a 





THE 18-F PEN-MEMO PAD DESK SET 


new fountain pen-memo pad desk set listed as the 
No. 18-F. 

The entire unit is made of durable imitation brown 
leather with a hinged top with space available for 
imprint if desired. The unit includes a life time guar- 
anteed fountain pen (or mechanical pencil if prefer- 
able) and a refillable pad with perforated paper. Re- 
fills are easily replaced due to a patented easy sliding 
device incorporated in the binding. 

Each pad is packed in an individual box and the 
device retails for $1. Complete details and dealer 
prices will be furnished by the company on request. 


—-> 


OLD TOWN’S HAND CREAM IMPROVED 


The Old Town Ribbon & Carbon Company, Inc., 750 
Pacific street, Brooklyn, N. Y., has recently announced 
an improvement in and a new packaging for its line 
of hand cleansing cream. Originally developed by 
company chemists for use of employes whose hands 
were constantly in dyes and inks, the cream was 
formerly sold in jars. Now it has been scented with 
a refreshing bouquet and is offered in a six-ounce 
tube, convenient for the use of office workers who 
handle carbon papers, inked ribbons or inks. The new 
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NEW CONTAINER FOR OLD TOWN’S CLEANSING CREAM 


cream will remove stains without harming the hands 
and the tubes are individually packed, one dozen 
cartons to a container. 
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NEW MONARCH ADDING-LISTING MACHINES 


The American Writing Machine Company, 115-117 
Worth street, New York, has announced the addition 
of nine new models to the Monarch dealer line of port- 
able listing-adding machines. The new machines, all 





(L TO R) THE MODEL 7371-13 AND THE MODEL 7194N-3 
MONARCHS 


of which are equipped for direct subtraction, present 
a wide variety of operating features: 5 inch and 13 inch 
carriages, manual and electric operation, with or with- 
out credit balance. 

The “Special Retail Model” (Model 7194N-3) occu- 
pies counter space of only 7 inches x 9% inches. It 
lists and totals six columns and has an item counter 
that automatically counts up to 99 items. Totals are 
automatic and when the total is made the paper tape 
automatically spaces up into position to be torn off. 

Model 7371-13 features a 13 inch movable carriage 
with manual tabulation, left and right carriage release 
levers, paper release lever, adjustable paper guides and 
a variable line spacer. It lists and totals seven columns. 

The nine new Monarch models are in addition to 
Models 7165-3 and 7173-3, which dealers have been han- 
dling for some time. 


ee 


VEIT’S NEW “FLAME-PRUF” INDEX TABS 
The Veit Company, 1947 East Kirby avenue, De- 
troit, Mich., has announced a new type of flex-ribbed 
index tab which is named “Flame-Pruf” due to a 





THE “FLAME-PRUF” INDEX TAB 


special fire-resisting quality embodied in its manu- 
facture. 

The new tab, according to the manufacturers, 
eliminates a fire hazard, because instead of burst- 
ing into flame it merely melts when fire is applied. 

The “Flame-Pruf” tab is made of a clear, trans- 
parent material in three standard sizes, quarter, 
three-eighths and half-inch extension. Inserts are 
in eight brilliant colors, cellophane packed for rapid 
order filling. A dealer receiving an order for five feet 
of yellow and five of green merely delivers ten feet 
of tabs and one envelope each of green and yellow 
inserts. 

In other words, the dealer need only stock one 
instead of eight colors of tabbing plus the inserts. 
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NEW SMOKER BY NAGEL-CHASE 


The Nagel-Chase Manufacturing Company, 2811 
North Ashland avenue, Chicago, has announced a new 
and modernly constructed smoker which has been 
given the trade name of Stratford. It is the latest 
addition to the firm’s Ash-Away line. 

The Stratford is substantially built but designed 
with a streamlined appearance which matches the 
present trend in office furniture and equipment. It 





THE STRATFORD SMOKER 


is available in either bronze or ebony with chrome 
trimmings as contrast. Like all Ash-Away smokers 
the Stratford is equipped with the Nagel-Chase pat- 
ented Ash-Away dispenser. 


2° ——e — 


IMPROVED MULTIFOLDER ANNOUNCED 


An improved and newly-designed model of the Multi- 
folder, manufactured by the Multistamp Company, 
Norfolk, Va., in which the weight has been reduced 
thirteen pounds has recently been announced. 

The weight reduction in part was brought about by 
the use of sand-cast aluminum side frames. The work 





THE IMPROVED MULTIFOLDER 


table is formed from sheet aluminum and then given 
a patented Alumilite finish to provide a hard-wearing 
surface. The model may be operated by hand or 
electricity and is capable of furnishing a complicated 
accordion fold as well as ordinary folds to all norma! 
sizes of paper. 





OFFICE APPLIANCES 


BICKETT’S NEW DESK MAT 
The L. M. Bickett Company, Watertown, Wis., has 
announced a full front desk mat under the trade name 
of Rufbak. The mat extends the full length of a 





THE BICKETT DESK MAT 


desk and in the center of the straight side has an 
extension, 20 inches wide and 12 inches long to fit 
under a desk for the user’s feet to rest upon. 

The mat is listed as the type FF and on the bottom 
surface is Rufbak. If desired four holes can be 
punched in the mat to accommodate the desk legs 
and thereby prevent shifting of the mat. 

Sizes available are 72 by 46, 66 by 46, 60 by 46, 
54 by 44, and 52 by 44 inches. Colors are black, ma- 
roon, brown, green and dark green. Thicknesses avail- 
able are one-quarter or three-sixteenths inch. 

—>-———— 
HANSON’S “VIKING, JR.” SCALE 

The Hanson Scale Company, 525 North Ada street, 
Chicago, has announced a new spring balance scale 
which, despite its small size has a capacity of fifty 


® 
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THE NO. 8905 VIKING JR. SCALE 


$28.853,6 





pounds and retails for 49 cents. It is catalogued 
as the Viking, Jr., model No. 8905 to identify it from 
another pocket-size spring scale which bears the 
same name. 

Construction of the new scale follows almost exactly 
that of the first Viking, Jr., which, however, has a 
capacity of only twenty-five pounds. There is the 
same telescopic draw bar construction which prevents 
the spring being pulled beyond its elastic limit and 
eliminate any possibility of distortion. The spring is 
tempered steel and tested for accuracy, mechanism 
entirely enclosed and protected, lithographed figures 
and pound graduations in black on a white dial. 

The load carrying hook is free-swinging, making the 
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scale especially helpful when hung on a wall. It meas- 
ures 734 inches long by 1 inch wide by 7% inch thick, 
and weighs six ounces. 


o——= eo 
EVEN FLOW’S NEW PEN-IN-INK SET 

The Even Flow Corporation, 1810 Division avenue, 
Grand Rapids, Mich., is introducing to the trade a 
new Pen-In-Ink desk Set for offices, schools and 
homes which is described as practical, attractive and 
inexpensive. 

The device is equipped with a penholder of in- 
destructible plastic, beautifully designed and shaped 





THE PEN-IN-INK SET 


to a comfortable grip. It is available in black, red 
and green. The point is stainless steel, heavily gold- 
plated, guaranteed non-rusting, with points in fine, 
medium and broad styles. The ink fountain is of 
clear glass with a special device to prevent spilling 
of its contents in the event it is accidentally tipped. 

The pen, constantly kept in the inkwell, will write 
from 250 to 500 words withous redipping, and the 
well holds several months’ supply of ink. There are 
no movable parts. The Pen-In-Ink set retails for $1. 


~~ o— a 


NEW HAND PAPER DRILL ANNOUNCED 
The Cooperative Church Supply Company, 208 
Fourth street South, Minneapolis, Minn., has intro- 
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THE ROSSIN HAND DRILL 


duced to the office equipment and stationery trade a 
new type of paper drill or punch which works entirely 
by hand. 

Named the Rossin hand drill, the device is equipped 
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with a cutting edge (hollow) of high quality tempered 
steel sharpened to a fine edge. It is only necessary 
to place the drill over the paper to be cut, press down 
slightly and at the same time turn the device slowly 
from side to side. In this manner the drill will cut 
perfect circles in a stack of paper up to and including 
three-eighths of an inch in thickness. 

Measuring 4 by 14 inches, the Rossin hand drill 
can be carried in a briefcase or the pocket. The cut- 
ting edge is amply protected by a sturdy rubber cap 
which fits over it when not in use. Sizes available 
are three-sixteenths, quarter and five-sixteenths of 
an inch. Each drill is accompanied by a punching 
guide which instructs the user on proper punching for 
all sizes and types of loose leaf binders. The body 
of the drill, made of a plastic material, is hollow and 
is a receptacle for the paper wads as they are cut 
out. It requires emptying only at long intervals. The 


Rossin hand drill retails for $1.25. 





TRUSSELL’S NEGA-PRINT ALBUM. 
—The Trussell Manufacturing Com- 
pany, Poughkeepsie, N. Y., is in- 
troducing this album which is 
made to take care of negatives as 
well as pictures. It is loose leaf 
and visibly arranged for quick ref- 
erence. The user fastens the photo 
to each side of an envelope and 
places the negative and extra 
prints inside the envelope. Nega- 
tives cannot be removed from en- 
velope without taking the latter off 
the rings. The cover (shown at 
right) comes in black, blue or 
brown and is attractively grained. 


——————? —___ 


NEW PROTRACTOR RULE BY HAHN 

The Hahn Products Company, 102 East Chestnut 
street, Chicago, has produced and placed on the mar- 
ket a new and versatile protractor rule, which incor- 
porates certain standard measuring rules in one 
instrument. 

The rule has two movable transparent arms which 
converge at a cross-hair eyelet, each arm being twelve 
inches in length. One arm carries a four-inch diam- 
eter protractor and is graduated in inches and six- 
teenth inches, and the other is graduated in inches 
and tenth inches for decimal readings. 

The blades are of lamarith and are transparent, 
nonchanging and waterproof. They are graduated in 
black for easy reading. 

Regular protractor angles are determined in the con- 
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ventional manner, using the cross-hair at the fulcrum 
for spotting exact points or intersections. A series 
of draft scale angles can be accomplished by setting 
the base of one arm against any horizontal guide, 











THE HAHN PROTRACTOR RULE 


T-square or straight edge, using the other arm for the 
marking guide. The device retails for one dollar. The 
manufacturers will furnish further details on request 
to Department O, at above address. 





VEIT STRAIGHT-LINE FILING.—The Veit Company, 1947 East 

Kirby avenue, Detroit, is showing the trade a new filing method 

called “Straight Line Filing.” Every reference to the file is 

made from left to right in a straight line and every name in the 

file is in a straight line. All tabs are angle set for visibility 

and the Viz-Tab folders are hide-proof. Details and samples 
are available on request to the company. 


~—— 


MOTOR METAL’S NEW GUIDE MAP CASE 
The Motor Metals Manufacturing Company, 5936 
Milford avenue, Detroit, Mich., has recently introduced 
to the trade a new guide map case which has been 
given the trade name of E-Z. 
The E-Z guide map case offers a compact method of 
carrying twenty-five feet of map in use while a similar 





THE E-Z GUIDE MAP CASE 


amount of extra map can be stored between the rollers. 
The case is equipped with a transparent window of 
noninflammable Tenite and knobs by which required 
sections of the map in use may be brought into view 


at will. 





OFFICE APPLIANCES 


The map case comes supplied with a road map of 
the United States and is of steel. Its ends are finished 
in black crinkle and the knobs are red. Further par- 
ticulars will be supplied on request. 


——o—  -_ —_—_—— 


NEW LINE OF ZIPPER CASES BY VARAT 
The Murray Varat Company, 27 South Market street, 
Chicago, is introducing a well-styled line of low-cost 
executive, secretarial, professional, student and sales- 





THE NO. 332 ALLIGATOR ZIPPER CASE 


men’s zipper cases to Match the new luggage trend 
toward mahogany-colored alligator. 

One of the new cases, listed in the Varat catalogue 
as the No. 332, is illustrated here. It has roomy pockets. 
hand turned in edges and genuine Talon slide fastener 
on three sides. It is of alligator top grain leather, 
Plykit lined with leather gussets to match. The case 
also has two full length extension pockets, pencil 
holder and disappearing handles. 

This and other leather items are illustrated and de- 
scribed in detail in the latest Varat catalogue which 
shows all kinds of leather including Marblehide, Ana- 
line cowhides, genuine seal and alligator top-grain. 


——-——e <= —______ 


R. C. ALLEN REGISTERS ADOPT DUOTONE FINISH 


Allen Calculators, Inc., 22 East Fortieth street, New 
York, N. Y., has announced that a new and attractive 
finish for its line of R. C. Allen cash registers has 





THE R. C. ALLEN CASH REGISTER 


been adopted and introduced to the trade. It is 
described as a gray duotone, hammered metal finish. 


The machine case and drawer panels have a silver 
gray hammered metal effect which is contrasted with 
a gun metal high lustre finish on the paper housing 
and handle on the machine and the top and base and 
corners of the cash drawer. Added to this is a 
chromium trim which includes the hammer housing, 
commodity chart holder and drawer band. Regardless 
of the type of business in which it is to be used 
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the machine is sufficiently neutral in tone to har- 
monize with any type of decoration or fixtures. 
While Duotone will be standard, the company will 
continue to furnish the present black and chrome 
finish on request. Duotone will be supplied at no 


additional charge. 
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NEW HECTOGRAPH CARBON BY PEERLESS- 
IMPERIAL 


The Peerless Key-Imperial Manufacturing Company, 
Newark, N. J., has announced to the trade a new type 
of hectograph carbon which is said to produce an un- 
usually large number of copies. It is named Imperial. 

According to Otto Kretchmer, president of the com- 
pany, the new carbon was developed and perfected 
after ten months of experimentation and then was 
used in demonstrations to show its ability to make 





CONTAINER AND IMPERIAL CARBON 


500 copies from one master and to prove a number 
of other outstanding features. 

The Imperial carbon is made for both the gelatin 
and the spirit process. It is smartly packaged in a 
modern “pull-out” box with a color combination that 
fits into the family relationship of other Peerless Key- 
Imperial packages. 

—> © - 
ORTHOGRAPH’S POST CARD PRINTER 

The Orthograph Company, 406 South Main street, 
Los Angeles, Calif., has just announced a new addition 
to its line of automatic post card printers which retails 
for $14.90 including supplies. 

One of the features of the new model is a mechan- 
ical feeding arrangement which is identical with that 





- =F F 
~ TOMATIC 
2 gf CARD PRINTER — 


THE POST CARD PRINTER 


on the company’s original Postal-Graph, a similar ma- 
chine which, however, sells for $19.50. The difference 
between the two models being only in construction and 
appearance. 

The post card printer is a compact and sturdy ma- 
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chine which can turn out a large number of copies 
rapidly, making it an ideal unit for the smaller busi- 
ness houses, churches, clubs, etc. 

Further particulars will be furnished promptly to 
dealers on request. 


<= — 





THE ROLODEX.—This unit, which delivers one sheet at a 

time of memo paper at the touch of a finger, is manufactured 

by the Zephyr American Corporation, and was fully described 

in the August issue of Office Appliances at a time when this 
illustration was not available. 
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PORTABLE FLUORESCENT LAMP BY VAN DYKE 

Van Dyke Industries, 2853 South Halsted street, Chi- 
cago, has introduced a new fluorescent lamp which is 
completely portable and can be attached to any wall 
or surface. It has an adjustable joint and new plug-in 





THE PORTABLE FLUORESCENT LAMP 


ballast. The finish is baked on Morocco. The lamp is 
constructed to be of use in a great number of situations 
wherein a light affixed to a wall is necessary, and is 
equally adaptable to the office or home. Complete de- 
tails can be secured by communicating with the manu- 
facturing company, concerning this and other modeis 
in its complete line of fluorescent lamps. Ilustrated 
literature, price lists and catalogues are also available 
to dealers interested in fluorescent lighting for the 
office. 
=> ——___——. 


NEW LEATHER ALBUM LINE BY HANSON 


The J. L. Hanson Company, 552-554 West Adams 
street, Chicago, has announced a new line of flexible 
saddle leather albums and scrap books under the 
trade name of Ideal. Finished in natural russet color, 
and with a closed back construction, the books have 
all the loose leaf advantages and buff-colored deckle- 
edged leaves. Dimensions are 14 by 11 inches, and the 
list price is $10. Complete details, including prices, can 
be obtained by writing to the manufacturing company 
at the address given above. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 
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of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and tke staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 


6 St. Bride Street, 


London, 26th July, 1940 

Mr. Lancelot D. Spicer of Spicers, Ltd., London, Eng- 
land, and chairman of the Stationers’ Association of 
Great Britain & Ireland, has returned from his tour 
of the U. S. A. and Canada, where he had been on a 
mission to buy paper, full of friendliness for the peoples 
of the U.S.A. Unstinted in his praise and appreciation 
of his reception by the Americas, of their great kindli- 
ness and clean business dealings with him which con- 
tained no trace of taking advantage of necessitous buy- 
ing, and moreover, greatly impressed by their efficiency. 
In Mr. Spicer’s own words, “there is no question of their 
undoubted efficiency.” He is whole-heartedly of the 
opinion that the two great English speaking peoples 
should get together and try for a better understanding 
of each other’s point of view and that they have great 
opportunities for future codperation which it would 
be criminal to miss. Indulgence in foolish criticisms 
of the past will not be helpful, the difficulties of the 
past having been largely due to wrong perspective 
not understanding the other man’s point of view 
The Pilgrim Fathers left this country because they 
didn’t like it and we cannot expect their descendants 
to come back, but there is nothing to prevent a close 
cooperation between these two great peoples, for 
mutual advantage. 

Undoubtedly Mr. Spicer, who was in the U. S. A 
at the time when France fell, was an ambassador 
for Great Britain at one of its most critical moments, 
knowing first hand just what our reaction would be 
to this catastrophe. When fears were entertained as 
to the effect on our morale, he was enabled to allay 
those fears, knowing that no amount of intimidation 
would so weaken morale as to possibly have a re- 
action similar to that of France. As a nation we are 
bound by a fierce determination to withstand every 
possible onslaught on freedom—no hardship, no 
bombing, will shake that determination until victory 
is assured. The nation is so resilient in that attitude 
that without difficulty and without questioning, it 
reacts to essential legislation knowing it is the road 
to victory. It accepts unstable conditions, realizing 


it is the basis of stability for the future. 
The executive board of the Stationers’ Association 


London, E. C. 4 


have been so impressed by all Mr. Spicer had to re- 
late, that they have arranged a luncheon meeting of 
members in his honour at the Criterion restaurant 
on August 7th, to enable them to hear first hand what 
are his reactions to American contacts. His dynamic 
personality will do much to make for closer co- 
operation between the relative industries of the two 
countries. 

The Typewriters Trades Federation will greatly 
miss the cheery presence of their oldest vice-presi- 
dent, N. W. R. Mawle, D. F. C., who is now busily en- 
gaged as an R. A. F. Wing Commander. In business 
he is the managing director of British Typewriters, 
Ltd. At a luncheon gathering some days ago his 
fellow members of the T. T. F. presented him with a 
grandfather clock, suitably engraved, as a slight ex- 
pression of their esteem and affection for such a 
long and loyal colleague. In making the presenta- 
tion, President Barlow expressed the sincere desire 
of all members for Wing Commander Mawle’s speedy 
return to civilian duties. 

In addition to the temporary absence of Wing Com- 
mander Mawle, another member of the Council of the 
T. T. F., Captain B. F. Burrell, is doing “his bit” in 
an armoured car detachment. 


* * * 


A short while ago the T. T. F. received an urgent 
appeal from the British government for the imme- 
diate supply of large quantities of rebuilt typewriters. 
Needless to say, the appeal received immediate at- 
tention and under the guidance of President Barlow 
and Immediate Past President Sleath a scheme was 
devised whereby a steady and continuous flow of 
rebuilt typewriters from every part of the British 
Isles is now keeping pace with the government’s de- 
mands. Every machine before delivery is thoroughly 
inspected by appointed members of the executive 
council whose long and practical experience in type- 
writer mechanism ensures that no machine goes on 
active service unless it fully comes up to the required 
specification. 


* * * 


The war situation has brought about another prob- 
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lem which is being tackled by the T. T. F., and that 
is the transfer of typewriter mechanics from danger 
zones where business is slack into less vulnerable 
areas at present experiencing an acute shortage of 
skilled typewriter mechanics, “Typewriter Evacuees.” 
Good luck to such practical work in the interests of 
victory. 
. * 7 

The Hon. Secretary of the Office Appliance Trades 

Association of Great Britain & Ireland—Joseph Hals- 
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by—is at present in the U. S. A. doing his bit in the 
interest of importer members and export work for 
the collapsible tube industry, in addition to exploring 
the field for British manufacturers of office appli- 
ances. Reports to date are “excellent progress.” An- 
other ambassador for Old England, who has been 
responsible for the formation of two export groups 
in the interests of national service—the collapsible 
tube group and the office appliance industry export 
group.—SSE. 


British Spirit Stresses “Business As Usual’ 
By Ena Fitzgerald MacMillan 


RECENT tour of some of the great provincial 
centres of Britain has revealed developments 
that are new since last I wrote for OFFICE APPLIANCES. 
In the North, Midlands and South, British stationers 
and office suppliers not only continue to turn one 
aspect of trade adversity into a new kind of success, 
but have gained much clearer vision regarding the 
future. It is this future which is of some interest to 
American manufacturers, as well as other American 
friends. A new slogan for the coming years is gaining 
stronger favour every month—‘Eyes Across the At- 
lantic.” 

“Over here,” said one prominent Newcastle-upon- 
Tyne principal, “we have had too much of a Western 
Europe focus. That will definitely be minimized for 
generations to come as we concentrate increasingly 
on trade with the great American republics.” 


“The present demand in Britain for special office 
equipment connected with war conditions is likely to 
remain to a large extent afterwards when peace 
comes,” commented one Glasgow managing director. 
“For example, there is in the country an unprece- 
dented demand for fire-resisting document strong 
boxes for both offices and the home. War has made 
us more careful and more orderly and the demand 
will therefore continue. 


“American manufacturers and specialists will, I feel 
sure, find us increasingly open to new ideas generally. 
Take one item about which we have always been con- 
servative—the visible record systems. This will be a 
big field with us in the future. At present, visible 
record systems are hardly used at all, but their time- 
saving will overcome disinclination to scrap older, 
though efficient methods.” 


A Leicester principal foresaw phenomenal increase 
in the typewriter and typewriter sundries trade. “A 
typewriter in the home will become as universal as 
the radio is already. This means more Sales for our 
commercial equipment retailers, and of course more 
contacts with those manufacturers who can offer good 
and not too expensive models. The luxury home 
models—matching room decorations, etc., which some 
bought before the war—will not be wanted. Just 
plain, reliable machines that will stand up to the 
extra work we shall all have to put in after office 
hours if we are going to help build a new Peace 
World aright.” 


Typewriters in different parts of the home has been 
a recent development as a time-saver for busy British 
men and women, especially due to frequent change- 
over of night and day work periods. 


It is interesting to note in passing that Mr. Leslie 
Burgin (until recently Minister of Supply), always 
has at least three personal typewriters. An excep- 
tionally early riser, he likes to tackle all personal 
business before breakfast in his London flat, and 
before touching the business of the day. Mr. J. L. 
Priestley, famous novelist and dramatist, is perhaps 
Britain’s biggest typewriter fan. He has one in almost 


every corner, and also possesses a unique collection 
of different models which he has bought at odd times 
and which illustrate the history of the typewriter from 
early days to present time. He collects typewriters 
as an interesting hobby as others collect china or 
stamps, and more than one of his American friends 
have shared his enthusiasm for this “story of prog- 
ress.” 

I said at the beginning that many British stationers 
are turning adverse conditions into a new kind of 
success. Paper restrictions have called for greater 
originality in ideas, and several leading firms have 
planned new and striking letterheads on smaller 
sheets for firms who have never changed their sta- 
tionery for years. Indeed, the scheme has wakened 
many who were too content with letterheads belonging 
to a generation or more back. These old firms natu- 
rally have clung to their historic character. One big 
Scarborough firm—Pindars—has launched a particu- 
larly successful offer to commercial houses, which, in 
their own words “ensures economy of paper while 
maintaining prestige of character.” 

American friends would be greatly interested could 
they see the revolutionary clearance now going on in 
hundreds of offices. Ancient office correspondence, 
old ledgers and records, are being turned out of store 
rooms and being sent to paper mills. One such mill 
in industrial Yorkshire—J. Shaw & Company, Ltd., 
Stainland, Halifax—is uniquely situated in some of 
the loveliest of English scenery. It is repulping each 
week about seventy tons of waste office correspondence 
and other discarded paper amid this sylvan setting. 

In the British stationery store itself, one striking 
war feature is big increase in fountain pen space. The 
gift of a Waterman, Sheaffer, Parker, or other famous 
make, is one of the most popular among men of our 
fighting forces. And this equally applies to the many 
thousands of women attached to units of Army, Navy 
and Air Forces. So pen counters not only enlarge but 
also move more prominently into the “best-selling floor 
space,” swallowing up room formerly given to motor- 
ing maps, etc. One outstanding provincial store in 
which the pen trade has more than doubled is Parker’s 
of Harrogate. 


Still another development is the opening of com- 
mercial stationery departments by retailers who pre- 
viously sold only high grade social stationery. This 
commercial side is sure to increase in the difficult 
reconstruction years ahead. It will lead to opening of 
other business equipment departments and the re- 
striction of the semi-luxury sections which many Brit- 
ish stationers put in during recent years. I mean 
purely ornamental fancy goods and novelties of the 
moment. 


For a long time this tendency to unite outside trades 
with the main stationery one has been a thorn in the 
side of many who were looking ahead. They applaud 
the new concentration on the more constructive sec- 
tions of our trade—EFM 











FARNHAM ON PARADE.—When Minne- 
apolis last month staged its Aquatennial, 
a Summer festival sponsored by the Min- 
neapolis Sports & Attractions, Inc., the 
Farnham Stationery & School Supply 
Company took a major part in the cele- 
bration for which its officials later re- 
ceived hundreds of congratulatory mes- 
sages. Farnham was in the first division 
of the parade, which was watched by 
200,000 persons, and supplied a sixty-five 
piece band, followed by fifty employes 
in standard Aquatennial slack costumes. 
(Top) The snappily-attired band and 
marching unit assembled outside the 
Farnham store at 417-419 Hennepin ave- 
nue. (Lower) The marching unit on pa- 
rade behind the Farnham banner. The 
band was later chosen one of three 
picked to participate in the torchlight 
parade four days later which was made 
up of twenty of the outstanding floats, 
three bands and one marching unit. The 
entire Farnham part in the big celebra- 
tion was staged under the general super- 
vision of A. J. Walker, president of the 
company. 
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FIVE CENTURIES OF PRINTING AT A 
GLANCE.—A window display of the W. 
H. Kistler Stationery Company, Denver, 
Colo., titled “500 Years of Printing,” had a 
most interesting showing of old and new 
printing, in many cases the old prints be- 
ing authentic and collector pieces. Every 
type of printing was shown: handbills, 
ancient newspapers, pictures litho- 
graphed on stone, woodcuts and others. 
One of the interesting specimens shown 
is Apian’s Ceasar’s Astronomy (center 
foreground) printed in 1540. The “instru- 
ment” on the right hand page is actually 
five charts with a common center, each 
disk turning independently of the others, 
and is designed to compute the latitude 
of Saturn. Examples of modern printing 
included offset and lithography. Old and 
new advertisements for typesetting ma- 
chines and printing equipment formed 
part of the display.— BART 





ATTRACTIVE WINDOW FEATURES CAR- 
TER’S PRODUCTS.—This window was 
recently displayed by the A. E. Boyce 
Company, Muncie, Ind., as a reminder to 
Muncieites that the local office supply 
and stationery house carries everything 
manufactured by The Carter's Ink Com- 
pany. The lines of ink and mucilage 
bottles and the flat, carbon boxes ar- 
ranged in front of the two large Carter 
signs made a fine, symmetrical display. 
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GREETING CARDS BRUHN'S 





FOUR VIEWS OF THE NEW HOME OF THE BRUHN OFFICE 
EQUIPMENT COMPANY.—Located at 102 Church street, Bur- 
lington, Vt., the store is the last word in modern decorating 


BRUHN MOVES INTO MODERN BURLINGTON 
STORE 

The Bruhn Office Equipment Company of Burling- 
ton, Vt., now occupies a completely modernized store at 
102 Church street. The two colored sandstone and 
brown enameled metal front with dull chrome trim 
and attractive display windows, stands out among 
the store fronts along the city’s principal business 
street. 

A novel announcement of the move was a printed 
replica of an office memorandum pad upon which 
appeared a notation of the firm’s new street address 
and telephone number. 

Since the new location provides three times the 
space formerly used by the company, a more complete 


ANOTHER SAMPLE OF HOSKINS’ “ONE 
ITEM CONCENTRATION” DISPLAY.— 
Hoskins, Stationers, of 1208 Walnut 
street, Philadelphia, has for years 
preached the gospel of one-item concen- 
tration for successful window display 
and has also practiced it. The company’s 
latest offering along that line was this 
large window, devoted entirely to prod- 
ucts of the Sengbusch Self-Closing Ink- 
stand Company, Milwaukee, Wis. A 
background of advertising text featured 
the names “Hoskins” and “Sengbusch” 
while arranged systematically in the 
foreground were several styles of the 
Sengbusch Handi-Pen and Adapto desk 
sets, varying in price and size. Thus the 
passerby could stroll from one end of the 
window to the other and view practically 
every model manufactured by Seng- 
busch, among them being one sure to fit 
his purse and desire. 





efficiency. (Top left) Entrance and large display windows. 
(Lower left) Private office of Owner E. H. Bruhn. (Top and 
lower right) Interior of the well-equipped store. 


stock of typewriters, office machines, office furniture 
and supplies, as well as the additional lines of greet- 
ing cards, cameras and supplies can be handled. 

The new Hallmark eye-vision displays of greeting 
cards carry out the theme of convenience and service 
that characterizes the company. 

Fluorescent lighting throughout, including the dis- 
play windows, adds to the general attractiveness of 
a store where ivory plastic walls and ivory colored 
shelving combined with composition board ceiling 
carry out the modern note for the interior. 


At the rear is the private office of E. H. Bruhn, 
owner and manager of the company. The service 
department occupies the second floor while the base- 
ment is utilized as a stock room. 


STATIONERS 
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GENERAL FIREPROOFING COMPANY OPENS NEW PITTSBURGH OFFICE WITH BIG DISPLAY ROOMS 


The new branch consists of approximately 8000 square feet of 
space, of which a large amount is allotted to display. Two 
special features are a private office for the showing of execu- 
tive furniture, which is carpeted in dark blue and has light 
gray walls and white ceiling, and an unusual display of the 


KARDEX CELEBRATION PART OF REMINGTON 
SALES MEETING 
Mayor Thomas L. Holling of Buffalo took time off 
from his official duties on August 21 to preside at 
ceremonies marking the production of the 350,000,000th 





A REMINGTON CELEBRATION.—Howard V. Widdoes, general 
sales manager; Arthur R. Rumbles, vice-president and general 
manager; Preston B. Porter, vice-president, and Mayor Thomas 
L. Holling of Buffalo, at ceremonies marking the production of 
the 350,000,000th Kardex visible file pocket at the Tonawanda 
plant of Remington Rand Inc. The occasion was a featured 
event of the 1940 conference of Remington Rand's system 
branch managers. 


FEEL COOLER?—Anyway, the residents 
of Denver, Colo., did when the W. H. 
Kistler Company picked an unusually 
hot spell to display this beautifully-ar- 
ranged window with which to feature 
the Zeph Air air conditioner. The “icicles” 
in front, the large picture of a pine sur- 
rounded lake, the igloo, snow and pen- 
guins, all combined to remind the hot 
and damp onlooker that cooled air sim- 
ilar to that suggested by the ensemble 
was his to command for a comparatively 
small outlay of cash. 


GF line of aluminum chairs. The chairs are shown on large 

circular platforms, with unique lighting arrangements and an 

attractive background. (Left) The file display. (Top center) 

The general office. (Lower center) The chair display. (Right) 
The private office display. 


Kardex visible file pocket at Remington Rand’s Tona- 
wanda factory. 

The occasion was a featured event of the 1940 con- 
ference of Remington Rand systems division branch 
managers held last month in Buffalo, and was attended 
by some seventy odd conferees, company executives and 
the mayor who applauded as Miss Nora Wright, under 
the watchful eyes of Beverly B. Bond, plant manager, 
operated the machine that produced the multi- 
millionth Kardex unit. 

Sixty-two cities and almost every state were repre- 
sented in the series of Remington Rand systems con- 
ferences at the Hotel Fairfax, where the new and in- 
creasingly difficult record keeping problems of modern 
business and newly developed systems and devices for 
meeting them were examined and discussed. 

Heading the conference was Arthur R. Rumbles, 
vice-president and general manager of the systems 
division. Other executives assisting him and taking an 
active part in the meetings were: Preston B. Porter, 
vice-president; Howard V. Widdoes, general sales man- 
ager; Clarence A. Couch, Wallace Cornwell, Marvin 
R. Bush, George Washburn, Harold R. Sampson and 
Walter H. Dautel, sales managers; and Allen N. Seares, 
sales promotion manager. 

>>? 
WATERMAN SELLS NEWARK PLANT 

The L. E. Waterman Company, manufacturers of 
fountain pens and automatic pencils, last month sold 
to the Century Realty Company its large plant at 
Newark, N. J. It was reported that the Waterman 
organization plans to shift its operations to another 


plant. 
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The Guest Book 


Daniel S. Hansen of Carlson Brothers, Inc., Moline, 
Ill., was a visitor at the offices of this journal August 2. 
He was in Chicago for the purpose of addressing 
salesmen of Associated Stationers Supply Company, 
all of whom have been brought to the home office for a 


conference before starting out on their fall travels. . 


Dan is known as a Stationer of more than ordinary 
ability who has served the industry well in various 
capacities, including those of governor of the sixth 
district NSA and president of the Illinois Booksellers 
& Stationers Association. He reports lively trading in 


his area. 


Theodore T. Malleson and Mrs. Malleson, New York 
and Honolulu and Mrs. Mimi B. Fromming, wife of the 
managing director of the Royal Typewriter Company’s 
Paris agency made August fifth a memorable day for 
us. The Mallesons spent two days in Chicago, enroute 
to Los Angeles. Other stops, Denver, Colorado Springs, 
Salt Lake City and San Francisco. Mrs. Fromming 
on this side for a few months, has a particular 
sentiment for Chicago. Here she and Mr. Fromming 
made first acquaintance and here their daughter 
Anita was born. The family has lived in Paris for 
ten years. Since Mr. Malleson’s retirement (subject 
to special call) three years ago, after twenty-five 
or more years a “Royal” foreign manager and traveler, 
with headquarters in four European capitals in turn, 
the Mallesons have confined their travel to this side; 
to Honolulu where Mrs. Malleson lived several years 
before her marriage to Mr. Malleson, to Canada and 
to Bermuda their favorite “hunting grounds.” Having 
traveled extensively by sea, back and forth across 
the Atlantic, four times around the world, many times 
around the Mediterranean and down Suez to cross 
to the Orient or to proceed to South Africa, Mr. 
Malleson favors steamer above the motor, so makes 
water route the choice when possible. With the excep- 
tion, says Ted, of certain river boats and canal barges. 

The Mallesons’ permanent residence containing 
many interesting objects accumulated in extensive 
travel is at 385 Parkside avenue, Brooklyn. 


Donald F. Rossin of Cooperative Church Supply 
Company, Minneapolis, signed his name in the Guest 
Book August 7. With him he had an interesting new 
paper drill of his invention, described elsewhere in 
this publication. Although on the market only a few 
weeks, he expressed gratification at quick dealer 
acceptance. While in the city he made some pre- 
liminary arrangements for covering the stationery 
trade. 


Cortland B. Horr of McMillan Book Company, Syra- 
cuse, dropped into the offices of this publication for 
a brief visit on August 15. Talk of business was 
taboo, Cort being on a vacation. He has many 
friends in Chicago and elsewhere in the Middle West, 
acquired when he was located here. While in the 
city he found an opportunity to renew several ac- 
quaintances. Some of the conversation had to do 
with loose leaf affairs prior to the time of his pres- 
ent connection. He reports a very satisfactory con- 
dition at headquarters. 


Russell S. Alger of Spokane, Wash., called at the 
office of this journal on August 16. After a number 
of years in the retail stationery business in Spokane 
Mr. Alger turned manufacturers’ representative and in 
recent years has been selling in the Northwest for 
several eastern companies. From Chicago he intended 
to go to Corry, Pa., to see the Corry-Jamestown Manu- 
facturing Corporation, then on to New York, back to 
Grand Rapids, south to Jasper, Ind., to see Jasper Seat- 
ing Company, on to Kansas City and then home. He 
cited a steadily increasing volume as an indication 
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that business in his territory, which includes Washing- 
ton, Oregon, Idaho and Montana, is good. 


C. C. “Charlie” Carpenter of Magnolia Springs, Ala., 
and Evanston, Ill., provided a pleasant hour at the 
office of this journal on August 19. Much of the 
conversation was reminiscent in character, having to 
do with stationery business in Cincinnati, loose ieaf, 
association affairs, and related subjects. Mr. Carpen- 
ter was owner of the Samuel C. Tatum Company 
until it was merged with Wilson-Jones Company 
and was vice-president of the latter concern until 
his retirement. In Alabama he finds golf and Mobile 
Bay so attractive that the South claims most of his 
time, only about two months of the year being spent 
in and around Chicago. Later in the year he plans 
a trip with Mrs. Carpenter to the Canadian Rockies 
and on to San Francisco. Although no longer ac- 
tively engaged in the field, Mr. Carpenter retains 
interest in the industry and its personnel. 


Monroe Chase, son of George C. Chase, with the Mon- 
roe Calculating Machine Company, Orange, N. J., gave 
us the pleasure of his acquaintance August 22. In 
Chicago making a study and receiving instruction in 
stereoscopic color photography he intends to apply 
commercially in business adaptations for manufac- 
turers and for publicity campaigns in certain flelds by 
projection and screen. Stereoscopic color photography 
with Polaroid glass affords the realistic third dimen- 
sional effect. It is being shown in moving pictures at 
the Chrysler exhibit at the New York World’s Fair. 
And in still pictures in the Canadian pavilion. 


F. P. King of R. H. Taylor & Company, Cincinnati, 
manufacturer of carbon interleaved sets, in Chicago 
on special business for his company, affixed his sig- 
nature to the Guest Book August 22. The company’s 
“sets” are being brought to the attention of stationers 
and other office supply dealers throughout the country. 


* 


Mrs. R. H. Sprague, wife of Secretary Sprague of 
Weis Manufacturing Company, Monroe, Mich., in Chi- 
cago, August 1, complimented us with a telephone call 
to deliver a pleasant message from “Rol” which 
cheered us on our way, increased the joy in the day’s 


work. 
* 


Robert Spurgin, founder and for many years presi- 
dent of the Spurgin Manufacturing Company, Chicago, 
manufacturers of the “Something Better” line of coin 
wrappers, coin tubes and currency straps, gave us the 
pleasure of a call August 9, the day preceding his 
eighty-ninth birthday. Downtown on special business 
for the company. Still keenly interested and active 
in the business, administration of which has been 
shared for many years by his sons. 

Mr. Spurgin spoke interestingly of his early experi- 
ences in Chicago as stenographer and clerk in railroad 
offices and for a term with the Pullman Company. 
But the gay note of the visit was about the eighty- 
ninth birthday party on the following day. 
ee 


IBM TO PROTECT MEN IN MILITARY SERVICE 


A plan to guard the seniority rights of employes who 
enter the military service via the National Guard or 
United States Army Reserve Corps has been announced 
by the International Business Machines Corporation in 
a statement issued by President Thomas J. Watson. 

According to the plan IBM employes entering the 
service as outlined above will not lose their seniority 
rights or employe benefits. The statement read in part: 

“Absence (due to service) will not affect continuous 
service record, vacation allowance of the employe or 
group insurance carried by the company. A salaried or 
hourly employe will receive his regular pay for a maxi- 
mum training period of thirty days, less the total of his 
service pay for the training period.” 
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WELLS TO HEAD POSTINDEX SALES 


A. J. E. Larson, president of the Art Metal Con- 
struction Company, Jamestown, N. Y., last month an- 
nounced the appointment of Roy E. Wells, former Art 
Metal northwest district manager, as sales manager 
of the Postindex division of the company. 

Mr. Wells possesses an impressive sales record of 
past years which led to his promotion to the impor- 
tant post in which he will assume full responsibility 
for direction and coordination of all Postindex sales 








ROY E. WELLS 


activities. Report of his promotion will be received 
with pleasure by many friends in the territory he 
handled for Art Metal. 

Mr. Larson at the same time announced that 
J. Arthur Johnson, manager of agency sales, will retain 
that position and be directly in charge of Postindex 
dealer business. In speaking of the new appointment 
Mr. Larson said: 

“It is anticipated that this arrangement will 
strengthen the position of the Postindex Company in 
giving better and more complete service to Postindex 
dealers and users.” 


Bradner Gets Art Metal District 7 


S. D. Bradner, with Art Metal Construction Com- 
pany off and on for many years as branch manager and 
district manager, and with valuable experience as fur - 
niture department manager for a well-known dealer, 
succeeds Roy E. Wells, who has been appointed sales 
manager of Postindex, in agency district seven, the 
northwest. 

Mr. Bradner will make his headquarters in Seattle. 





His first trip will be a swing around the circle of 
his new territory to make acquaintance with the 
dealers and confer with the company’s agencies. 
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HARRISBURG UEF BRANCH SECURES STATE 
MAINTENANCE AGREEMENT 

A maintenance service agreement with the Pennsyl- 
vania State Liquor Control Board covering 750 Sund- 
strand adding machines was obtained recently by the 
Harrisburg, Pa., branch office of the Underwood Elliott 
Fisher Company. 

The signing of the agreement was the occasion for 
a little note of congratulation to Branch Manager 
Bayles and Service Foreman Fasolt in a current issue 
of the UEF News in which Norman D. McLeod, sales 
manager of the adding machine division, not only 
highly praised the Harrisburg men responsible, but 
pointed out to other branch offices the value to them- 
selves and the company of securing agreements of this 
kind. 

_———?—= 

OEHMLER BECOMES A-S-E DISTRICT MANAGER 

W. H. Oehmler, for many years well known in the 
office equipment and supply sales field, last month 
was appointed western Pennsylvania district manager 
of the All-Steel-Equip Company, Aurora, IIl. 

Mr. Oehmler possesses a wide experience in steel 
equipment gained over a long period in the industry 

















W. H. OEHMLER 


and is acquainted with a large number of dealers in 
the Pittsburgh area. For the present he will maintain 
headquarters at 231 Arden road, Mt. Lebanon, Pitts- 
burgh, Pa. 
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HURRICANE DAMAGES COLEMAN STORE 


The hurricane which struck Savannah, Ga., on Sun- 
day, August 11, will be remembered for two very good 
reasons by the owner and staff of Nathan Coleman & 
Son of the Georgia city. Here are the reasons: 


1. The gale did its best to wreck the Coleman store 
at 9 Bay street, West, but despite its best efforts man- 
aged only to break a window and considerably mar 
some expensive furniture being displayed at the time. 

2. Henry I. Coleman, president of the company, was 
forced to jump overboard from his cabin cruiser when 
the wind snapped the lines to which the boat was tied 
up at a dock in Beaufort, S. C., and piled the thirty- 
eight foot vessel ashore. An attempt to put to sea and 
ride out the storm proved impossible when the engine 
failed. Next, the anchor was dropped but dragged. 
Then Mr. Coleman and his party of friends aboard 
“bailed out” and swam ashore, where dry clothes were 
furnished the exhausted men. The boat was completely 
wrecked. 

— ><. 
REMINGTON TAKES FIRST NATIONAL DE- 
FENSE STEP 


As the first definite step toward doing its part in 
the national defense program of the United States, 
Remington Rand Inc., Buffalo, N. Y., has announced 
that all of its 16,000 employes are being required to 
produce their citizenship papers. The new order 
was made public by Executive Vice-President S. M. 
Knapp. 

At the same time the company also announced a 
program whereby its men who volunteer or are con- 
scripted for the nation’s armed forces will be fully 
protected. These men, the statement declared, are 
assured that their jobs will be awaiting them after 
their training period and their continuity record 
will remain intact. Also the firm will make it pos- 
sible for the employes to continue their life insur- 
ance carried through the company on the same basis 
aS at the present time. 

- + —______— 


“GOOD WILL BUILDERS” CATALOGUE NEW ASSO- 
CIATED AID FOR DEALERS 

Created for the specific purpose of aiding dealers 
secure a type of business which has heretofore been 
beyond their reach, a new catalogue and handbook of 
practical gifts entitled “Good Will Builders’ had been 
issued to the trade by the Associated Stationers Sup- 
ply Company, Chicago. 

Illustrating and describing fifty-six gift lines, the 
book is expected to enable dealers to compete under 
favorable circumstances with manufacturers and sales 
organizations specializing in gift merchandise. A pen 
and ink drawing of each item is shown and there is 





WHEN THE HURRICANE CALLED ON 

GEORGIA.—The Coleman store is seen 

through a tangle of wreckage caused by 

the hurricane which struck Savannah, 
Ga., on Sunday, August 11. 


another drawing illustrating possible imprints and a 
schedule of prices. 

Under the plan of the company the gift merchan- 
dise is to be sold by dealers on a commission basis. 
Although the commission percentage is less than the 
regular trade discount for the industry the dealer is 
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“GOOD WILL BUILDERS” CATALOGUE COVER 


not required to carry stock so that the result is a 
substantial, often greater, net profit and the individual 
orders are large tending toward a big total volume. 
Although the plan embodied in the catalogue has 
been in operation only a few weeks a number of 
gratifying results have already been reported. 
O—wme 











PLEASE 


EXCUSE Us. 





In the “Business Opportunities” column of the Au- 
gust issue appeared an item about “John K. Howe” 
announcing establishment of Atlas Office Supply Com- 
pany, 1401 Elgin avenue, Houston, Texas, and inviting 
manufacturers to send catalogues and samples. The 
person’s name, however, should have been stated as 
John K. Stone. Mr. Stone was formerly in the office 
supply business in Austria. 

—>- 


In the August issue appeared an item reporting the 
Boyce Letter Shop as having moved from 126 North 
Union street, Kokomo, Ind., to 308 North Main street, 
Muncie, Ind. This was in error, the company having 
moved as reported but not out of the city of Kokomo. 











MEETINGS—CONVENTIONS—DINNERS 





CHICAGO STATIONERS ANNUAL GOLF TOURNEY 

Twenty-nine supreme optimists arose early Sunday 
morning, August 18, glanced skyward and said to 
themselves, “It’s going to clear up.” With this psycho- 
logical bolster, they went to the Northbrook Country 
Club for the thirteenth annual Chicago stationers golf 
outing. 

Tom MacCorkindale, Just & Son, permanent tourna- 
ment chairman, was on hand to greet arrivals and 
assure them that rain for the day was over. (Inci- 
dentally, he was right. It didn’t rain again until after 
dark.) 

Playing conditions were really ideal. Fairways were 
springy and green, with moisture not sufficient to im- 
pair play. Greens were in good shape and there was 
practically no wind. 

Many of the players indulged in the hire of two- 
wheeled carts to hold their golf bags. It was a bit 
hard on caddies who had hoped for employment, but 
the golfers seemed to consider carriage pushing or 
pulling a convenient way to transport clubs about 
the course. 

Thirty-one dinners were served, and by late after- 
noon card games and conversation held full sway. All 
such activities ceased abruptly, however, when an- 
nouncement was made that the time for distributing 


prizes had arrived. Under the expert guidance of 
Tom MacCorkindale the various awards were placed 
in the hands of appreciative players. 

The large number of prizes were, as customary, 
donated by manufacturers or their representatives in 
the Chicago area. Following is the list of donors: 


The Prize Donors 


Acco Products, Inc., Allen Paper Company, Auto- 
matic Pencil Sharpener Company, Autopoint Company, 
C. L. Barkley & Company, Boorum & Pease Company, 
Binney & Smith Company, Joseph Dixon Crucible 
Company, Eaton Paper Corporation, The Esterbrook 
Pen Company, Eagle Pencil Company, Finch & McCul- 
louch, George E. Fox & Company, The Globe-Wernicke 
Co., Charles M. Higgins & Company, Frank Mashek 
Company, National Blank Book Company, Parker Pen 
Company, Peerless Key-Imperial Manufacturing Com- 
pany, Frederick Post Company, Quality Park Envelope 
Company, Reyburn Manufacturing Company, Rogers 
Loose Leaf Company, Sanford Manufacturing Com- 
pany, W. A. Sheaffer Pen Company, S. S. Stafford, 
Inc., Stein Brothers Manufacturing Company, Vail 


Manufacturing Company, F.S. Webster Company, and 
Wilson-Jones Company. 





ALL TURNED OUT FOR CHICAGO STATIONERS THIRTEENTH ANNUAL GOLF TOURNAMENT 


l. Standing: A. J. Hedman, Horder’s, Inc.; Ed. Malloy; 


Harry Balch, Quality Park Envelope Co.; Harry Allen. 
Eaton Paper Corp.; Charles Jones, C. L. Barkley & 
Co.; Sam Sapoci, Utility Supply Co.; Bill Tynan, 
S. S. Stafford, Inc. Stooping: Frank Giuntini, Utility 
Supply Co.; Tom MacCorkindale, Just & Son, tourna- 
ment chairman. 

2. Clarence Hinkle, Englewood Blue Stationers; S. L. 
Leach, Just & Son; Jack Rushmore, Reyburn Mig. 
Co.; Tom Gillice, Rockwell-Barnes Co. 

3. C. Peterson, Brentano's; R. Quirin and Rudy Janov- 
sky. both of Wilson-Jones Co., and F. Plennert, guest. 


4. Gordon Kickels, The Globe-Wernicke Co.; Tom 
Bledsoe, Autopoint Co. 

5. The Four “B’s’—Bob Vranek, Bill Schuster, Bob 
Ward, Bob Richardson, all Utility Supply Co. 

6. H. A. Sturdevant and W. G. Pankonin, both Ace 
Fastener Corp. 

7. Fred Cook, Just & Son; E. F. Ufferman, guest; H. J. 
Stephens, Neva-Clog Products, Inc. 

8. (L. to R.) Bill Boyd, Acco Products, Inc.; Bill Tynan, 
S. S. Stafford, Inc., with his back to the camera; 
Tom MacCorkindale, Just & Son; Jim Petrak, Just & 
Son, standing; Bill Weber, Ace Fastener Corp., some- 
what hidden in the shadow. 
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On August 22 dealers and travelers of the St. Paul-Minneapolis 
district forgot their differences (if any) and got together for 
the annual golf tournament at the Southview golf course in 
South St. Paul. When the day ended and the smoke of battle 
cleared away the travelers were winners, but by such a scant 


o> 


10. 


margin the less said the better. 


Al Sundberg, A. & E. Supply Co., Duluth; Al Skibbe, As- 
sociated Stationers Supply Co.; Roy Skibbe, the hand- 
some son of Al; Russ Wheeler, Curtis 1000, St. Paul. 

Roy Clarke, F. S. Webster Co.; Ed. Friedman, Russia Ce- 
ment Co.; Dick Gingland, Esterbrook Pen Co.; Gene Mit- 
chell, manufacturers’ representative; Johnny Friedman, son 
of Ed; Herb Morgan, Associated Stationers Supply Co.; 
Bill Smith, Ace Fastener Corp. 

John Doherty, Curtis 1000, St. Paul; Bob Roberts, St. Paul 
Office Equipment Co.; Ned Kilgore, Curtis 1000, St. Paul; 
Karl Kiesel, The Carter's Ink Co. 

Son Roy Skibbe and Pa Al. 

Ed Perkins, Columbia Ribbon & Carbon Mig. Co.; Al Nord- 
strom, Smead Mfg. Co.; Ray Thompson, G. & E. Supply 
Co., Duluth; Larry Ackert, Eaton Paper Corp. 

A. E. Berglund, Joseph Dixon Crucible Co.; Art Grayston, 
Thomas & Grayston Co., Minneapolis; Bob Davis, Miller- 
Davis Co., Minneapolis; Gene Mitchell, manufacturers’ 
representative; Cliff Talty, Poucher’s, Minneapolis; Ed. 
Hansen, Miller-Davis Co., Minneapolis. 

Marion Follin, B. L. Marble Chair Co.; Gene Mitchell, man- 
ufacturers’ representative; Sterley Jerue, McClain-Hedman 
Co., St. Paul; Herb. Morgan, Associated Stationers Supply 
Co. 

Ben Sonmore, Bertelson Bros., Minneapolis; H. O. Swan- 
son, Poucher’s, Minneapolis; R. G. Scott, Curtis 1000, St. 
Paul. 

Warren Thomas, Farnham Staty. & School Supply Co.; 
Gene Mitchell, manufacturers’ representative; Mr. Kno- 
blaugh, Farnham Staty. & School Supply Co. (sitting) 
Herb Morgan, Associated Stationers Supply Co.; Carl 
Kaufman, Speed Products Co. 

Herb Morgan, Associated Stationers Supply Co.; Larry 
Collins, assistant purchasing agent, City of Minneapolis. 


ll. 
12. 


13. 


14. 
15. 


18. 


19. 


20. 


21. 


22. 


23. 


24. 
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24. 


ANNUAL TWIN CITY STATIONERS AND NORTHWEST TRAVELERS TOURNAMENT 


Art Ingleston, the “pro” at the golf club; Karl Castle, Weis 
Mig. Co. 

Dan Taylor, Farnham Staty. & School Supply Co., Minne- 
apolis. 

H. J. Stephens, Neva-Clog Products, Inc.; J. R. Bate, Invin- 
cible Metal Furniture Co.; Doug. Roos, Autographic Regis- 
ter Co.; Prox Maseley, George P. Thomas Co., Minneapolis. 
Fred Schaefer, Sanford Mig. Co., producer of these pic- 
tures. 

Bill Smith, Ace Fastener Corp.; Walter Margulis, Brady- 
Margulis Co., St. Paul. 


. Billy Allen, Joseph Dixon Crucible Co.; Sherman Read, 


St. Paul Book & Staty. Co. 

Jim Ahern, Zaisers, Des Moines; Bob Jerue, McClain-Hed- 
man Co., St. Paul; Art Carothers, Chicago Label Co.; Ray 
Hammond, National Blank Book Co. 

George Seidel and Vic Andrist, Farnham Staty. & School 
Supply Co., Minneapolis; O. J. Bertelson, Bertelson Bros., 
Minneapolis; C. A. Peterson, Paper Supply Co., Minneap- 
olis. 

Clarke Walker, Henry Johnson, J. J. Brunner and Clarence 
Benson, all of Farnham Staty. & School Supply Ce. 

Bob Jerue, McClain-Hedman Co., St. Paul; Tom Valleau, 
“Valleau & Valleau”; Gene Mitchell, manufacturers’ rep- 
resentative: Herb Morgan, Associated Stationers Supply 
Co.; Bob Valleau, the other half of V. & V. 

Herb. Rummelhart, Megeath Staty. Co., Omaha, Neb.; 
Elgin Burke, Boorum & Pease Co. 

Stan. Griebel, Yawman and Erbe Mfg. Co.; Ken Chase, 
Dennison Mig. Co.; George Vinton, The Macey Co.; Char- 
lie Reagan, Globe Publishing Co., So. St. Paul. 

Jack Guntrum, The Carter's Ink Co.; Herb Morgan, Asso- 
ciated Stationers Supply Co.; Gene Mitchell, manufactur- 
ers’ representative; E. F. Janicke, Farnham Staty. & School 


. Supply Co., Minneapolis. 


W/E. Hubbs, Thomas & Grayston, Minneapolis; Larry Col- 
lim, Minneapolis purchasing department; Art Grayston, 
and Frank Statt, Thomas & Grayston, Minneapolis. 
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ART METAL HOLDS BIG SALES MEETING 

Art Metal branch and district managers from coast 
to coast territories were in Jamestown from August 
14 to 17 for an intensive three-day sales meeting. Al- 
got J. E. Larson, president and general sales manager, 
opened the meeting with an address of welcome to 
the men and an outline of the objectives of the 
meeting. 

Program speakers were: C. L. Elofson, vice-presi- 
dent in charge of sales; E. A. Keeling, vice-president, 
wholesale agency division; R. W. Clark, vice-president, 
contract division; C. W. Simpson, advertising and sales 
promotion manager; J. R. Jones, research engineer; 
H. C. Chadwick, assistant sales manager; A. J. Burns, 
superintendent of finishing; Albin Johnson, superin- 
tendent of Plant No. 1; J. Arthur Johnson and R. E. 
Wells of the Postindex division and others of the 
executive staff. 

Many new products were demonstrated, including 
new desks for dictators and transcribers, an improved 
general office desk of streamline design, the new 
patented Art Metal desk with fold-o-way typewriter 
device, as well as many new developments through 
the company’s extensive line of vertical filing devices. 

Following the meeting the men were entertained 
at dinner and an outing. 

ees 1° 
TREFZGER VISITS L. A. OFFICE OF UEF 

Managers of West Coast branches of Underwood 
Elliott Fisher Company and their entire staffs gathered 
in Los Angeles on August 7 to greet Emil A. Trefzger, 
vice-president of UEF, when he paid a visit to the west- 
ern district. 

Headed by Los Angeles Branch Manager J. A. John- 


UEF WESTERNERS WELCOME TREFZ- 
GER AT BANQUET.—Those seated at the 
head table, from left to right, are: W. J. 
Dietrick, Los Angeles; W. O. Bryant, Los 
Angeles; T. L. Sloat, Los Angeles; J. L. 
Hoyt, San Diego branch manager; W. M. 
Coffman, Pacific district manager; E. A. 
Trefzger, vice-president; J. A. Johnson, 
Los Angeles branch manager; W. J. Sher- 
ry, El] Paso branch manager; P. R. Zimmer- 
man, Los Angeles; H. F. Wagoner, supply 
division manager, Los Angeles. 
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ART METAL’S SALES ORGANIZATION POSES 
FOR CAMERA.—(Back row) Roy E. Wells, sales 
manager, Postindex division; Frank J. Link. 
Memphis; R. H. Polgrean, Los Angeles; H. B. 
Martline, Philadelphia; H. C. Chadwick. assist- 
ant sales manager; R. L. Thackeray, Cleveland; 
B. L. Henderson, Chicago; Albin Johnson, supt. 
plant No. 1; J. R. Jones, research engineer; 
F. H. Clark, New York City; R. F. Howell, Hart- 
ford; C. W. Simpson, advertising and sales 
promotion manager. (Center row) D. B. Kin- 
sey. Cincinnati; J. M. Keeling, Kansas City, 
Mo.; H. J. Maloy. New York City; C. L. Elofson, 
vice-president in charge of sales; A. J. E. Lar- 
son, president and general sales manager; E. 
A. Keeling. vice-president, wholesale agency 


division; J. Calley, Boston; J. J. Barry. 
Newton, — (Front row) R. 5 Cooper, 
Chicago; S. D. Bradner, Seattle; C. H. Collison, 


Baltimore; J. ai. Griffith, Paulsboro, N. J.: P. G. 
Young, Pittsburgh; R. A. Bender, Atlanta; R. R. 
Hanks, Jamestown; P. D. Farrell, Washington, 
D. C.; C. H. Bowen, Detroit: R. C. Gage. 
Dallas, Tex. The visitors posed just before start- 
ing out for a big dinner and celebration which 
may or may not be responsible for the smiling 
countenances. 


son, the crowd gathered in the Biltmore hotel where 
Mr. Trefzger was impressed by the enthusiasm and 
spirit of the Pacific Coast managers and salesmen. In 
addition to the Los Angeles personnel there were pres- 
ent at a sales meeting District Manager W. M. Coffman, 
San Francisco; San Diego (Calif.) Branch Manager 
J. L. Hoyt and El Paso (Tex.) Branch Manager Bill 


Sherry. 

Following the meeting, at which Mr. Trefzger gave 
the assembled salesmen a number of helpful sugges- 
tions and hints on successful selling, the entire crowd 
enjoyed a capital dinner at which food was plentiful 


and speeches few. 
OE —————— 


PENN-MAR-VA CLUB HOLDS OUTING 

Despite a day of intense heat, seventy-five travelers 
and dealers turned out for the outing of the Penn- 
Mar-Va Club at the Pitman Country Club, Pitman, 
N. J., on July 26. The outing committee deserve full 
credit for the successful gathering. The committee was 
composed of John Griffiths, Art Metal Construction 
Company, chairman; John Emhardt, Columbia Steel 
Equipment Company, chairman of the entertainment 
committee; Stanley Woodruff, Weis Manufacturing 
Company; Morris Landes, Polar Manufacturing Com- 
pany; Dave Price, Eagle Pencil Company; Ned Baynon, 
Eberhard Faber Pencil Company; Nelson Bushnell, Al- 
vah Bushnell Company. 

Despite the heat, several of the more courageous 
ones started a round of golf. Most of them managed 
to complete the round. The names of the winners in 
the golf contest are as follows: Kickers handicap, 
Ray Williams; low gross score, J. W. F. Blizard: low 
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net score, George Weaver; high score, A. W. Gill; 
high score for one hole, Ben Wachtel. 

The real attraction of the day was the soft ball 
contest between the dealers and travelers. This was 
won by the dealers with a score of 15-7, due in large 
measure to the work of the rooting section, led by 
Tom Stagg. 

After golf and the ball game, swimming was an at- 
traction to quite a number of those who were present. 

Bert Brewster, president of the club, acted as toast- 
master at the dinner, and had beside him at the head 
table A. W. Gill, regional governor, and Tom Stagg, 
president of the Philadelphia Stationers Association. 

Mr. Brewster expressed his appreciation for the 
codperation of all the travelers, and the committee on 
arrangements in particular. Then he introduced Gov- 
ernor Gill to the assembly who expressed his pleasure 
at being with them. Mr. Brewster also presented Mr. 
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outing, the cup was presented to him and retired from 
competition. 

Announcement was made at the dinner that the 
committee in charge of the event were deserving of 
particular recognition because no member of the com- 
mittee, by mutual agreement, was eligible to receive 
a prize. 

Following the dinner was the floor show consisting 
of tap dancing, acrobatic dancing and other such 
factors including a magician who gave a very enter- 
taining exhibition of “now you see it and now you 
don’t.” During the dinner there were interruptions 
from time to time by the singing of popular songs in 
which all joined. 

The event should go down as the carrying out of all 
that was claimed for it in the advance promotional 
work. Penn-Mar-Va can again feel they have done a 
real job in their annual outing. 





PENN-MAR-VA-ITES ENJOY OUTING AT PITMAN COUNTRY CLUB, PITMAN, N. J. 


1. The best way to play golf on a hot day demonstrated 
by F. G. Zuber, Columbia Steel Equipment Co.; 
William Van Note, Eberhard Faber Pencil Co.; Al. 
Williams, The Stationers Guild; Fred Perkins; Dave 
Blumenthal, Blumenthal Bros. 

2. A part of the gang answering mess call despite a 
sultry day. 

3. A. W. Gill, regional governor-elect; Lynn Carter, 

Fred Slaughter, Ray Williams. 

Ben Wachtel and Dave Price figuring golf losses. 

J. H. Griffith, Art Metal Construction Co., chairman 

of the outing committee; A. W. Gill, regional gov- 

ernor-elect; Bert Brewster, Boorum & Pease Co., 
president Penn-Mar-Va Club; Tom Stagg, president 


oe 


Stagg to the gathering. Mr. Brewster expressed his 
appreciation for the work done by John Emhardt, 
of the entertainment committee, and also Mr. Griffith 
for his work done as general chairman for the outing. 

A vote of thanks was extended to the Philadelphia 
Stationers Association for sending their soft ball team 
to the contest. 

During the dinner, Morris Landes was presented 
with the Philadelphia Stationers cup which is con- 
tested for at these outings. Mr. Landes had already 
won two legs on the cup and winning again at this 


Philadelphia Stationers Club. 


6. The dealers’ softball team: Manager George Wust- 


ner standing at right. Players Perkins, Woods, Roth- 
bard, Pomerantz, Pinkerton, Ermel, Blumenthal, 
Brown, O'Neill, Robertson and Foster. 


7. The Penn-Mar-Va team: Back row. Stan Woodruff, 


Weis Mig. Co.; George Harscheid, National Blank 
Book Co.; Nelson Bushnell, Alvah Bushnell Co., the 
umpire; John Emhardt, Columbia Steel Equipment 
Co. Middle row: Bert Brewster, Boorum & Pease 
Co.; John Kerns, Stationers Loose Leaf Co.; Paul 
Gundacker, S. & E. M. Vernon. Front row: Tom 
Dunn, Wilson-Jones Co.; Ned Baynon, Eberhard Fa- 
ber Pencil Co.; Dave Price, Eagle Pencil Co. 


SMITH-CORONA ST. LOUIS BRANCH HOLDS PICNIC 

Headed by Branch Manager Joe Mills, approximately 
ninety men, women and children gathered at Lewis 
Grove on Saturday, July 27, for the annual picnic 
and outing of the St. Louis, Mo., office of L. C. Smith 
& Corona Typewriters Inc. 

And what a day they had. Fine weather, plenty of 
trees and grass, an abundance of barbecued food and 
much music. When a sufficient number could be 
dragged away from the barbecue pits where Service- 
man Walter Appel did a splendid job of grilling ribs 
and hot dogs, someone would organize a sack race, ball 


sss neatnnentneenetenetioneetnshnescnnerinos 
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ST. LOUIS SMITH-CORONAITES GATHER FOR ANNUAL PICNIC ON JULY 27 


and ends, bursts into song. 

3. The entire crowd gathers for a picture. 

4. Sack-racers, sans grace, stance or much racing 
ability. 

5. Source of supply. Serviceman Walter Appel barbe- 
cuing ribs and hot dogs. 


1. Man bites dog—in a big way! Branch Manager Joe 
Mills snaps happily at hot puppy to give the cam- 
eraman an idea of the proper procedure when buns 


run low. 
2. Music wafts through the trees. Herb Wiley strums 
a guitar as Joe Mills, full of hot dog and other odds 


game or other sporting event whereupon Mr. Appel 
promptly dropped another half-ton of food on the fire 
for the athletes. 

In addition to everyone connected with the branch 
office and their families there were a number of deal- 
ers present who accepted the invitation. 

— —- 


PARKER ENTERTAINS TEXAS DEALERS 

Dealers, their salesmen, and invited guests attended 
a dinner and meeting sponsored last month by the 
Parker Pen Company in San Antonio, Texas, given as 
a gesture of good will on the part of the company and 
to show new lines being introduced. The meeting was 
in charge of, J. R. Rhodes, district sales manager, as- 
sisted by H. C. “Bart” Fulton, territorial salesman, and 
George Whiteside, sales promotion manager and at- 
tending as Mr. Parker’s personal representative. 

The meeting was featured by a showing of the 
talking film, “Pen Pointers,” and a demonstration 
of the Parker Sealomatic socket. 

New display cases featuring fluorescent lighted, over- 
head cases with extended bronze edges, the new 
Parker catalogue just off the press, and sales and ad- 
vertising plans for the holiday season, wound up the 
evening’s activities. 

Mr. Fulton has just recently been transferred to the 
south Texas territory, which includes Beaumont, 
Houston, San Antonio, Austin, and the Rio Grande 
valley. He was formerly in Birmingham, Ala., and 
has been with the company ten years. 

Meetings similar to the one held in San Antonio 
were also held in Houston, Waco, Dallas and Fort 
Worth.—BCR. 


i 
CANADIAN TYPING CONTEST GETS UNDER WAY 
As this issue goes to press the United States and 
Canadian typing teams open their week-long contest 
at Toronto under the auspices of the Canadian Na- 


tional Exhibition. 
The event, which opened on August 23, is known as 


the International Typewriting Marathon and will last 
for fourteen days and nights. During this period the 
twelve men and women on each team will type con- 
tinuously transcribing the text of a book. The outcome 
will be reported in the October issue. 

—>--—__—_—— 

N. ¥. STATIONER’S GOLF SERIES HALF OVER 

With only four games remaining to be played, mem- 
bers of the New York Stationers Golf Association are 
striving hard to win substantial scores and thereby 
lay a Claim to the season’s cups. Standing of the two 
classes are as follows: 

Class A: D. G. Volkert, 15.66-%3; J. W. Tamany, 9; 
J. K. Clark, 8; F. G. Huber, 6.66-73; J. Kahn, 6.66-%; 
I. Sameth, 5.66-%s; E. G. Geehring, 1.66-%s; S. Kahn, 
same; Harry Yager, 1.33-%s3; S. J. Grumbach, 1; L. H. 
Tavernier, .66-%5. 

Class B: G. W. Fairchild, 15; J. G. Bosworth, 14.50; 
C. P. Finck, 10.50; P. L. Elias, 5.66-%s; H. Hein, 5; 
G. W. Barber, 2.66-%5; J. E. Neary, 2; I. M. Levy, 2; 
E. T. MacIntyre, 1.66-%s. 


_—~—>e 


HUSTON ADDRESSES N. CALIF. DEALERS MEETING 


William G. “Bill” Huston, of Mittag & Volger, Inc., 
was guest speaker at a recent meeting of the Carbon 
& Ribbon Dealers Association of Northern California, 
held in the Stewart hotel, San Francisco. Mr. Huston, 
who has recently been engaged in special work for 
his company in Chicago, returned to his office in the 
Bay City “via Hawaii” and had interesting stories to 
tell of his trip. 

Other speakers who addressed the gathering were 
Mel Hoffman, Panama Carbon Company; O. H. Davi- 
son, Old Town Ribbon & Carbon Company; Al Ham- 
mergren, of the H. & M. C. Carbon & Ribbon Company, 
and W. G. Carscallen, West Coast Carbon & Ribbon 


Company.—SS 
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TWO CHICAGO FIRMS IN N. Y. LEATHER SHOW 

The National Luggage & Leather Goods Show was 
held in the Hotel New Yorker, New York City, from 
August 12 to 16, and drew a record crowd. Added 
interest was given the event by the celebration of 
“Luggage and Leather Goods Day” at the New York 
World’s fair. 

Two prominent manufacturers of leather goods and 
equipment, handled by commercial stationers through- 
out the country, maintained exhibits at the show. 
They were the National Brief Case Manufacturing 
Company, 512 South Peoria street, Chicago, and the 
Stein Bros. Manufacturing Company, Inc., 231 South 
Green street, Chicago. 

The National display consisted of brief cases, port- 
folios, catalogue cases, zipper cases, ring binders, 
dressing cases and utility boxes. H. Belgrad was in 
charge. 

The Stein Bros. showing included brief cases, port- 
folios, zipper ring binders, brief bags, catalogue cases 
and sales kits. E. R. Manning, Tom Eaton, Charles 
Heeseman and J. Lazar were in attendance. 

ee 
OKLAHOMA STATIONERS NAME WREN SECRETARY 

J. L. Wren, Jr., owner of House of Wren, 121 North 
Broadway, Oklahoma City, was recently named sec- 
retary of the Oklahoma Stationers Association. Ted 
Warkentin, Southwestern Stationery and Bank Supply, 
Lawton, new president, made the selection in accord- 
ance with the group’s custom, which leaves to a newly 
elected president the duty of Selecting a secretary to 
serve with him.—EVH 


; a fe 
ERICKSENS HOLDS ANNUAL PICNIC 
Ericksens, Inc., Toledo, Ohio, office machine and 


supply company, held its annual picnic at Pearson 
Park, East Toledo, Saturday afternoon, August 3, with 
fifty persons attending, including Mr. and Mrs. Harold 
Slaybaugh and family, Columbus; and Mr. and Mrs. 
J. F. Berry, Cleveland. Ross Pettit, Hoyt Boden, Mrs. 
Thelma Wolfe, and Miss Ruth Alexander comprised 
the committee in charge of arrangements. A baseball 
game was played between teams headed by Roy Patton 
and Jerry Dethloff.—AK 
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GREAT LAKES TRAVELERS CLUB NEWS 


Norman Pearce of Eberhard Faber Pencil Company, 
a charter member of the Wis-Ill Club, was a visitor at 
the August 2 meeting. He isn’t exactly accustomed to 
the new name of Great Lakes Travelers Club but will 
be soon. At this meeting the annual golf tournament 
of Horder’s bowling league was announced. It is to be 
held September 8 at Woodridge Golf Club, which is lo- 
cated two miles south of Lisle on Route 53. The Wood- 
ridge course is hilly, well wooded, with a number of 
water hazards provided mostly by the DuPage river, 
which will add much to the interest of the occasion. 

~ * . 


Although the attendance at the August 9 meeting 
was good, including several dealers, most of the officers 
found it convenient to be elsewhere—probably on 
vacation. Ray Eichenlaub, the treasurer, was the only 
officer present. He called upon Russell Carpenter, first 
president of the organization, who conducted the 
meeeting. 

William Schmiederer, manager of the stationery de- 
partment of Buxton & Skinner Printing & Stationery 
Company, St. Louis, was a welcome visitor at the Great 
Lakes Travelers Club August 23. Mr. Schmiederer is 
known to hundreds of travelers and to stationers in 
all parts of the country. An important occurrence 
brought him to Chicago. It was the fifth birthday of a 
grandson, which occurred on the twenty-fourth. He is 
just as much at home among the travelers meeting in 
Chicago as though he were one of them. 

” * * 

Elsewhere in this issue appears a report of the club’s 
outing and golf tournament at which a large crowd of 
men and women, all dressed up for the occasion, found 
themselves forced to spend the day at the nineteenth 
hole because of a deluge of rain. 

o——o 


CORRY-JAMESTOWN DEALERS GUESTS AT HILL- 
STROM HOME 


A large number of dealers who represent the Corry- 
Jamestown Manufacturing Corporation, and graduated 
from that organization’s July sales school, have gone 
back to their respective organizations equipped with a 








SCHOOL’S OUT AND THE FUN COMMENCES FOR THESE HAPPY CORRY-JAMESTOWN GRADUATES AND TEACHERS 


Top row, left to right: Ray Anderson, vice-president in charge of sales; 
Earl Bromley, Business Equipment Sales. New York City; Dick Seiler, 
J. W. Comphell Co., Erie, Pa.; Bill Goff, Bill Goff, Inc., Madison, Wis.; 
Roy Edgren, Corry-Jamestown Chicago manager; Ralph Larson, C-J 
assistant general manager: Joe DiPerna. Rome Office Enulseent Co., 
Rome, N. Y.; Walt. Windhal, C-] purchasing agent; Charlie Peeper. 
Clark-Peeper Co., St. Louis, Mo.; Charles Rich, C-J] sales promotional 
manager; Dick Talerico, Rome Office Equipment Co., Rome, N. Y.; Jack 
Dorsey, General Office Equipment Co., Columbus, Ohio; Melvin Nelson, 
C-] chief engineer. (Second row) Harold Edgren, C-] New York man- 
ager: Art Burkhart. William T. Reeder Co., Beaver Falls, Pa.; Lewie 

illiams, Dennis & Co., Buffalo, N. Y.; Clarence Boucher. W. B. 
Gregory & Son. Detroit, Mich.; Jerry Bozzone, Bozzone, Inc., New York 


City: Phil Wiener, Wiener Office Equipment Co., Wheeling, W. Va.; 
Carl Harnischieger, Bramwood Press, Indianapolis; Charles Ferguson, 
Bramwood Press, Indianapolis; Bruce Ellsworth, C-] district manager; 
Alvin Greenough. Thacker-Craig Paper Co., Springfield. Mo.; Armand 
Ciolfi. New England Staty. Co.. Providence, R. I.; Bud Amberg, Amberg 
File & Index Co., Kankakee, Ill. (Bottom row) Ray Burr, C-] order con- 
trol department; Fred Searles, F. A. Searles Co., Elmira, N. Y.; Bill 
Hein, Dennis & Co., Buffalo, N. Y.; Bob Currie, Stan Yates and Harry 
Cotter, W. B. Gregory & Son. Detroit. Mich.; Peo Ferrario, Angferr 
Office Supply. Scranton, Pa.; Dick Dooley, Bramwood Press, Indianapolis; 
D. Armour Hillstrom, C-] assistant to general manager; Nate Weiss, New 
England Staty. Co., Providence, R. I.; Bill Dunlap, C-] works manager. 
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CORRY-JAMESTOWN SALES SCHOOL GRADUATES FROLIC AT HILLSTROM SUMMER HOME 


1. Grub’s ready! Paul Wiener. Wiener Office Equipment Co., Wheel- 
ing. W. Va.; Stan Yates and Bob Currie, W. B. Gregory & Son. 
Detroit; Charles Ferguson. Bramwood Press, Indianapolis. 

2. Watching the steaks cook. Alvin Greenough, Joe DiPerna, Charles 
Ferguson. Dick Talerico, Carl Harnischferger, Fred Searles. 

3. Bill Goff, Nate Weiss and Armand Ciolfi. 

4. Part of the gang aboard Mr. Hillstrom’s cruiser. Bill Goff, Dick 
Seiler, Phil Wiener. Harry Cotter, Earl Bromley. Fred Searles, Alvin 
Greenough, Lewie Williams, Carl Harnischferger, Armand Ciolfi. 
Bill Hein, Dick Dooley. Ray Anderson, Stan Yates. 

5. Jack Dorsey. General Office uipment Company, Columbus, serves 
the ladies. Mrs. Seiler, Mrs. Ferrario and Mrs. Dorsey. 

6. Some of the ‘Steel Age’ sailors inspect the ‘'navy."’ 


first-class knowledge of the company, its products 


and methods of manufacture. 

The dealers, together with a number of Corry- 
Jamestown executives headed by Secretary and Gen- 
eral Manager David A. Hillstrom, gathered on July 15 
for the two-day sales session. Unlike “regular” school 
work, the classes at the Corry-Jamestown plant were 
most interesting and instructive and consisted princi- 
pally in teaching the dealer and his salesmen points 
they should have at their fingertips when making 
sales or talking to prospects. 


Visit Hillstrom Home 


After school closed the visitors were guests of Mr 
Hillstrom at his Summer home on Lake Chautauqua 
and had the time of their lives. Even the weather 
cooperated in making the party a success. Big steaks 
cooked out-of-doors, a power cruiser and an attentive 
host assured everyone a good time with each visitor 
at liberty to follow his own inclinations and go row- 
boating, sailing, fishing or swimming. 

Among company Officials who detailed themselves 
aides to Mr. Hillstrom in seeing to it that the guests 
thoroughly enjoyed themselves were Ray Anderson, 
vice-president in charge of sales; Ralph Larson, assist- 
ant general manager; Walter Windhal, purchasing 
agent; Charles Rich, sales promotional manager; Mel- 
vin Nelson, chief engineer; Bruce Ellsworth, district 
manager; Bill Dunlap, works manager, and D. Armour 
Hillstrom, assistant to the general manager. 


7. David A. Hillstrom, general manager of Corry-Jamestown and genial 
host to the party watches to see everyone has a good time. 

8. Time out for more food with just a short pause for the cameraman. 

8. Three men in a boat! D. Armour Hillstrom. Harry Cotter and Dick 


Seiler. 

10. Another group enjoys a lake cruise aboard the Hillstrom cruiser. 
Dick Talerico, Bob Currie, Peo Ferrario, Mrs. Ferrario. Jerry Boz- 
zone, Mrs. Dorsey, Clarence Boucher, Bud Amberg, Roy Edgren- 

ll. Bill Goff, Bill Goff, Inc., Madison, Wis.; Peo Ferrario, Angferr Office 
Supply Co., Scranton, Pa.; Roy Edgren, C-J] Chicago branch man- 
ager; Charlie Peeper, Clark-Peeper Co., St. Louis, Mo.; Bud Amberg, 
Amberg File & Index Co., Kankakee, Ill.; D. A. Hillstrom, general 
manager, Corry-Jamestown. 


DELIVERS STIRRING ADDRESS AT 
ROTARY CLUB MEETING 


“Resell America to the Americans. Conduct a cam- 
paign of education that will reach every living soul 
in our democracy. Tell Americans that the country 
has things for its people that never existed before for 
any nation. Make such a program part of our national 
defense as much as the Army, Navy, or the Air Corps.” 


That was the plea of William S. Miller, advertising 
manager of The General Fireproofing Company, 
Youngstown, Ohio, before 200 members of the local 
Rotary Club at the Hotel Ohio recently. Mr. Miller, 
speaking on “Shall We Quit or Go Ahead?” told Ro- 
tarians America is at the parting of the ways. “The 
one way leads to greater accomplishments, and the 
other direction means we lose all for which America 
has stood,” he warned. “This is no time for idle 
criticism and loose talk. This is a time to unite 
under one banner to save America,’ he urged. He 
recommended that the government appropriate money 
for a campaign of education that should not only be 
set up but maintained as well. 

Mr. Miller began by declaring that most of the 
trouble today is caused by permitting the wonderful 
discoveries of recent generations to get out of control, 
resulting “in the most brutal destruction of humanity 
ever witnessed. We've given no thought to controlling 
these forces,” he said. “Every agency for good is 
equally destructive when not under control. The de- 
liberations of men have been governed by selfishness, 
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greed, egotism, desire for personal power. Men have 
forgotten the Golden Rule.” 

Mr. Miller declared that propaganda is being spread 
against America in the schools, churches, and political 
groups of the country, that it is “gnawing at the 
vitals of all we hold dear, that it is in the blood 
stream of America today.” He blamed lack of educa- 
tion for “the people brought to these shores’ as one 
of the reasons for the present condition. offering his 
campaign of education as the remedy. People who 
say they are not reading the newspapers and can’t 
stand to listen to the radio were condemned by Mr. 
Miller for “burying their heads in the sand.” “We 
must listen and know and take action,” he con- 
cluded.—_AK 

Se ee 
INDIANA STATIONERS HOLD FIRST ANNUAL 
OUTING 

Members of the Commercial Stationers Club of 
Indiana and their families enjoyed a two day visit on 
Lake Wawasee on Sunday and Monday, July 14 and 15. 
Stationers from every part of the state were repre- 
sented, and while the dealers were in session Monday, 
the women and children were treated to an excursion 





LP ss la i 
INDIANA STATIONERS FROLIC AT LAKE WAWASEE. 

1. Some of the youngsters who were persuaded to stop for 
the photographer before starting the day’s fun. 

2. Mrs. Paul Hooker and Art Fontaine. 

3. Bob Dering, Gary Office Equipment Co.; Henry Chesick, 
Century Press, New Castle; Harold J. Hampton, Indianapolis 
Office Supply Co.; A. E. Boyce, Muncie; Merritt Ober, presi- 
dent, Stationers Club of Indianapolis. 

4. Back row: Mrs. Henry Chesick; Miss Chesick; Mrs. Paul 
Hooker. Front row: Mrs. Art Fontaine; Mrs. M. L. Ober; Mrs. 
Miller Huggins; Mrs. Harold Hampton; Mrs. Bob Dering. The 
little girl's name was not given. 

5. Karl King, of South Bend, with Mrs. King and daughter. 


trip to various points of interest around the lake. This 
trip was sponsored by Earl Boyce of the A. E. Boyce 
Company of Muncie. 

Sunday was spent in getting acquainted, swimming, 
boating, fishing and cards. The weather was delight- 
ful'y cool and pleasant at this time, which added much 
to the enjoyment of the affair. 

A surprising number of young children were present. 
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Miller Huggins of the Miller Huggins Company of 
Anderson, a leader in Boy Scout affairs, was promptly 
dubbed “Admiral of the Navy” by the youngsters. 
Miller was kept busy piloting a hastily secured out- 
board navy near the shores, under the watchful eyes 
of the mothers. 

Paul Hooker, of Decker’s, Inc., Lafayette, was ap- 
pointed official candid camera man and is responsible 
for scenes shown. Bob Dering handled the movie 
camera and these pictures will be shown at the next 
gathering. 

The officers of the Indiana club are: Art Fontaine, 
of Decker’s, Inc., Anderson, president; Bob Dering, 
Gary Office Equipment Company, secretary; and Henry 
Chesick, of New Castle, treasurer—and all were in 
attendance. Past-President Harold Hampton, of the 
N. S. A., lead the group discussions which included 
such subjects as: What does it cost to do business?— 
Meeting chain store competition—Coodperation of man- 
ufacturer and traveling men, etc. 

The group voted to make the outing an annual affair 
and selected the same place and approximately the 
same time, July 15 and 16, 1941, for the next outing. 

The next scheduled meeting of the organization 
will be a breakfast on September 24 at the Palmer 
House, Chicago. Charles P. Garvin, secretary of N.S. A. 
has accepted an invitation to be present at this time 
which is during the national convention of N. S. A. 
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MILWAUKEE DEALERS SET MEETING DATE 

The first dinner meeting of the Milwaukee Type- 
writer & Office Machine Dealers Association will be 
held on September 10 and will be featured by a general 
discussion of plans for the Fall season. A program of 
talks at these meetings by a manufacturers’ repre- 
sentative will be resumed and L. E. Perkins, Milwaukee 
manager of Remington Rand Inc., is scheduled to 
address the first gathering. 

L$ 
AMA MEETING SET FOR OCTOBER 

The office management division of the American 
Management Association will hold its annual confer- 
ence on October 24 and 25 at the Hotel Roosevelt, New 
York City. The sessions will be devoted to various cur- 
rent problems attending office management and the 
subjects to be discussed will include “Office Equipment, 
Supplies and Facilities.” 

——-—————— 
SQUARE CLUB TO MEET ON 19TH 

The Stationers Square Club of Greater New York 
No. 576 will hold its first meeting of the new season on 
September 19 in the Governor Clinton hotel. Instead 
of the usual business session, the meeting will con- 
sist of a “get-together” gathering where the brothers 
may swap and discuss their vacation stories. 

<intiamniiigelaiieg kia 

RAIN DROWNS OUT GREAT LAKES TRAVELERS 

OUTING 

Once in a while the Great Lakes Travelers Club (the 
rechristened Wis-Ill Club) hits a piece of bad weather 
and a proposed outing, or picnic, or ball game or golf 
tournament suffers accordingly. 

And he who writes the log will add another such 
chapter when he makes an entry about the club’s com- 
bination outing and golf game on Sunday, August 25, 
which was to have taken place at Cedar Crest Country 
Club, near Chicago. 

Hardy souls, they trouped out nevertheless and had 
the pleasure of watching little rivulets run down the 
greens, the trees and each other’s necks. But, with the 
old Great Lakes spirit, they—some thirty members and 
their ladies and youngsters—decided to make the best 
of it and bivouac at the nineteenth hole while it rained 
and rained and rained. 

It was strictly an indoor outing. No golf, no bad- 
minton (except for those who could swim) and no 
horseshoes. Instead there was plenty of kidding and 
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much comment upon Illinois weather in August. Al- 
ways ready for an emergency, the club members 
banded loyally behind the harassed committee and 
swore they were having the time of their lives, said 
committee being Hy Linden, Ace Fastener Corporation; 
Ed. Rohrs, Eaton Paper Corporation; Al Baugher, The 





RAINCHECKS WERE IN ORDER!—Hardy folks who turned out 
for the annual picnic of the Great Lakes Travelers Club on 
Sunday, August 25, deserved rainchecks for rain is about all 
they got. (Top) The crowd managed to work up a few smiles 
for the photographer. (Lower left) Harry Balch, Quality Park 
Envelope Co., with Mrs. Balch and daughter, and Mr. and 
Mrs. A. J. Hedman, Horder’s, Inc., Chicago. (Lower right) Dick 
Vail, Vail Manufacturing Co. 


Carter’s Ink Company, and Tom Gillice, Rockwell- 
Barnes Company. 

Prizes which were to have been won by prowess with 
a mashie and niblick were disposed of in other ways, 
and everybody expressed themselves as having a “cozy” 
time at the nineteenth hole getting better acquainted. 

—S a een 
JOSEPHSON ACQUIRES COOKE & COBB 
CONTROL 

Benjamin Josephson, president of the Josephson 
Manufacturing Company, New York, manufacturers 
of stationers’ specialties, has acquired a controlling 
interest in the long established firm of The Cooke & 
Cobb Company, Brooklyn, and has been elected presi- 
dent of the corporation. John W. Willmore, for many 
years with Cooke & Cobb as vice-president, has been 
re-elected to that office, and Arthur Josephson has 
been made secretary and treasurer. 

In taking over the seventy-year old company, Mr. 
Josephson plans an intensification of the sales efforts 
and a broadening of merchandising policies. With 
adequate capital, the well established and popular 
lines of Cooke & Cobb will be serviced to the trade 
in a complete and thorough manner with the com- 
pany’s high standard of quality always the watch- 
word. A convention of the company’s salesmen will 
be held at the Hotel St. George, Brooklyn, this month 
and at that time the new plans for the company will 
be developed. 

Mr. Josephson has traveled widely in the interests 
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of the Josephson Manufacturing Company and conse- 
quently is widely known throughout the trade. His 
acquisition of Cooke & Cobb Co. will be recognized 
as an important move in the career of this veteran 
stationery company which will continue to operate 
as usual. 
oi e@ 

STURGIS STARTS WORK ON PLANT EXTENSION 

Ground was broken last month at Sturgis, Mich., for 
a large addition to the factory of the Sturgis Posture 
Chair Company. R. C. Huntley, president of the com- 
pany, announced that the new extension to the big 
plant was made necessary by a continued and rapid 
growth in volume of the firm’s business. 

The principal item of construction of the Sturgis 
organization is, of course, posture chairs. However, Mr. 
Huntley announced, in conjunction with his statement 
of the plant addition, that within a short time manu- 
facture will begin on a new line of square tubular con- 
ventional chairs, the creation of which will make the 
Sturgis line of steel chairs complete in every sense of 
the word. 

At the same time it was reported that a new, twenty- 
page catalogue is being prepared by Sturgis and will 
be ready for distribution when the National Stationers 
Association convention opens in Chicago this month. 





DAVIS IN 30TH YEAR WITH ROYAL 

A. E. Davis, treasurer of the Royal Typewriter Com- 
pany, Inc., last month celebrated his thirtieth year 
with the firm which he joined in 1910 as cashier of 
the New York Metropolitan department. 

The history of Mr. Davis’ career with Royal from 
the morning of August 3, 1910, when he hung up his 
hat for the first time is told in the following words in 
the July issue of The Royal Standard: 

“Three years after he joined Royal he was made 
manager of the collection department. Then, four 
years later he was named assistant to the general 
auditor in the comptroller’s department. In 1919 he 
was appointed assistant treasurer of the company and 
in 1921 was named comptroller after a year spent as 
vice-president and managing director of the Canadian 
organization. In 1933 he was advanced to his present 
post of treasurer and in the same year was elected to 
membership on the company’s board of directors.” 

——_— —___—__ 


STAHLE RETIRES FROM GUNLOCKE 

John Stahle, secretary of the W. H. Gunlocke Chair 
Company, Wayland, N. Y., and for over forty years 
the firm’s representative in New York City, retired 
from active service on August 1 to enjoy a well-earned 
rest from business. 

Known to hundreds of friends in and out of the 
industry as “Jack,” Mr. Stahle is a prominent figure 
in the office equipment and supply field, having served 
his organization for a half-century. He has always 
lived in New York and will continue to reside there. 


At the same time the company announced that 
Donald E. Hammond has been appointed representa- 
tive of the company in the southwest which was until 
recently covered by Ellsworth L. Seeley. Mr. Hammond 
has been connected with Gunlocke for the past four 
years and is well qualified to take over the extensive 
territory. 

_———-o—__—— 
UEF PROMOTES J. W. ROBERTS 

J. W. Roberts, until recently branch manager at 
Jacksonville, Fla., for the Underwood Elliott Fisher 
Company, last month was promoted to the position 
of Atlantic district manager. In announcing the ap- 
pointment, General Sales Manager W. F. Arnold said: 

“Mr. Roberts’ knowledge of our complete line of 
products is outstanding and we feel confident that 
he will be of great assistance to the Atlantic district 
organization.” 
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KELLOGG RETIRES FROM REMINGTON RAND 

Bringing to a close forty-five years of continuous 
and honorable service during which he managed a 
number of the company’s branch offices, Paul C. Kel- 
logg has retired from the sales department of Reming- 
ton Rand Inc. 

Mr. Kellogg’s career with the company started in 
October, 1894, when he was appointed Chicago sup- 
plies salesman, and from that time on has been one 
of distinction and steady promotion. As _ recently 
printed in an issue of the Remington Broadcaster, 
his service record following his first appointment, is 
as follows: 

February, 1895, assistant salesman to Milwaukee 
Manager S. H. Farnham; June, 1895, Chicago supplies 
salesman; October, 1896, Chicago employment depart- 
ment manager; May, 1898, Chicago city machine sales- 
man; March, 1902, Boston branch assistant manager; 
January, 1903, Boston manager; March, 1911, Pitts- 
burgh manager; June, 1912, supervisor of New England 
offices at Boston; October, 1912, Philadelphia manager; 
April, 1920, eastern district sales manager; June, 1923, 
assistant American director of sales; April, 1927, 
merger committeeman; January, 1928, manager of 
zone No. 2; October, 1930, general work typewriter 
division; April, 1931, general Canadian work at 
Toronto; November, 1931, domestic sales manager at 
Buffalo; August, 1932, Philadelphia manager. 

The story of Mr. Kellogg’s career ends with a re- 
minder to his friends of an address he made at the 





PAUL KELLOGG 


Elmira convention anent his lifetime with Remington 
Rand, and reads: 

“May I also voice to all of you, my happiness in 
this life’s work of mine. The fun I have had—the 
tears I have shed—the friends I have made—the 
good living my family and I have enjoyed and through 
all the years I have never regretted that I have stuck 
to my first love.” 

Mr. Kellogg’s address is 501 Sciota street, Urbana, 
Ohio. 

ee 
DAWSON FINDS CANADA FLOURISHING 


A. O. Dawson, vice-president and general manager 
L. C. Smith & Corona Typewriters of Canada Ltd., re- 
turned early in July from a five weeks’ trip to western 
Canada and the Pacific coast. In an interview Mr. 
Dawson stated that a decided feeling of optimism was 
evident all through the West, and that there is a belief 
among grain growers that it is up to them to feed the 
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Empire, and they feel heartened at being able to do so. 

All indications point to a bumper crop, Mr. Dawson 
states, and as this would be two in a row it would be 
a great thing for the West. He found a new importance 
evidenced in the Peace River district, and says there 
is a demand there for Corona cash register combina- 
tions for stores, garages, etc. 

Mr. Dawson also reported a noticeable wave of loyalty 
and patriotism abroad in the West and a keen desire 
to deal swiftly and effectively with would-be fifth 
columnists —-WAM 

OO 
RICH JOINS CORRY-JAMESTOWN 

Charles C. Rich, since 1925 prominent in advertising 
circles, last month was appointed sales promotion man- 
ager of the Corry-Jamestown Manufacturing Corpora- 
tion, Corry, Pa. 

Graduating in 1925 from Ohio University where he 
majored in marketing and finance, Mr. Rich joined the 








CHARLES C. RICH 


Art Metal Construction Company in the same year as 
assistant to the advertising manager. In 1928 he be- 
came connected with the advertising service department 
of the Furniture Publishing Corporation, being ap- 
pointed advertising service manager in 1929. 

In 1931 Mr. Rich resigned to become a partner in 
the advertising firm of Rich & Risley but sold his 
interest one year later to join the Morse Engraving 
Company as advertising counselor and special repre- 
sentative, resigning to join Corry-Jamestown in July. 

—— 
ALLIED FORMS NEW SERVICE DEPARTMENT 


Due to an increase of 71.2 per cent in national 
and export business through July 31, Allied Carbon & 
Ribbon Manufacturing Company, 165-167 Duane street, 
New York City, last month established a new service 
department to accommodate the increased demands 
for samples, information and other help required by 
dealers. Announcement of the new department was 
made by Frank M. Weeks, sales manager of the 
company. 

C—O 
“YOUR MAN FRIDAY” TELLS AMES 38TH YEAR 


Page 1 of the August issue of Your Man Friday, the 
well-known publication of the Ames Supply Company, 
Chicago, is a reminder to readers that Ames is cele- 
brating its thirty-eighth birthday. Beginning with 
efforts of the late A. R. “Art” Ames to found a busi- 
ness house to be a source of supply to the dealer, the 
story concludes by voicing the firm’s thanks to its 
customers for their patronage. 

Re ae 
REMINGTON TO BUILD NEW ILION PLANT UNIT 

As this issue goes to press we learn that Remington 
Rand Inc., has awarded a general contract to Charles 
R. Blackstone, Utica, N. Y., for construction of a 
modern plant unit in Ilion, N. Y. 
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FOXCROFT AND BOULWARE PROMOTED 


On August 1, L. C. Smith & Corona Typewriters, Inc., 
announced the appointment of two new branch man- 
agers. George A. Foxcroft takes over the management 
of the Houston branch and Noel Boulware that of Dallas. 

Mr. Foxcraft first entered the services of the com- 
pany at the Chicago branch in 1929 where he was suc- 
cessively employed as salesman, both retail and whole- 
sale, and as assistant manager. 

In 1934 he was promoted to the management of the 
Indianapolis branch. The successful operation there 
led to his promotion as manager of the Detroit branch. 

Subsequently, in 1937, he was transferred to the 
London office, assuming the position of managing di- 
rector there. Returning to this country the latter part 
of 1939, he has been on special assignment for the 








G. A. FOXCROFT NOEL BOULWARE 
foreign department and takes over his duties at Hous- 
ton fortified by a wealth of experience. 

Mr. Boulware was first employed by the company as 
salesman in the Oklahoma City branch in 1932. He was 
later transferred to Tulsa, where he took charge of 
the district office at that point. 

In 1937 Mr. Boulware was appointed to the position 
of home office field representative, with assignment 
at first to midwestern branches, such as Des Moines, 
Denver, Omaha, and Davenport; and later was trans- 
ferred to the southwest territory, carrying on the same 
work in the Dallas, San Antonio, Kansas City and Ok- 
lahoma City branch territories. 

—————— 


PROCTOR BECOMES OFFICIAL OF 
AMERICAN TYPE FOUNDERS 
C. D. Proctor, since 1917 connected with the office 
equipment industry and one of the best-known men 





Cc. D. PROCTOR 


(Photo taken a few years ago 


in the field, last month was appointed sales develop- 
ment department manager of the American Type 
Founders, Inc., Elizabeth, N. J. 

Mr. Proctor’s career began when in 1917 he joined 
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the Kalamazoo Loose Leaf Binder Company as adver- 
tising manager. He held this position but a few weeks 
when America entered the World War and he enlisted 
in the Marine Corps to serve throughout the conflict. 
Returning in 1919 Mr. Proctor stayed with his com- 
pany, until it was consolidated with Remington Rand 
Inc., when he was given the appointment of advertis- 
ing manager. During his six years with Remington 
Rand he was named chairman of the sales planning 
committee. He also spent one year as sales manager 
of the Buffalo Broadcasting Company. 

In 1933 he became promotion manager of the Ameri- 
can Sales Book Company, holding that position 
until resigning last month to form a new connection 
with the American Type Founders, Inc., which is one 
of the largest manufacturers and distributors of 
foundry type, printing presses and other equipment 
in the country. 


WHEELER JOINS BAINBRIDGE, KIMPTON & HAUPT 

Melville G. (Mel) Wheeler, well-Known in the east- 
ern and New England territory, last month was ap- 
pointed to the sales organization of Bainbridge, Kimp- 
ton & Haupt, Inc., 218 Greenwich street, New York 
City. 

Mr. Wheeler’s appointment was announced by M. H. 
Chute, president of the company, in a letter to cus- 
tomers of the firm which read in part: 

“Consistent with our efforts to give you the best 











M. C. WHEELER 


of service, Mr. Wheeler will make his home in Boston 
and will devote his entire time and efforts to sales 
work to the stationery trade of New England.” 

From 1930 to 1938 Mr. Wheeler was New England 
representative of the American Pencil Company. 
Since the latter year he has done a marketing sur- 
vey in New York City for the Boorum & Pease Com- 
pany and has held the position of manager of the 
dealer division of the Old Town Ribbon & Carbon 
Company. 

>. 


REX-O-GRAPH APPOINTS TEN NEW DEALERS 

As part of the nation-wide program of expansion in 
which the firm will establish representation from coast 
to coast, ten new dealers were appointed last month 
by Rex-O-Graph, Inc., Milwaukee, manufacturers of 
the Rex-O-Graph line of duplicators. Among these 
are: 

The P. D. Barbee Company, Charlotte, N. C.; Harry 
M. Boxberger, Fort Wayne, Ind.; Woodmansee School 
& Supply Company, Albuquerque, N. M., and the Whit- 
man Company, Jamestown, N. Y. 

At the same time it was announced that the com- 
pany has recently completed a large plant expansion 
at its factory at 3727 North Palmer street, made neces- 
sary by an increasing demand for its new school Model 
S duplicator which was announced in the August issue 
of Office Appliances. 
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OF WELL-SPENT DOLLARS 





Reaching for dollars, paying dollars out, getting 
something for dollars is our daily calisthenics. 
The spending of a dollar can bring the hol- 
low gratification of a bargain driven or the 
lasting satisfaction of a value received. 
America depends upon the integrity of things 
well made. Some men recognize it; some do not. 
Some are self-confident; others are self-con- 
scious. One buys what does more; the other 


buys what costs less. 


The man who knows quality is not an expert 





B. Dick Company 
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on everything he buys, but where his knowl- 
edge as a buyer ends he knows where another’s 
responsibility as a maker begins. 

He depends on his lawyer, his banker, his 
doctor—and sincere American trade-marks. 

He knows that you seldom get what you 
don’t pay for. 

Kor his own satisfaction he wants the feel of the 
silk, the truth of the watch, the fit of the collar, 


the fineness of the leather, and the keenness 


of the blade that is the bonus of things well made. 








What is the Mimeograph duplicator? 


It is the quality method of stencil 
duplication for business, school and 
institut 10n.. 

Mimeograph duplicators ( there are 
four basic models) are handsome and 
Strong ... they are built to serve 

for years. 


B Mimeogra 


MIMEOGRAPH is the 


Will it serve your business? 

It is our business to find that out fir 
before we sell you a Mimeograph 

duplicator .. . to survey your needs, 

analyze your problems, and learn 

your requirements... to know the 

Mimeograph duplicator can serve 
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pt Company, Chicago, 


and save for you. 


Will it serve your business well? 
If you buy the Mimeograph 
duplicator, our next step is seeing 
your people know how to operate it 


and do it well... we feel that it is 
part of Mimeograph responsibility 

to teach how to do Mimeograph work 
neatly, efficiently and economically. 


licator 


p. stered in the U.S. Patent Office 
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THREE WIN MONROE “HIGH POINT CLUB” HONORS 


One hundred and three Monroe sales representatives 
have qualified for this year’s High Point Club, hon- 
orary sales organization of the Monroe Calculating 
Machine Company, Inc., according to a recent an- 
nouncement by W. G. Zaenglein, president of the com- 
pany. Membership in the Monroe High Point Club de- 


} 
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T. R. KYLE 


pends upon securing 100 per cent or more of sales 
quota for the year ending June 30. 

T. R. Kyle, sales manager of the southern division of 
the Monroe company with headquarters at San An- 
tonio, Texas, has an unequalled record, for he is the 
first division sales manager to qualify as an active 
member for the seventh consecutive year. This is of 
especial significance because of the extent of the ter- 
ritory under his jurisdiction, which includes all of 





M. E. GURLEY 


R. A. FISHER 


southern and southeastern United States, and this en- 
tire sales division must make quota to give Mr. Kyle 
his membership. 

M. E. Gurley, manager of the Jackson, Miss. dis- 
trict, secured the highest percentage of district quota 
for the year, and R. A. Fisher of Washington, D. C., 
stood first among all the salesmen in the organization. 

Election of officers of the Club will be announced 
by Mr. Zaenglein early next month. 

ee ae ee 
RICHARDSON COMPANY IN NEW HOME 


J. Edward Richardson & Company, 19 East Baltimore 
street, Baltimore, Md., the second oldest stationery 
and office appliance firm in the city, moved Septem- 
ber 1 to 313 North Charles street after having been 
forty-four years in business at the previous address. 

The business was established in 1885 by J. Edward 
Richardson, who retired from active participation in 
the firm in 1925. Mr. Richardson started the station- 
ery business in the building known as the Pythian 
Castle, Gay and Lexington streets. Some few years 
before Baltimore’s great fire, in 1904, the firm was 
established at 202 East Baltimore street. Following 
restoration of the business section of the city after 
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the conflagration, the senior Richardson continued on 
Baltimore street, and moved to No. 19 in 1921. 

A history of the firm is interesting in that it has 
always remained private in its family connections. 
The business, under the elder Richardson, started in 
a small way, monthly rentals in the Pythian Castle 
were only $25, and when the first Baltimore street 
occupancy took place, Mr. Richardson paid $50 per 
month for the improved and enlarged store space. 

The senior member of the firm at the present time 
is Earle C. Richardson, who has associated with him 
his two sons, Earle S. and Donald C. Richardson.— 
WRT 
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ROYAL PROMOTES GREENLEE AND ECCLES 


The promotion of two sales staff stars has been an- 
nounced by the Royal Typewriter Company, Inc., New 
York, N. Y. The men are R. H. Greenlee and John 
B. Eccles. 

Mr. Greenlee takes the managership of the com- 
pany’s Birmingham, Ala., branch office. As city sales- 
Knoxville, 


an outstanding 


made 


man in Tenn., he 





R. H. GREENLEE J. B. ECCLES 


record which, coupled with his extensive typewriter 
experience qualifies him for the new position. 

Mr. Eccles, who has built up an extensive back- 
ground of experience as a New York City salesman, 
becomes assistant manager of Royal’s Metropolitan 
New York sales office. 

sists cig MMM clases 
DeCOU LEAVES COMMERCIAL 

Robert A. DeCou who for two years has been sales 
manager of Commercial Furniture Company, Chicago, 
resigned from the company August 10. His plan for 
the immediate future was to take a vacation, some- 
thing he has not had for several years. After that he 
thought he might return to the office furniture field 





¥y 


ROBERT A. DeCOU 


although he had nothing definite in mind and had not 
contacted any other manufacturer. 

Mr. DeCou has had an excellent record selling fur- 
niture lines. For years he traveled for several manu- 
facturers making his headquarters in Seattle and 
covering all of the Northwest. Because of his record 
there he was invited to Tell City, Ind., to become sales 
manager for Tell City Desk Company, a position he 
retained until he left to join Commercial. 
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44 YEARS ef KESEAKCH 


and no less pioneers today. Wherever 
Panama and Beaver scientific genius leads 
whether in innovation or improve- 
ment ... our customers follow with 
rewarded confidence. 


Identified 
Ink and Fabric Products of Superlative 
Utility and Quality 


Manufactured by 
MANIFOLD SUPPLIES COMPANY 


Vationwide Distribution 












a 


LA Na eee ent engeegne 








Meet any demand with 
The Hotchkiss Line 


OTCHKISS dealers are prepared for requests for 
any type of stapler. From the small inexpensive model 
to the finest machine that can be placed on an execu- 
tive’s desk, the Hotchkiss “Palmfit’” models fill the bill. 
Each of the new streamlined models shown below 
USES STANDARD STAPLES—each is supreme in its 


price class. 
Hotchkiss ““Palmfit’’ Model 122A 


List Price $ 50 
cn, 

Grab volume sales to 
quantity users with this 
dependable, clog-proof, 


powerful and durable 
model. 





Model |22P 


Hotchkiss “Palmfit” 


Same mechanism as 122A 
made as a plier and 
tacker. 


A big 
Home sales here. 


opportunity for 





Hotchkiss “Palmfit’’ Model 120A 
List Price $ 3 50 










Just look at the list 
price of this big- 
stapler and tacker. 
It's a real competi- 
tion crusher that's 
already breaking 
sales records. 


° 4a shi 

Hotchkiss “Palmfit’’ Model I0IA 
This is the front- List Price 
loading stream- = $ .90 
lined beauty that hy 
stood the auto e : 
test. (We ran a = 
3500 lb. car over it ns 
without harm- 
ing it.) It has 
proved its 
right to be 
called the 
world's Fore- 
most Stapler.” 











If you are out of stock, we will rush a partial 
shipment if you wire your order. 

The Hotchkiss guarantee protects you and your 
customers. 


HOTCHKISS 


NORWALK, CONNECTICUT 


“Pioneers in all that’s best in stapling” 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


Note——We announce with regret that Hobart W. 
Martin, who so long served as correspondent, is forced 
by ill health to give up his active service. 

~ 7 + 

A. F. Fleck, manager of the office equipment de- 
partment for Barker Brothers, Los Angeles, is back 
on the job after spending a two weeks’ vacation with 
his family on Catalina Island. Business in the depart- 
ment is very active this summer due partly to vast 
increases in industrial plants in Los Angeles as the 
result of the war situation and the general trend of 
manufacturing concentration in this area. This of 
course is particularly true of the aviation industry, 
it is pointed out. 


7 * * 


The Golden State Travelers’ Club was to hold its 
regular golf tournament at the Fox Hills Golf Club 
on August 29. Blake Lockard, secretary of the club, 
expected about twenty-five players on the course. The 
play was to be followed by the annual supper, a stag 
event to which leading retailers and other friends 
were invited as guests. 

x - 

September 14 (Saturday) is the day set for the 
annual picnic of employes of the Underwood Elliott 
Fisher Company and their families. The event will 
be held in Brookside Park, Pasadena, with the usual 
mid-day picnic dinner and program of athletic and 
sports contests in the afternoon. About 200 are ex- 
pected to attend. 

> * > 

W. E. Montgomery, manager of the Los Angeles 
branch of The American Writing Machine Company, 
states that the new location of the store, 531 South 
Spring street, Los Angeles, is a big improvement over 
the old location at 752 South Spring street and that 
business has responded accordingly. The location is 
closer to the center of things with much heavier 
traffic. There has been a keen demand this summer 
for rebuilts in Premier No. 10 Noiseless, he states, and 
there has been greatly increased activity on dealer 
model Monarch adding machines, both hand operated 
and electric. Industrial development in the Los Angeles 
metropolitan area, Mr. Montgomery states, has had 
much to do with this business increase. 

* ” * 

Roy C. Bryant, formerly a salesman for the Bur- 
roughs Adding Machine Company, is the new city 
sales manager for the Los Angeles branch of The 
American Writing Machine Company. Mr. Bryant has 
had plenty of experience in sales work. 

* ” - 

Jack Tammany, president and general manager of 
the Boorum & Pease Company, Brooklyn, accom- 
panied by Mrs. Tammany, recently spent a week in 
Los Angeles on business and pleasure, leaving from 
here for San Francisco where the two planned to look 
in on the Fair before returning East. 

* om ” 

George Morgan, western representative for the Ox- 
ford Filing Supply Company and for The Ever Ready 
Calendar Manufacturing Company, was among those 
going from here to the convention of the National 
Stationers Association. He also planned to visit home 
offices in Brooklyn. 


* * * 


Mrs. Fred Bingham, wife of the secretary of the 
Boorum & Pease Company, Brooklyn, who with her 
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A new freedom 
for secretaries! 


The last word in office typewriters... 












this new streamlined L C Smith. In- 
credibly fast, complete with Automatic 
Margin Set, Touch Selector, Floating 


Shift, and Interchangeable Platen. 


Worth seeing . . . and trying. Free 
demonstration by branch offices and 


dealers everywhere. 


LCSMITH & CORONA TYPEWRITERS INC 


Syracuse New York 


LC SMITH 
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The Daun Manufacts MAG Corp. 


HALL-WELTER CO, INC. 


12 CHAMPENEY TER. ROCHESTER, N. Y. 
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two children spent several days in Los Angeles this 
past month went from here to Boulder Dam where 
she expected to spend a day before leaving for Salt 
Lake City, Yellowstone National Park and other scenic 
points enroute home. 
* ial 7 
Charley Hyatt, representative of Acco Products, Inc., 
and the Defiance Sales Corporation, has returned from 
a business and pleasure trip which took him to San 
Francisco and Yosemite National Park. He was ac- 
companied by Mrs. Hyatt. 
* * + 
Henry Simler, president of the American Writing 
Machine Company, New York, was a recent visitor in 
Los Angeles. William Reinheimer, western district 
manager located at San Francisco, was scheduled to 
spend the last two days of August in the Los Angeles 
store at 531 South Spring street. 
ca x * 


Clyde Jungbluth, sales manager for the portable 
typewriter division of the Underwood Elliott Fisher 
Company, New York, was in Los Angeles in August 


going from here to San Francisco on his return trip. 


* * * 


¥F. L. Sloat, formerly Atlantic district manager for 
the Underwood Elliott Fisher Company, has arrived 


| in Los Angeles, where he has been named assistant 


| Since 1937. 


manager in charge of typewriters for this company. 
* * * 

Ed Wright, southern California representative of the 
Corry-Jamestown Manufacturing Corporation, spent 
two weeks in August in the East. In addition to at- 
tending a meeting of factory representatives in Corry, 
Pa., he stopped at Chicago and other points. 

* a am 


Sam Yocum, 925 South Hill street, Los Angeles, vet- 
eran office appliance dealer specializing on steel 
equipment, says that 1940 to date has been the best 
year in volume of business so far that he has had 
Sam feels that the general growth in the 


industrial areas of Los Angeles has something to do 


with this increased business but he also says plenty 
of good steam has been put behind sales promotions. 
* + * 

Frank M. Weeks, president of the Allied Carbon and 
Ribbon Corporation, New York, spent a week in Los 
Angeles recently on business. 

. * + 

Rod Nern, proprietor of Nern Office Furniture and 
Equipment, has added the Corry-Jamestown Manu- 
facturing Corporation’s line of Steel-Age desks and 
already finds the response good, he states. He states 
that he has secured this line exclusively for Los An- 
geles County, Long Beach city alone excepted. 

+ * ” 

G. G. Ralls, district manager for the Royal Type- 
writer Company, Inc., is back in the harness after a 
trip east where he attended a meeting of district man- 
agers in New York City. On the return trip he had 
the experience of flying from Chicago to Los Angeles. 
Outside of the fact that he found the berth a bit 


| short for a tall man he states that the experience 


was a very pleasant one. 


* * * 


The offices and shops of the Royal Typewriter Com- 


pany, Inc., district branch at 1031 South Broadway, 


Los Angeles, have been completely redecorated and 
rearranged. Venetian blinds add to the beauty and 
comfort of the offices. Renewal of the lease means 
that these quarters occupied for many years will con- 
tinue to be occupied for some time to come. MTr. Ralls 
is especially proud of the parts department which he 
thinks is as complete and as conveniently arranged 
for quick service as any that can be found in Amer- 
ica. Business for the year has been extraordinarily 
good, he states. 


* * * 


Ray C. Andersen, proprietor of the Business Appli- 








SEPTEMBER, 1940 


Jt 
wn 





-_ 

So 
Zz 
N 





a ; ety i 
-$eaaE 4 
a tit: 
ON 
PePETTEeEiTeS 


LIKE THE ABOVE EMPLOYEES: 
RECREATION ROOM 


The big Royal line is most suitable for institutions, factories, etc., 
making almost a door-to-door sales plan possible with special equip- 
ment for each. 

Advertising in (more than fifty) magazines and trade papers has 
already given Royalchrome a recognized quality value to prospects, 
reducing competition to a minimum. 

Line up with Royal profits for 1941. Ask for dealer proposition— 














NEW 
No. 337-Costumer 


at once. 







EVERY BUSINESS AND INSTI- 

TUTION A_ PROSPECT FOR THE ROYAL CATALOG 
ROVALCHROME— covers a wide variety of special equipment for 
—_— a Mages nh gg el every use. It is in natural color and a great sales 
ufacturing Plants, Institutions, portfolio that gets business. 
Hotels, Grills, Recreation Parks, 

Athletic Clubs, are only a few 

of the many prospects. 


ROYAL METAL MANUFACTURING CO. 
187 N. Michigan Avenue, Dept. C, CHICAGO 
New York Miami Beach NEW 


Los Angeles opal Pittsburgh No. 1074— 
Toronto Boston Chaise Lounge 






“Metal Furniture since ‘9 


~—~P2t / toywlelorvorte. Xt7He—~ _ 
A LARGER LINE — MORE PROSPECTS — GREATER VOLUME 
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Railroads have learned that 
STREAMLINING PAYS! 











Pictured herewith is the 
Pennsylvania Railroad’s 
new 4620 h.p. electric loco- 
motive, capable of smooth 


speed of 100 miles per hour. 





what good does it do 


to STREAMLINE 


RIBBONS AND CARBONS? 


“Streamlining” isn’t a modern fad. Modern machines 
and products—a giant locomotive, and—yes, Columbia 
Ribbons and Carbons—are streamlined because their 
function calls for the efficient completion of more 
work in less time with less resistance and effort. The 
result is more efficient operation, longer wear, less cost. 

From the products themselves to their beautiful, 
modern packages, Columbia Ribbons and Carbons 
are streamlined for smoother, faster, neater and easier 
work—for longer wear. They are modern products, 


particularly manufactured for the exacting needs and 


COLUMBIA RIBBON & CARBON MANUFACTURING CO... INC. 
Main Office and Factory: Glen Cove, L. L., N. Y. 


New York Sales and Export: 58-64 W. 40th St. 


Factories: London, England; Sydney, 


the essential speed of modern business. 

Columbia’s modern merchandising is keyed to fit 
this modern manufacturing. A _ realistic viewpoint 
of the selling obstacles which confront the dealer of 
today is responsible for Columbia’s highly successful 
policy of dealer cooperation which is being utilized 
by America’s leading dealers. 

Write today for full details 
on Columbia’s modern mer- 


chandise and modern merchan- 


dising plan. 


Kansas City, Mo.: Dwight Bldg. 





Australia 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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ance Company at 509 South Spring street, Los An- 
geles, has recently taken on the Lettergraph, manu- 
factured by The Heyer Corporation and looks for good 
volume during the coming six months. Mr. Andersen, 
a brother-in-law of Elmer Young of the Young Office 
Equipment Company, Chicago, has had plenty of ex- 
perience in office appliance sales and managerial work, 
having been manager of the Decatur, Ill., branch of 
Underwood before moving to Los Angeles. 
* * + 

The Southern California Adding Machine Company, 

owned by Paul King, Gordon Miller and Ernest Von 


57 


CONVENIENT yo 








DICTAPHONE 
Gets more work done—easier 





Rhine, is in its new business home at 947 South Broad- | 


way, 
Angeles. The new place of business gives more than 
twice the space the company had in its old location. 
While the firm is specializing on maintenance of add- 
ing machines for large outfits such as major depart- 
ment stores, manufacturers, dairy products distrib- 
utors, etc., a growing business in the sales department 
is another reason for the move into larger quarters. 
Burroughs and Underwood Elliott Fisher bookkeeping 
machines play the largest part in the maintenance 
department volume. 





ROYAL MAN OFFICIATES AT MEETING OF THE 
BLUE AND GRAY.—When General Jules Howell, 
94-year-old commander-in-chief of the Confederate 
Veterans recently journeyed to Philadelphia to take 
part in the American Legion Memorial Day services 
he was greeted by Commander E. W. Maloney of 
Post No. 315, who is service foreman of the Royal 
Typewriter Company’s Philadelphia branch. Follow- 
ing services at the Philadelphia national cemetery, 
General Howell posed for a picture with Commander 
Maloney and an old warrior of the Union ranks. 
© 0 


PRACTICAL BOOKLET PRODUCES LEADS FOR 
CALCULATOR AGENCY 

By building their direct mail campaign around a 
booklet of “meaty” ideas for business men, Joseph Mc- 
Dowell & Company, Canadian distributors for Friden 
calculating machines recently found a most successful 
method of developing leads and paving the way for 
salesmen. 

Such a procedure as this was taken because no great 
number of inquiries could be produced by mail when 
circulars and sales letters were released merely seek- 
ing demonstrations. Many firms who had never re- 


having moved from 327 West Second street, Los | 


IDAY’S business men are turning more and more to Dictaphone 
to help them get things done when they should be done. 
machine enables executives to dictate at 
hours or after hours . . . anything 
from a short memo 
or letter to a long 
report . . . without 
requiring the 
presence of a sec- 
retary. You simply 
your 


This modern dictating 


their convenience . . . during 








speak 
thoughts 
Dictaphone. 
cords them 


to your 
It re- 


in- 








stantly on a_ cyl- 





inder. 
When 

your secretary removes the cylinder from your 

and listens back to 





you are 
through dictating, 
machine, places it in a transcribing machine 
as she listens. 


While 


do typing and other work for you 


your voice, typing 


Simple, isn’t it? you dictate, your secretary is free to 


filing, telephoning, interviewing 
callers, ete. 

Why nottry 
Dictaphone in your 





own office? There's 
no expense or ob- 
on 


ligation your 


part. Telephone 


' our local distribu- 





tor or write us to- 
day for complete 


information. 





DICTAPHONE CORPORATION 
420 Lexington Avenue, New York, N. Y., U. S. A. 





DICTAPHONE 


of Dictaphone Corporation, 


he Re -gistered sees vay 


The word DICTAPHONE is 
to which 


Makers of Dictating Machines ar Ace orie Mark is Applied 
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37th Annual 


NATIONAL 
BUSINESS SHOW 


America’s Efficiency Exposition 


GRAND CENTRAL PALACE 


NEW YORK 
Sk ie 


Week of February 3, 1941 


Prominent manufacturers are cooperating 
to make this important event of exceptional 
value to executives interested in economical 


and efficient business administration. 


Methods, machines and equipment will be 
demonstrated by specialists qualified to 
analyze and effectively meet the require- 
ments of any and every type of business 


operation. 


Manufacturers desirous of participating 
in this opportunity to demonstrate the ad- 
vantages of their equipment and services 
are invited to send for information regard- 


ing exhibit space available. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager @ Phone Cortlandt 7-1392 
50 CHURCH ST. NEW YORK CITY 
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sponded to previous mail advertising sent in requests 
for the booklet thereby opening their doors a little 
more when the Friden man called. 

“It is the best idea we ever incorporated into our 
direct mail,” said Joseph McDowell, president of the 
company, “and a fair number of sales were actually 
traced to the effort.” 

The booklet “Ideas for Your Office” is of the “digest’”’ 
size, 44% by 6 inches and contains sixteen pages and 
cover. Eight of these pages were given to advertising; 
one to an introduction. The other seven carried prac- 
tical articles which any business man would find in- 
teresting and of value. They are as follows: 

“First and Last Paragraphs in Letters.” 

“Give the Junior Salesman a Break.” 

“Better Sales Letters.” 

“Getting More from Business Magazines.” 

“New Ideas ... Right Under Your Nose.” 

“More Cooperation from the Staff.” 

“Five Points that Make Direct Mail Pay.” 

Because this digest of ideas proves to be valuable it is 
kept by the prospect. Many additional copies were re- 
quested and numerous letters were received comment- 
ing on this fine source of ideas. In this way it built 
goodwill for the company and helped to keep the name 
Friden fresh in the buyer’s mind. 

Important too is the fact that it offered a good open- 
ing for the salesmen when they called, whether the 
prospect was old or new. 

The campaign consisted of a series of four letters. 
The first three contained enclosures and return card. 
They sought inquiries and got them; just about fifty- 
three per cent. 

The fourth letter, sent to those who had not returned 
the inquiry card, included a copy of the booklet —-WWM 


o— eo” 





MEET THE SHOWBLOTT, JR.—This new blotter display case. 
attractively streamlined and done in a brown krinkle finish, is 
being offered dealers as an automatic salesman by The Wrenn 


Paper Company, Middletown, Ohio. Named the Showblott, 
Jr., the display has five large shelves stocked with the same 
number of colored Wrenn desk blotters as the eighteen colors 
available. A satin finish, stainless steel decorative band frames 
the top and bottom of the window and extends around three 
sides of the case. On the top a swatch of the same colors as 
the blotters displayed is framed under glass. On either side 
of the window are decalcomania transfers bearing the words 
“Wrenn’'s Blotters for Home and Office.” Full information on 
the display will be supplied by the company on request. 


Seti —— 

KEELER BUYS ANDERSON CHICAGO BUSINESS 
C. T. Anderson & Company, 651 West 120th street, 
Chicago, last month was purchased by E. T. Keeler & 
Company and opened for business at 500 North Dear- 
born street, Chicago. The business was acquired by 


Mr. Keeler following the death of the late C. T. Ander- 
son, whose passing was reported in the June issue of 
OFFICE APPLIANCES. 

The new organization will follow all of the policies 
under which Mr. Anderson conducted his business for 
many years and will carry the same lines of celluloid 
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2W Neva-Clog J‘60 Stapling Plier 


PERMANENT 
FASTENING 
c= 


TEMPORARY 
FASTENING 
ec 





With Anvil Inward 


nt Fastening 


NEVA-CLOG now offers a dependable Stapling Plier that will 
deliver either a temporary (spread), or a permanent (clinched) 
staple. 

The anvil is easily and quickly set at either desired position by 
slight pressure on a button in the base of the lower jaw. It is 
simple and fool-proof, and remarkably efficient. 


This new NEVA-CLOG J-60 fills the demand in many offices for a 
temporary fastening device which is practical, efficient, portable 
and durable. 





MODEL S-100 STAPLING PLIER $4.50 


A rugged, powerful Stapling Machine with 4 to 1 leverage. Will 
fasten all materials that the staple will penetrate without bending. 
Particularly designed for production work and hard usage, but can 
be used for any stapling operation within its capacity. Delivers a 
strong sharpened staple and clinches it securely even in light 
material. Clog-proof so that it will give constant production. Easily 
and quickly loaded with NEVA-CLOG A-1000 or L-1000 Staples. 


Guaranteed. 


NEVA-CLOG 


PRODUCTION 


STAPLING MACHINES 


have many uses in offices, stores, shipping rooms, warehouses, 
manufacturing plants, greenhouses, dry cleaning establishments, 
laundries; from fastening correspondence to assembly operations 
in manufacturing. 





NR me 


MODEL J-30 STAPLING PLIER $3.00 


Light in weight, yet rugged. Requires but little space and can be 
put into the desk drawer or pocket when not in use. Indispensable 
for vertical filing or for attaching material to a permanent card. 
Uses DJ-340 NEVA-CLOG Staples. 





MODEL B-100 STAPLING PLIER $5.00 


For heavy duty and for fastening of tough materials, this machine 
uses a broad flat staple. Fastens such materiais as fibre, softwood 
baskets, veneer wood, leather and belting. Used for sealing heavy 
paper or cloth bags, packages of corrugated board, and similar 
difficult operations. 


Features: Powerful leverage, durable, fool-proof. Staples used: 


NEVA-CLOG B.-%s. 


Colorful, sales-impelling displays, folders, and blotters GRATIS, help 


you increase your profit and maintain turnover. 


Write 


“Fasten Things (loge ther 


BRIDGEPORT, CONN. 
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We are ready for you, at the “M&V” display booth H-7, PALMER 


HOUSE, and in our own newly enlarged Chicago quarters where 
we can do justice to “M&V”" MATCHED PACKAGES and all the other 
THOUSAND-AND-FIVE merchandising ideas. As you plan your 
Convention activities, be sure to leave a generous period for us... 


there’s so much we want to show you...DON’T FORGET. 





\ EPPO ry AALS AAAAAAAAAALLALADLAOEPAAA OS ASO? OPAL A ASA dhe 


CHARLES B. DOYLE, in charge of 
- eur Chicago office at 
82 WEST WASHINGTON STREET 
pledges Western 
merchants 100% service... such as 
you would get if dealing directly 
with our home office . . . and our 
local phone nymber, most happily. 
is . . . . + DEARBORN, 1-0-0-5 





MATCHED, PACKAGES 


MITTAG & VOLGER, Inc. 


PARK RIDGE NEW JERSEY 
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products formerly sold by the Anderson company. In 
addition, the firm will handle office and library sup- 
plies and a complete line of record storage equipment. 

Besides Mr. Keeler the staff at present includes 
Mrs. Ruth H. Keeler, who has charge of the office, 
and W. E. Keeler, who is sales manager, and who was 
a lifelong friend of Mr. Anderson, having worked with 
him for many years while connected with the old Safe- 
Cabinet Company at Marietta, Ohio. 

er eee eee ae 
FISHER TO REPRESENT MICHIGAN DESK 

W. L. Fisher, who sells Taylor chairs in a large ter- 
ritory, has recently become a sales representative of 
the Michigan Desk Company, Grand Rapids, Mich. He 





W. L. FISHER 


will cover Arkansas, Louisiana, Missouri, Oklahoma and 
Texas. 

Mr. Fisher, who will continue to handle the Taylor 
chair line, has covered the above-named territory for 
a number of years and is well known to dealers in the 


five states. 
i © 


estocx BRANHAM'S inc $uEN 





BRANHAM’S SENDS WOODSTOCKS TO SCHOOLI—A win- 
dow in the Oklahoma City store of Branham’s, Inc., recently 
displayed twenty-one new Woodstock typewriters, which were 
part of an installation of sixty-two of the machines which the 
company sold to the Oklahoma City school system.—EVH 
occa aomiadins 
DETAILS OF ALIEN REGISTRATION ACT 
EXPLAINED 
A nation-wide registration of aliens in the United 
States opened on August 27 and will continue to 
December 26 as part of the national defense program. 
The registration was made compulsory by the Alien 
Registration Act recently passed by Congress, and re- 
quires that all non-citizens over the age of fourteen 
register during the four-month period outlined above, 
and at the same time submit to being fingerprinted. 
Aliens under fourteen do not require fingerprinting 


anew LIQUID 
DUPLICATOR 


To give you all of the features 
you have been waiting for 


*% PATENTED ROLLER MOISTENER. No 
wick. Fluid is deposited on copy sheet by 
a special roller. No chance of flooding. 
Positive moistening of sheet regardless of 
speed of operation. 

% COPIES FACE UP. Copies are delivered in 
the receiving tray face up making them 
clearly legible to operator, an invaluable 
feature in systems work. 

% BLOCK-OUT FOR SYSTEMS APPLICA- 
TIONS. A special patented block-out makes 
it possible to eliminate any desired part of 
information with ease. 

% MECHANICALLY FOOL PROOF. Ma- 
chine is made of rigid cast aluminum. Parts 
are easily removed without disassembling 
side frames. Finest materials and work- 
manship throughout. 

% MANY ADDITIONAL FEATURES. Ball 
and oilless bearings, floating pressure roller, 
over-riding automatic feed and easy oper- 
ating master attachment are just a few of 
the other operating and sales advantages. 


THE MACHINE TO FILL EVERY DUPLICATING NEED 


Get set now to reap a harvest of profits dur- 
ing the coming Fall months. Write or wire 
today for complete dealer plan and prices. 


DUPLICUPY 


COMPANY 


337 §. DEARBORN ST., CHICAGO, ILLINOIS 
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Picture of a 


man who 


JUST LOST $300! 


If YOU just lost $300 as a result of your own negligence 
you'd feel pretty badly about it. Yet much more than 
$300 is slipping through your fingers each year—money 


that rightfully belongs to you. 


Take a quick look out of your window and observe the 
“BIG” ribbon and carbon buyers you DON'T sell. Why? 
Because some carbon manufacturer told you these people 
are out of your reach—that there is no profit margin for 
WE CHALLENGE THIS AS- 
SERTION! The other day one Dealer pocketed $60 com- 


the Dealer in these orders. 


mission on an order we helped him get. Before the year 
is out he will have realized $300 from just this one account. 
If you have entré to a large buyer however remote, send 
us full information at once. We may give you the surprise 


of your life! 





WAR DEFENSE and RUBBER 
ms TYPEWRITER 
vate cit KEYS! 

wie se / 







Sure, they are far removed— 
but billions dumped into the 
national economy means bet- 









ter business for everyone. Of- 
fices doing better business are 
inclined to invest in 
office deficiency. IM- 
PERIAL TUCHTYPFE 
KEYBOARD gives magic 
eyes to the operator's 
fingers, enables her to 
do more and more beau- 
tiful letters. A TRIAI 
A DAY MEANS A SALE 
A DAY! 


more 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 409 Mulberry St., Newark, N. J. 


Manufacturera with the dealers’ 


AMERICA 


view pornt. 


THE KEY MEN OF 


BRANCHES 
New York City, 321 Broadway 
Detroit, 803 American Radiator Building 


Chicago, 19 South Wells St 
Los Angeles, 827 S. Main St 
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but must be registered by their parents or guardians. 
Registration may be made at any postoffice and failure 
to observe the act and its requirements is punishable 
by a fine of $1000 and six months’ imprisonment. 

In signing the Alien Registration Act, President 
Roosevelt explained its purposes, one of which is to 
protect the loyal alien. He said in part: 

“The Alien Registration Act of 1940 should be 
interpreted and administered as a program designed 
not only for the protection of the country but also 
for the protection of the loyal aliens who are its guests. 
The registration does not carry with it any stigma or 
implication of hostility towards those who, while they 
may not be citizens, are loyal to this country and its 
institutions. Most of the aliens in this country are 
people who came here because they believed and 
had faith in the principles of American democracy, 
and they are entitled to and must receive full pro- 
tection of the law.” 





NOT FAR FROM THE FACTORY.—The new Silent Super-Speed 
L. C. Smith typewriter shown above only made a short trip 
from the plant of L. C. Smith & Corona Typewriters, Inc., to its 
new home when an alert salesman sold it to the Syracuse, 
N. Y., offices of the American Airlines in the Onondaga hotel. 
Shown admiring the new machine are Manager Theodore P. 
Gould and Miss June Robinson. 
—_e) 


CANADIAN OFFICE MACHINE EXPORTS DROP 


In September, 1939,-the United Kingdom adopted a 
number of import restrictions. These regulations, 
which prohibited the importation of a wide range of 
goods except under licenses issued by the Board of 
Trade, affected Canada directly. The list included 
office machines, such as typewriters, accounting ma- 
chines, cash registers and adding machines. 

Exports of this class of equipment are down con- 
siderably in Canada. War time needs of Britain and 
her various dominions have forced them to confine 
their exports to essential items to conserve exchange 
and shipping space. Then the disappearance of trade 
with a number of countries now listed as enemies, or 
whose trade is controlled by enemies, has cut further 
into Canadian exports.—WAM 

*—- 
AMERICAN PHOTO NOW INCORPORATED 

The American Photo Laboratories, manufacturers 
of the line of ‘Precise’ adjustable guide trimming 
boards, has been reorganized and incorporated and 
will henceforth be known as American Photo Lab- 
oratories, Inc. The officers are Frank M. Lund, presi- 
dent, and Harvey M. Pushker, secretary-treasurer. 

Mr. Lund has been connected with the company 
since its inception and will assume complete charge 
of its engineering and plant management. Mr. Push- 
ker, who possesses a large experience in selling, will 
be in charge of all sales 

The company has recently completed a job of en- 
larging the plant and is now equipped to ship all 


orders the same day as received. 
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CUT YOUR INVENTORY 800°; 


Instead of carrying 8 colors of tabbing, you 
need only keep one on your shelf with the 
new Flame-Pruf tabbing. Investigate! 


SHOW YOUR CUSTOMERS 


the advantages of this new, improved index 
tabbing for making their own indexes. Go 
direct to them with new, attractive direct- 
mail pieces furnished to VEIT dealers free 


of charge. 


3 SIZES—8 COLORS 


Red, blue, orange, yellow, 
pink, clear, green, amber 


SOLD UNDER PROTECTED 
TERRITORIES 


Get full information while your territory 
may still be 


DEMONSTRATE IT FOR NEW PROFITS 


Here is something for your salesmen to 
“Get in” on every office buyer. Get them a 
supply of our Test Cards and let them show 
the buyers the “Fireworks” —a_ convincing 





open. 


proof before the customer's eyes. 


1947 E. Kirby Ave., Detroit, Michigan 


av 
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, 
THE PREFERRED FLEX-RIBBED TAB 
GOES NON-INFLAMMABLE 


NO MORE CIGARETTE OR FIRE 
HAZARD! 


Did you ever notice what happens to the 
ordinary celluloid tab when a_ cigarette 
accidentally comes in contact with it? All 
it takes is a hot ash to flare up a serious 


fire! Be careful when you try it! 


No longer is it necessary to keep the 
highly infllammable tabbing on your shelves 
or be under fire insurance restrictions be- 


cause of housing nitro-cellulose material. 


ONE SOURCE FOR 4 BIG LINES 


Celluloid Tabs, Indexes & Sheet Protectors 





Filing Systems and Supplies—2002 Items 


from 3x5 up—for all uses and systems 


Red Rope Expanding Envelopes & File 
Pockets 


Business Control Systems — Speed-O-Graph 
Save time in purchasing, freight on ship- 
ments and sell the most up-to-the-minute 
line of office necessities. Be sure you have 


the new VEIT catalog and Samplekits! 
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Full Front “RUFBAK" 
DESK MAT 


Bickett specializes in the manufacture of mats for use in 
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offices. Made of high grade rubber in different colors, 
both solid and marbleized effects. A complete range of 





sizes, and when required, special size mats can be fur- 


The advantage of a Full Front Desk Mat is clearly demonstrated ; ; > mri : : 

by the illustration. A Full Front Desk Mat makes a very beauti- nished. Write for stock chart price lists covering the 
ful and serviceable installation. Full Front Desk Mats have a : f i] 

Rufbak’’ finish, very effective in holding the mat in position. various types of mats i lustrated. 


“RUFBAK” RUBBER CHAIR MATS 


Regular square and round 
type “Rufbak’’ Chair Mats fur- 
nished in sizes ranging from 
36” to 46” with single or dou- 
ble extension. 
a 


Noiseless — Edges 


do not curl No material as sat- 


isfactory as rubber 
for use in chair 
mats. 














STANDEES see... RUBBER-FELT merce. 


For use in Banks, Offices and wherever p oa 
persons stand while working. '/2” thick. 

Composed of 3%” rubber-felt pad, '/5” thick A pad which is very effective 
smooth surface top cover. Plain and mar- in reducing vibrations and 
bleized colors. Top surface sheet rubber . : : 
vulcanized to rubber-felt pad. Beveled wie st spe. ow oe 
edges. 





pack under the weight of the 
machine. Securely holds ma- 
chine in position and prevents 
shifting. Several stock sizes and 
can be furnished in special 
sizes if required. A demon- 
strator typewriter and pad 
placed where customers can 
test noise reducing and grip- 
ping properties of pad, results 





in many sales. 
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The L. M. Bickett Company manufac- 
tures a complete line of seat cushions, 
each type an outstanding value and 
possessing advantageous features. A 
price range to take care of all 
classes of trade. Dealers not ac- 
quainted with Bickett Cush- 
ions are urged to write for 
complete stock  chart- 
price lists. 


RESPIRATOR CHAIR CUSHION 















>. 
> 





The advantage of the spine 
relief feature incorporated in 
Spine - Protex Respirator 
Cushions is quickly recog- 
nized, and combining the 
airolating principles of the 
Respirator Cushion with the 
Spine-Protex feature results 
in a cushion which can truth- 
fully be called a health pro- 
moting cushion and as such 
has been recommended by 
medical authorities. 


Used all over the world and recognized as a 
scientific seating device. Adopted by numerous 
large organizations as standard equipment. Rec- 
ommended by all who use them. The most asked- 
for-by-name seat cushion on the market. 


CrosVent CHAIR CUSHIONS 
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SPINE-PROTEX RESPIRATOR CUSHION 





Airvent CHAIR CUSHIONS 


= 


Incorporating the airolating principles covered by Patent No. 
2,025,712 with exhaust tubes extending crossways. 134” thick. Com- 
— upholstered. Front edge rounded to reduce pressure under 
nees. 


Airolated by tubes and large cups molded in sponge rubber. Com- 
pletely upholstered. Boxed edges with grommets in front and rear 


which match ventilating tubes. A beautiful deluxe cushion possessing 
airolating properties found in no other 2” thick cushion. 


CUSHION PAD 


A low priced seat pad 7%” thick, providing a comfortable seat and 
greatly improving the appearance of chair. Tapered edges extending 
to chair seat surface. Sends material vulcanized to pad. Tuft effect 
molded in cushion top. 





Can be attached to all types 
of chairs to make them more 
comfortable by providing 
back support which assists in 
maintaining correct posture. 
Several different types of cov- 
er materials including genu- 





CHAIR BACK PAD 





ine leather. 





In the future, all seat cushions manufactured by the L. M. Bickett 
Company under Patent No. 2,025,712 will be referred to as Airolated 
Cushions. Airolate is a coined word and if and when it is included 
in the dictionary, it will appear as follows 


AIROLATE Forced ventilation by compression and vacuum. 


L. M. Bickett Company 





AIROLATED CUSHION A cushion containing cups and tubes which 
when compressed cause ventilation, as when cups are compressed 
air is expelled out of cushion, and these cups also create a vacuum, 
drawing in fresh air when cups resume their natural shape. 


Watertown, Wis. 


a on 
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The Five-Star Selection 


for Dealer Profits 


pe 


* Cellugraf Signals 
* Nu-Vise 
* Nu-Viz Signals 
* Maptacks 
* Vise Clips 


Signals 


They improve business routine, increase efficiency, cut 
office costs. Other star performers are Craffco Mark- 
ing Tacks, Vise Index Tabs, Cellu-Vise Index Tabs, 
Gummed and Transparent Cloth Tabs, and the long- 
famous Vise and Viz Signals. 


CELLUGRAF SIGNALS double 
the efficiency of visible index and 
record systems. The finest sig- 
nals made. Transparent celluloid 
in 6 colors and 2 sizes; Opaque 
(matte writing surface) in 4 col- 


ors, 2 sizes. 





NU-VISE SIGNALS .. . The 
modern signal for vertical 
eard records. Newly de- 
signed for easy attaching. 
No projections to catch 
edges of other cards. In 
12 brilliant colors, and 
printed sets. 





NU-VIZ SIGNALS 


‘for visible records. Flat 








front; no projections. 
“Tops” in steel signal 
value. Four = styles. 3 








widths, 12 brilliant colors. 





MAPTACKS have a hundred uses in re- 
cording data on maps or charts. Uni- 
form unbreakable heads; 
A thousand 
symbols, ete. 


needle points. 


combinations of colors, 





AT CHICAGO, SEPT. 23-26 
Meet Us at Booth W-19 





and see the fascinating exhibit of Craffco 
Time-Saving Office Devices. Write us for in- 
formation if you're not attending. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. 
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Cambridge, Mass. 
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Cc. J. ROGERS 

Charles J. Rogers, who retired from active service 
with L. C. Smith & Corona Typewriters Inc., in 1934 
after more than twenty-five years with that organ- 
ization, died Tuesday, August 20, following an attack 
of pneumonia. 

Mr. Rogers gained an outstanding record as a sSales- 
man with executive ability when he was appointed 
manager of the company’s Washington branch. For a 
great many years he worked in the nation’s capital, 
piling up an impressive number of quotas for his 








THE LATE C. J. ROGERS 


branch office which brought honor not only to himself 
but his men as well. 

In February, 1933, his achievements won recognition 
at the home office and he was appointed executive 
sales manager in charge of sales and advertising of 
all company products. A short time later he was made 
a vice-president and director of the company but 
continued to govern the sales and advertising. 

In April, 1934, Mr. Rogers resigned, his retirement 
being announced by President Hurlbut Smith in the 
following message to company executives and em- 
ployes: 

“It is exceedingly regretful for me to announce 
the resignation of Mr. Charles J. Rogers as vice- 
president and executive sales manager. Mr. Rogers’ 
valuable service with this company extends over a 
period of approximately twenty-five years, and the 
severance of these associations will, I am sure, be 
regretted by the entire organization.” 


'  & 


C. R. COMFORT 
Clarence R. Comfort, chairman of the board of the 
Comfort Printing & Stationery Company, St. Louis, Mo., 
and three affiliated corporations, died last month at 
his home in Webster Groves, Mo. He was in his sixtieth 
year and had been retired from active participation in 
business for about a year. 


Mr. Comfort was a trustee of Westminster College, 
Fulton, Mo.; Brooks Bible Institute and the St. Louis 
(Mo.) Presbytery and a director of the St. Louis Society 
for the Blind. 

Surviving are the widow, four sons and a daughter; 
his father, and several brothers and sisters. 

+ + § 
H. C. DAVISON 

Henry Coggill Davison, founder and retired president 
of H. C. Davison & Company, Inc., distributor of copy- 
ing books and paper, died July 30 in his eighty-sixth 
year. 

Mr. Davison’s passing occurred after a lengthy illness 
in his home in the Brittany hotel, 55 East Tenth street, 
New York City. The firm which he founded was one of 
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Astrid Allwyn, a 
Republic Picture Star 
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At the opera it’s sheer swank. In the 
office it's shrewd business sense. That's 
why concerns of established rank make 
it a rule to type all executive corre- 
spondence with OLD TOWN PURE SILK 
TYPEWRITER RIBBON and make all file 
copies with OLD TOWN SABLE CAR- 
BON. “Silk and Sable” give that some- 
thing to letters we call prestige—crisp, 
rich, lasting impressions. It's surprising that “Silk and 
Sable” cost so very little more than ordinary ribbons 
and carbons. 


DEALERS and PURCHASING SECRETARIES: “The Secret of 


AGENTS: You owe it to your- Beautiful Letters” is a treasure 
self to investigate “Silk and chest of information. Write for 
Sable.” Write for samples. free copy. 


thon & Carbon Co.,9ne. 
ae MANUFACTURERS 


750 PACIFIC STREET, BROOKLYN, N. Y. 


59 East Van Buren Street - + Chicago 
788 Mission Street + + + San Francisco 
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New 


NEV- R-KURL 
CARBON PAPER 


grt” 


WINS BUYERS’ 


PRODUC 


cal aut PURPOSE ACCEPTANCE 


PE 
CARBON | * BY 


iT $s 
EXCLUSIVE 


FEATURES 








Before marketing Nev-R-Kurl Carbon Paper 
we had users test it on all types of ma- 
chines. Besides claiming they got 35 to 
SO per cent more copies per sheet, their 
endorsement of its amazing new features 
was shown by orders that promptly 
poured in. 


Cuts Carbon Paper Expense 


Whether the temperature is hot, humid or 
cold, Nev-R-Kurl will not curl at all. Spoil- 
age is eliminated. Good carbon paper is 
not thrown away because it is wrinkled or 
rolled, Nev-R-Kurl does not smudge letter- 
heads, copy, fingers or clothes. Nev-R-Kurl 
always lies flat. 


Can Be Used Universally 


You can efficiently use any Nev-R-Kurl 
Carbon Paper on Standard or Noiseless 
Typewriters as well as Billing and Book- 
keeping Machines. No need for special 
sheets for each kind of machine. 


s 
Zipit FEATURE 


One pull separates all carbons and copy sheets in- 
stantly. Note corner cut and tab. Not necessary to 
pick them apart one at a time. Another time-saving 
feature. 





€ 
Makers of “Clear- 
Print” Typewriter 


Ribbons, Carbon 
Papers, Wood Stamp 
Pads 





HILLIPS PROCESS CO. Inc. 


194 Mill Street Rochester, N.Y. 
L. A. PHILLIPS, President 
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“OFFICE EQUIPMENT AND YOU” 

The part played by the office equicment industry 
in aiding the nation’s commercial and industrial life 
flow smoothly along their paths with the least fric- 
tion and the maximum efficiency, is told in “Office 
Equipment And You”, a new brochure recently pub- 
lished by the Office Equipment Manufacturers Insti- 
tute, New York City. 

The story is told in sixteen pages, bound in a deco- 
rative cover, and in some places draws upon the fan- 
tastic to emphasize its point. For instance: “What 
would happen if all office equipment were suddenly 
to be uninvented?” the book asks, and elaborates with 
the following to explain the chaos which would follow: 
“Throw out office equipment—vwrite letters by hand, 
keep books with pen and ink, write invoices in long- 
hand, obtain controlling reports with pencil and men- 
tal calculation.” 

On the other hand the business world today, the 
brochure explains, can thank the office equipment 
industry for a far different picture. Such as: 

... behind the scenes everything is planned—sim- 
plified—directed. A specialized industry. The Office 
Equipment Industry supplies the machines, systems 
and equipment which enable management to control 
its own creations—the gigantic industrial, governmen- 
tal and social systems as they exist in America today.” 

Other paragraphs deal with the office equipment 
industry in relation to other phases of social and busi- 
ness organization, such as the reliance placed upon 
modern business equipment by the great offices of the 
government and the speed generated in the ever- 
present job of crime detection and prevention solely 
by virtue of office machines, record housing facilities 
and specialized files and filing systems. 
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TAYLOR-MAIXNER 

Arthur I. Taylor, son of Mrs. Jessie I. Taylor of 
Globe Typewriter Company, New York, was married 
July 20 to Alice M. Maixner. The ceremony took place 
in the Little Church Around the Corner in New York. 
The reception was held at Arrowhead Inn on Henrik 
Hudson Parkway, Parkchester, in the Bronx. The 
young man assists his mother in the management of 
the Globe business. 
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BARTHOLD-SHAW 
Jack H. Barthold, floor salesman, Branham’s Inc., 
Oklahoma City, Okla., and Miss Carole Lenore Shaw 
were married August 16. The ceremony was performed 
by the Rev. W. Ward Davis, associate pastor of the 
First Presbyterian church. with members of the imme- 
diate families as the only guests——EVH. 


—+—~< 2 — 


ROSE-BEBB 
Leonard O. Rose of the Chicago branch of National 
Blank Book Company, was married on Saturday, 
August 17, to Bette Virginia Bebb at Evanston, II. 
They will be at home at 1639 Estes avenue, Chicago, 
after September 15. Mr. Rose is an active member of 
the Great Lakes Travelers Club, having served on a 

number of important committees. 
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MASTER LARRY ELLIS NICHOLS 
Chris Nichols, of the Gulf States Sales Corporation, 
Birmingham, Ala., passed out cigars on August 2 with 
the announcement that a son had been born to Mrs. 
Nichols on that date. The young man, who tipped the 
scales at nine pounds, seven ounces, has been named 
Larry Ellis Nichols. 
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National 
Transparent 


Folders 


Dramatize 
Whatever 
People Want 
to Show 














CW, Striking, dramatic... 
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...4nd DO THEY SELL! 


National Transparent Folders are already a phenomenal 
success. That’s because they have a dramatic eye-appeal 
to your customer. They snap up whatever is put in them - - 
photographs, sketches, samples, swatches, presentations 
- - anything that people want to show to advantage in 
selling or demonstration. They protect valuable papers, 
too, yet they are so transparent they show every detail, 
every color perfectly. 


They come in three styles and in various sizes. Each 
folder is equipped both with a white and a black mount 
sheet, and in the folders that are punched for ring book 
use, the black sheet is ‘‘Metal-Holed” with National’s ex- 
clusive, ultra-thin, gleaming copper reenforcements. 


Just another example of how National Feature Items stand 
out above competition -- and particularly above mere price 
competition. There’s full profit in the National line. 


S145 >= 


=2ZNATIONALS— 
mene ey WES 


NATIONAL BLANK BOOK COMPANY 


Holyoke, Massachusetts 


CHICAGO BOSTON 
328 S. Jefferson St. 45 Franklin St. 














SAN FRANCISCO 
747 Rialto Bldg. 
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The Five-Star Selection 
for Dealer Profits 


pp 


* Cellugraf Signals 

* Nu-Vise Signals 
* Nu-Viz Signals 

* Maptacks 
* Vise Clips 


They improve business routine, increase efficiency, cut 
office costs. Other star performers are Graffco Mark- 
ing Tacks, Vise Index Tabs, Cellu-Vise Index Tabs, 
Gummed and Transparent Cloth Tabs, and the long- 
famous Vise and Viz Signals. 


CELLUGRAF SIGNALS’ double 
the efficiency of visible index and 
record systems. The finest sig- 
nals made. Transparent celluloid 
in 6 colors and 2 sizes; Opaque 
(matte writing surface) in 4 col- 


ors, 2 sizes. 





NU-VISE SIGNALS ... The 
modern signal for vertical 
eard records. Newly de- 
signed for easy attaching. 
No projections to catch 
edges of other cards. In 
12 brilliant colors, and 
printed sets. 











NU-VIZ SIGNALS es 

for visible records. Flat 

f jection ls a 
ront; no projec s. | = 
“Tops” in steel = signal 1 2 | + od 

value. Four = styles. 3 7 








widths, 12 brilliant colors. 





MAPTACKS have a hundred uses in re- 
cording data on maps or charts. Uni- 
form unbreakable heads; needle points. 
A thousand combinations of colors, 
symbols, ete. 





AT CHICAGO, SEPT. 23-26 
Meet Us at Booth W-19 


and see the fascinating exhibit of Craffco 
Time-Saving Office Devices. Write us for in- 
formation if you're not attending. 


GEORGE B. GRAFF COMPANY 


64 Washbuin Ave. 














Cambridge, Mass. 
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Cc. J. ROGERS 

Charles J. Rogers, who retired from active service 
with L. C. Smith & Corona Typewriters Inc., in 1934 
after more than twenty-five years with that organ- 
ization, died Tuesday, August 20, following an attack 
of pneumonia. 

Mr. Rogers gained an outstanding record as a sales- 
man with executive ability when he was appointed 
manager of the company’s Washington branch. For a 
great many years he worked in the nation’s capital, 
piling up an impressive number of quotas for his 











THE LATE C. J. ROGERS 


branch office which brought honor not only to himself 
but his men as well. 

In February, 1933, his achievements won recognition 
at the home office and he was appointed executive 
sales manager in charge of sales and advertising of 
all company products. A short time later he was made 
a vice-president and director of the company but 
continued to govern the sales and advertising. 

In April, 1934, Mr. Rogers resigned, his retirement 
being announced by President Hurlbut Smith in the 
following message to company executives and em- 
ployes: 

“It is exceedingly regretful for me to announce 
the resignation of Mr. Charles J. Rogers as vice- 
president and executive sales manager. Mr. Rogers’ 
valuable service with this company extends over a 
period of approximately twenty-five years, and the 
severance of these associations will, I am sure, be 
regretted by the entire organization.” 


' i } 


C. R. COMFORT 

Clarence R. Comfort, chairman of the board of the 
Comfort Printing & Stationery Company, St. Louis, Mo., 
and three affiliated corporations, died last month at 
his home in Webster Groves, Mo. He was in his sixtieth 
year and had been retired from active participation in 
business for about a year. 

Mr. Comfort was a trustee of Westminster College, 
Fulton, Mo.; Brooks Bible Institute and the St. Louis 
(Mo.) Presbytery and a director of the St. Louis Society 
for the Blind. 

Surviving are the widow, four sons and a daughter; 
his father, and several brothers and sisters. 

+  & 
H. C. DAVISON 

Henry Coggill Davison, founder and retired president 
of H. C. Davison & Company, Inc., distributor of copy- 
ing books and paper, died July 30 in his eighty-sixth 
year. 

Mr. Davison’s passing occurred after a lengthy illness 
in his home in the Brittany hotel, 55 East Tenth street, 
New York City. The firm which he founded was one of 
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At the opera it’s sheer swank. In the 
office it's shrewd business sense. That's 
why concerns of established rank make 
it a rule to type all executive corre- 
spondence with OLD TOWN PURE SILK 
TYPEWRITER RIBBON and make alll file 
copies with OLD TOWN SABLE CAR- 
BON. “Silk and Sable” give that some- 
thing to letters we call prestige—crisp, 
rich, lasting impressions. It's surprising that “Silk and 
Sable” cost so very little more than ordinary ribbons 
and carbons. 


DEALERS and PURCHASING SECRETARIES: “The Secret of 


AGENTS: You owe it to your- Beautiful Letters” is a treasure 
self to investigate “Silk and chest of information. Write for 
Sable.” Write for samples. free copy. 


Ola Town 


Hibtbon & Carbon Co.,9ne. 
Pa... MANUFACTURERS 


750 PACIFIC STREET, BROOKLYN, N. Y. 
59 East Van Buren Street - + Chicago 
788 Mission Street + + + San Francisco 















Aute-lypist Sales 
Doulle in Girst 
Seven Mentha of 1940 





In the first seven months of 1940, all previous Auto-typist sales 
records were broken. Manufacturers, retailers, banks, hotels. 
schools, government agencies, insurance companies, investment 
houses, and hospitals were among the institutions that bought 
Auto-typists during the past six months. 


WHY? Because Auto-typists have a dozen important uses in 
every office. They will automatically type sales letters, collection 
letters, adjustment letters, follow-up letters, and a variety of other 
routine correspondence. In doing this they eliminate a great deal 
of dictation as well as much laborious hand typing. 


Without increasing labor costs or office payroll, without adding to 
your Social Security payments, you can greatly expand the output 
and effectiveness of your stenographic department by adding 
Auto-typists. 


Investigate Auto-typist possibilities by clipping this coupon today. 


AUTO-TYPIST 
AMERICAN AUTOMATIC TYPEWRITER CO. 


600 N. Carpenter St. 320 Broadway 
CHICAGO, ILL. NEW YORK CITY 


MAIL THIS COUPON FOR FULL INFORMATION 





AMERICAN AUTOMATIC TYPEWRITER CO. 
600 N. Carpenter Street, Chicago, III. 


] Send me Auto-typist information 


] Tell me about your Dealer Plan 
Name 
Firm 
Street 


City and State 
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the few which today continue to manufacture copying 
books which were in use in offices in the last century 
before the typewriter and carbon paper came into uni- 
versal use. 

Many of the older men in the industry remember the 
uses to which the copying paper was, and in some in- 
stances still is, put. It was made to receive the ink 
impression of documents or letters of which reproduc- 
tions were desired for record. The paper, an unusually 
thin kind, was first dampened and then placed in con- 
tact with the letter to be copied, the whole being placed 
in a press, whereupon some of the ink of the letter was 
transferred to the copying paper. The method is still 
used to a limited extent. 

Mr. Davison is survived by his widow, Mrs. Carolina 
M. Davison, and a son, Henry C. Davison, Jr. 


it + 


Cc. J. CAMPBELL 

Charles James Campbell, a director of W. J. Gage 
& Company, Ltd., Toronto, Canada, and a member of 
its staff for fifty years, died August 19 at the age of 
eighty-one. 

Mr. Campbell, well known in stationery circles in 
Canada and the United States, started his career in 
the field in August, 1878, by joining Adam Miller & 
Company of Toronto. This firm later became W. J. 
Gage & Company, Ltd., and it was about this time 
that Mr. Campbell was away from the organization, 
returning ten years later. For a number of years he 
traveled western Ontario but in recent times was 
given the management of the company’s sundry sta- 
tionery division. Since 1881 he has been a member 
of the Commercial Travelers Association. 

Mr. Campbell is survived by a daughter, Mrs. J. A. 


Taylor. 
+- + -& 


Ww. S. CUMMINGS 

W. S. Cummings, president of the Comfort Printing 
& Stationery Company, St. Louis, large office supplies, 
equipment and furniture firm, died August 16 of heart 
disease at a St. Louis hospital. He was fifty-nine years 
old. 

Mr. Cummings went to St. Louis in 1900 from his 
home in Sedalia, Mo. He became identified with the 
Comfort firm and was made vice-president in 1918 
and president a year ago. He lived at 447 Belleview 
avenue, Webster Groves, Mo. 

Surviving are the widow, a son and a brother.—HB 


- + 


G. D. NORMAN 

As this issue goes to press we learn of the death 
‘ast month of George D. Norman, Jr., assistant 
manager of the Hoosier Desk Company, at Jasper, 
Ind. It is expected that a more complete report of 
his passing, together with an outline of his history 
in the office furniture field, will appear in the 
October issue. 

— 
GOES’ “ELECTION” LITERATURE READY FOR 
DEALERS 

The Goes Lithographing Company, 42 West Sixty- 
first street, Chicago, has published and introduced 
to the trade a number of timely folders, blotters, pic- 
tures, etc., all more or less concerned with the com- 
ing presidential election. Among these are the fol- 
lowing numbers: 

Presidential blotter, in three colors, showing all of 
the presidents: presidential election blotter, showing 
electoral vote by states for the past fifteen years; 
presidential election booklet, containing interesting 
information concerning presidential elections; a Will- 
kie folder, containing a portrait in full color of Wen- 
dell Willkie and a biographical sketch of the presiden- 
tial candidate, and a folder bearing portraits in color 
of Mr. Willkie and Charles L. McNary, Republican 
nominee for vice-president. 
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e Complete in two compact binders. e@ Provides stock forms selected and arranged for 
modern bookkeeping requirements. 
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e Ledger—for accounts receivable. ie cialectee a a =e experience 


@ Suitable for large or small businesses. @ Saves customer time and trouble. 


e Journal—for original entries. 
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SIMPLEX 


LEDGER OUTFIT 
Stock No.047-40, Size, 914x117, in. 


JOURNAL OUTFIT 
Stock No. 042-40, Size, 914x117, in. 












































































































































F asn.Receiveo, Monty or __ CASH RECE = @ Outfits include a supply of the stock forms ACCOUNTS RECEIVABLE par AES 

see [sie ge dia illustrated, and indexes for speed and conven- a Levermee ————— 

| i | cwounre rows | ience in posting and reference. @= [- | pit T=] 
swerve CHECKS DRAWN] op; 3 as : co Cit 

ee re Binders are ‘‘Custom Built’’ quality, key rae COUNTS PAYABLE Pons aes 
[ae Re operated concealed mechanism. | ee ee 
ALES, MONTH OF SAE 5] The Journal Outfit is housed in No. EMB-19 R me ee Co a | 
15 H Retr ae) PH Chain Binder featuring flexible chain me ee — it 
fT | post mechanism. Bound with exceptionally GENERAL LEDGER NAME OF ACCOUNT 
x = oa coe: GD oss cone aoe 

re = ois NVOICES! durable, black levant grain imitation t= eo Tx] == ro) Bed 

= _ a PE ERE CORI eB ETT = | | 7 ~ TTT TdT © 

Tesxlo=] ae 1 <ananz | leather. [TT Vee LUE Se 

® Serer leanen Econo 0 wl lf ROFIT | AND LOSS $5 STATEMENT, PROFIT AND Loss 

t+ 2 = , The Ledger Outfit is housed in No. 213- aaa —nmrenseseat 

| JOURNAL ENTRIES FOR MONTH OF URNA ! - " . | Salee i 

Ss | 40 “Jewel” Ledger Binder. Closed [| tsi tinct satire am] 

7 “i ee | ee | ~—soround steel back, richly bound with [|] | canes aiaipeiemeto ; 

= 4 Grover Fd | RAL ANCE SHEET BALANCE SHEET 

pate ET BANK STATEMENT] closely woven corduroy and durable, | ar span RE Mate 

emma ceca | red imitation leather back [Jj 

| wousen amount : ensen, snipen uanet f ies ri 

LTT] Teese] © and comers. = eae 




















a iu aac 


OFFICE APPLIANCES 


NI 
hN 


SHEAFFER'S | 


Fluorescent Fineline Case Deal 


WE REPEAT... Because 
IT REPEATS 


AND 







In several thousand stores in the U. S. A. 
there is no need to explain Sheaffer's 
Fluorescent Fineline Case Assortment; 
its phenomenal sales shout louder than 


this message can shout. 


It has piled up instant, continuous 
plus sales such as few dealers experi- 
enced previously. It has brought the wal- 
lop of a bargain to the solid profit of a 
staple, and improved consumer goodwill 
as well. 

Many stores are using two or more, 


often locating the extra cases in depart- 
ments removed from writing equipment. 


ApsoLuTeLy Why It 
FREE! Succeeds 

Each passing day means This case combines the real-as-life attractive- 

; ag ness of fine merchandise, with the astonishing 
lost sales! Inquire! The national success of Sheaffer's Fineline, and 
case is free, or at a very __ puts that combination at EYE LEVEL. Every- 
body is a Fineline prospect, everybody sees the 
case, and a good percentage is responding to 
this case. 


W. A. SHEAFFER PEN COMPANY 


Fort Madison, lowa 


small charge, depending 
upon the assortment you 
choose. Either way, you 
profit! 


“Pen Capital of America” 
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ALL-TYPES COMPANY IN NEW CHICAGO LOCATION 


On September 1, the All-Types Office Equipment 
Company moved into its new home at 2508 South 
Michigan avenue, Chicago. The firm started in a 
small way ten years ago, operating a typewriter ex- 
change and since that time has expanded to where 
they now operate three stores located on the south 
side and the north side of the city. 

And from the typewriter exchange has grown a 
complete office supply department stocking 20,000 
items as well as an office furniture and filing depart- 
ment, a modern printing plant with equipment to 
handle all types of printing. 

The machine department features rebuilt type- 
writers, adding machines, calculators and dictating 
machines and includes a complete repair department 
as well as a rental division. A feature in the furniture 
department is a steel cabinet division which stresses 
steel filing equipment and utility cabinets and stools 
for office and home use. A division of the furniture 
department is devoted to chrome furniture for both 
home and Office. 

The new home covers 14,000 square feet and in- 
cludes a warehouse for serving the branch stores. All 
buying will be done at the above address and manu- 
facturers’ catalogues as well as salesmen will be 
welcome. 





MODERN DISPLAY IN NEW SHEPARD STORE.—When E. J. 
Shepard, Edwardsville, Ill., opened his new store at 112 St. 
Louis street, he insisted on the latest types of modern dec- 
orating and display facilities with the result shown above. Note 
the streamlining effect of the below-counter spaces for Rem- 
ington typewriters and pleasing contours of the display shelf 
at the right. The large sign on the floor speaks for itself and 
tells the community at large just what type of merchandise 
the store features. Mrs. Shepard is standing before the glass 
showcase in rear of the store. 


<—_-.———— 


INFORMATION WANTED 


A prominent typewriter operator cautions the trade 
to watch out for a man calling himself William R. 
Callahan who is wanted for irregularities in service 
work and collections. Among cities where he is said 
to have operated recently are Yuma, Arizona, Kansas 
City, Missouri, and Chicago, Illinois. It is requested 
that anyone having pertinent information get in touch 
with the Yuma Coin and Typewriter Exchange, Gan- 
dolfo Theatre Building, Yuma, Arizona. 

—- o— eC” 

BURT & JEFFERS CHANGES COMPANY NAME 

The stationery and office supply firm of Burt & Jef- 
fers, Inc., has recently changed its name to Burt & 
Company, according to a statement issued last month 
by Leo W. Burt. The company will continue to oper- 
ate at 320 Pearl street, Hartford, Conn., with the entire 
organization remaining intact 
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it’s fun 


Here is a brand new way to keep 
photos and negatives 





e Loose Leaf 
. . « Visible Titles 






Nega-Print is more than just another pho- 


tograph album. 


Photos are fastened to each side of the 
envelopes — extra prints and negatives are 


placed inside the respective envelope. 
“A place for everything — 
Everything in its place.” 


Nega-Print combines the efficiency of 
MULT-O and the beauty of cushion edge. 


Your customers will want this album—some 


will need several of them. 


Now is the time 


Mr. Dealer 


Write today for samples and prices. 


TRUSSELL MANUFACTURING CO. 


POUGHKEEPSIE, N. Y. 
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and horizontal 


Announcing. 
MIDCO 








Mode! No. 1002 


(Old English Bronze Plate) 
Beautiful from any Angie 





Mode! No. 1005 Clamp-on 
20” Horizontal over-all extension, 
Vertical and Horizontal adjustment, 
single arm, double swing. 


Mode! No. 1006 Clamp-on 
Horizontal extension, vertical 
adjustment, double 
arm, triple swing 














MIDCO 
PERFECLITE 
EXCLUSIVE 

Light Control 
FEATURE 





Perfecilite’s Dual Reflector 

offers complete contro! of 

light rays, and distribution 
to the working area 





1941's 
MOST 
ADVANCED 
LAMP 
OFFERING 


Eye appeal plus price 
appeal plus matchless 
lighting and construc- 
tion features ... are 
all there .. . in Midco 
Perfeclite Fluorescent 
Lamps. An important 
feature is its INSTAN- 
TANEOUS STARTING 
with manual, trouble- 
free switch. A simpli- 
fied line, yet so com- 
plete as to meet every 
need wherever port- 
able lamps can be 
used. 

Midco Perfeclite line 
—the SURE PROFIT 
line of Quick Turnover 
and Satisfactory 
Mark-up. 

Send for Literature, 
prices and discounts 
on MIDCO PERFEC- 
LITE Fluorescent 
Lamps NOW! 

Plan to visit our show- 
rooms while attending 
the Chicago N.S.A. 
Convention. 


MIDWEST 
NATURLITE CO. 


440 N. Wells St. 
Chicago, Ill. 
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PACIFIC NORTHWEST NOTES 

The Seattle agency, the Cash Register Exchange of 
2222 Second avenue, had the honor of furnishing 
Ohmer toll recorders for the Lake Washington float- 
ing bridge—the structure of steel and concrete that 
floats over spacious Lake Washington and links Seat- 
tle with its across-water suburbs. The Seattle agency, 
which handles Ohmer cash registers for every pur- 
pose as well as other business machines, had the toll 
recorders built especially for the heavy traffic that 
flows over this new $9,000,000 toll bridge that is the 
eighth wonder of the engineering world. 

* * 7. 

B. Gard Ewing, a pioneer in the ranks of the sta- 
tionery and paper field of Spokane, Wash., who died 
this summer at the age of eighty-three years at Spo- 
kane, left a $131,031.81 community property estate, 
according to the inventory recently filed in Superior 
Court of Spokane. This estate of the veteran sta- 
tionery as well as paper and civic leader includes 
more than $3,000 in cash and $19,000 in real estate, 
as well as $59,500.27 of the stock of the B. G. Ewing 
Paper Company, which he headed in Spokane for 
many years, and the balance in stocks and bonds. 
Under the terms of the will $2,500 will be given to the 
two sisters of Mr. Ewing, while the residue is be- 
queathed to the widow, Mrs. Katherine Brace Ewing. 

© o > 

A $30,000 improvement program is running through 
August and early September at the University Book 
Store, office and student supply headquarters along 
University Way, Seattle, in preparation for heavy 
trading of students when the new school year opens. 
The job is expected to be completed in ample time 
for the first Fall freshman to fill his needs for type- 
writers, books, stationery, and hosts of other collegi- 
ate merchandise. Many major improvements will be 
incorporated in the extensive remodeling, according 
to Lyle Gross, assistant manager of this university 
store, which is one of the most successful in the na- 
tion, giving handsome rebates as returns to patrons 
on conclusion of the college year annually. 

+ ” - 

Achieving notable success in Eastern advertising 
and fashion fields is Miss Rose Trick, daughter of 
O. D. Trick of Trick & Murray of Seattle. Vacation- 
ing at home last month, Miss Trick has become a 
notable member of the advertising staff of one of the 
outstanding New York stores and is carving a splen- 
did career in the big city—CML. 

= oe 


SOUTHERN NEWS NOTES 

Approximately 100 dealers and salesmen of Parker 
Pens in Atlanta, Ga. and its vicinity were guests of 
“Dusty” Rhodes, southeastern representative of the 
company, at the Hotel Ansley roof garden on Monday 
evening, July 21. The group witnessed an industrial 
motion picture, “How Parker Pens are Made and How 
to Sell Them.” The picture was followed by dinner and 
dancing. 

*~ * a 

Senior salesmen in North Carolina for the type- 
writer division of Remington Rand Inc., held an all- 
day meeting at the O. Henry hotel, Greensboro, N. C., 
Monday, July 29. J. H. Allen, Greensboro branch man- 
ager for the company, presided over the meeting, and 
T. W. Ralph, of Buffalo, N. Y., assistant sales manager 
for the company’s typewriter division, made the prin- 
cipal address. 

4 a 7 

Alan McDonnell, formerly city advertising manager 
of the Macon Telegraph, Macon, Ga., has purchased 
the Brown’s Book Store .. . one of the oldest enter- 
prises in Macon .. . from Grant Fuller and has as- 
sumed active management of the concern. 


* * 


A lot 50 by 140 has been purchased by The National 
Cash Register Company at 820 Biscayne boulevard, and 
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PINS 
PUSH YOUR SALES UP ae 
° FASTENERS 
With the Yellow Box Line mites 
Here's the complete line that means a fast turnover. It’s the STAPLES 
standby of successful stationers— they know from experience L- si: 7 
how it builds repeat sales—and how it attracts | ana related stems 


new customers by more powerful, harmonious 
displays. 
MONEY-MAKERS FOR YOU — 


TIME-SAVERS FOR YOUR CUSTOMERS 
Remember! You will save money by buying G A K 


from a single source. Simpler bookkeeping and 
ordering will lower your office costs. 


Your customers also save time with the Yel- 





Division of Scovill Manufacturing Company 


“J 
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A complete 
variety of sizes 
and types 
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The Home of The Famous Yellow Box Line 


VILL 


COMPANY 





Waterbury, Connecticut 





low Box line. No defective items to cause 


delays...full, generous count in every package. “*” 


YORK ° CHICAGO ° SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2, 




















.. . there are ways 
to get rich 
without hard work 
but it’s such hard work 
to learn them! (oid proverb) 


Some thirty-three years ago the founders of 
this business decided that the grey beard who 
had worked out that philosophy ‘‘had some- 
thing.’’ And forthwith, they rolled up their 
sleeves and went to work. 

They aren’t quite the biggest in their line 
today, but they’re happy in the thought that 
they’ve built a healthy business which thou- 
sands of businessmen look to for certain of 
their every day needs. 


It’s a business that has grown steadily because 


every customer got and gets, just a little more 
than he expects with each purchase. 

A business will grow that way. You can’t stop 
it. It’s the American success formula. It’s the 
principle of the ‘‘baker’s dozen’’. . . the unex- 
pected bonus. 


It’s the policy that wins and holds customers. 


IT’S THE IMPERIAL METHODS POLICY 


To commercial stationers and dealers in of- 
fice supplies and equipment, we address an 
invitation to investigate our ability to help 
you increase your sales and profits. Our 
catalogue and price list will be mailed on 
request. Write us today! 
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the company intends to construct a modern building 
on it from which to serve the Miami trade area. This 
building will be two stories in height, of concrete block 
construction, and will measure 36 by 104 feet. Build- 
ing and lot together will cost around $85,000. T. How- 
land Sweeting is manager of the company’s Miami 
office —JHR 
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"aS PROVEN BY INDEPENDENT SCIENTIFIC RESEARCH 
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FEATURING TICONDEROGA PENCILS.—This striking new 
window poster issued to the dealer by the Joseph Dixon Cru- 
cible Company, Jersey City, N. J., features Ticonderoga pencils 
and is offered as a means of securing school trade. With its 
appealing illustration by Francis Tipton Hunter below heroic 
Ethan Allen, leader of the Green Mountain Boys, the poster 
is singularly timely with the nation’s efforts to stress to the 
school pupil the American spirit. 


ee 


REMINGTON’S 
GROWING BUSINESS 

Declaring that despite unsteady business conditions 
brought about by the European war a steady increase 
in sales during the latter half of last year has increased 
the rate of manufacture in practically all the com- 
pany’s plants, Remington Rand, Inc., 
its annual report to employes. 

The report, made by President James H. Rand, Jr., 
is the third issued in as many years. In plain language, 
supported by graphs and charts, it explains important 
facts regarding the operations and financial conditions 


last month issued | 


REPORT TO EMPLOYES INDICATES | 


of the firm affecting the interests, welfare and security | 
of more than 14,000 employes in the Remington Rand | 


GRAND PRIZE 


sixteen plants and 224 branch offices throughout the 
United States. 

“The disturbed economic conditions arising from the 
war in Europe have affected the company’s foreign 
business,” the report said, “but during the last fiscal 
year it was possible to maintain approximately the 
same total volume of sales in foreign fields as in the 
preceding year. Every effort is being directed towards 
increasing sales in the domestic field and in those mar- 
kets not affected by the war to offset the loss of busi- 
ness in countries directly affected by the war.” 

As a result of these efforts, Remington Rand em- 
ployes learned, sales amounted to $44,030,527 during the 
last fiscal year—of which they (the employes) received 
$23,740,326 in wages, commissions and salaries, equiva- 
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Announce 


A New Improved 


"GRAND PRIZE’ 


Typewriter Ribbon 
@ ACTUALLY LASTS LONGER! 


@ RETAINS DEEP - WRITING 
QUALITY BEYOND EXPECTA- 
TIONS! 


@ COMBINES SHARPNESS WITH 
EXCEPTIONAL RECUPERA- 
TIVE AND EASIER-ERASING 

QUALITIES! 

Beres, 
The 
Worlds ~ 
Stonisrd 
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This new “Grand Prize” Ribbon 


has been perfected only after years 
of experience in manufacturing su- 
perior quality ribbons. Let Grand 


Prize’ build big, continuous busi 


ness for you! 


An Exclusive Agency 
on GRAND PRIZE Rib- 
bons and Carbons in 
your city points the 
way to new profits 
Write for dealer 


Proposition booklet 


FREE BOOKLET 


Carbon Paper Facts” 
Too! Send for our free book- 
let, “Carbon Paper Facts,” 
which gives you the impor- 
tant facts you should know 
about Carbon Paper! 


Get 


our 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
J. FRANCIS O'CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 




















ALING. 


Business Systems 


FOUNT-O-INK turns writing trouble into writing 
joy. Ends the nuisance of a dry 
FOUNT-O-INK pen actually fills itself! It needs only 
Never dry, 


instantly. The 


or empty pen. 


to be set into the fount receptacle. 


FOUNT-O-INK pen 


ink supply 


always starts 
quantity is visible and automatic. No 
messy well filling ever. Non-corrosive, smooth writ- 


ing, long wearing pen points. Light restful pen 
holder. Appealing in beauty, fascinating in opera- 
tion, FOUNT-O-INK Writing Set is a thrill to use. 


Chosen for its efficiency in offices around the world. 





Double and sin- 
gle sets. Variety 
of models and 


color combina- 














tions. Price be- — 
gins at $2.50. 
Vo. 22-40BR Double Set..88.00 
Onyx and bronze finish. Supply bettie is in- 
Matching single set $4.00 verted in the set. 
No ink spills. In- 


duction feed con- 


trol 


VR. DEALER: FOUNT-O-INK is a golden oppor- 


tunity for volume sales and business building. 


Visit FOUNT-O-INK display, Booth E-8, at N.S.A. Convention. 


Sept. 23rd to 26th, Chicago, or write now for catalog and oppor- 


G04 eSunt-o-inn co. 


2652 Pasadena Ave., Los Angeles, Calif. 


tunity details. 





| WRITING JOB IN THE 
bo THES AT WORK EXHIBIT 


Building 
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lent to 52.9 per cent of each dollar of income. They 
also were advised that the company has paid social 
security, state, local, federal and foreign taxes amount- 
ing to $1,921,443 of which $795,679 was in the form of 
employment insurance and old age pension taxes for 


their benefit. 
—_<-  — 





FEATURING M. & V.—This striking display of Mittag & Volger 

products was recently made in a window of the Charles E. 

furnock Company, Kenosha, Wis., and attracted considerable 

attention by its unique arrangement. In the center was a bird 

singing behind which was the line “Put Harmony in Your 

Work.” In front were several ribbons and carbons of the 
M. & V. lines arranged in an attractive manner. 


——- 9 =i 


STONEHOUSE CELEBRATES 25 YEARS WITH ROYAL 
On August 1, Albert M. Stonehouse, school depart- 
ment manager of the Royal Typewriter Company, Inc., 
celebrated his twenty-fifth anniversary with his com- 
pany. 
First becoming associated with Royal in 1915, Mr. 
Stonehouse began his career in the Boston territory 


ad 





A. M. STONEHOUSE 


as a school salesman. From that year through 1921, 
he built up sales in the New England district to new 
records. When the school department was created in 
the company, he assumed the managership and con- 
tinued extending his record. 
ee a 
JUNE EXPORTS SHOW DECREASE 

A recent release from the Department of Commerce, 
specialties division, shows that exports of office appli- 
ances for the month of June fell twenty per cent low- 
er than the total for May. The actual figures were: 
June, $1,594,021, and May, $1,978,346. The June, 1939, 
total was $2,517,835. 

The value of exports during June in principal clas- 
sifications with the percentage decrease compared with 
June, 1939, was as follows: Accounting and calculating 
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TEXCEL 
DISPENSERS 
WITH A DOUBLE 
DUTY CUTTER! 





15¢ and 25c Texcel 
Cellophane Tape in 


the New Dispenser 
—A SMASH HIT! 


The wide use of Texcel in indus- 
tries, stores, offices, homes, libra- 
ries, art departments, drafting 
rooms, schools, etc., proves its 


popularity. 


Feature this famous transparent 
tape that sticks without moisten- 
ing, and watch sales and profits 


grow. 





This side of cutter for 
cutting Texcel BE- 
FORE APPLYING. 





These Sizes Move Fast Large Dispensers 
25c Roll with double duty cutter No. 1 Commercial Dispenser « 
%” x 300” holds 2592” rolls. 
25c Roll with double duty cutter No. 2 Office Dispenser holds 
+ 1296” and 792” rolls. 


1Sc Roll with double duty cutter 
we 


2” x 180” en od 

10c Roll—without cutter = 
Packed in attractive Counter Display This side of cutter for 
Cartons. cutting Texcel AFTER 


APPLYING. 








Complete Range of the Popular Sizes. Price Schedules on Request 


INDUSTRIAL TAPE CORPORATION 








CHICAGO, ILL. ° NEW BRUNSWICK, N. J. . SAN FRANCISCO, CAL. 








SO 


LEAD 


VAN DYKE 4 
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FLUORESCENT / 








$375 


LESS TUBE 





MODEL No. 900 
* 
* 





MODEL 950 


STREAMLINED CLASSIC MODERN FLUO- 
RESCENT that will make any desk look 
distinguished. ‘‘Streamlite Parasil'’ reflec- 
tor designed to eliminate all glare and shed 
maximum illumination. Walnut base with 
hand rubbed finish. Solid bronze pen hold- 
er and appointments. Shade finished in 
morocco brown and natural bronze. Instan- 
taneous manual type switch and ballast. 
~ watt tube. For A.C. Height 10”—width 


Model No. 950. 






UNEQUALLED FLUORESCENT VALUE — 
Appeals to the most discriminating require- 
ments for quality. efficiency and beauty. 
Unique streamlined design stimulates sales. 
Solid bronze pen holder and appointments. 
Solid walnut, 2 step base with adjustable 
Van Dyke ‘‘Colortone”’ 
neous manual switch and ballast. 
tube. Height 11'/,”—width 18”. Price deties 
all competition. For A.C. current. 


THE WINNER! a 
AMERICA’S GREATEST 
FLUORESCENT VALUE 


the Fluorescent lamp you've been wait- 
ing for. Solid walnut base—solid bronze 
pen holder and appointments. Adjustable 
shade with “Colortone” reflector. Van 
Dyke “Lustrous Bronze” applique or Mo- 
rocco finish. Instantaneous manual type 
switch and ballast. Underwriters ap- 
proved materials. 15 watt fluorescent 
tube. Height 11!/,”, width 18”. For A.C. 4 
current. Model 900 





MODEL 1277 






THE GIRAFFE 


Completely adjustable in all directions—folds compact- 
ly when not in use. Maximum extension 28”. Features 
the ‘‘Streamlite Parasil’’ reflector making for the most 
efficient fluorescent illumination known to science. Fin- 
ished in Van Dyke Morocco Brown and Bronze. In- 
stantaneous manual type switch and ballast. 15 watt 


tube. For A.C. current. Model No. 1277. 





MODEL 975 
MODEL 925 


Regardless of Price—The Ultimate in Fluo- 
rescent Desk Lighting. Solid walnut base 
—hand rubbed metal, exquisitely plated 
oxydized bronze. Optional finish—ivory and 
natural bronze with maple base. Solid 
bronze pen holders and appointments. Na- 
tionally advertised electric clock in walnut 
case. ‘‘Streamlite Parasil’’ reflector—adjust- 
able for utmost efficiency. Instantaneous 
manual type switch and ballast. 15 watt 
— For A.C. current. Height 11”—wdth 
18”. 


Model No. 975 


Instanta- 
15 watt 


reflector. 


Model No. 925. 


WRITE or WIRE for literature covering the most complete line of Fluorescent equipment in America. 


VAN DYKE INDUSTRIES 





2857 S. HALSTED STREET 


CHICAGO, ILLINOIS, U.S.A. 
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machines, $515,250, a decrease of forty per cent; cash 
registers and parts, $129,408, fifty-three per cent; and 
typewriters and parts, $654,231, thirty-four per cent. 

Staplers and used typewriters were the only items 
of office equipment to show an increase, the report 
stated. 
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LOS ANGELES MEETS SENGBUSCH PRODUCTS.—This win- 
dow, devoted entirely to products of Sengbusch Self-Closing 
Inkstand Company, was displayed by the Stationers Corpora- 
tion, 525 South Spring street, Los Angeles. The window con- 
sisted of Handi-Pen desk sets and the Adapto pen set. A 
feature of the window was the building of a display at various 
levels to accommodate persons of different heights. The stand- 
ard display unit was furnished by Sengbusch. 


= 


ZAC SMITH TO REMODEL STORE 


The Zac Smith Stationery Company recently placed 
contracts for the remodeling of its four-story building 
in Birmingham, Ala. 

The front of their building will undergo changes 
which will bring it up-to-date. The show windows 
will be panelled, refinished and new floors and 
fluorescent display lights put in. 

The interior of the first floor which houses the sta- 
tionery department will have a new ceiling which will 
not only beautify the store, but will also sound-proof 
the first floor from the second floor where the printing 
and engraving machinery is located. In addition a 
thorough painting will be given the first floor and 
eight four-bulb fluorescent light fixtures will be in- 
stalled. New walnut display cases will be added to 
modernize the interior of the store. 

The furniture display room on the fourth floor will 
also come in for a “face lifting.’”’ Modern fluorescent 
daylight lighting will be installed and a new paint 
job will be applied to ceiling and walls. Rugs will be 
used under period suites, which will be arranged in 
modern offices, and one of the finest furniture displays 
in the South is planned. 

The company was organized in 1882 and has always 
gone forward. Beginning with half of a twenty-five 
foot store, the firm has steadily grown until now it oc- 
cupies two large buildings, one a four-story building 
and one a three-story building, both being a half block 
in length with a total floor space of 29,000 square feet. 
The main store is located in the heart of Birmingham, 
two doors from its original location fifty-eight years 
ago. The second store, which also warehouses office 
furniture and other surplus stock, is located three 
blocks from the main store. 

More than forty men and women are regularly em- 
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MULTIFOLDED 





Complicated folds quick as a wink. 


OFFICE FOLDING MACHINE 


PORTABLE 
LOW-PRICED 


FAST NOISELESS 


Does away with hand fold- 
ing. The machine is about 
the size of a typewriter 
and weighs only 36 pounds 
with motor. Where Speed 
—Ease—Neatness and 
Accuracy in folding count 
MULTIFOLDER will soon 
pay for itself. Makes all 
standard folds—maximum 
capacity 10 by 16 inches, 
minimum 2!/, by 5 inches. 
Carries a one year factory 
guarantee. 





HAND ELECTRIC 


$135.00 $175.00 


F.O.B. Factory 











Made by the Makers of 


MULTISTAMP 


REG. U.S. PAT. OFFICE 
The Rocker Type Duplicator 
That Prints Anywhere 


THE MULTISTAMP CO., Inc. 
Norfolk, Virginia 
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AT LAST! a great tacker 


that gives you a 
RESPECTABLE PROFIT! 

















$ 6 50 
It's a winner! In rigid tests on our own proving ma- 
chines, Speedmatic out-performed all competitors in 
driving power and wear. It’s an engineering triumph 
in true “Swingline” tradition. Not only non-jammable 


and but chock-full “Better 


Work” features. Compare Speedmatie with any other 


non-breakable. of new 


tacker! And remember— it’s a Dealer product giving 


respectable dealer profits. 


1. WIDE OPEN 
CHANNEL. 
Like Swingline of- 
fice staplers, Speed- 
matic’s wide open 
channel gives split- 
second loading and 





instant removal of 
any non- feeding 
staple. 


Red flag pops into view when magazine 


2. RELOAD SIGNAL. 


is almost empty. 


Drives staples within 1/16” of uprights, 


3. NARROW WIDTH. 


Solid steel with hardened moving parts. 


4. CONSTRUCTION. 
Non-breakable. 


Non-glare black casing. Easier on the eyes. 


5. FINISH. 


sizes—3/16", 1/4”, 5/16”. 
Box of 5000, $2.00. 


staples available for men 


6. STAPLES. Loads three staple 
Heavy gauge, chisel pointed wire. 


“Pocket Pack” of 1000 1/4” 


on the road. 


ANOTHER xz PRODUCT 


For complete details, write 


SPEED PRODUCTS COMPANY 


37-18 Northern Blvd. Long Island City, N. Y. 


spec ial 


small 





OFFICE APPLIANCES 


ployed and their total years with the company amount 
to 270 years. Ten city and one road salesman cover 
Birmingham and North Alabama. 

This company engages in the printing and engraving 
business, operating their own complete plants, as well 
as general office supplies and office furniture. The 
companies represented, Many on an exclusive basis, 
include: Acme Visible Records, Inc., Allied Carbon 
& Ribbon Corporation, Alma Desk Company, Auto- 
matic Pencil Sharpener Company, Bates Manufactur- 
ing Company, Dennison Manufacturing Company, Du- 
rabilt Company, George E. Fox Company, The General 
Fireproofing Company, General Pencil Company, 
The Globe-Wernicke Co., High Point Bending & Chair 
Company, Johnson Chair Company, Keuffel & Esser 
Company, Kisco Company, Inc., The Macey Company, 
Frank Mashek Company, Myrtle Desk Company, Niag- 
ara Duplicator Company, Oakville Company, Parker 
Pen Company, Redigraph Company, The Sikes Com- 
pany, Inc., Southern Paper Products Company, Station- 
ers Loose Leaf Company, Victor Safe & Equipment Com- 
pany and Wilson-Jones Company. 

Zac P. Smith is president, and W. J. Douglas is 
executive vice-president. 

—-- 


A 
. PORTABLE 
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VAN DYKE LAMP STAND FOR ROYAL DISPLAY.—Van Dyke 
Industries, Chicago, recently created this fluorescent counter 
stand and lamp for the Royal Typewriter Company, Inc. The 
unit holds a Royal portable and can be used for either window 
or counter presentation. 
- —- 
BIDE JOINS CANADIAN ARTILLERY UNIT 
W. G. Bide, Alberta manager of D. Gestetner (Can- 
ada) Limited, has entered the artillery training center 
at Winnipeg, as a reinforcement officer, Canadian 
Artillery, First Division. Mr. Bide was commissioned 
in the field in the last war, and afterwards served 
as captain in the British territorial army until 1930. 
He has been a member of the Alberta Military Insti- 
tute, director of the British Imperial Comrades Asso- 
ciation, member of the Calgary Branch of the Cana- 
dian Manufacturers Association.—_WAM 
+. a= 
SCOTCH TAPE ADVERTISING DRIVE PLANNED 
The Minnesota Mining & Manufacturing Company, 
St. Paul, Minn., has announced an intensive Fall ad- 
vertising campaign for its line of Scotch cellulose tape 
which is to begin this month in twelve nationally- 
known magazines. Sales of Scotch tape have shown 
a marked increase since the company introduced a 
new and attractive utility dispenser which is to be 
featured in the campaign, and which enables the 
dealer to show and explain the various uses of the 
tape in mending, sealing, etc. 
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AULTLES¢ 
THE MOST COMPLETE LINE 
STRICTLY COMMERCIAL LOOSE LEAF BOOKS 
FAULTLESg 
: : 2 MERCHANDISE IS NEVER SOLD IN CHAIN STORES 
= FAULTLESg 
= MERCHANDISE IS NEVER SOLD DIRECT 
: FAULTLESg 
MERCHANDISE IS ALL THAT THE NAME IMPLIES 
FAULTLESg 





MERCHANDISE COMMANDS REPEAT BUSINESS... 



















FAULTLESS TYPE ““A” 


VISIBLE RECORD BINDER THE ORIGINAL 


SLIDE OPENING 
RING BINDER 


The sheets lie flatter 
—wear longer—more 


i heet 
a ee ee ee with Zipper Case. Its Pat- 


ented Sheet Lifter prevents 

the tearing of sheets. All 

Standard Bindings with or 
without Zippers. 


. when in posting 
position. 


SECTIONAL 
POST 
BINDERS 


“Progress” 


“Rapidlock”’ 
“Stalok”’ 


EXCELLO 
POST BINDER 
Slotted Lock with 
Slide Button and 
Patented Safety 

Catch. 


a a 


> FLEXI-POST 


4 <P The First Chain Post 


. Binder . . . and still 
Write for Catalog. x The Leader. 


STATIONERS LOOSE LEAF COMPANY 


524 NORTH BROADWAY «+ MILWAUKEE . . . NEW YORK «+ 237 LAFAYETTE STREET 








NATIONAL Stationers Association convention in Chicago, where 
N.S. A. was born, spent its years of adolescence and attained its 
majority before moving to Washington is something like “Home Coming 


Week” to local manufacturers and dealers. A grand event for renewing 
acquaintance and greeting old friends and making new ones and withal 
participating in exchanges of ideas for promotion of the business in 


which we are all engaged. 


Midwest folks like to have visitors. 
homey, neighborly, glad-to-meet-you 


On behalf of the retail 
stationery trade of Chicago, 


I welcome you to the city 
where the National Station- 





ers Association came into MR. STEVENS 
being. At this Thirty-fifth 

Annual N. S. A. Convention, Chicago plays the role of 
host for the sixth time and expects to find and hopes to 
give fuller measure of pleasure and satisfaction than at 
any one of the preceding assemblies 
For in Chicage 


your interests, whatever they may be \nd the 


You are well-come! ) there is 
appeal to 
convention program offers a summarization of the sta- 
tionery industry s advance during the past year, with a 
forward look to the months that are coming 

As brother merchants in an important field of com 
onvention 


merce, we bid you come and share in the « 


visit some of the many attractions of the city—and join 


with us to contribute to the industry s unbroken record 


of progress 


CHARLES A. STEVENS, 
Stevens, Maloney & Company 





Maybe it’s a manifestation of the 


spirit to which Meredith Nicholson 


On behalf of the office 
machine manufacturers of 
Chicago, | have the privilege 





of extending a warm wel- 





MR. HEYER come to you who are here in 


response to the annual con- 


vention call of the National Stationers Association 


Distinguished as the great central market place of the 
also a focal point as a source of 


ibuted by the 


nation, Chicago 


manufacturers distr retail division of the 


commercial stationery and office equipment industry. A 


furniture and 


Here also the 


wide variety of office machines, systems 


utilities made their debuts in Chicago 
industry has a broad market for ali its various products 


J i} 4 a ‘ >] > 
In Chicago you will finda spirit of friendly welcome 


expressed in the substantial form of personal assistance 
| make your visit pleasant and 


the right hand of fellowship, both as 


nature that 
| 4 
\\ € Ofvel 


a group 


of any 
profitable 


individuals and as 
T. A. HEYER, 


The Heyer Corporation 








1g 
1p 
al 


ie 


N.S..&: 
Convention 


in his “Valley of Democracy” attributed great influence in the develop- 


ment of our country. 


Anyways—Chicagoans in the trade are delighted to have the annual 


convention here this year. 


They share the pride of all members in the achievement of the National 
Stationers Association through the years. They feel confident all who 
come will profit by the convention program and enjoy their stay. Local 
manufacturers extend to all dealers cordial’invitation to visit their factories. 
Street addresses and telephone numbers are listed on following pages. 








On behalf of the stationery 
manufacturers of Chicago 
| have the genuine pleasure 





of expressing a cordial 
welcome MR. FELLOWES 
Richly endowed with 

facilities for catering to cultural, educational and enter- 
tainment preferences of guests, Chicago, as represented by 
the commercial stationers trade is ready and able to fulfill 
your wishes. The unusual convention program insures 
particular interest and enlivening discussions out of 
which will come practical suggestions applicable to indi- 
vidual businesses. Lobby talk with old friends and new is 
another source of valuable ideas. And in leisure time, ¢ hi- 


cago has attractions to suit every mood and inclination 


[he great merchandise display affords opportunity to 


inspect the newest developments in industry products 
; ; aay, 
ou we offer every facility to make your visit full 
of pleasure and satisfaction 


H. L. FELLOWES, 


Bankers Box Company 





On behalf of the office 
furniture manufacturers of 
Chicago, | welcome you. 

To the primary purpose 
of your visit—attendance at 
the® Thirty-Fifth Annual 
V. &. A. Convention—we add the invitation to extent 
your acquaintance with the religious, cultural, educa- 
tional and industrial attractions of Chicago. Whether 
your inclination leads you to a library or a church, theatre 





MR. RAGGIO 


or golf course, Chicago can serve you. 

During your sojourn, the facilities of office furniture 
manufacturers with headquarters or branch offices in 
Chicago are at your disposal. Rendering a personal 
service will be a privilege 

May your visit invest you with a sense of full satis- 


faction, springing from happy experiences and solid 


accomplishments, which will endure as delightful memo- 
ries and reach expression in the form of genuine con- 
tributions to the advance of your individual businesses. 


D. A. RAGGIO, 
Clemco Desk Mfg. Co. 
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Ace Fastener Corporation 


) ES aA 


Acme Teh - Records, 


Homey 


J. Aigner Com 





Amer.Auto.Flec.Sales Co. 


4 A.J atin 


ewsiter Co. 


Pa Hair ein, 


Amer. aooratories 


bf 
Moyne Gf Clg 


Associated Stationers 
Supply Co. 










Anthony Atwell & 
ssociates 


Automatic 








fas : 
VLOMmpany 


Merchants 


Stamn ‘Vorks 


| TT ee 


C. L. Barkley & Comnany 


Dipl Carb E, 





Chicago Cash Register 
Parts Co. 


Martie ALrakl 


Inc. 


Hanson Scale Company 


The Heyer Corporation 


Hilco Corporation 


biithen. ott : 
ial Met Company 


Li 


Ink Specialties Company 


Are 19 Apaorte_ 


International Typewriter 


JE Exchange 


egal tf 
Johnson Chair Co 


J. L. Hanson Company enc 


@ It is a pleasure and we consider it a privilege to have 
the members of the National Stationers Association 
meet again in Chicago. We welcome you heartily. We 
are confident you will be pleasantly and profitably en- 
gaged by convention activities. An interesting program 
has been prepared. But some of you probably have 


Codo Manufacturing Corp. 


Fours fetopor 


D. Cotterman 


t vaF 


A. B. Dick Company 
+ 


les Yin ’ ae 
Lcopy Company Vy, 


uipment Co. 












Lakeview 2400 
Harrison 5133 
Saginaw 2978 
Wabash 3881 
Franklin 1946 
Victory 5242 
Haymarket 0333 
Superior 7252 
Monroe 7711 
Hyde Park 6536 
Franklin 6760 
Monroe 5135 
Longbeach 3200 
Harrison 2604 
Bittersweet 6234 
Wabash 7840 
Monroe 0614 
Monroe 5555 
Spaulding 7400 
Harrison 3250 
Haymarket 3532 
Monroe 7460 
Graceland 6112 
Wabash 9002 
Superior 8623 


3415 North Ashland Ave 
122 South Michigan Ave. 
8561 South Chicago Ave 
503 South Jefferson St. 
564° West Randolph St. 
1033 W. Van Buren St. 
614 N. Carpenter St. . 
222 W. North Bank 

28 N. Loomis St. 

1369 E. 57th St. 

229 South Jefferson St. 
629 West Washington Blvd 
1801 West Foster Ave. 


Bankers Box Company, Inc. 536 South Clark St. 
3215 N. Sheffield Ave. 


Bankers & Merchants Stamp Works 

Barkley & Company, C. L o> ‘ 517 South Jefferson St. 
*Central Desk Manufacturing Co. . 454 North Armour St. . 
Chicago Cash Register Parts Co. . 1222 W. Madison St. 
Clemco Desk Manufacturing Co 4401 West North Avenue. 
Codo Mfg. Co 509 S. Franklin St.. 
Cotterman, I. D . . . 155 N. Union St... ‘ 
Dick Company, A. B +" - 720 West Jackson Blvd 
Doppelt & Company, Charles 860 W. Fletcher St. 

537 S. Dearborn St. 

360 W. Superior St. 


Ace Fastener Corporation 

Acme Visible Records, Inc. . ° 
Adams Manufacturing Co., Henry T 
Aigner Company, G. J 

Ames Supply Company 

American Auto. Electric Sales Co. 
*American Automatic Typewriter Co 
American Hair & Felt Co ; 
American Photo Laboratories, Inc 
Atwell & Associates, Anthony 
Associated Stationers Supply Co. 
Automatic File & Index Co., The 
Autopoint Company 


Duplicopy Co 
*Efficiency Equipment Co. 


*Gaylo Manufacturing Company . . 820 North Michigan Ave. Superior 3235 
Hanson Co., J. I ; : 552 W. Adams St. Franklin 2757 
Hanson Scale Company . 525 North Ada St. Monroe 6585 


Haymarket 7521 
Superior 3937 


911 West Jackson Blvd 
222 W. North Bank 


*Heyer Corporation . 


Hileo Corporation . 222 

*Imperial Methods Company 750 Circle Ave., Forest Park Austin 2152 
International Typewriter Exchange 231 W. Monroe St. . Central 3171 
Ink Specialties Company . . 519 Laflin Street . Monroe 6188 


Spaulding 7400 
Yards 1140 
Armitage 1914 
Bittersweet 3730 


4401 West North Ave. 

3633 South Racine Ave. 
1914 North Milwaukee Ave. 
3466 N. Clark St. 


Johnson Chair Company . 
Markilo Company 

Mashek & Company, Frank 
Meilicke” Systems, Inc bs , 











Meilicke Systems, Inc. 


Oller, 


Lou Melind Company 


(Lien | Pttir a 


— best 
Gitar gl Wenthe, Inc. 


Piha: regen) 


Midwest Naturlite Company 


berg 1s 
oO 7 


Modern Bookkeeping 


Bf s System Co. 


Modern Desk Pad Mfg. Co. 


(QfarlbtVetbher. 


Nat'l Brief Case Mfz.Co. 


(ict 07 


QO. C. S. Olsen Company 


pila XBer 


PelgwZe Manufac ee Co. Dr. Scat Chemical Co. 


ee dsell locas 


Quality Park Envelone Co 


HKlaog 7 Saleh 
Reliable Typewriter & 


Addi chine Corp 
KB Ot See 
Dock Mtg. Co. 





Royal Metal Mfg. Co. 





planned time to combine business with your con- 
vention trip. Those of you who have so planned, we shall 
be happy to receive at our display rooms and factories, 
where you will see interesting new lines and processes. 
Any time you may have will be convenient to us. Our 
numbers are here listed. 


addresses and telephone 


Melind Co., Louis 

Meyer & Wenthe Co 

*Midwest Naturlite Co 

Modern Bookkeeping System Co 
*Modern Desk Pad Mfg. Co., Inc 
*Nagel-Chase Mfg. Co 

National Brief Case Mfg. Co 
‘Oieen Co., 0. C. SS... 

Pelouze Manufacturing Co 
Prevue-Radsell Co. . . 

Quality Park Envelope Co 
Reliable Tw. & Add. Mach. Corp 
Rite-Rite Mfg. Corp. 
Rockwell-Barnes Company . 
*Royal Metal Manufacturing Co 
Sanford Mfg. Company 

Scat Chemical Company, Dr 
*Shepherd Chair Co. : 
*Sherman-Manson Mfg. Co. 
Shipman-Ward Manufacturing Co 
*Speed-O-Print Corporation . 
*Standard Office Products Co. 
Stark Calendars, Inc. 

Stein Bros. Manufacturing Co., Inc 
Superior Type Company, The 
Triner Scale & Mfg. Co. 

Vail Manufacturing Company 
*Van Dyke Industries . 

Varat Company, Murray . 


362 


W. Chicago Ave 


30 S. Jefferson St 


440 
127 
118 
2813 
512 
2529 
232 
440 


222 West North Bank 
West Monroe St. 


303 
1501 
1511 


175 N. Michigan Ave 


846 


178 North Franklin St. 


3100 
621 
325 
153 
330 
525 
231 
1800 
2716 
900 


N. Wells Street 
N. Dearborn St 
W. Hubbard’St. 
Ashland Ave 


South Peoria St. . 


W. Moffat St. . 
East Ohio St. 
S. Dearborn St. 


W. Polk St 
West 38th St.. 
W. Congress St. 
W. Carroll 


S. Kolmar Ave. 
N. Wells St. 


"N. Michigan Ave. 


S. Wells St 
S. Dearborn St. 
South Green St 


W. Larchmont St 


West 2Ist St 
East 95th St 


2857 S. Halsted St 
27 S. Market St. . 


Superior 1811 
Monroe 1363 
Superior 0083 
Dearborn 9499 
Superior 5183 
Lake View 7825 
Haymarket 2526 
Humboldt 3543 
Superior 6280 
Harrison 1453 
Superior 7984 
Central 2786 
Haymarket 4274 
Virginia 0310 
State 5010 
Monroe 2088 
Franklin 5030 
Kedzie 2695 
Nevada 0406 
Delaware 1090 
Dearborn 1686 
Harrison 0780 
Webster 3402 
Haymarket 4488 
Wellington 4810 
Lawndale 2622 
Regent 1810 
Victory 7140 
Central 6753 


gh Web 


Keystone 8210 
Franklin 3727 
Brunswick 6740 


Victor Adding Machine Co 3900 N. Rockwell St 
Visible Records Equipment Co 189 W. Madison St. 


Vogel-Peterson Co.. Inc 1823 No. Walcott Ave 


Webster-Chicago Corp., The 5622 W. Bloomingdale Rd Merrimac 3100 
Wiggins Company, The John B 1157 W. Fullerton Ave. Lincoln 4097 
*Wilson-Jones Company . 3300 W. Franklin Blvd Van Buren 7400 


*Chicago manufacturers whose advertisements appear 
in this issue outside of the special Chicago section. 
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Sanford Manufacturing Co. 
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Murray Varat Company 
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Victor Adding Machine Co. 
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CHARLES P. GARVIN- ee manners ee 
N. S. A. Secretary and Gen- N. S. A. President, Lowman in bee tees of tens. Aiheihenis Cian. tthe. Oo. 
eral Manager, Washington, & Hanford Company, iam thor Vek. 4. sped: ab age ws 

BD. C. Seattle, Wash. : , ' ' . 


35th N. S. A. Convention 


~ * Wirth of an Office, y a Ware 
a fo a Completely equipped Estas 
feshment WH ts he Special Feature of 





E. A. KEELING H. C. ANDERSON by F . ‘ 
V.P. Sales Mars. Div., Art The Globe-Wernicke Co., ues ay 4 essions 
Metal Con. Co., Cincinnati, Ohio. 
Jamestown, N. Y 


N A special release on the Thirty-Fifth Annual Convention of the National Sta- 

tioners Association to be held in Chicago September 23 to 26, General Manager 
Charles P. Garvin asks the question, “Why do we have a convention?” He answers 
his own query in this wise: 

“The word ‘convention’ means to convene. The word ‘convene’ brings to mind 
the word ‘confer.’ The word ‘confer’ automatically makes us think of ‘exchange’ 
and when we get to exchange, we find that the best convention, the most success- 
ful convention, is not only designed to get the largest crowd, but one which con- 
tains the most ideas that can be exchanged among those attending.” 

With the exchange idea as a basic purpose, the program has been developed 
by and for stationers, and is concerned with things that affect the stationery 
business directly. It promises to be practical, informational and stimulating. Ex- 
cellent plans have been well laid. All that remains to bring them to fine frui- 
tion throughout the industry is active participation in the convention by 





ARTHUR FREY SOR 
The Globe-Wernicke Co., registrants. 
Cincinnati, Ohio. 


On the first morning, the great Five Centuries of Progress Exposition will open. 
People can wander around and get acquainted, see commodities and meet sta- 
tioners—that’s one of the purposes of a convention. 

In the afternoon will come the first general session, presided over by President 
Owen G. Bayless. The first speaker is Dr. Charles Copeland Smith, famous broad- 
caster, who will talk on “The American Way.” 

Next is Colonel Walter Guy, governor-elect of the Eighth District, who will talk 
on a subject that every stationer and every other business man is interested in, 
“Don’t Sell Your Business Short.” 

Ross Coffin, an expert on the subject, follows with an address on “The Con- 
sumer Movement.” He is on the program because the association has been asked 
for such a discussion by many stationers throughout the country who want to 
know what the consumer movement is, what it does and who it is. Mr. Coffin 
knows the answers and knows how to tell the story. 

“The Defense Program” will be discussed by General Manager Garvin. 

The several addresses are in addition to other items, such as reports of officers, 














C. A. NETZHAMMER _ ' ng 
inten: Haaiinien Co. appointment of committees, etc. 


Milwaukee, Wisc. 


At five o’clock, the big merchandising show opens again until ten-thirty at 
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W. W. DAVIS LOU HOELSCHER © 
Ross E. Coffin State Agency, Horder’s Inc. 
Indianapolis, Ind. Chicago, Ill. 


Hoelscher Stationery Co., 
Buffalo, N. Y. 


Speakers 





E. R. MANNING 
Stein Bros. Mfg. Co., 
Chicago, Ill. 


mil fo 1. on Sunday 


night. Beginning at ten p. m. the House of Friendship opens with music, fraternity 
and get-together until one o’clock. 


Tuesday Morning—The Birth of an Office 


At nine o’clock will come an association meeting of all divisions. Featured 
will be a dramatic offering produced and presented by N. S. A., “The Birth of 
an Office,” showing a scene in an office building, a bare room that becomes an 
office through “stationermagic.” To the desk comes N. S. A.’s President Bayless, 
and to him are demonstrated the “Books Necessary to Start a Business,” by 
W. W. Davis, retail salesman of Horder’s, Inc., Chicago. Following comes “The 
Records Necessary to a Stationer,” by Lou Hoelscher, Hoelscher Stationery Com- 
pany, Buffalo, N. Y., an expert stationer who tells an expert story. “The Dealer’s 
Own Filing System,” with R. A. Jonas, Jr., Oxford Filing Supply Company, Brooklyn, 
N. Y., telling the story, is next. Then comes “The Importance of Sales Managers,” 
by N. S. A.’s vice-president, E. A. Keeling, who is also vice-president of the 
Art Metal Construction Company, Jamestown, N. Y. 

The whole morning will be taken up by “The Birth of an Office,” and those 
presentations that not only exhibit to the stationer what he needs in his own 
business, but that the same information can be used in making sales to other 
business men. 

Tuesday Afternoon 


The program, “The Birth of an Office,” continues. Harry Anderson, gen- 
eral sales manager of The Globe-Wernicke Co., Cincinnati, Ohio, will address 
the assembly on the subject “Selection of Salesmen.” This discussion will 
treat with the results which N. S. A. received from a survey to determine how 
to select salesmen, what kind of men ought to be hired and what questions should 
be asked of these men. 

Following Mr. Anderson time will be given to that very interesting subject, 
“Stimulating Salesmen,” giving them ideas, showing them where and how to go. 

Next, E. R. Manning, sales manager of Stein Brothers Manufacturing Company, 
Chicago, will tell about “Leather Goods,” why they should be sold, how they can 

(Turn to page 106, please) 









~ R. A. JONAS, JR., 
Oxford Filing Supply Co. 
Brooklyn, N. Y. 
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GEORGE R. HAYES 
Thos. Groom & Co., Inc. 
Boston, Mass. 

















WOODSON P. WADDY 
N. S. A. Auditor, Everett 
Waddy Co., 
Richmond, Va. 








W. E. STOCKETT 
N. S. A. Treasurer, Stockett- 
Fiske Co., Washington, D. C. 
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COME TO OUR OPEN HOUSE 


at Our Block-Long Factory Showrooms 


To Do So Will Double The Value Of Your Trip To The 
NATIONAL STATIONERS ASSOCIATION CONVENTION. 


Learn Why Quality Products Are Easiest To Sell— 


SEE THE MANY NEW AND INTERESTING 
JOHNSON CHAIR and CLEMCO DESK DEVELOPMENTS—among them 


JOHNSON 


—the complete, broad line of JOHNSON PosChairs, Posture and Regular Office 
Chairs—New Ideas—New designs. 


-the new JOHNSON “PerfecTilT” and “Syncro-tilt’’ Chair Irons—the last word 
for comfort and safety—two of the reasons JOHNSON leads the field. 


CLEMCO 


-the most advanced and modern ideas as expressed in CLEMCO Fine Office 
Furniture Groups and Regular Lines— 


—the greatest “eye-appeal, utility appeal, and quality appeal” office furniture 
lines ever offered to business men. 


Automobiles and a Factory Representative will bring you 
out to the factory and take you back. 


R.S. V. P. 


JOHNSON CHAIR CO. CLEMCO DESK MFG. CO. 


FACTORY and SHOWROOM 


4401-4531 WEST NORTH AVENUE—CHICAGO 
Corner: Grand and North Avenues Phone: Spaulding 7400 
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K PROOF 
HANISM 


PLUS 


‘Wo Original 


at AY 


Twist it right— twist it left, the new break proof mechanism just 
can't be damaged by forcing! Only in Dixon Rite-Rite Threadline 
Pencils do you get this plus value—created by the originators of 
the thinner-lead idea. Here's a pencil preci$e enough to handle 
thinner leads, yet sturdier than any propel-repel design, because 
the safety clutch or idler releases automatically whenever the 
mechanism is twisted too forcefully. 


( See illustration at left) 


ONLY IN- 





Increased national advertising, in the Saturday Evening Post, 
Collier's and Liberty plus intensive local ads in many leading 
cities are telling the public about this great improvement now! 
Get this double-value pencil on display. Order from: 


RITE-RITE MFG. CO., CHICAGO, dixon crucible co. 
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AT THE 


N.S.A. CONVENTION 


FIFTH FIVE-CENTURIES-OF-PROGRESS EXPOSITION 


PALMER HOUSE, CHICAGO —SEPT. 23-26, 1940 
BOOTHS J6-J7 





You Will Find a Display of the Latest Developments in 
ACME VISIBLE RECORD EQUIPMENT 
Something Brand New to Show and Talk About: 


NEW ITEMS NEW IDEAS 
NEW DEALER HELPS 


Two Short Blocks From the Palmer House Is_ the 
Acme Home Office —122 South Michigan Avenue. 
The Welcome Sign Is Always on Our Door. 
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Aeme Does Not Sell in Competition With Its Franchised Dealers 


ACME VISIBLE RECORDS, inc. 


122 SOUTH MICHIGAN AVENUE 


CHICAGO, ILLINOIS, U. S. A. 


WORLD’S LARGEST EXCLUSIVE MANUFACTURERS OF VISIBLE RECORD EQUIPMENT 
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HILL Has the RIGHT MODEL 


for Every Purpose in 
Every Price Bracket 


HILCO 
STREAMLINER 






AUTOMATIC 


Hairline 


Registration 


Other Models S256 .00 and $45.00 


is JNIERCURY 


The New Leader in the Low Priced Field 
TO BE RELEASED SOON 


HILCO CORPORATION 


1157 MERCHANDISE MART + CHICAGO 
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WELCOME, STATIONERS 


While in Chicago during the national conven- 
tion we extend to you a cordial welcome to visit 


our modern Plant—built to serve you better. 

















“MAIL IT TO VAIL" is more than a slogan—it is your guarantee of Quality, 
Service and Price on the little metal necessities to modern business. 


Paper Clips, Pins, Brass Fasteners, Staples, Thumb Tacks and 
other metal paper fastening devices perfectly made, pack- 
aged for quick sales and priced right. 


For 100% Satisfaction 


eewnyeazay/_°*°** 
‘Mail t-te Vail” 


COOPERATION 









VAIL MANUFACTURING COMPANY 


900 East 95th Street ©@ Chicago, Illinois 
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Exhibitors at N.S.A. Exposition 


Ace Fastener Corporation, Chicago, IIl., Booth No. G-3 

Acme Visible Records, Inc., Chicago, Ill., Booths No. 
jJ-6 & J-7 

G. J. Aigner Company, Chicago, IIl., Booth No. D-1 

All-Steel-Ec vs Company, Inc., Aurora, Ill., Booths 
No. C-3 & -4 

Allen Calculators, Inc., New York, N. Y., Booth No. D-7 

American Lead Pencil Company, Hoboken, N. J., Booths 
No. G-1 & G-2 

Art Metal Construction Company, Jamestown, N. Y., 
Booths No. F-1, F-2 & F-3 

Art Specialty Company, Chicago, IIl., Booth No. J-1 

Artility Metal Products, Inc., Elkhart, Ind., Booth No. 1 


Associated Stationers Supply Company, Chicago, IIl., 
Booth No. W-10 
Automatic Pencil Sharpener Co., Chicago, IIl., Booth 


No. I-4 
Autopoint Company, Chicago, Ill., Booth No. W-27 
ery Box Company, Chicago, IIl., Booths No. W-25 
1 U-26 
Bates Manufacturing Co., Orange, N. J., Booth No. B-5 
Boorum & Pease Company, Brooklyn, N. Y., Booths No. 
W-1 & W-2 
The Carter’s Ink Company, Boston, Mass., Booths No. A-4 
& A-5 
Columbia Ribbon & Carbon Mfg. Co., Glen Cove, N. Y., 
Booth No. C-8 
Columbian Art Works, Milwaukee, Wisc., Booth No. W-9 
Commercial Visible Systems, New York, N. Y., Booth 
No. 5 
— Mfg. Corp., Corry, Pa., Booths No. W-3 
Cramer Safe & Office Equipment Co., Kansas City, Mo., 
Booth No. D-8 
Dennison Manufacturing Co., Framingham, Mass., Booths 
No. W-15 & W-16 
——. Safe & Lock Company, Canton, Ohio, Booth No. 
/-21 
— Crucible Co., Jersey City, N. J., Booth No. 
Domore Chair Company, Elkhart, Ind., Booth No. G-5 
C. L. Downey Company, Cincinnati, Ohio, Booths No. W-6 
& W-7 
Eagle Pencil Company, New York, N. Y., Booths No. F-5 
& F-6 
Eaton Paper Corporation, Pittsfield, Mass., Booths No. 
3-7, & G-8 
Esterbrook Pen Company, Camden, N. J., Booth No. D-2 
Ever Ready Calendar Mfg. Co., Jersey City, N. J., Booth 
No. C-1 
Eversharp, Inc., Chicago, IIl., Booth No. C-5 
Eberhard Faber Pencil Company, Brooklyn, N. Y., Booth 
No. G-4 
Finch & McCullouch, Inc., Aurora, Ill., Booth No. F-8 
Fritz-Cross Company, St. Paul, Minn., Booth No. DD 
The Globe-Wernicke Co., Cincinnati, Ohio, Booth No. W-29 
—— B. Graff Company, Cambridge, Mass., Booth No. 
/~19 
a penning Company, New York, N. Y., Booth No. 
»-5 
Gregory Fount-O-Ink Company, 
Booth No. E-8 
~~ Corporation, Sturgis, Mich., Booths No. E-1! 
The Heyer Corporation, Chicago, Ill., Booth No. W-28 
Charles M. Higgins & Company, Inc., Brooklyn, N. Y., 
Booth No. F-4 
Hotchkiss Sales Company, Norwalk, Conn., Booth No. B-1 
C. Howard Hunt Pen Company, Camden, N. J., Booth 
No. W-8 
Invincible Metal Furniture Company, Manitowoc, Wis., 
Booth No. F-7 


Los Calif.., 


Angeles, 


Jasper Chair Company, Jasper, Ind., Booth No. H-4 

Kisco Company, Inc., St. Louis, Mo., Booth No. D-6 

Koh-I-Noor Pencil Company, New York, N. Y., Booth No. 
A-3 

Frank Mashek & Company, Chicago, III., Booth No. D-3 

The J. L. May Company, New York, N. Y., Booth No. H-6 


The Meilink Steel Safe Company, Toledo, Ohio, Booth 
No. W-12 
G. & C. Merriam Company, Springfield, Mass., Booth 


No. I-6 
Metal Office Furniture Company, Grand Rapids, Mich., 
Booth No. H-1 


McDonald Products Corporation, Buffalo, N. Y., Booth 
No. B-7 
Miami Systems Corporation, Cincinnati, Ohio, Booth 


No. J-2 

Mittag & Volger, Inc., Park Ridge, N. J., Booth No. H-7 

Moore Push Pin Company, Philadelphia, Pa., Booth No. 
H-5 

Nagel-Chase Manufacturing Company, 
Booth No. E-5 

National Blank Book Company, Holyoke, Mass., Booths 
No. A-1 & A-2 

Norma Multikolor, Inc., New York, N. Y., Booth No. B-6 

Oxford Filing Supply Company, Brooklyn, N. Y., Booth 
No. E-3 

Parker Pen Company, Janesville, Wis., Booth No. W-23 & 
W-24 

Pelouze Manufacturing Company, Chicago, III., 
No. D-4 

Quality Park Envelope Company, St. Paul, Minn., Booth 
No. W-17 


Chicago, IIl., 


Booth 


Reyburn Manufacturing Company, Philadelphia, Pa., 
Booth No. E-4 
Robinson Manufacturing Company, Westfield, Mass., 


Booth No. B-3 

Sainberg & Company, Inc., New York, N. Y., Booths No. 
W-13 & W-14 

Sanford Manufacturing Company, Chicago, IIL, 
No. H-2 & H-3 

Security Steel Equipment Corp., Avenel, N. J., 
W-11 

Sengbusch Self-Closing Inkstand Co., Milwaukee, Wis., 
Booth No. I-8 

W. A. Sheaffer Pen Company, Fort Madison, Iowa, Booth 
No. C-2 

Southworth Company, West Springfield, Mass., Booth 
No. I-7 

Speed-O-Print Corporation, Chicago, Ill., Booth No. W-5 

S. S. Stafford, Inc., New York, N. Y., Booth No. I-1 

Stationers Loose Leaf Company, Milwaukee, Wis., Booth 
No. H-8 

Stein Brothers Manufacturing Co., Chicago, IIl., 
No. I-5 

Sturgis Posture Chair Company, Sturgis, Mich., Booth 
No. J-5 

Superior Type Company, Chicago, IIl., Booths No. I-2 & I-3 

Triner Scale & Manufacturing Company, Chicago, III., 
Booth No. B-4 

Underwood, Elliott, Fisher Company, New York, N. Y., 
Booth No. B-2 

Victor Safe & Equipment Co., North Tonawanda, N. Y., 
Booths No. E-6 & E-7 

Visible Records Equipment 
Booths No. J-3 & J-4 

L. E. Waterman Company, New York, N. Y., Booth No. G-6 

F. S. Webster Company, Cambridge, Mass., Booth No. W-20 

Weis Manufacturing Co., Monroe, Mich., Booth No. W-18 

Wilson- Jones Company, Chicago, IIl., Booths No. C-6 & C-7 


Booths 


Booth No. 


Booth 


Company, Chicago, IIl., 








No. 


1-6 
th 

















CHARLES P. GARVIN 
General Manager, N. S. A. 
Washington, D. C. 





EDWARD L. LITTLE 
Wabash Cabinet Co. 
Wabash, Ind. 











RUSSELL CARPENTER 
Sanford Mfg. Co. 
Chicago, Ill. 





Acco Products, Inc. 
Chicago, Ill. 














HARRY BALCH 
Quality Park Envelope Co. 
Chicago, Ill. 


GEORGE HERRMANN 
The Heyer Corp. 
Chicago, Ill. 











CHARLES P. MUELLER HARRY TEHAN 


Joseph Dixon Crucible Co. Charles M. Higgins & Co., 


Chicago, Ill. Brooklyn, N. Y. 


N. S. A. Convention Committees 


National Convention Committee 

Charles P. Garvin, General Chairman. 

Owen G. Bayless, Lowman & Hanford Co., Seattle, 
Wash. 

Harold J. Hampton, Indianapolis Office Supply Co., 
Indianapolis, Ind. 

E. C. Wilson, Wilson Stationery & Printing Co., Hous- 
ton, Texas. 

Charles A. Stott, Charles G. Stott & Co., Inc., Washing- 
ton, D. C. 

William Stockett, Jr., The Stockett-Fiske Co., Inc., 
Washington, D. C. 

Harry Balch, Quality Park Envelope Co., Chicago, Il. 

A. R. Skibbe, Associated Stationers Supply Co., Chi- 
cago, Il. 


National Convention Staff Officers 

Edward L. Little, Wabash Cabinet Co., Wabash, Ind. 

Harry Tehan, Charles M. Higgins & Co., Inc., Brooklyn, 
N. Y. 

Rose Cushman, National Stationers Association, Wash- 
ington, D. C. 

Joseph C. Strauss, Automatic Pencil Sharpener Co., 
New York, N. Y. 

Paul E. Burbank, Eaton Paper Corp., Pittsfield, Mass. 


Chicago Convention Committee 
Harry Balch, Quality Park Envelope Co., Chicago, IIl., 
Chairman. 
A. R. Skibbe, Associated Stationers Supply Co., Chicago, 
00} 


George J. Aigner, G. J. Aigner Co., Chicago, Il. 

William F. Weber, Ace Fastener Corp., Chicago, Il. 

George O. Stevens, Stevens, Maloney & Co., Chicago, IIl. 

Tom Emerson, Eversharp, Inc., Chicago, Il. 

Evan Johnson, OFFICE APPLIANCES, Chicago, III. 

Fred Tracht, University of Chicago Book Store, Chi- 
cago, Il. 

Oscar F. Modene, Marshall Jackson Co., Chicago, Ill. 

George Herrmann, The Heyer Corp., Chicago, Ill. 

Eldon Just, Just & Son, Chicago, Il. 


Chicago Manufacturers Committee 
George Herrmann, The Heyer Corp., Chicago, III., 
Chairman. 
R. B. Vail, Vail Manufacturing Co., Chicago, III. 
Ed. Manning, Stein Bros. Mfg. Co., Chicago, Il. 
John Uden, Boorum & Pease Co., Chicago, Il. 
George Whiteside, Parker Pen Co., Chicago, IIl. 


Chicago Convention Ladies’ Entertainment Committee 

William J. Boyd, Acco Products, Inc., Chicago, IIL, 
Chairman. 

George Cormack, Wilson-Jones Co., Chicago, IIl. 

R. B. Gingland, Esterbrook Steel Pen Co., Chicago, IIl. 

Leonard O. Rose, National Blank Book Co., Chicago, III. 


Chicago Ladies’ Committee 
Mrs. George Cormack, Mrs. Harry Balch, Mrs. Harry L. 
Short, Mrs. Jack Gram, Mrs. G. O. Stevens, Mrs. Wil- 
liam J. Boyd. 
(Turn to page 107, please) 
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W. F. (Bill) CLAUSING 


My personal guarantee is back of every 
machine we ship 


WUALITY 


UANTITY 


SERVICE 
PRICE 


sales mount. 


GENERAL OFFICE 
Franklin & Monroe Streets 


*Rebuilt throughout by the same mechani« 








For over 30 years, the name International on a typewriter has stood for the 

maximum value in Custom Rebuilt machines. There’s PLUS VALUE in every 

International you buy and sell. When these Custom Rebuilt typewriters 

emerge from our factory, their exteriors are spic and span like new and 

the mechanism bears the mark of skilled hands long experienced in this 

work. It is this GUARANTEED quality that satisfies your buyers and makes 
vee repeat customers. 


The International Typewriter Exchange is the largest independent whole- 
sale typewriter house in the world. It is our policy at all times to carry 
thousands of machines in stock—all makes—all models. You can always 
find the machines you want here and in any quantity—one or a thousand. 


We pride ourselves on Prompt Delivery. Since all standard makes are avail- 
able on our floor, your order is filled with dispatch. 


International Custom Rebuilt typewriters are always priced to allow a 
legitimate dealer's profit. Frequently, genuine bargains are offered to 
dealers affording opportunities for additional profits. Make International 
your source of supply on Rebuilt typewriters and watch your typewriter 





INTERNATIONAL TYPEWRITER EXCHANGE 


, WAREHOUSE AND FACTORY 


Gti Easy to Soll 


“CUSTOM REBUILT” 


Typewriters 
and heres why! 








CHICAGO, U. S. A. 
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paper sales 
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Your outside men will welcome 
the selling help furnished by this 
new catalog. Soro, 
Samples of the complete line of : ge on > _—_— or ie ae ee Sey 
papers for the Mimeograph and Pn Nees yas BOL POUND OMY Goreng 
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colors—will provide them with 
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a compact and convenient sales- 
kit when calling on THEIR 


customers. 


UTILITY LAID MIMEO | 








Increased Sales mean Added 
Profits. Write to-day for copies 
of this new catalog for all your 
outside and store salesmen. 















SPOTSEALD 
Adding Machine Rolls 


DICTATOR 
Typewriter Papers 


NON-SKID 
Easel Notebooks 


















Oe 


100 OFFICE APPLIANCES 
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| i JFR RIDAY. 
hi: Tt — says: 


GET READY 


for fall business 





The coming season promises to 
beat all sales records providing 


YOU ARE READY with modern 


tools, equipment and an ample 


supply of 

TYPEWRITER 
AND ADDING MACHINE 
PLATENS, PARTS, RIBBONS, 
CARBONS AND SUPPLIES 


Select your needs 


from the 


NEW AMES CATALOG 


AMES SUPPLY COMPANY 


Manufacturers aad Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


564 W. Randolph St., Chicago 


37 Murray St. 583 Market St. 
New York San Francisco 


206 Lane St. 11 Pryor St. 
Dallas Atlanta 


Agencies in — 


Boston Indianapolis Philadelphia 
Cincinnati Los Angeles Pittsburgh 
Cleveland Minneapolis St. Louis 

Denver New @deune Seattle 

Detroit Washington, D.C. 


SNLNLLLSLN LLL KH HHH H LH N NHN NLL HNN HNL ANH NHN NAAN NHN NNN IMI I III III II III III ERRNO 


London, Eng. Mexico City 
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. OUR 1940-1941 


SALES PROMOTION 
FOR OUR DEALERS 


ot 


RECORD STORAGE BOXES 


“ay 


PERMANENT STORAGE BINDERS 





The Econom ical Fibre Board 


Transfer File That “Builds oe 
Own Steel Shelving’ —As Yo 
Stack it! 


New-style, fast-breaking sales 
helps of all types—from rec- 
ord-storage equipment head- 
— Write for yours 






We look forward with pleasure to having you 
visit our display at the National Stationers 
Association Convention in Chicago Sept. 
23-24-25-26. A cordial welcome awaits you. 


BANKERS BOX CO. 





536 So. Clark St. Chicago 
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Plus Sales 


with all 
Greeting Cards 





PENIT MINIATURES 


IN RED AND GREEN! 


They Sell on Sight 


Smart! Attractive! New! 


A bottle sold with a 50 cent purchase of cards 
gives you a 10% PLUS sale 

The psychology of waste need no longer 
confront the customer who wishes to sign and 
address greeting cards with colored ink. These 
miniatures contain under three-fourths of an 
ounce of ink. Just enough to use at Christmas 
time. 

The ink is Sanford’s Penit the pentested 
ink for every make of fountain pen. Write now 


for a sample and price 


SANFORD INK COMPANY 


Congress and Peoria Streets, Chicago, Illinois 


116 Wooster Street, New York 


* 


Visit Sanford’s Booths « H2 and H3 at Stationers Convention 
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No. 613 Here’s a 
sturdy ring binder 
that’s a strong student 
favorite. It has three 


1” rings for standard 
punching, or two 1” 
rings 6” center. 
Equipped with two 
leather pockets and 
neatly lined. 


BRIEF CASES and RING BINDERS by DOPPELT 


Have your stock complete and ready for the big school 
rush! Students are quick to accept ... quick to buy 
the smart, modern ring binders and handsome sturdy 
brief cases styled by Doppelt. Make sure you have a 
full selection of these fast-moving—profitable school 
leaders. 

There’s a brief case or ring binder for every purpose 
and every purse in Doppelt’s big line. Stock it NOW 
and get your share of the rich day-in and day-out profits. 


{ddress Dept. OY tor Catalog 


FOR FALL AND HOLIDAY DEMAND STOCK 
UP NOW ON 


DOPP-KITS 


Tt 412 N. ORLEANS ST 
nt] | PPE | to C0. CHICAGO 
oy) = i ps : 


CALHER GOQ)D OPPOSITE MERCHANDISE MART 
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Recognit 
ACE 


STAPLERS 


© Troublefree Performance 





© Lifetime Guarantee 





— CADET 
$300" 


PILOT 
$400* 






The greatest tribute to ACE ap Ge w 

unmatched PERFORMANCE— on fia, 

EFFICIENCY and ECONOMY, i e 
xi = REMOVER Odd 


the universal recognition of 
LEADERSHIP accorded ACE  brevents torn pa’ 
Stapling Machines by user [rin hssc%ne'® 
and dealer alike. The first to 
offer a Lifetime Guarantee of 
Stapling Satisfaction. 





60° 









*EAST OF ROCKIES 


ACE 
CLIPPER 








Investigate ACE Undulated Staples for Controlled Sale 


ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 
Ti Rae pe ¢ ous & - 





rat WO8L 98'S MACHINES 


OFFICE APPLIANCES 


‘The Line of OUTSTANDING 


VALUES 





3 Here is one of 
'y the many great 
i & VALUES illus- 
trated in the 
latest VARAT 
catalog No. 
41. 


Write for 
your copy! 








with 


An attractive secretary zipper case 
dissappearing handles. A splendid exam- 
ple of VARAT Craftsmanship. Smooth top 
Hand turned-in edges. 
Wide leather gussets. Two full length 
pockets on each side. Leatherette lined 
Size 16” x 12!/,”. Genuine Talon slide fast- 
eners on 3 sides 


grain cowhide. 


Your customers will appreciate VARAT QUALITY, 
CRAFTSMANSHIP and STYLE at POPULAR PRICES 


MURRAY VA RAT COMPANY 


114-124 S. Clinton St. Chicago, Ill. 


New York San Francisco 
358 Fifth Ave. 833 Market St. 








Now in our New, Larger Home... 








LETS GO 


With the advent of September, everyone 
seems to say ''Let's Gol’ 

The wheels of business speed up. Every- 
one starts a new drive for sales. Every firm 
will try to outdo the other in getting atten- 
tion. 

RELIABLE'S contribution is a new line of 





STREAMLINE REBUILT 
TYPEWRITERS 


No advance in price. 

Write for price on these as well as Add- 
ing, Billing, Bookkeeping and Calculating 
machines, Checkwriters, Office Devices and 
Cash Registers. 


Reliable Typewriter & Adding Machine Corp. 


303 WEST MONROE STREET CHICAGO, ILL. 
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HorIZON® 


AT SALE 


NOW FOR THE FIRST TIME 
Stationers Can Make Real Money 


ADVERTISING NOVELTIES 


NO STOCKS @ NO RETURNS’ e@ NO OVERHEAD 


Ask About “GOOD WILL BUILDERS” Catalog 





This 6l-page “Good Will Builders’ catalog offers 
you a compiete store or salesmen’s service in adver- 
tising novelties, premiums and business gifts for 
promotion purposes. With this catalog before him, 
the customer compares—selects— orders —-quickly. 
This means you need not 
stock merchandise, bother 
with returns or add one 
cent to your overhead. Cat- 
alog fully describes and 
quotes prices with imprint 


in a wide range of quanti- Here is a Trimming Board that cuts 


ties. Send at once for this 


new profitmaker. out a steady, profitable, repeat busi- 





ASSOCIATED STATIONERS SUPPLY CO. ness for Dealers. A QUALITY 
Distributors for Manufacturers trimmer embodying the finest fea- 











Dept. O, Jefferson and Quincy Sts., Chicago 








tures ever developed in a product of 
this kind. Patented adjustable guide 


and rule calibrated to 1/16 inch are 


=~ 


among the many features ensuring 


anon OO SN absolute accuracy. There is a size 





SER I 


and price to fit every buyer's need. 


Wiggins Book Form stock zips 
from tabs with edges of knife- 
blade smoothness 


Customer Satisfaction ij 


* WELCOME x 


aarmeaae 


The next call you have for . , 
birt garth mapa The stationer’s golden asset 
printer or engraver to get H H H j 
in touch with any of these Every stationer knows there is none more While in Chicago at the N.S. A. 
paper merchants: yaluable—yet told that all don’t realize . 
papaya Mi i i naga tease Convention—stop at our factory 
NEW YORK CITY the worth of a better business card, 
Richard C. Loesch Co. So let it be moved and seconded that when —we shall be glad to show you 
PITTSBURGH a customer asks for business cards, he be sold 
Sueded & Weate €e. the kind that will bring him back for more— the entire line, or if you are not 
and more—and more ‘ ; 
CINCINNATI " yee coming—write for complete de- 
The Chatfield Paper Not over-the-counter cards We mean 
Co. something as superior as the modern cash regis 


tails and dealers’ prices. 


ter is to the old fashioned money till. 
DETROIT 


Seaman-Patrick : 
Paper Co. of Wiggins Book Form Business Card stock 


will put you far ahead of the average 


But let us send you samples. Your knowing 


GRAND RAPIDS 


cumenty Pape e- TeJobm American Photo Laboratories, Inc. 
L. 8. Boeworth €o., Ine. WIGGINS company . 








$T. Louis . “ 28 N. Loomis St. Chicago, Ill. | 
Tobey Fine Papers, Engravers Since 1857 . 
Inc. 1162 Fullerton Avenue, Chicago 
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Jor Distinguished Service 
to Business 


ee (an — 





SUPER-FIBER 


TYPEWRITER RIBBONS 


SUPER-KOTE Car- 
bon Paper and 
Codo TYPOCRAFT 
Carbon Paper ap- 
proach the ultimate 
in desirable qual- 
ities. Super-Kote 
produces clean, pre- 
cise, non-smearing 
copies of absolute 
permanency— 
copies that experi- 
enced secretaries 
say are comparable 
to originals. 





TYPEWRITER 


SUPER-FIBER type- 
writer ribbons 
packed in a new col- 
orful attractive con- 
tainer which will 
help you definitely 
in sales. A quality 
product that will as- 
sure consistent, top- 
notch performance 
at all times. 


Wrackan 


AAA DADA A’, 


GUARANTEE 


Should Codo Products for any reason not prove entirely 
satisfactory, any purchases will be replaced with new 


goods or your payment refunded. 


Codo Carbon Papers 


are guaranteed not to dry out nor deteriorate for a period 


of 5 years from date of sale. 


Records made with Codo 


Carbon Papers last as long as the paper on which they 


are made. Codo 


Inked Ribbons are guaranteed for 


satisfactory performance under all working conditions. 


BAL 


CODO MANUFACTURING CORP. 


509 South Franklin Street, Chicago 
270 Lafayette Street, New York 


Factory: 





Coraopolis, Pa. 


Albums and Scrap Books Really Illuminate and Make a Most Impressive 





tH | DEAL une 


CRYSTALITE 


Showing of Photographs and Displays 


IDEAL 
CRYSTALITE 


ACETATE POCKETS ARE TRANSPARENT 


“SEEING IS BELIEVING” 














ARTIFICIAL TOP GRAIN 
LEATHER LEATHER 
1i'/%ex9 $ 3.50 11x 9 $ 6.00 
Bi/, x 10%, 4.75 Bi/, x 10/5 7.25 
gx 5.00 1% x9 7.50 
11'/_ x 14l/, 8.75 11/p x 141, 12.75 
Idi, x 11'/, 8.75 4i/, x 11i/, 12.75 
16x 11% 10.00 16x 11% 15.00 


ideal Crystalite Pockets Are Equipped With a Light Gray Mounting Leaf 
Suitable for Writing. 
our Splendid Cooperation of the Past has Made Our Success Possible 


WE THANK YOU! 
THE J. L. HANSON COMPANY 


ds52-554 WEST ADAMS STREET CHICAGO 











LANUUE 


Premium Ink 


FOR FINEST 
RESULTS ON ALL 
STENCIL DUPLICATING 
MACHINES!! 


This ink will help you make satisfied 
‘users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 
maintained by exhaustive laboratory tests 
of all raw materials. 


A Sample i Yours — 
for the asking ! 


We'll be glad to send complete 
prices and dealers discounts. 


INK SPECIALTIES CO., INC. 


525 S. LAFLIN STREET . . . . CHICAGO 
FRED B. CANODE, PRES. 
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"Air Mail Accuracy" 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
thousands for fine weighing and checking of mails. 


Stationers have already sold thousands te their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by % 
ounces (other numbers up to 4 Iibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
celluloid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 


i 4 j —E cr 2714 W. 2lst Street 
CHICAGO ILLINOIS 





















h 
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Cor tub % 
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A new dress doesn't modernize an old-fashioned 
dater. No matter how fancy it may be, it still isn't 
in keeping with this modern age. That's why you'll 
find it only takes a split-second to turn a customer's 
mind from an old-fashioned dater to the modern, 
more efficient JUSTRITE SPEEDATER! A quick 
demonstration of its features and your customer 
buys a dater that does the job faster and better... 
AND FOR YOU, A SALE WITH AT LEAST 
THREE TIMES MORE PROFIT! Take it from 
us, and we've been manufacturing marking devices 
for over 48 years - always keeping ahead of the 
times - the SPEEDATER is made right, priced right, 
gives you a substantial profit and sells with ease. 
You'll want the complete facts about the JUSTRITE 
SPEEDATER... write today. 

Comes in three type sizes. Has month, 

day and year bands. HEIGHT:- 5 in. 

BASE:- 156 « 1°46 in. 


LOUIS MELIND CO. 


39 Cortlandt St. 362 W. Chicago Ave. 593 Market St. 
NEW YORK CITY 


CHICAGO SAN FRANCISCO 





105 









It’s selling every- 
where—the new Victor 
full-duty portable adding 
machine. ty 























Filling stations, groceries, drug 
stores—all types of independent 
merchants . . . corporation offices 

. chain stores . . . warmly wel- 
come this marvel of engineering. 


The Victor full-duty portable 
thrives on work . . . weighs only 
nine pounds . . . is so compact you 
can balance it in the palm of your 
hand ... is priced so low that even 
the smallest corner store can 
afford it. 


There are Victor sales waiting 
for you in every business block. 
Imagine offering so much quality 
at only $47.50 for 9,999.99 total- 
ing capacity; 99,999.99 at $55.00; 
and 9,999,999.99 at $70.00—all in 
10-key or full key board! 


Let Victors add up bigger 
sales and profits for you. Your 
territory may still be open for 
adealership. W rite for eall in- 
formation to Victor Adding 
Machine Co., Dept. A-7,3900 
N. Rockwell St., Chicago. 








“WHERE 
you need it— 
WHEN 

you need it” 


VICTOR 


ADDING MACHINES 
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RHYS LLEWELLYN 

R. H. Llewellyn Co. 

Manchester, N. H. 
District No. 1. 


PETER MURETTE 
Ryan & Williams 
Buffalo, N. Y. 
District No. 2. 





N. S. A. 35TH CONVENTION PROGRAM 


(Continued from page 89) 
be sold, what they are, what leather is, what the sta- 
tioner can do with it. 

Following will be George Hayes of Thomas Groom 
& Company, Inc., Boston, Mass., who will present 
charts and time studies in connection with his address 
entitled, “Personal Selling Applied to Visible.” 

The last number on the program will be a dramatic 
skit, “The Right and Wrong Way to Sell Filing Sup- 
plies,” under the direction of Arthur Frey of The 
Globe-Wernicke Co., Cincinnati, Ohio. 

Comes the summary of the day by the narrator (the 
general manager), and conventionites will have par- 
ticipated in a new kind of program, crammed full of 
information that can be used by every person present 
A day that no stationery seller or maker can afford 
to miss. 

There will be no meeting in the evening, which makes 
time available for study of the merchandise exhibits 


Wednesday Morning 


The various divisions of N. S. A. will meet in 
executive sessions to talk over the problems of the 
business. The dealers will meet by themselves, the 
manufacturers by themselves, as will the sales man- 
agers and the traveling men. They will talk over 
their own problems, discuss the things that they 
have to know about and are bothering them at the 
present time, or that are working out splendidly. 

Another general session opens with a showing of a 
fine moving picture which presents “Reflection on Sell- 
ing.” The stories of National Furniture Week, National 
Letter Writing Week and a number of other items will 
precede the election of officers and the introduction 
of new officers. There will also be an “Information 
Please” session on Wednesday afternoon. 

In the evening will be N. S. A.’s Thirty-Fifth Annual 
Banquet. The theme will be, “God Has Blessed Ameri- 
ca.” It will be a genuine get-together of stationers 
from everywhere, continuing a long list of successful 
banquets culminating successful conventions. 

The board of control meets Thursday morning and 
the exposition will be open until Thursday noon. It’s 
a day for unfinished meetings and miscellaneous ac- 
tivities. 


Ladies’ Entertainment 


On Monday the ladies will lunch at the Merchants 
& Manufacturers Club in the Merchandise Mart 


From 
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R. L. THOMAS 
Lucas Bros., Inc., 
Baltimore, Md. 
District No. 3. 


W. G. ROBBINS 
Carolina Office Equip. Co. 
Rocky Mount, N. C. 
District No. 4. 











G. T. BUCHANAN 
Buchanan Stationery Co. 
Wichita Falls, Tex. 

District No. 9. 


Regional Governors 


1939-1940 


there they will attend the broadcast of the “Club 
Matinee” at the National Broadcasting studio from 
three to four o’clock. They will enjoy visiting the mer- 
chandise exposition at the Palmer House also, followed 
by music and dancing at the House of Friendship from 
ten to one. 

On Tuesday the ladies will go by bus to the Drake 
hotel, where a delicious luncheon will be served, fol- 
lowed by a bridge party. As usual, there will be a large 
number of attractive prizes, donated by manufacturer 
members of N. S. A. 

On Wednesday the luncheon will take place at the 
Chicago Athletic Club and in the afternoon the ladies 
will attend a matinee performance. The theatres are 
not sure just what shows will be in Chicago at con- 
vention time, but a good play is promised. 

Wednesday is going to be a busy day, for the ladies 
will return to the Palmer House just in time to prepare 
for the great annual banquet to be held in the Grand 
ballroom. 


LAWRENCE GILLESPIE 
Sheridan Stationery Co. 
Sheridan, Wyo. 
District No. 10. 





The Golf Tournament 


And now, about golf. The tournament is going to 
take place on Sunday, and the Chicago committee, 
headed by Russell P. Carpenter, announces that it will 
be held on the No. 3 course of the Olympia Fields 
country club. By playing on Sunday, a business day is 
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OSCAR MODENE 
Marshall Jackson Co. 
Chicago, Ill. 
District No. 6. 


Cc. W. LEONARD 
Leonard & Co. 
Detroit, Mich. 
District No. 5. 























LOUIS CARACCI 
Nor-Wood Co. 
New York, N. Y. 
District No. 13. 


CARL G. GRIMES 
Grimes-Stassforth Staty Co. 
Los Angeles, Calif. 

District No. 12 


Regional Governors 


1939-1940 


saved. And so this year the N. S. A. golf tournament 
will be held September 22, the day preceding the of- 
ficial opening of the convention. This will give every- 
one an opportunity to participate in the event. Ar- 
rangements are being made to make this golf tourna- 
ment an outstanding affair and the finest in the annals 
of N. S. A. It will be held on one of America’s most 
beautiful courses, with tee-off time beginning at ten 
a.m. Teams can join the party up to one-thirty p. m. 
Competition scores close at five p. m. In the evening 
at six-thirty, there will be a dinner to climax a big 
day. 

A special announcement from the Chicago committee 
reads, 

“Advance registrations are requested. Get your 
favorite foursome together now. Write your pals and 
then aid the committee in planning the event by 
writing regarding your party to Russell P. Carpenter, 
Sanford Manufacturing Company, 846 West Congress 
street, Chicago, Il.” 





Five Centuries of Progress Exposition 
The Fifth Five Centuries of Progress Merchandising 
Fair and Exposition promises to be the biggest ever. 
It sold out faster this year than ever before. Its presen- 
tations will be even more varied than in the past. 
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ARTHUR GRAYSTON 

Thomas & Grayston 

Minneapolis, Minn. 
District No. 7. 


WALTER RUEDY 
S. G. Ruedy Co. 
St. Louis, Mo. 
District No. 8. 





N.S.A. CONVENTION COMMITTEES 
(Continued from page 97) 


Chicago Golf Committee 
Russell Carpenter, Sanford Manufacturing Co., Chi- 
cago, Ill., Chairman. 
W. J. Sunderland, Chicago, Ill. 
Gordon Kickels, The Globe-Wernicke Co., Chicago, IIl. 
Ralph Maneval, A. W. Faber, Inc., Chicago, IIl. 
Clark Roland, Marshall Jackson Co., Chicago, IIl. 
Hy Linden, Ace Fastener Corp., Chicago, Il. 


Chicago Entertainment Committee 
Charles Mueller, Joseph Dixon Crucible Co., Chicago, 
Ill., Chairman. 
Tom Gillice, Rockwell-Barnes Co., Chicago, Il. 
Elmer Krumwiede, G. J. Aigner Co., Chicago, III. 
William Cox, The Carter’s Ink Co., Chicago, Ill. 
Ed. Rohrs, Eaton Paper Corp., Chicago, Il. 


Exposition Committee 
Harry Tehan, Charles M. Higgins & Co., Inc., Brooklyn, 
N. Y., Chairman. 
Joseph C. Strauss, Automatic Pencil Sharpener Co., 
New York, N. Y. 
Harry Nichols, Weis Manufacturing Co., Monroe, Mich. 
E. A. Keeling, Art Metal Constr. Co., Jamestown, N. Y. 


Banquet Seating Committee 
Edward L. Little, Wabash Cabinet Co., Wabash, Ind., 
Chairman. 
Ray Eichenlaub, Service Steel Products Corp., Chicago. 


National Publicity Committee 
C. H. Everly, Orrice APPLIANCES, New York, N. Y., 
Chairman. 
C. P. Garvin, Miss Rose Cushman 


Chicago Convention Publicity Committee 
W. J. Dalton, Geyer’s, Chicago, Ill., Chairman. 
A. R. Skibbe, Associated Stationers Supply Co., Chi- 
cago, Ill. 
H. L. Fellowes, Bankers Box Co., Chicago, Il. 
Evan Johnson, Orrice APPLIANCES, Chicago, IIl. 
—- «+ 


PRESIDENT BAYLESS IS A BUSY MAN 

Besides being vice-president of Lowman & Hanford 
Company, Seattle, Wash., (a full time job) Owen G. 
Bayless finds ways and means to be president of the 
National Stationers Association, president of the Pacific 
Northwest Stationers Association and governor of 
N. S. A. regional district No. 11. He manages to keep 
busy. 





SOE om sea 


SOTA ae 


ACS AI ANS SEP 








OFFICE APPLIANCES 


WELCOME 


108 













THIS TYPEWRITER PAD 
REALLY DEADENS 


TYPEWRITER NOISE... 








Be sure to see the 1941 National line. 
Meets every requirement with its wide 
range of quality and designs. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
New Address in New York 10 East 34th St. 
New Address in Los Angeles 1709 W. 8th St. 









IT'S MADE OF ALL HAIR eo oe. 
EVER-RESILIENT y 
OZITE SOUND DEADENER... 





144 SALES IDEAS 


AT LESS THAN A DIME APIECE 


This WORK AND IDEA BOOK 
contains 144 proved ideas for pro- 
moting sales. It is chock full of 
material for conducting sales meet- 
ings, sales contests, making sales 





PRINTERS a e < : 

..: IT'S SMARTLY PACKAGED IN {1 Sn Teteres as well a meaty meth 
ods f ans i sales ble 8 

FOR COU NTER DISPLAY! SAYS il aisle sideman. te aatied 
STEP BY STEP IN EFFECTIVE 
SALES PROMOTION, bound in 


A book that loose-leaf attractive binder, size 


eee that’s why RETAILS AT is worth in- 844 x 11. 


vestigating Material similar to that which is 
= by anyone contained in this book is sold as 
€ seeking ways a monthly service for as much as 

10 times the cost of this work. 


and means of 
The price of this book is $10. 


THE SCIENTIFIC TYPEWRITER PAD | © - eg are WITH THE GUARANTEE THAT 




















F ae /eparere ANY IDEA OBTAINED FROM IT 

outsells all others! @ Non-slip more effi- WILL NET MANY TIMES MORE 
——e bottom! ciently.” THAN ITS TOTAL COST. 

FREE DEALER HELPS: With orders wor a pice ye : 

Sein aaa of washer saall’ seeksoeren @ 11 x 13 in., fits SEND FOR YOUR COPY 

imprinted with your name A FREE SAMPLE P*D 7" 

FOR DEALERS ONLY will be sent, if the coupon be all typewriters! PODAY. 


low is attached to your letterhead 


Seer ear & Se connie ANTHONY ATWELL 


Send FREE sample of KIL-KLATTER Typewriter Pad 











and information about prices and discounts. ° 
DEALER’S NAME and Associates 
=" 1369 E. 57th St. Chicago, Ill. 








cITY STATE 
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Line 
for 1941 


Investigate 
the NEW 


Features 
of the Complete STARK Line! 


Each pad is printed in two colors (RED & BLUE) on 
high-grade bond paper... . . Also, printing has been re- 
arranged to give maximum writing surface and to show 
the “THREE MONTHS AT A GLANCE” feature. 

STARK Calendar REFILLS and STANDS are inter- 
changeable with others on the market. Many other fea- 
tures make the STARK 
line the best line for you 
to sell. 





Write NOW for New 
complete catalog and 
price schedule. Sample 
sheets gladly sent on re- 
quest. 


STARK CALENDARS, Inc. 
525 S. Dearborn St. 
Chicago, Ill. 

















Thirty-one Years Ago 
We had an old fashioned idea! 


Someone said that it was good busi- 
ness to make a line that won't come 
back for a customer that will. Today, 
as thirty-one years ago, that idea is 
foremost in our mind. 


Stop by booth D1 at the convention or 
write for our new Desk Pad catalogue 
with natural color illustrations. 


G. J. Aigner Company 






503 South Jefferson 
Chicago, Ill. 











“A Smart Dealer 
Got About *2 From Me 
I Didn’t Intend to Spend!” 























Gift Set No. A-O 


Sells an “‘extra’’ to pen- 
cil buyers! — combines 
48-G pencil with 
matching penknife. 
Show it—and double 
size of many sales. 
Retails at $1.75. 





How New Autopoint Items 


SWELL DAILY SALES! 


Ask hundreds of dealers how vigorous dis- 
play of the popular Autopoint line pays! 
They'll tell you: ‘‘The Autopoint line pays 
in two important ways! First, Autopoint’s 
reputation for merchandise that satisfies— 
especially in pencils—brings in customers 
and makes them easy to sell! And second, 
Autopoint items are the useful kind that 
literally sell themselves—they make people 
say: ‘I need that,’ and come in to buy.” 


Actually, you’ll find that with Autopoint’s 
“‘related-item”’ display of pencils, leads and 
desk accessories, two sales often grow 
where the customer intended you to har- 
vest only one. Find out about the Autopoint 
Line and Autopoint’s ‘“‘related-item’”’ dis- 


play plan. Write, today! 


Note smart Autopoint salesma weit 
There are others—find out about them! 


Right: New Autopoint item 

beautiful letter opener, with calen- 
dar in handle showing three 
months at a time! Transparent 


blade magnifies. Retail, 39c. Above: Autopoint 
No. 148-G — y-in- 
day-out mover, 
everywhere! Oversize 
De Luxe, with smart 
gold-filled trim, Real 
Thin leads, and famous 
Autopoint Grip-Tite 
tip-—leads can’t wobble, 


THE | BETTER PENCIL Pp can’t wobbl 
Autopoint Company, 1808 Foster Ave., Chicago, Il. money onit at $1. 
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13d REASORS MR. DEALER 


WHY YOU CAN SELL 
AUTOMATIC POSTING 


e PRICED RIGHT! 
e CONSTRUCTED RIGHT! 
e LIGHT WEIGHT! 


e DROP SIDE for offsetting. 
e PORTABLE—easy handling. 
construction. 


space. 


e COVER with lock. 


e TWO LINES—400 single depth, 500 double depth. 


e EXPANSION—simple one hand operation. 
e COMPRESSION—positive at all times. 
e BRUSHED ALUMINUM BED prevents sheet slipping. 


e SIMPLICITY no levers or gadgets to operate. 
e LARGEST CAPACITY least amount of space taken up by 
e SAVES SPACE will store in fireproof safes without loss of 


e ADJUSTABLE STEEL STAND 1954” to 295” high. 
e FINISH is of durable and attractive olive green. 


AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLVD. DEPT. A-36 
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CHICAGO, ILL. 






Items That Are Representative of our Line of 


——. MODERN PRINTING AIDS 


| WOOD PAD 





Viking Penetrative Pad 








Rubber Cushion Base 


1800 W. Larchmont Ave.. 


PERFUMED INK PADS 
Coronet Wood Pad and Viking Penetrative Pad don't need to be 
perfumed to make them the choice of those who want the best 
impression they can get from their rubber stamps. But their 
fragrant odor is a decided selling point with secretaries and others 


who like things to be not only practical—but pleasant to use. 


DeLuxe Rubber Base for Pads 
An interchangeable rubber cushion base, at small cost, makes 
either of the above pads in No. | or No. 2 sizes fit to grace the 


most highly-polished desk in any executive office. 


VARI-LINE PRINTING KIT 
The illustration tells part of the tale—the interchangeability and 
line-spacing advantages of this new system. Just as important are 
the hidden virtues of type that is grooved so that it cannot be set 
upside down—and the fact that there are available for variety 18 
different 1940 model type faces from 1/8 to 5/16” size, all of 


which can be used in the same holder. 


Be Sure to See Our Exhibit 


THE SUPERIOR TYPE COMPANY 


Chicago 





Vari-Line 
Holder & Outfit 





268 Market St., San Francisco 
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BEAUTIFUL om USEFUL 


New Gift Item in Plastic 
a 
g Scale 
Princess’ 
Postal 


4 











The “PRINCESS" Postal Scale is produced in four 
attractive finishes—Variegated Marble, Mother of Pearl, 
Circassian Walnut and Ebony Onyx. The illustration 
shows the Variegated Marble finish. 

The dial is etched on frosted brass. It indicates the 
cost of postage in cents on all classes of mail matter. 
Simply place the letter on the platform, read the dial 
and affix the postage. This beautiful scale will prove 
an attractive gift item for all occasions. 

Attractively designed for the individual desk, library 
table or the Executives desk. The modern desk set is 
not complete without a ‘'Princess’’ Postal Scale. 


Write for price list. For Sale by Leading Dealers 
Please visit our Exhibit at Stationers’ Convention 








PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET CHICAGO, ILL. 








Convention Highlights 
Booth No. I-5 ss. 


i 






New iS P 
1941 Line i se 
| Se ipper 
. Ready Envelopes 
Among the Convention highlights will be our display 
featuring the new 1941 line... loaded with eye-appeal ‘ 
and NEW FEATURES! VATe) 


An interesting experience awaits you and we feel Ring 
confident you will share our enthusiasm in what we 
believe to be the most outstanding Zipper Portfolio Binders 
line ever produced 

If you are not attending the Convention write today 
for full particulars or see our representatives on their 
territories. 


Vato 
Portfolios 


BROS. MFG. * 
STEIN Co., Inc.  Ccsees 


231 S. GREEN ST. «© CHICAGO 
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IT’S TRADITION 


with Flex-Site to Lead! 


Leadership in any industry is a position that must be carefully 
guarded. To maintain leadership in our field, we've never 
rested on our laurels—rather we've continued to blaze the trail. 

Flex-Site is the ORIGINAL loose-leaf visible. It’s long manu- 
facturing and selling experience, coupled with the fact that 
visible record equipment is our sole interest, helps Flex-Site to 
maintain its front rank position. 

And in keeping with tradition, Flex-Site produces another finer 
visible, the new 


MODEL VV VISIBLE RECORD BINDER 





Model VV Flex-Site alone incorporates these exclusive and 
highly important features: 
1—Original Automatic Shift 
2—Self-balancing Back 
3—Combined Square & Flat Back Efficiency 
4—Completely Automatic Shift Lock 
5—Feather Touch Release Lever 
6—Independent Half-Opening Lock 
7—Automatic Closing—Non Spilling 
8—Electrically Welded Prongs 
9—Cover-to-Cover Capacity 
10—Maximum Capacity per inch of Prongs 
11—Protected Center Shift Hinge 
12—Stainless Steel] & Fibre bound Back 
13—End and Back Label Holders 
14—Recessed Cover Hinges 
15—Concealed Rivets Attaching Covers 
16—Reinforced Stainless Steel Rims 
17—Genuine Fabrikoid Bound Covers 
18—Compact—Smallest overall Size 





See us at the N. S. A. Convention 
Spaces J 3-J 4 











Send for literature, prices and details on our liberal discount and 
protected-exclusive dealer policy. 


EX-SITE 


VISIBLE RECOKR®S 


EQUIPMENT COMPANY 
1432 Altgeld St. Chicago, III. 
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1. STURDY COLUMNAR CONSTRUCTION 
2. HEAVY STEEL REINFORCING FRAME 


3. FULL GRIP HANDLE—4 PLY DRAWER 
FRONT-LABEL ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of 
operation. 

SEND NOW .. . For complete details on 
this entirely new and exceptional value 
in Transfer Files. 








C. L. BARKLEY & CO. 


ESTABLISHED 1921 
oMoanufacturers of Filing Supplies 


517 S. JEFFERSON STREET CHICAGO, ILL. 


O 





DR. SCAT 


Cleans and Refinishes Type- 
writer, Rubber Platen Roll and 


Type. 
"Every Office is a Prospect!" 


Dealers, sell Dr. SCAT the best 
repeat seller and profitable type 
cleaner on the market. a 





— Sold from Coast to Coast — 





FFICE APPLIANCES 





Manufactured By 


DR. SCAT CHEMICAL CO. 











““REFINISHER” 


178 North Franklin St., Chicago, Illinois es: U.S. Pat. Of. 

















POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 








The “OFFICIAL” Pocket Seal 






REALLY EMBOSSES 
HEAVY PAPER = —S—, 
(“OFFICIAL > — 
A CORPORATE SEAL pe 
POCKET SIZE a. 


_~ 


ee 


THE ONLY POCKET SEAL 
FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 








PLACE YOUR ORDER WITH YOUR LOCAL 








SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, 


INTEREST, 


DISCOUNT, LUMBER, COAL, FREIGHT 


AND MANY OTHER CALCULATIONS 


No levers to pull. 
keys to punch. No tedi- 


ous figuring. 


Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised 
for details now! 


Meilicke. Systems, Inc. 


No 


No errors. 






Write Simply tip 
the card 


and copy ! 
3468 N. Clark St. 
Chicago, Ill. 









Fo) 
PATENTED 








Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 





— gh = and fumble to find the place where 
ee the ring opens, if it’s an Adams ring. 
Eight Sizes Here is the simplest, quickest-operat- 


inside Diameters: 


ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 


Ne. 00, % in. No. 2, 1% In. 

Ne. 0, % in. Ne 3,2 In, Sheets to lie flat when open at any 

Ne. 01,1 In. Ne. 4.2% In point. The enlarged joint, nicely 
eee x “a3 in ‘rounded and smoothed, keeps ring 

No. 1, 1% In. Ne 68 a. right side up in position to be in- 


Come alse boxed assorted 


In seven 


Henry T. Adams Mfg. Co. 





stantly unlocked. 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 
856! Se. Chieage Ave., 
Chicago, Ilinois 


sizes. 


















MARKING DEVICE DEALER 





Yowr QUESTIONS 


ANSWERED free 


Subscribers to Ofhce Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment 

A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price 


The Office Appliance Company: 20 North 


| Wacker Drive, Chicago, U. S. A. ::::::: 
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ASK US FOR eraits and PRICES on 
UNDERWOOD PIONEER” eesuitts 


4Y. the 
Pionee, Rol : 
ES BL 17% v4) 
SHIPMAN-WARD MFG. CO, M's b Underwonart, 


“The Dealers’ Quality Supply House” 


— Wholesale & Export Only — 
325 N. WELLS ST., CHICAGO, ILL. 


PLATENS! PLATENS! PLATENS! 


Start the Fall season right. Equip typewriters and adding machines with 





“Shipman-Ward” SUPERFINE PLATENS. Precision guaranteed. Any 


SHIPMAN-WARD 
MFG CO. CHICAGO 





grade rubber desired. 





LOOK What $15 Will Buy 


In A Copyholder 


NON-SLIP HOLDER 
ADJUSTABLE 
GUIDE BAR 


< 





Just because the Burns copyholder re- 


tails for "way less than other first class 





copyholders, don’t think there’s been 


STURDY STEEL 





any slighting of quality or features. 
Built into this economical model is 
steel for strength, black satin finish for 
beauty, and fingertip control for effi- 


ciency. 


Order sample copyholder today. 
Ask for Model ZA-13. Liberal dealer 


discount available. 








TELEPHONE BRACKETS 











CONSTRUCTION 
ie BLACK SATIN 
FINISH 
SINGLE, DOUBLE, 

OR TRIPLE SPACING 
FINGERTIP 
LINE-GUIDE 
FIRM, NON-SKID CONTROL 





BASE 








—> 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 


1033 W. Van Buren St., Chicago 


COPYHOLDERS * GOOSENECK LAMPS * CHAIR & DESK PADS 
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Freel Beautiful Display Stand for Free! 


CHROMIUM MOUNT 


“Modern Rubber Stamps That Cost NO MORE” 


Dont Miss This Offer! 


Firm Name Printed On Handles Without Charge 


A CONSTANT REMINDER TO YOUR CUSTOMERS 
WHERE TO PURCHASE THEIR SUPPLIES— 


Over 1500 Different Stock Stamps on Hand for Immediate Delivery 
Write Today BANKERS & MERCHANTS STAMP WORKS 


3215 SHEFFIELD AVE., CHICAGO, ILL. 






“23 7% 


RUBBER 
STAMPS 















Ack ter Chromium Mounts 


se NO PORE Thee theOetaary 

















ROLLING STORE LADDERS 


For use on Filing Cab- 
imets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


LIBRARY 
LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don’'t overlook 
sales opportunities in Roll- : 
ing and Library Ladders. ~ 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 























\ OZ: 
M CELLULOIO PRODUCTS 


\\ Loose-leaf envelopes, punched; card-cases, any 
\\ size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 

‘| Made of acetate (flame resistant) transparent cel- 





, lulose. We build to fit your particular need. Write 
f’ us for details. 


Markile Company, Mfrs. 


36838 S&S. Racine Ave. Chicago, U. S. A. 





HI-SPEED “a 
HANSON postat scave 


@ That’s when the Hanson Postal Scale is most appre- 
ciated—-in the closing hour rush. Here is hairline 
accuracy combined with a rugged mechanism that 
speeds mailing because it shows exact weight in- 
stantly—no time lost jiggling weights back and forth 

and because the self computing dial indicates cor- 
rect postage without further “‘figuring.”’ 






Ask your jobber for Bulletin No. 5, ; 
HANSON SCALE CO. 525 N. Ada St., Chicago, Ill, @™e 


FIANSON SCALES 


BATHROOM « KITCHEN ¢ NURSERY «DIET e POSTAL 














A Bookkeeping System with a Guarantee 


COMPLETE TRIAL BALANCE 
on ONE PAGE 


The Modern System of Bookkeeping solves the bookkeeping 
problems of small business. Simplest and most complete 
system on the market. 

Here is a proven bookkeeping system the dealer can sell 
with confidence. A_ profitable item with which to make 


new friends. Means yearly repeat business. Write for details. 


MODERN BOOKKEEPING SYSTEM CO. 


127 N. Dearborn St. Chicago, Ill. 














PARTS tor 
CASH REGISTERS 








DEALERS—Write for Catalog 





CHICAGO CASH REGISTER PARTS CO. 
3843 Lincoln Av. Chicago, Ill., U. S. A. 








MEMO PAL 


An Active Profit Item 
for YOU 


% 250 Feet of standard size 
adding machine roll paper 
% Sturdy Metal Construc- 
tion 

















% Mechanically Perfect 
Mechanism 

% Modern-Streamline 
Design 

% Crackle Finish— 

in black and 

green. 


$150 


t Applied For 


Order samples 
today 
Individually 
in Carton 
Liberal Dealer 
Discount 


PREVUE-RADSELL CO. 


440 $. Dearborn St. Chicago, tii 
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WhenYou're Asked 
for FACTS 





Can You Give 
Them? 


Conditions are changing daily 
in the Industry. Are YOU 
keeping pace with them? 
Timely information will help 
you plan sales, act decisively 
push profitable items, keep 
ou stock up to date. 


‘The information your Serv 

Bureau gave us was just 
what we needed and placed 
us in a position to secure 
additional business that other 
wise we could not have got 
ten.’ A. R. Taylor Co., Men 


phis, Tenn. 


OFFICE APPLIANCES brings 
you the latest styles, news and 
trade gossip every month. 
The Service Bureau helps YOu 
gain information, lists and 
gata gratis, almost impossible 
to gain elsewhere at any price. 


Ask for your FREE copy of 
OFFICE APPLIANCES 


and subscription particu- 
lars. 


THE OFFICE APPLIANCE COMPANY 


20 North Wacker Drive Chicago, Illinois 











RING BOOKS 
in 


32 GRADES 


ONE SOURCE FOR STUDENTS LOW 
COST STYLES AND QUALITY CASES 


Mashek ring book styles cover 32 stock sizes, leathers 
and prices. You can get everything you need in ring 
books from this one dependable recognized quality 
house. Be on the safe side on zipper ring binders 


with the Mashek line = 
Bef j 
NEW CATALOG aad tall neue oe 


see 
the new numbers in the 
new 1940 Mashek Catalog. 


FRANK MJASHEK co 
CHICAGO 


NEW YORK OFFICE: Hareld Atwood, 280 Broadway 


“If it’s made with leather, MASHEK makes it Better’ 











Gear up COMMUNICATIONS 
to EMERGENCY SPEED 


YOUR BIG SALES OPPORTUNITY 


Intercommunication and Paging 
Systems 


For All Industrial Plants * FLEXIBILITY. No plant 
and Institutions 


too large, too small, or 
too noisy; you get what 
you need, pay for noth- 
ing more. 

® SILENCE. You hear the 
person you're calling 
nothing else. Soundless 
when not in use. 

® STYLE. Two-tone cabi- 
nets that combine beauty 
with conve- 
nience as 
never before. 

*® HIGH-POWER 
PAGING— 
combined or 
separate. 

e RELIABILITY 
that has ad- 
ded daily for 
a quarter- 
century to the 

reputation of 


WEBSTER- CHICAGU 
























ie — EASY - "2 unique AMPLICALL plan. 
Write or wire for it and NEW Catalog No. 240. Webster-Chicago 
Corporation, Sec. S-54, 5622 Bloomingdale Ave., Chicago. 








a ————————————— 
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Spceereecars 





HEN the delegate to the N.S. A. convention comes 

to Chicago this month he will find innumerable 
places of interest and entertainment awaiting him in 
“the city by the lake.’”’ No matter what his tastes or 
inclinations, the visitor will require many hours to ex- 
haust the great fund of “places to go and things to 
see” which Chicago has created through the years for 
the benefit of resident and visitor alike. 

Study of astronomy, statuary, art and science. Shop- 
ping. Swimming and boating. Driving. All are avail- 
able in Chicago at little or no expense. And, most im- 
portant to the convention visitor, the whole is linked 
by a network of first-class transportation, a system 
including husses, interurban steam and electric trains, 
surface cars and an elevated line, the trestles of which 
make up the four boundaries of the world-famous 
Loop. 

The Palmer House, which is to be the convention 
headquarters, and is modern in every respect, is in the 
center of the Loop. It is a far cry from the Palmer 
House described in Rudyard Kipling’s delightful story 
of his visit to Chicago. Set squarely in the middle 
of the shopping district, the hotel’s State street en- 
trance offers rapid transportation to any point in 
and about the city. 


Adler Planetarium and Rosenwald Museum 


For those with a scientific turn of mind there are 
the Planetarium and the Rosenwald Museum of Science 
and History. In the former a huge, domed roof rep- 
resents the night sky upon which pass in review all the 
planets and stars of the universe, created and faith- 
fully portrayed by an intricate machine. Slowly dim- 
ming lights, far-away music and ultimate total dark- 
ness lend an enchantment to the demonstration which 
will remain in the minds of grown-ups and children 
for a lifetime. 


The Rosenwald museum is unique in that it offers 
demonstrations and explanations of every-day scien- 
tific subjects which interest the every-day man and 
woman and child. How and why lightning strikes a 
house, the unmasking of fake perpetual motion ma- 
chines, the theory and practice of aeronautics (with 
a glass-enclosed model which the visitor works him- 
self with regulation controls) are but a scant few of 
the wonders which the museum offers. 


Rare Fish and Precious Stones 

Within a few yards of the Planetarium are the Field 
Museum and the Shedd aquarium. Both are reached 
by street car or bus from the Loop, and both have 
special features which set them apart from similar 
organizations elsewhere. The Field Museum maintains 
a display of precious metal and stones unique in mu- 
seum showing, including many beautiful pieces fash- 
ioned by artists of by-gone ages, while the Shedd 
aquarium possesses, in addition to the regular display 
of fish of the world, a separate department contain- 
ing a showing of tropical species second to none. 

Skirting the waterfront is the great Buckingham 
fountain which has been called the most beautiful 
monument in America. From its center shoots a high 
column of water which is gorgeously colored by special 
illumination at night. A comparatively short distance 
south is a replica of old Fort Dearborn, last of the 
1934-35 World’s Fair structures, which will remain as 
a tribute to those who died in the Fort Dearborn mas- 
sacre on a site not far removed from the present 
Michigan avenue bridge. In Jackson park lagoon is 
a replica of Christopher Columbus’ flagship, the Santa 
Maria, while Chinatown, at Wentworth and Cermak 
road, and the Ghetto at Maxwell street, are but short 
street car rides from the Loop. 

A study of the trend of architecture is offered by 














De ee 





OMEN Fee oman 








See 


LY SRNL MRE 





SEPTEMBER, 1940 


a visit to the old Water Tower, landmark of the great 
Chicago fire in 1871, the Lorado Taft’s Fountain of 
Time on the Midway, the University of Chicago, and 
Navy Pier, a structure jutting far out into Lake Michi- 
gan and supporting a large amusement center nearly 
a mile from shore. Two yacht clubs are a short walk 
from downtown. 

Parks, universities, churches and Chicago’s twelve 
broadcasting stations are available to the visitor daily. 
The Merchandise Mart, the largest building in the 
world; the Furniture Mart, the Board of Trade and the 
Stock Yards are other interesting points always acces- 
sible to the visitor. 


In the World of Art 


The Art Institute, flanked by the beautiful land- 
scaping of Grant park, is within five minutes walk of 
the Palmer House. Two immense stone lions guard a 
broad flight of steps to the building wherein is housed, 
and daily available to visitors, the second largest collec- 
tion of masterpieces in the United States. 

Close to Lincoln park is the Chicago Historical mu- 
seum, outstanding for its collection of American his- 
torical mementos, while those interested in seeing a 
display of relics of ancient civilization may pay a visit 
to the Oriental Institute at the University of Chicago. 

A forty-minute ride on the Burlington railroad takes 
one to the Chicago Zoological park, better known as 
Brookfield Zoo. Of intense interest to the youngsters 
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and adults alike is this park where “wild animals wan- 
der about in cageless freedom,” wide moats instead of 
steel bars separating them from freedom. 

At the present time Chicago is building its subway 
system, sections of which have already been opened to 
the public for inspection. Far beneath the teeming 
streets “sand hogs” work, boring huge tunnels beneath 
skyscraper buildings and under the Chicago river. 
These men work under terrific pressure maintained to 
avoid cave-ins, a pressure so great that they must 
be subjected to a decompression process in steel de- 
compressing chambers before returning to the normal 
pressure of air at the surface. The sections of the 
subway now open are worthy of a visit because they 
provide an excellent example of the entire system when 
it is completed. 

Chicago maintains 205 public parks which boast four 
great conservatories, botanical gardens, bridle paths 
and beautiful landscaping. The chief of these are 
Jackson and Washington parks, on the South side; 
Burnham, Grant and Lincoln, along the lakeside, and 
Columbus, Humboldt, Garfield and Douglas on the West 
side. 

Visitors bringing their own cars may drive north of 
the city to Chicago’s “Gold Coast” district and the 
new outer drive along the beach to Fort Sheridan and 
the Great Lakes Naval Training Station. 

Every religious denomination is represented in Chi- 
cago’s 1650 churches located throughout the city. 


Chicago—The Great Central Market Place 


HICAGO, chief market place of the Mississippi valley, where more than seven 
thousand industrial plants send a stream of varied manufactures through 





the trade channels of the world, each year increases its importance as a trade 
center of the office equipment industry. In no other city has been made greater 
contribution to the industry’s progress and expansion. In Chicago were pioneered 
a number of office utilities. 


Machines, systems and devices, basis of the office equipment industry in Chi- 
cago, which, as a writer in the journal expressed it a few years ago, has become 
one of the brightest stars in Chicago’s diadem of commerce. For this great 
manufacturing and marketing place has for many years been a chief center of 
the industry as a whole and of the stationery division in particular. It is a source 
of supply for the varied products around which the stationery business is built. 


With all of which dealers throughout the country are familiar. But the re- 
turn of the National Stationers Association convention to Chicago brings the 
facts to mind. Reminds also of the initiative of the Chicago group in bringing 
the National Association into being. Which may be the reason for there always 
seeming to be some special spirit of camaraderie or group interest in the Chicago 
convention that creates snap and go. Maybe it is only a matter of geography. 
Although the event draws attendance from coast to coast, the location of Chi- 
cago is convenient for a much larger number of members than many other 
cities in which the convention has been held. But there seems to be something 
that has made Chicago meetings outstanding. Not for attendance only, but also 
for general interest and results. To which it is expected that the 1940 meeting 
will be no exception. 


Here Endeth the Special Welcome to Chicago 
and N. S. A. Convention Section of the 
September, 1940, Number of 
Office Appliances 








Who scans the text and 
advertising pages of this 
THIRTY-FIRST ANNUAL 
SPECIAL OFFICE FURNI- 
TURE SECTION will have 
an impressive view of the 
office furniture division of 
the industry: of its im- 
proved technology, of addi- 
tional functional features 
in many of the products, 


which increase their utility | ) a are 


and convenience. And, ap- 
parent through the exten- 
sive variety of units which 
enter into the completely 
furnished office, an attrac- 
tive and appropriate artis- 
try of design and finish in 
both wood and steel manu- 
factures. In these pages 
are displayed the lines 
around which the office 
furniture business of the 
country has been built. 
« The reader will be parti- 
cularly impressed with the 
progress made in posture 
chairs which have demon- 
strated the importance of 
healthful seating for all 
who do not stand at their 
employment. In office, 
store and factory, posture 
chairs, adjustable to the 
physique of the individual, 
are contributing to the 
health, comfort and, there- 
fore, the efficiency of seated 
workers. ‘ With the ad- 
vances referred to above 
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of wood for furniture inspired a great 


created some of 


‘he beauty and adaptability 
in which carvers and cabinet makers have 
the finest expressions of the arts and handicrafts 
which enhance the subtle of grain and fibre 
containing furniture selected for harmony of desi 


artistry 
Forms and finish 

One who enter: 
gn, prop- 


harm 
a room 
rly grouped and supplemented with appropriate color receives 
a delightful impression difficult to define but definite in 
ingratiating effect 
Of the beauty of wood another has written In the grain- 
ng of wood nature expresses a that can not 
produced for application elsewhere I he 
inseparable 
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beauty 








harm of the grain is from 

once living cells by which it was 
patterned. ‘The lines may be copied by 
rush or reproduced by photography 
but only imitation of design is achieved 
lhe subtle beauty with ingratiating 


warmth is inherent in the substance and 
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has been corresponding 
progress in sales technique 
for marketing office furni- 
ture through which the 
initiative and enterprise of 
manufacturers and dealers 
have transformed the busi- 
ness Office: not only in ap- 
pearance but in effective- 
ness: making possible the 
handling of a greater flow 
of operations through reg- 
ular channels with less 
effort and less fatigue. 
Contributing to this are, of 
course, the systems for 
keeping visible and in- 
| stantly available, facts re- 
| quired in the transactions 
i of the day. But these sys- 
\ tems have their furniture, 
a : ; , 

in design and finish made 
appropriate to either the 
| | general or the specially 
appointed private office. 
“ Many times in the col- 
umns of this journal refer- 
ence has been made to the 
influence of office furniture 
upon the expansion and 
prestige of the commercial 























WOOD CUT BY ERNST SPUEHLER 
hrough all ages, steel,has been, the material of accomplishment, the 
tool of achievement. It is, and always has been, a material of ac- 
tivity, of purpose and persuasion. 
Steel has become man’s most useful metal. It jis in his tools 
and instruments. In his house and many things therein. In 
pins and battleships. In the instrumentalities of communication 


| . | | stationery business. Hav- 
te et, ae ca nae ing been first to urge inclu- 
the wants of mane mes " ; sion of furniture in the 
: | stationery stocks, and hav- 

ing through the years been 
steadfast in promoting its 


progress, the publishers 








[he art of fabricating from common steel beay 
tiful and lasting office furniture, with its 
symmetry of pattern and streamlined de 
signs has been one of the factors in the 





evolution of the office equipment industry 


In technology, in artistry, in utility, in a P 
functional excellence and in long seri ice by SS 7 naturally share the satis- 
which advance art is measured, steel office |=) hk. |=] faction of producers and 
furniture groups with the chief products J J =a) ; Z 
around which the great industry is built. J ~Y dealers in results achieved. 
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Modern Office Beauty.—Equipment in a private office of the Ansul Chemical Company, 
Marinette, Wisc., installed by the Office Supply Company, Menominee, Mich. (Photo 
courtesy The Leopold Co.) 


CONTENTS OF THE THIRTY-FIRST ANNUAL 
SPECIAL OFFICE FURNITURE SECTION 


Modern Bank Works-Flow and Decoration..............-..-..---...... 122 
“We Use Photographs to Build Up Our Sales Story to Office 
IR ION SE EIA a ¥ ROT 134 
Salesmen Should Be Furniture Minded............-.----.. 142 
Health Is Magic Word in Posture Chair Selling... saaicanaeileail 150 
“No Office Furniture Sale Is Complete”... ee. 154 
ETE SEES CIO CER SORTER TD 160 
Safe Merchandising Calls for Real Selling—Not Mere Order 
Taking ....... iii Ailend snacnniaiaebenbehGeanieaininddbinianetrnsesnisinns ; 171 
Warehousing and Care of Furniture PR iencscsciccns paatesnaets 174 
The Professional Man as a Prospect................ - aoe 
Modern Offices Have Functional Design.............-----.... 194 
Office Furniture Sales Upped by Sketches... a 
Furniture Selling in a Smaller Community..........---.. 200 
Beauty and Function Combined in Specially Designed Office..210 
Office Floors and the Office Furniture Salesman... 227 
Merchandising Office Machine Stands................... shaiditieta hou 
Recent Office Furniture Installations 132, 133, 
140, 141, 172, 173, 182, 183, 192, 193, 198, 199, 208, 209, 218, 219 
New Furniture Pieces... .......148, 149, 184, 185, 226 


THE ADVERTISEMENTS 


In this special section are presented the advertising announce- 
ments of leading office furniture manufacturers whose lines have 
been instruments by which the office furniture business of the 








SEPTEMBER, 1940 


country has been stimulated to reach its present extensiveness. As 
a group the advertisements comprise a type and illustration ex- 
position of office furniture for every purpose. From the creative 
enterprise of these producers come the manufactures that make 
possible the cooperative venture of production and distribution, 
through which the office furniture industry makes advance. 


All-Steel-Equip Co., Inc......176, 177, 216 Leopold Co., The 190 
Alma Desk Co. 212 Lyon Metal Products, Inc. a 
Anderson-Hickey Co., Inc. 190 Macey Co. ; Sees 
Art Metal Construction Co. 195 Marble Chair Co., The B. L. ees 
Art Steel Co., Inc. 179, 180 Marble & Shattuck Chair Co., The..204 
Artility Metal Products, Inc........ 161 Meilink Steel Safe Co. 215 
Automatic File & Index Co. 110, 212 Metal Office Furniture Co. 203 
Bassick Co., The ....187 Metalstand Co. 224 
Bentson Manufacturing Co., The......204 Michigan Desk Co. 215 
Bolens Mfg. Co. 247 Milwaukee Chair Co. me. 5 
Bright Chair Co., Inc... 205 Mosler Safe Co., The 202 
Browne-Morse Co. ..224 Murphy Chair Co., Inc. a) 
Central Desk Mfg. Co. 205 Mutschler Bros. Co. ae 
*Clemco Desk Manufacturing Co. 91 Nagel-Chase Mfg. Co..... piace 
Cole Steel Equipment Co. 222 New Indiana Chair Co. 223 
Collier-Keyworth Co. 164 Norcor Mfg. Co. 225 
Columbia Steel Equipment Co. 169 Northwest Metal Products Co. 224 
Corry-Jamestown Manufacturing Co. Nucraft Furniture Products ry 
ghee 50a . 52 152, 153 Olsen Co., O. C. S. ee 
Cramer Posture Chair Co. 222 Peerless Steel Equipment Co. .....188 
Darnell Corp., Ltd. 202 Pronto File Corp. ae 
Domore Chair Co. ..170 J. K. Rishel Furniture Co..... ..222 
Efficiency Equipment Co. 223 *Royal Metal Manufacturing Co....... 55 
Ehrlich Upholstery Works ....165 Sanymetal Products Co., Inc., The....214 
Faultless Caster Corp. ...206 Security Steel Equipment Corp...144, 145 
Fritz-Cross Co., The ..214 Shaw-Walker Co., The..155, 156, 157, 158 
Gaylo Mfg. Co., Inc. 213 Shepherd Chair Co. 191 
General Cement Mfg. Co — Sherman-Manson Manufacturing Co...216 
General Fireproofing Co., The....124, 125 Sikes Co., The aie 
Globe-Wernicke Co., The ssc snane ee W. & J. Sloane 217 
Gunlocke Chair Co., The W. N. 201 St. Johns Table Co. 213 
Harter Corp., The 146, 147 Standard Office Products Co. 214 
High Point Bending & Chair Co. 167 Sturgis Posture Chair Co. 217 
Imperial Desk Co. 126 Toledo Metal Furniture Co., The....127 
*Imperial Methods Co. 76 Troy Sunshade Co., The 175 
Indiana Desk Co. 223 Victor Safe & Equip. Co. 186 
Invincible Metal Furniture Co. 196 Vogel-Peterson Co. 225 
Jasper Chair Co. 128, 129 Watson Mfg. Co. 224 
Jasper Office Furniture Co.. ..168 Weis Manufacturing Co. 
Jasper Seating Co. 213 1 135, 136, 337, i38 
*Johnson Chair Co. 91 Yawman and Erbe Manufacturing 
Kilian Manufacturing Corp. 214 Co. 162, 163 
*Office Furniture manufacturers whose advertisements appear in this issue 


outside of the special furniture section. 
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Unusual in Exterior, Interior and Furnishings.—The foreground reveals the attractive building of the Waltham Federal Savings 
& Loan Association, Waltham, Mass. The interior view is of the banking room looking toward the main entrance. The officers’ 
space is in the left foreground. (Photos by Haskell.) 


Modern Bank Works-Flow and Decoration 


Wased Upon an Ritvitew With ail HH. Colony, Prestélent, Pi 
as V1 James Company, Tevthdtets wnil Engineers, Loston, Mass. 


APIDLY changing conditions 

during the past decade have 
created a demand in banking 
quarters for more efficient opera- 
tion and better, yet less expensive, 
interior decorations and furnish- 
ings, just as has been true in oth- 
er fields of commerce. It was, con- 
sequently, logical that so well a 
managed financial institution as 
the Waltham Federal Savings and 
Loan Association, Waltham, Mass.., 
should seek to approach its prob- 
lem of securing new, adequate 
quarters and interiors with these 
considerations in mind. It was 
also logical the institution should 
turn to recognized, experienced 
authorities for the detailed stud- 
ies, plans and supervision so nec- 
essary in the field of constructing 


By GEORGE HERIS 


New England Representative, 
The Leopold Company, 
Hartford, Conn. 


M4 


and furnishing bank and commer- 
cial structures. The net result has 
been a totally modern, Scientifi- 
cally correct and completely effi- 
cient banking building designed 
and furnished by one of the out- 
standing firms of bank architects 
and engineers in New England, 
The Thomas M. James Company, 
Boston. The James organization 
is known widely for its advanced 


thinking in works-flow and dec- 
orative schemes for bank build- 
ings. 

Casting aside the procedure, 
now out-dated according to many 
authorities, of calling in an archi- 
tect and acquainting him in a 
cursory way with works-flow re- 
quirements and looking upon the 
architect as an expert on con- 
struction matters only, with in- 
teriors as concerns work-flow in- 
cidental, more or less, the Wal- 
tham bank executives detailed the 
responsibility for a thorough an- 
alysis of all transaction activities 
and requirements to the James 
organization. Thus each activity, 
regardless of its importance was 
studied, improved upon or re- 
tained in its current form even 
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before actual construction was un- 
der way. In the minds of the 
bank officials this was mandatory 
if the building was to provide 
maximum value for the invest- 
ment, and it no doubt represents 
a step forward in the functions 
of bank and commercial building 
engineers and architects and will 
result, probably, in more specific 
requirements given to office equip- 
ment dealers. 

The coordination of such key 
factors as interiors and exteriors, 
works-flow and decorative consid- 
erations can be properly collated 
under such a program as the fol- 
lowing more detailed description 
seeks to protray. 


Structural Details 


The structure itself, and it is 
perhaps the first totally modern 
bank exterior and interior project 
in New England, has a natural 
accent on the simplicity of its 
contemporary design. Being of 
Concord, New Hampshire, granite 
and of ffireproof construction 
throughout, the exterior is so cre- 
ated that it affords maximum 
daylight by the use of glass brick 
in appropriate places, allowing for 
high visibility but at the same 
time affording the privacy often 
so necessary on busy thorough- 
fares. The often encountered dif- 
ficulty, convenient parking both 
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for customers and employes, ap- 
pears to be well solved by having 
ample facilities at the rear of the 
building. 

The extreme severity in appear- 
ance for some reason traditionally 
associated with approaches to a 
banking building is broken by the 
cordiality of evergreens and a 
small, yet attractive, lawn. At the 
same time the passerby is re- 
minded of what the bank has to 
sell through the use of a well- 
located display window having all 
the attributes of a smart retailer’s 
window. Aluminum trim on win- 
dow frame and sash throughout 
the building accentuate the mod- 
ern tempo of the exterior. 

The interior may well be lik- 
ened in its atmosphere of the 
modern to a brand new Strato- 
liner on a coast-to-coast airline. 
One seems to get a “lift” on enter- 
ing the interior. Completely air- 
conditioned, the light-colored ceil- 
ings of all main rooms are of 
acoustic tile, a material having 
sound-absorbing properties with 
a high light-reflectivity factor, 
giving added airiness. The walls 
of the main banking room and 
adjacent spaces are in many cases 
wainscoted with Flexwood, a gen- 
uine wood veneer about one- 
eightieth oof an inch thick, 


mounted on canvas and applied 
as a wallpaper. The wood is Sa- 
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peli, a member of the mahogany 
family from the West Coast of 
Africa. 

Glass bricks are utilized for two 
reasons: they afford maximum 
visibility in all important parts 
of the interior and serve at the 
same time as an insulating agent. 
All counter and basework in the 
banking room is of Pyrenees black 
and white marble, imported from 
Southern France. A restful, at- 
tractive effect is achieved in the 
flooring by color variation of two 
colored Travertine. 

All window stools, counter tops 
and the like are of Formica, pro- 
viding a smooth, hard, wear- 
resisting covering for heavily- 
used flat surfaces. Formica is both 
stain-proof and spot-proof. 


Fluorescent Lighting Used 


The ever-important problem, 
and in a bank it is an extremely 
vital one, of artificial lighting was 
studied in painstaking detail. So- 
lutions were finally worked out by 
Oscar Cederlund, vice-president, 
and Frank H. Colony, president, 
of the Thomas M. James Com- 
pany. In discussing this phase of 
the interior problem Mr. Colony 
said, “The use of fluorescent 
lighting fixtures was of course a 
natural and desired step provided 
we could obtain fixtures that 

(Turn to page 131, please) 
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No. 3257 No. 3507 No. 2125—For those No. 2123—For Typists a 
Comfort Master Jr. Comfort Master DeLuxe. Who Contact Customers. Machine Operators. 


P distinetive styles that _, * 
. are duty-matched to \ 
, 









the office job and 
comfort-matched to 


the individual worker. 
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No. 3129 No. 2121 
Comfort Master. For Office Production Workers. 





a areneeennanenetnessenionssany 





us 


CHAIR IN ALUMINUM 





ae . anemia 
Si sn NR CRONE HP ete SAY en cape tan 








ne 
PR a ONES LE ob Sei 
~ ee 7 


REE SCA = RAE era Blea 


Open every opportunity for greater sales 
_ through individual working comfort and 
satisfaction. 
The modern business office must fulfill 
its purpose through the accomplishment of 
individuals ... each one working in either 
comfort or distress to complete given tasks 
during a day’s working schedule. What these 
workers need... what they must have to most 
efficiently accomplish their tasks...is working 
comfort. The GF dealer is in a position to 
contribute to this needed comfort through 
the sale of GoodForm Adjustable Chairs. 
No dealer can afford to question this need. 
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THE GENERAL FIREPROOFING COMPANY : youncstown - ona) 


} Phoductsby GF: METAL DESKS, ALUMINUM CHAIRS, FILING CABINETS 
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OFFICE APPLIANCES 


@ MORE DESKS .. . TO MORE CUSTOMERS 


Because the Imperial line appeals to a greater number of pros- 

pects; fills a larger variety of office furniture needs. In Imperial's 

broad, diversified line are desks in every price range, in many 

styles . . . desks to grace the finest private office . . . or desks for 

the general office, where utility and low price are the prime essen- 

Samay tials. Because you can offer better values in every price range— 
— extra beauty, added years of service, greater satisfaction—your 
profits will pile up faster when you sell quick-moving Imperial desks, 


tables, chairs and matched suites. 











styled in beautiful American Walnut that is exquisitely 
grained and carefully matched. Massive in appearance, 


refined in line. No detail of craftsmanship or material has 
been overlooked to make this a series that will enhance 
the appearance of the most distingushed private office. D E S K C O M P A N Y 


Like the entire Imperial line, it's styled right—built right E V A N S V | L L ~ ' | N D | A N A 


—priced right. 
WRITE TODAY FOR COMPLETE PROFIT-MAKING INFORMATION 


6é 
. 99 
Imperial jy me OF Group 
& 
Pictured above is the finest matched suite manufactured 
by Imperial. Inspired by |8th Century design. Superbly Mupe% La 
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Why You Should Include 
UHL sTeEL POSTURE CHAIRS 


in Your Immediate Sales Plans 


Because UHL Steel Posture Chairs are especially de- 
signed for the comfort and conservation of energy 
of the seated workers —and 


Because UHL Steel Posture Chairs offer advantages both 
for the clerk who must remain constantly at her 
work through the day, and for the one who must 
frequently leave for other duties —and 


Because UHL Steel Posture Chairs are constructed for 
lifetime service and are now available with up- 
holstered seat and back furnishing the ease and 
comfort of overstuffed upholstery without destroy- 
ing the posture features. 


UHL Removable Upholstery is made of high grade mate- 
rial covered with Artificial Spanish Grain Leather in a 
pleasing brown shade. They slip on like a glove and are 
positively non-shifting. No tacks, no strings. These are 
not merely seat pads but genuine tufted upholstery. 


Just at this time thousands of draftsmen are being put 
to work in plants that are manufacturing war material. 
Dealers should contact such factories in their area and 
profit by the easy sales because the sales of the UHL Steel 
High Desk Stools and High Desk Chairs are increasing 
by leaps and bounds. 


You offer service and value PLUS when you recommend 


UHL Steel Posture Chairs. 
Send for Catalog 


The Toledo Metal Furniture Co. 


1702 Hastings Street TOLEDO, OHIO 









No. 9606 


UHL Steel High Desk Stools 
and Posture Chairs 





No. 626 
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WUALITY 


that you can touch...test... 
compare...and prove is built into 
these Leather Upholstered Chairs 


Genuine leather upholstery superbly tailored affording 
an interesting selection of colors and grades, solid Ameri- 
can walnut and birch woods with Collier-Keyworth irons on 
all pedestal chairs, assure quality of materials and parts. 
In the process of long experience and careful study, many 
details of production have been stepped up to add value. 


In addition to the leather upholstered chairs, we make a 
great line of all wood executive office chairs in solid Ameri- 
can walnut, quartered oak, plain oak and birch, also posture 
chairs, tablet and jury base chairs, stools, etc. See our cata- 
log or get in touch with our nearest representative. He will 


be glad to assist in your sales problem. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 
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of 
JASPER CHAIR C0’5 
CHATAS 
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WELCOME—N. S. A. CONVENTION 


Sept. 23-26—PALMER HOUSE—CHICAGO 
Visit our exhibit—See the most outstanding 
commercial chair line in America. 
LOU KOERNER—GEO. LITCHFIELD 
W. H. BROWN 
IN ATTENDANCE 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 
Geo. A. Litchfield, Sales Mor. 
S. H. MacDonald, (West) R. J. Freeman, (Eastern) E. W. Thomas, (Southwest) W. H. Brown (Chicago-Midwest) James S. Fowls, (Southern) 
405 Orpheum Bldg. 505 Fifth Ave 3004 Mountain Ave., Apt. No. 2 6708 Glenwood Ave., Chicago 3414 Euclid Heights Blvd. 


Seattle, Wash. New York, N. ¥. Birmingham, Ala. (Phone ROGers Park 3644) Cleveland, Ohio 
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G/W Products | OBE-WERNICKE : TH E ONLY 
seam COMPLETE LINE AVAILABLE 
Smee FROM ONE SOURCE OF SUPPLY 





A great line of stationers’ 


products and filing supplies. Only one manufacturer can offer you a complete line of office equip- 


ment, supplies and accessories plus this money making proposition free 
from unsound practices and unfair competition . . . that manufacturer 


is Globe-Wernicke. 


















Filing equipment withmany Bie. reputation for merchandise of dependable quality, good service 
exclusive patented features. and fair dealing for more than half a century. 


2. A policy of selling our products through dealers. 
3. The exclusive sale of many lines in your territory. 


4. The cooperation of factory engineers, systems experts and sales 
representatives in recommending equipment and methods for indi- 
vidual requirements . . . and, when necessary, help in landing 


Improved visible index sys- 
tem and equipment for every 


a -lelesae Mb a-e sb bba-Saat-bah a 
the order. 


National and local advertising and sales promotion work. 







Modern, attractive steel and e 
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with a reliable manufax 







turer who cooperates 


with the dealer instead 







of competing with him 
Write for catalog 






prices and details of 






Steel and wood partitions. 


our attractive money 






making proposition 













Steel shelving. 
Bird's-eye view 
Globe-Wernicke 
Factory and 
General Offices 











Special steel and wood 
equipment for libraries, 
schools, public buildings 
Vale Mb abet: tales t- TMB batt ataltates atm 


Sectional and solid end ae P eee rE 5 ADS aoe 
. <li! i ~, 


bookcases. ok : 


Globe-Wernicke 


OT alerlalarclemmelalie 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Sorvi Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
vervice and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving. 
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MODERN BANK WORKS-FLOW 
AND DECORATION 


(Continued from page 123) 


would give the foot candles re- 
garded mandatory on all working 
areas.” It proved necessary to de- 
sign special fixtures in many in- 
stances to provide both the proper 
quality and quantity of light. The 
main banking room fixture, ex- 
tending about two-thirds of the 
main banking quarters, is of stain- 
less metal and houses also the 
air conditioning anemostats. Thus, 
not only is the fixture used as a 
light source, but it also serves as 
distributing points for the air 
conditioning system, which incon- 
spicuously provides automatically 
controlled temperature without 
drafts. It is believed this specially 
designed fixture is the first of its 
kind and will be the forerunner 
of many similar units. 

The special fluorescent fixtures 
in the officers’ public quarters and 
in other locations as well as the 
main banking room fixture can 
produce the almost unbelievably 
high light intensity of from forty- 
five to sixty-five foot candles, with 
apparently total glare elimination. 

The matter of specular glare, 
restful color harmony, practica- 
bility of furniture design and liv- 
ability of furnishings were among 
the several factors successfully 
solved in the moulding together 
of a completely codrdinated inte- 
rior. The furniture was studied 
with as much emphasis upon its 
contribution to efficiency as were 
such paramount factors as light, 
air and accessibility. Of course, 
in such fixed equipment as the 
master safe and smaller record 
keeping devices and cash recepta- 
cles, the very latest equipment was 
installed, for while in a large 
measure not so conspicuous as 
pieces of strictly furniture, their 
efficient functioning had of neces- 
sity to be a prime consideration. 


Offices Are Leopold Equipped 


In the case of movable furni- 
ture, quite a detailed analysis re- 
vealed that for warmth of tone, 
quiet operation and general har- 
mony, a distinctive type of wood 
furniture would be necessary. The 
Century suite of The Leopold Com- 
pany, Burlington, Iowa, with com- 
plementary pieces, i.e., arm chairs, 
divans, etc., was used throughout 
the officers’ quarters and private 
Offices. The walnut wood was fin- 
ished in silver gray both for its 
smartness and for its light-reflect- 
ing properties. Leather upholstered 
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Two Fine Interiors of the Waltham Bank.—Top: Officers’ space with Leopold furni- 

ture installed by Stevens, Fisk & Dupuy, Inc., Boston, Mass. Below: Directors’ room. 

The Leopold equipment in this room was also furnished by Stevens, Fisk & Dupuy, Inc. 
(Photos by Haskell) 


pieces were covered in either blue 
or brown full top-grain as the 
occasion warranted. The private 
offices, the officers’ space, the va- 
rious conference rooms, as well as 
the board of directors’ room are 
remarkable studies in simplicity. 
Light colored walls, complete car- 
peting of a shade close to golden- 
rod or mustard, and appropriate 
window draperies give to each 
room an atmosphere of simplicity 
and cordiality combined with a 
reserve of dignity imperative in 
this type of room. 

The results achieved both as 
concerns the exterior and the in- 
terior seem to be so unusual and 
so thoroughly codrdinated in what 
is apparently regarded widely as 
an outstanding example of the 
contemporary motif in banking 
quarters as compared to the older 
classical styles, that anyone inter- 
ested in the various component 
parts of the interior or exterior 
could do well to study this edifice 
thoroughly. Created by a firm of 


architects eminently known for 
their outstanding traditional and 
contemporary designs, this first 
bank in New England to be totally 
modern in design and equipment 
offers an excellent opportunity to 
office equipment manufacturers 
and retailers to study the art of 
simplicity. 
—_———7<—>-o—_——_ 


High Point Chairs in State 
Supreme Court 

A large number of solid wainut 
upholstered chairs have just re- 
cently been completed for use in 
North Carolina’s new department 
of justice building at Raleigh, 
N. C., by the High Point Bending 
& Chair Company, Siler City, 
N. C. 

Sold through Alfred Williams & 
Company, Raleigh office equip- 
ment dealers, these chairs will be 
used on the supreme court bench, 
in the courtroom proper and in 
private offices for the supreme 
court justices. 
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AT RIGHT.—A committee room in the Elizabeth, 
N. J., city hall which was also equipped throughout 
by Macey-Fowler, Inc., with Stow Davis furniture. It 
will be noticed that the same motif of quiet dignity 
was also incorporated into the general design as 
well as the furnishings of the room. Dark carpet, 
light walls and the large window at the rear were 
specifications recommended by the architect. 


ABOVE.—Art Metal furniture and equipment went 

into the furnishing of the transmitter building of 

Radio Station KRK, St. Louis, Mo., in an installation 

completed recently by Thomas Patrick, Inc., Art 

Metal Construction Company representatives in St. 

Louis. The desk in the foreground is the Art Metal 
Dynamique model. 





Recent InstallationRe 


setting of this office of the mayor of Elizabeth, Nail at 
after Macey-Fowler, Inc., made this capital ins epartr 
tion of Stow Davis Company furniture. The ognd ec 
head lights, rich carpet and massive appearancpany, 

the chairs and desk all combined to make a pl rve t 
ensemble. The building in which this officgyorkin 
housed was designed by Albert A. Kaufman, a wegsily 

known architect in the East. 


AT LEFT.—Modern and dignified is the rie RI 
















BELOW.—aArt Metal Airline desks made up thi 
stallation recently completed in the general o 
of the H. J. Heinz Company, Pittsburgh, Pa. 
picture indicates, the desks in view are only a 
of the entire installation. A high ceiling and 
windows equipped with venetian blinds provide g 
of light for Heinz organization office work 




















tionRecent Installations 









the gemaT RIGHT.—Peerless Steel equipment in the new city 
abeth, Niall at Elizabeth, N. J. Shown here is one of the many 
ital instegepartments which was fully equipped with furniture 

The ognd equipment of the Peerless Steel Equipment Com- 
pearangbany, Philadelphia, Penna. Counter-height cabinets 
ea pl rve two purposes—namely—separating the public and 
is officorking sides of the room and providing a handy and 
nan, a weasily reached section for books, ledgers, and papers. 
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AT LEFT.—Two more views of Peerless Steel Equipment 
Company’s products placed in operation in the Eliza- 
beth, N. J., city hall. The various sized drawers give 
an idea of the amount and types or suppiies and papers 
which the clerks are able to keep within reach and yet 
safely stored away against damage. The lower of the 
two pictures is a close-up to include the counter as well 
as the storage facilities provided below it. 


AT RIGHT.—The audition room of Outdoor Advertising, 
Inc., 60 East Forty-second street, New York City, in 
which were recently installed chairs and sofa manufac- 
tured by the Bright Chair Company, 127-133 Bleecker 
street, New York. The installation was made by the 
Regan Office Furniture Corporation, 270 Madison ave- 
nue, New York, N. Y. 
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Fred Wadley (at right, pointing to photographs), Sales Manager of Wilson Stationery & 
Printing Company, Houston, Texas, using a picture portfolio 


“We Use Photographs to Build Up Our Sales 
Story to Office Furniture Prospects’ 


HERE is an old saying that 

“one picture is worth ten thou- 
sand words.” In the case of Wil- 
son Stationery & Printing Com- 
pany of Houston, Tex., this could 
well be paraphrased to read, “a 
picture is worth ten thousand 
sales.” 


Photographs have proven such 
a potent force in creating addi- 
tional sales of stationery, office 
supplies and furniture, that Wil- 
son’s has made them a permanent 
part of the sales portfolio. Day 
after day the firm’s salesmen go 
forth on their sales mission 
equipped with a portfolio which 
contains an elaborate assortment 
of photegraphs that tell a mute 
but very effective sales story. 

When the salesman has written 
up an order for stationery, for 
office supplies or printing, he does 


By J. K. NOVINS 


¥ 


not consider his job well done 
until he has opened the portfolio, 
spreading it out on the execu- 
tive’s desk for a brief inspection. 


Such afterthought salesmanship 
has accomplished noteworthy re- 
sults, according to Fred Wadley, 
sales manager, who introduced the 
idea some time ago. For one 
thing, the use of a photographic 
sales message only indirectly re- 
lated to the products which the 
firm sells has been an important 
stimulus to the growth of the 
office furniture department. 


For every ten prospects followed 
up, Wilson’s makes eight sales of 


in the selling process. 


office furniture. This is a record 
of which any one could be proud. 
The fact that the Houston firm 
carries a very large stock of office 
furniture and devotes much spe- 
cialized selling effort to that de- 
partment has been largely re- 
sponsible for the sales results. 
And then, too, Houston is a fast 
growing city, where industrial 
activity has been expanding at a 
rapid rate. 


“There is no question that the 
use of photographs by our sales- 
men has been an underlying fac- 
tor in building up additional sales 
volume in the office furniture as 
well as in the other departments,” 
declared Mr. Wadley. “We found 
in the past that quite a number 
of business executives to whom we 
regularly sold supplies had no idea 


(Turn to page 139, please) 
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The elimination of rough, sharp edges; 
the cut-away fronts and the semi- 
corrugated bottoms are features that 
have made these SZ Steel Desk 
Letter Trays fast selling in com- 


petition with other trays. 


Ask for Cireulars with Prices 
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If vou haven't seen one. 
send for sample for your 


inspection. You'll like it! 


Ask for Cireulars with Prices 
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STEEL 


One and two drawer card index cabinets, long and 
short card index trays, desk letter trays and box 
letter files. Now accepted by the trade as quality 
merchandise at competitive prices. Our free adver- 
tising circulars with prices are a real help in moving 
these fast selling steel items. 
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MONROE wt CLO MICHIGAN 
New York Chicago Boston 
The Weis Manufacturing Co., Inc. Associated Stationers Adams, Cushing & Foster 
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A Section of the Large Office Furniture Display Room at Wilson’s, Houston, Tex.— 
This is typical of the photographic assortment used by the firm’s salesmen to interest 
prospects in office furniture and accessories. 


“WE USE PHOTOGRAPHS TO 
BUILD UP FURNITURE SALES” 


(Continued from page 134) 


of the extent of our office fur- 
niture department. Many of those 
who bought from our salesmen 
seldom if ever visited our estab- 
lishment, though it is conveniently 
located in the heart of the down- 
town district. 

“We found also that many busi- 
ness executives were not fully 
aware of the extent of our print- 
ing department and the service we 
were in a position to give them. 
So we hit upon the idea of col- 
lecting a series of photographs 
showing our various departments 
and making the sets available for 
daily use by our salesmen in con- 
nection with their prospect calls. 


“Each salesman is instructed to 
show the photographic collection 
whenever the opportunity arises. 
When he has taken an order for 
some items in stationery or office 
supplies he does not leave without 
asking permission to display the 
photographs. As a rule busy ex- 
ecutives are much interested in 
seeing photographs of our various 
departments, in fact, they actually 
appreciate the salesman’s 
thoughtfulness in bringing the 
photographs along with the cata- 
logues. Some of the business men 
have thought so well of the idea 
that they have copied it for use in 
their own businesses. 


“For this purpose we use eight 
by ten inch glossy prints. In the 
case of our office furniture depart- 
ment, which is very large, no sin- 
gle photograph could serve the 
purpose. Therefore, we have used 
sectional photographs, stringing 
them together. The same has been 
done to portray our large main 
floor, on which we show thousands 


of stationery and office supply 
items. These photographs show 
the type of open display which we 
have developed, and which add 
greatly to the customer’s buying 
convenience. 

“One of the photographs in the 
collection shows the office chair 
stock room, where surplus execu- 
tive and commercial office chairs 
are carried in finishes of walnut, 
oak and aluminum. Executives 
who have seen this photograph 
naturally are impressed by the 
large stock of chairs carried in the 
house. Ordinarily, when they visit 
our store to purchase stationery 
or office supplies, they would not 
see this department. 


“The same is true of our office 
desk stock room. The photograph 
shows office desks in burlap wrap- 
ping as they come from the fac- 
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tory. The average customer does 
not see this room, and it is a 
revelation to him that we have 
such a large stock on hand, ready 
to give instantaneous delivery 
from a large selection of office 
desks. The photograph shows also 
the repair and cabinet shop, which 
is fully equipped with the latest 
devices and skilled workmen to 
take care of customers’ repair 
needs. 


“Much attention is given to the 
printing and lithographing de- 
partments, as these departments 
are never seen by visiting custom- 
ers, because they are located on 
the top floor. In showing these 
photographs, the salesman ex- 
plains that the plant is fully 
equipped with modern machinery 
and skilled artisans for all kinds 
of printing, lithographing, bind- 
ing, ruling, perforating, punching 
and typography. 

“Other photographs show our 
many reserve stock rooms for sta- 
tionery and supplies—the behind- 
the-scene departments which are 
so important for the rendering of 
complete service to our customers. 
There are views of our delivery 
department. And to complete the 
scene, we include photographs of 
the exterior of the building, and of 
window displays featuring sea- 
sonal items. 

“We take a great deal of pride 
in our window displays. We have 
gone to much expense and effort 
in creating special showrooms for 
our office furniture. These have 
been very helpful in stimulating 
sales interest, 





How the Flint-Bruce Company, Hartford, Conn., Used the Marble & Shattuck Special 
Window Display Unit.—Available to M & S$ dealers, the unit consists of a platform 
which revolves slowly by means of a small electric motor, M & S chair No. 5395 %4- 
XPL cut away to show upholstery features, chair No. 4923-SCL also cut away to 
show construction and upholstery, M & S dealer display shield, sample rubber 
bumper, rubber scuff plate base, No. 595 chair iron cut away to show construction 
features, and a cross section showing the way the base is dovetailed together. The 
cut away sections reveal webbing, foam rubber, springs, spring front edge, hair, 
cotton and muslin used in the interior construction. 
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AT LEFT.—The executive and general offices of the, 
home of the Steel Sales Corporation, 3348 Pulaski » 
Chicago, were recently completely equipped with | 
latest type of wood furniture of the Johnson Chair & 
pany and the Clemco Desk Manufacturing Compe aT 
The installation was made by Horder’s, Inc., Chica eq 
Shown here is an executive office of the company Bro 





AT RIGHT.—More than 150 desks and tables were in- 
cluded in the installation, a part of which are shown 
here. For every working desk a Johnson chair was pro- 
vided in the order for the big furnishing job. The struc- 
ture was designed especially for general office use and 
includes the most modern improvements. 


AT LEFT.—An orderly array of Clemco desks and Johr 
son chairs in the firm’s general offices. A high ceilin 
plenty of light and considerable space between desk 
make an ideal combination for an organization emplo 
ing a large office force. The desks are so constructé 
as to permit floor cleaning with minimum of effort 





AT RIGHT.—This picture shows some of the modern 

Globe-Wernicke Co. office equipment installed in the 

general offices of the Hoosier Motor Club, Indianapolis, 

by the Indianapolis Office Furniture Company of that 

city. The club is affiliated with the American Automo- 

bile Association and has a large membership in the 
Hoosier state. 











ationRecent Installations 


fices of the, 
18 Pulaski » 
ipped with 
son Chair ¢, 
ring Comps AT RIGHT.—An unusual installation of Security storage 
Inc., Chica equipment for cancelled checks, Bronx Savings Bank, 
he company Bronx, N. Y. The vaults of this bank were subjected 
to an inspection by representatives of the Security Steel 
Equipment Corporation, Avenel, N. J., with the result 
that a space saving installation was made. 


BELOW.—An installation of Security desks and tables 

in the new City Hall of Houston, Tex. This furnishing 

job was also completed with an eye to providing the type 

and style of furniture best suited to the various depart- 
ments of the building. 
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F ABOVE.—tThe Security Steel Equipment Corporation is 
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Y lm | | gamer E responsible for this attractive installation of a special 
; " built-to-order double-faced study table and combination 
_* sc pea ae a. wardrobe which is standard equipment throughout the 
—! af dormitories at Howard University, Washington, D. C. 
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AT LEFT.—Chairs of the Murphy Chair Company, Ow- 

ensboro, Ky., installed in the day lighted office of C. M. 

Taggart, general manager, The Rainbow Laundry, 
Nashville, Tenn. 
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Salesmen Should Be Furniture Minded 
Convincing P. rospects Requires a on P. art of Sie 


HE fundamental principle 

upon which sales are made is 
perfect agreement between cus- 
tomer and salesman. Sales are 
closed by the simple, but some- 
times almost impossible, process 
of a salesman’s getting this per- 
fect agreement from his customer. 
To obtain such harmony, it is nec- 
essary for the customer’s mind to 
be thoroughly convinced of the 
truth of a salesman’s presentation. 
To sell office furniture, a salesman 
must be “furniture-minded.” In 
making his daily calls, he must 
constantly watch for worn or ob- 
solete equipment. In all instances, 
upon this detection a salesman 
should suggest that the equipment 
be replaced with a Similar, but 
more modern and more efficient 
article. 

No doubt a good percentage of 
sales made every day result from 
casual suggestions to the custom- 
ers. However, the real “furniture- 
minded” salesman can picture in 
his own mind the appearance of 
any office if it were completely 
remodeled; new walls, ceiling, and 
floor covering, furniture and 
equipment. Unless he is able to 
picture an office clearly, it is im- 
possible to work toward a creative 
selling job of this type. In other 
words, the salesman must produce 
a clear mental image before at- 
tempting to transmit it to his 
prospect. He must see this picture 
so clearly that when he returns to 
his office, he can outline a primary 
sales plan to present to the owner 
of that particular office. He must 
not make the mistake of just see- 
ing one piece of obsolete equip- 
ment and trying to replace it. 


Salesman Is an Office Engineer 


He sees an office in the light of 
an investigating engineer who ex- 
amines the problem thoroughly, 
and is able to tell whether equip- 
ment has been doing the proper 
job efficiently, and if not, he can 
suggest a related article which is 
much better suited to the job 
which it must perform. 

In following this procedure, the 
salesman gains the confidence of 
his customers. This alone causes 
the buyer to see the salesman in 
an entirely different light—he sees 
he is well-qualified for the job, 


By P. J. HUGGINS 


Equipment Department Manager, 
Godwin Stationery Company, 
Birmingham, Ala. 
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and is not merely a once-a-week 
caller seeking an order. 

For a man to be equipment- 
minded, it is not necessary that 
regular calls be neglected or that 
Stationery items should be over- 
looked. It is common knowledge 
that the backbone of every office 
outfitter is the stationery depart- 
ment. However, the furniture de- 
partment can be turned into a 
very profitable enterprise if the 
salesmen of the organization are 
experienced and qualified to dis- 
cuss the customer’s problems of 
equipment confidently and intelli- 
gently. In selling any article, the 
success of the salesman is based 
upon his knowledge of it. 


The trend of the business man 
today is toward more practical 
and modern offices, so it is well 
for a salesman to gain wide 
knowledge of the equipment and 
furniture lines because nothing 
“perks up” the morale of a supply 
salesman more than receiving a 
substantial equipment order, 
which is over and above his regu- 
lar supply business. It is wrong to 
take the attitude that the cus- 
tomers called upon every week 
will place their business without 
any selling job. This is definitely 
a false idea. I have found that 
unless a Salesman making his reg- 
ular call offers suggestions regard- 





MR. HUGGINS 


ing the customer’s equipment, 
many times the order is given to 
his competitor, who has made 
definite suggestions and recom- 
mendations. Without doubt, when 
several salesmen are calling on 
the same customer, it is natural 
for the customer to think of some 
of them as supply men, and others 
as equipment men. To avoid this 
distinction of being classified as a 
supply salesman alone, it is neces- 
Sary to suggest replacements and 
additions to the customer’s equip- 
ment at the proper times. 


Educate Buyer to Accept Ideas 


Some customers take sugges- 
tions readily. I have found that 
when they do, it is because the 
Salesman has educated them to 
look for improvements that might 
be made in their offices. This edu- 
cation may be carried out in sev- 
eral ways. Where the customer 
can, it is most effective to have 
him visit the store and look at 
various items. There will un- 
doubtedly be a number of things 
on display that the customer has 
never seen. He immediately begins 
to think of where and how some 
particular article may be used in 
his office. A customer’s visit to the 
store is better than a great many 
calls made at his office because it 
places him in the position of the 
interested visitor. When he comes 
to the store, he provides an excel- 
lent opportunity to demonstrate 
merchandise properly without in- 
terruption. 

Sometimes the best method of 
educating a customer is to put a 
piece of equipment in his office 
and leave it for several days. In 
half the cases, this article is 
bought. Thus, not only has a 
profitable sale been made, but the 
customer’s opinion of the sales- 
man is enhanced. When he per- 
ceives that an excellent job of 
selling is being done, he will listen 
to suggestions more readily. An- 
other advantage in placing mer- 
chandise in his office is that he 
will talk to various members of his 
personnel about the beauty, qual- 
ity, and possible long service of the 
item. This creates a friendlier at- 
titude, and upon later calls he will 
seek advice on the solution of his 
office problems. 
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No. X-113-3 


Sales Leadership 


Indicative of a sizable new group of Sikes Executive Office Chairs, the 


numbers illustrated reveal some of the extraordinary style appeal built into 





these chairs with characteristic Sikes custom craftsmanship. Many have 
luxurious foam latex seats insuring permanent shaped-to-the-user comfort. 
All have the famous and exclusive Sikes Fixed-Floating Seat construction that 
assures all-day working energy. All have streamlined, built-in scuff plates of 


a harmonizing, wear-proof plastic. 





Never before have we announced a group of chairs with such a wealth of Ne. X-108-3 
sales appeal. Be sure to send for Sikes Supplement No. | telling all about 


them. It will be available shortly. 
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THE, IZ AMES COMPANY, Inc. fare: 
BUSINESS CHAIR MANUFACTURERS, BUFFALO, N.Y. LEADERSHIP 


















MODEL NO. 5060 


FRONT VIEW, 
MODEL ABOVE 


MODEL NO. 5060T 


MODEL NO. 5043WR 
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WRITE TODAY FOR BOOKLET 


See the ADMINISTOR on display 
at the National Stationer 

tion, Palmer House, Chicago 
tember 23-24-25-26, B 

ber W-11. 
MODEL NO. 5046TL (or 


SECURITY STEEL EQUIPMENT 
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ADMINIS TOR! 


A REVOLUTIONARY DEVELOPMENT IN DESK ENGINEERING | 


WORKFLOW TOP FOR NEAT OFFICES SMOOTHED PEDESTAL FACES 
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Comfit Executive Chair, No.60 
With Five Positive Adjustments, Re- 
silient Back and Tilting Seat. 


These new Comfit Chairs 

represent outstanding ad- 
ditions to Harter Steel Seating 
Equipment. They mean in- 
creased sales and profit opportunities to deal- 
ers everywhere. 


The new Harter chairs are easily adjustable 
—all controls are simple, positive and quickly 
made. Three chairs in the line have both re- 
silient backs and tilting seats. Comfit chairs 
are supremely comfortable with their deep 


THE HARTER CORPORATION, Sturgis, 


354 Fourth Ave.; 


New York, 


Branch Offices: 





Side view of Comfit Executive Chair 
showing contour of the back, depth of 
cushions and back adjustments. 
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Comfit Junior Executive.No@ 


With Five Positive Adjustments, Re 
silient Back and Tilting Seat. 


fs 
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finished, they readily appeal to 
executives, junior executives 
office workers generally wht 
want chairs designed for efficient sup rt 
Indeed, they are built to make good sitting 
posture easy and natural—to encourage dest 


workers to sit erect and comfortably relaxed 


Harter Dealers have a brand new propositio# 
in the Comfit line of Adjustable Steel Chaits} 
Get all the details—order sample chaity 


Michiga 


Chicago, 14 East Jackson Bivd. 
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foam rubber cushions. Richly 
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STEEL CHAIRS 


. by HARTER 


























Comfit Clerk. No. 62 


With Five Positive Adjustments, 


No 
nts, Re Resilient Back and Tilting Seat. 
eat. | ® 

| Comfit Typist, No. 598. 


59D Comfit Typist with tubular base 
shown on illustration of 56D. 
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@ COMPLETE details on 
Comfit Steel Chairs, the 
Harter Presidents, and 
other changes in, and ad- 
ditions to, the Harter Line 
of Office Seating Equip- 
ment will be found in the 
New Harter Steel Chair Cat- 
alog. Send for it. Just out. 


Comfit Secretary, No.63 


With Four Positive Adjustments, 
and Resilient Back. 


# 
Comfit Typist, No. 56D. 


56S Comfit Typist with streamlined 
base shown on illustration of 59S. 














If you have never sold Harter Steel Seating 
Equipment, write us now. We will be glad to 
tell you in detail about Harter Co-operation, 
how we help and work with Harter Dealers. 





































































MACEY OFFERS NEW “‘CORNERLESS” DESKS.—The Macey 
Company, Grand Rapids, Mich., is offering to the trade new 
steel desks both of which are featured by a pleasing and 
attractive construction that eliminates all square edges or 
corners. The four-leg model (top) and the rail base type are 
shown here. Because the four-leg type of desk is in demand 
for general office use, practically every modern style of desk 
is incorporated in the line. The rail base type, generally used 
in executive and private offices, does not require so many 
models. In both lines there is available the Macey patented 
horizontal typewriter mechanisms which are exclusive features, 
which permit the typewriter platform to remain perfectly hor- 
izontal when desk is open or closed—even to the drophead 
model, which when closed permits about 14 inches of knee 
space. Other features include: interchangeable pedestal draw- 
ers, drawers mounted on full floating channel roller suspension 
which provides easy operation regardless of how heavily the 
drawers are loaded. 
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“HI-MODEL” AND STENOGRAPHIC CHAIRS BY CRAMER. 
—These two chairs, manufactured by The Cramer Safe & 
Office Equipment Company, Kansas City, Mo., are used for 
different kinds of office work but both embody all the features 
required in a posture chair. At left is the Hi-Model and at 
right the stenographic chair. Construction is simple. The 
regular spring steel back of the Cramer chair is cut into, and 
a spring clip joined with a hinge is provided which allows the 
chair back to be easily pushed forward and flat down on the 
seat. When raised it automatically clips into place and is 
known as the “Stow-Away” back. In crowded quarters it 
proves of value because, with the back down, the chair can 
be pushed entirely under a desk or table. As shown in the 
accompanying pictures this new chair back can be applied to 
either of the chairs shown. 





PHONE STAND-WASTE N Dj 
BASKET COMBINA- W 

TION. — The Anderson- e lieces 
Hickey Company, Inc., 
Geneva, Ill., has pro- 
duced this attractive and 
useful unit which con- 
sists of a combination 
waste basket and tele- 
phone stand. !t is listed 
as the Tele-Waste unit 
No. 2020. Exceptionally 
neat and attractive the 
unit is sturdily con- 
structed for lifetime 
service. It has an open 
shelf for telephone books 
and directly beneath this 
a large compartment for 
waste paper which opens 
and closes at the touch 
of a hand. Dimensions of 
the Tele-Waste cabinet 
are 3012 by 183% by 16 
inches. Finishes avyail- 
able are olive green, for 
which the price is $12.50, 
and mahogany or walnut 

at $15.50. 








SIKES, NEW EXECUTIVE CHAIR LINE.—The Sikes 
Company, Inc., Buffalo, N. Y., has introduced a new 
suite of executive office chairs designed by Herman De- 
Vries, prominent furniture stylist, of which two are 
shown here. While distinguished by their smart, modern 
contours and fine proportions, the chairs are decidedly 
in harmony with present-day office furnishings. Among 
the construction features is the patented Sikes ‘’Fixed- 
Floating” seat, with its ingenious tilting action said to 
assure all-day working energy. Many of the new models 
have seats of porous, molded Latex. A refinement is 
the manner in which the harmonizing plastic scuff plates 
have been fitted in flush with the surface of the base. 
They are available in a wide range of covers. 


A NEW GENERAL FIREPROOFING ITEM.—The latest devel- 
opment in office efficiency is a lightweight, detachable tray 
or shelf for filing convenience. The shelf hangs from a two- 
two-way slope 

— toward the 

file drawer and 

away from the 

filing clerk to- 

> ward the closed 

corner. Papers 
and correspon- 
dence for filing 
thus have a 
natural tend- 
ency to hug the 
inside corner 
which prevents 
them falling or 
scattering. The 
new filing shelf, 
a product of 
the General 
Fireproofing 
Company, 
Youngstown, 
Ohio, is made 
of anodized alu- 
minum properly 
reinforced with 
all corners 
smoothly 

rounded. 








> ere 





New Pieces 


ALMA’‘S NEW NO. 900 SERIES.— 
The Alma Desk Company, High 
Point, N. C., has announced its 
new No. 900 executive desk series 
in combination walnut of which 
the No. 961-F is shown here. A 
special feature of the design is 
that despite its streamlined and 
massive appearance it remains in 
the Alma well established low 
price range. Specifications include 
deep file drawer in upper left hand 
pedestal on the Nos. 961 and 951, 
flat tops, metal bar pulls, cylinder 
lock which controls automatic 
locking device in knee drawers, 
and raised panel drawer fronts. 





INSULATED FILE BY MOSLER.—The Mosler Safe Company, Hamilton, Ohio, 
has produced this new file under the name of the Insulated Record Container 
which is said to be the only file bearing the Underwriters’ Laboratories one-hour 
fire label with drop or impact test. The equipment, which is built in three 
or four drawer units, contains letter files or legal cap files. The interior arrange- 
ment, however, can be changed to suit the individual user by employing indi- 
vidual substitute insert drawers of which there are a large variety for the 
protection of cards, checks, legal documents, etc. A receding door, which 
recesses into the body when open at a ninety-degree angle, saves floor space. 
When locked the bolts are secured by a high-grade key lock but a combination 
lock can be substituted. Standard finish is the Mosler wrinkle green for the body 
and door and files are finished in flat green. All trim is nickel. Special smooth 
green lacquer and grained mahogany or walnut finishes can be supplied. 


TWO ARTILITY 
~SOD1-RES TT” 
CHAIRS. — Artility 
Metal Products, Inc., 
Elkhart, Ind., has in- 
troduced two new of- 
fice chairs created for 
“those who want ad- 
justable chairs and 
prefer to make their 
own adjustments.” 
They are described as the Model No. 250 (left), and the No. 
270, a chair for men. The former has an adjustable resilient 
back and a shaped seat with perforated genuine leather only 
(Morocco grain). Plain or grained enamel finishes. Seat 16 
inches wide by 142 inches deep. Swivel back rest 1212 
inches wide by 7 inches high. Two-inch ball bearing casters. The 
No. 270 has an adjustable resilient back with rubber cushioned 
seat of ample dimensions, 17 inches wide by 152 inches deep; 
a larger swivel back rest measuring 14 inches wide by 91% 
inches high. Upholstered in genuine leather or frieze mohair 
and finished in plain or grained enamel. Two inch ball 
bearing casters. 
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NEW PRONTO BLUEPRINT CABINET.—The 
Pronto File Corporation, 349 Broadway, New 
York City, has designed and fabricated this 
new, substantially constructed all steel eight- 
drawer blueprint cabinet which houses prints 
up to 25 by 36 inches. Smartly and durably 
finished this new unit has a list price of $39.50 
and deliveries can be made immediately. Coin- 
cident with announcement of the new file the 
company points out that with many concerns 
actively engaged in filling armament contracts 
the market is experiencing an increased de- 
mand for cabinets capable of housing and 
safely storing blueprints and similar materials. 


MARBLE & SHATTUCK’S “CHIEFTAIN” SERIES.—(L to R) 
Two new and stylish chairs introduced to the trade by The 
Marble & Shattuck Chair Company, Cleveland, Ohio, and 
listed respectively as the Nos. 5783-SL and 578312-SL. The 
chairs are smartly modern in appearance and the comfortably 
shaped backs are filled with resilient Latex hair padding. Deep 
spring seats are made with hand tied coil springs set on inter- 
laced webbing, with semi-soft roll edge at front of seat. Width 
between arms is 2112 inches, height of back from seat is 1912 
inches, width at front of seat is 21/2 inches and depth of seat 
is 19 inches. The all hardwood frames are made with double 
dowel or tenon construction and are fully corner blocked while 
all exposed edges are well rounded. The rotary chair is 
equipped with the M. & S. No. 595 ball bearing mechanism, 
fully guaranteed against breakage. 














Counter clockwise around the circle, starting at the top just left of the 
center: Goodform Posture Chair, The General Fireproofing Co., Youngs- 
town, Ohio; Uh! Steel Furniture Posture Chair, The Toledo Metal Furni- 
ture Co., Toledo, Ohio; Posture Chair, New Indiana Chair Co., Jasper, 
Ind. (outside); Posture Chair, Royal Metal Mfg. Co., Chicago, Ill. (in- 
side); Burns Office Chair, American Automatic Electric Sales Co., 
Chicago, Ill. (outside); Posture Chair, The Marble & Shattuck Chair Co., 
Cleveland, Ohio (inside); Air Duct Secretarial Chair, Domore Chair Co., 
Elkhart, Ind.; Posture Chair No. 6512, The B. L. Marble Chair Co., 
Bedford, Ohio; Posture Chair, Johnson Chair Co., Chicago, Ill.; Posture 
Chair, Shepherd Chair Co., Chicago, Ill.; Posture Chair, Sturgis Posture 


Y a series of fortunate cir- 


Health Is 
Magic Word in 
Posture Chair Selling 


SY, lensive ~ c Effort Wns 
y Sane : a - 


buy, but which the wise man of 
cumstances, some almost ac- this era has learned to nurture 






Chair Co., Sturgis, Mich.; Posture Chair, Jasper Seating Co., Jasper, 
Ind.; Posture Chair No. 217-3-25, The Harter Corp., Sturgis, Mich.; 
Posture Chair, The Sikes Co., Inc., Buffalo, N. Y. (outside); Posture 
Chair, The Shaw-Walker Co., Muskegon, Mich. (inside); Posture Chair, 
Jasper Chair Co., Jasper, Ind. (outside); Air-Flow All Steel Posture 
Chair, Cramer Safe and Office Equipment Co., Kansas City, Mo. (in- 
side); Posture Chair, High Point Bending & Chair Co., Siler City, N. C.; 
Posture Chair, Murphy Chair Co., Owensboro, Ky.; Posture Chair, Bright 
Chair Co., Inc., New York, N. Y.; “Eff & C” Facility Posture Chair, The 
Fritz-Cross Co., St. Paul, Minn. All of the above posture chairs are 
available for dealer distribution. 


prevalent in America, toward bet- 
tering the employe’s lot for the 


cidentally arrived at and others 
deliberately sought after by an en- 
lightened world, the dealer who 
sells posture chairs is today able 
to train his battery of selling guns 
on a prospect and conquer him 
with a magic word. 

That magic word is HEALTH. 
Health, that most precious of 
heritages which no money can 


and watch over, not only in those 
near and dear to him, but also in 
others connected with him in his 
daily business life. 

Nor is this consideration of the 
welfare of his employes builded 
alone on the assumption, true as 
it may be, that better health be- 
gets greater efficiency. It is also 
sired by a trend, particularly 


employe’s personal benefit. 


The manufacturers of posture 
chairs have, by dint of a great 
amount of intensive missionary 
work and consistent effort, con- 
vinced the business executive that 
his health and that of his work- 
ers can be seriously affected by 
continued improper posture, with 
a consequent impairment of effi- 
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ciency. No business man, regard- 
less of his interest or lack of it 
in his employe’s welfare, will turn 
a deaf ear when opportunity offers 
a chance for better administration 
and operation of his organization. 
And it is to this business man that 
the manufacturers of posture 
chairs have preached health and 
incidentally paved the way for 
the dealer to capitalize on the use 
of the magic word. 

Accordingly the dealer should 
have prospered. He should know 
as the manufacturer knows, that 
correct posture DOES bring in- 
creased efficiency by maintaining 
good health. Office workers them- 
selves prove it. They are, in legal 
parlance, the best evidence. Given 
an opportunity by an astute sales- 
man to “try” a posture chair, they 
become enthusiastic converts. If 
the chair only eases that aching 
back the battle is won so far as 
the user is concerned. But the 
salesman does not let the matter 
stop there. He explains to the 
prospective buyer that there is 
set up a cycle which, when started, 
spins merrily on to even greater 
benefits than the easing of a tired 
back. The back, he can explain 
by virtue of the path already 
paved for him by the manufac- 
turers, being eased soothes frayed 
nerves and hair-trigger tempers 
and they, in turn, bring about a 
peace of mind and freedom from 
discomfort without which high 


efficiency cannot possibly exist. 

The manufacturers, by use of 
the printed word, salesman and 
dealer educational campaigns and 
other methods, have done a pretty 
good job of preaching the gospel 
of health via posture. Then came 
their second move. They sought, 
with complete success, medical 
substantiation of their claims and 
then and there placed a major 
selling point in the hands of the 
dealer. Doctors the nation over 
not only verified the manufactur- 
ers’ contentions but magnified 
them by showing with charts, 
photographs and graphs that an 
incorrect sitting posture main- 
tained over lengthy periods, de- 
velops or is responsible for a num- 
ber of ills. 

This substantiation the manu- 
facturers bolstered by offering 
evidence to the effect that a prop- 
erly adjusted and designed pos- 
ture chair actually forces the user 
to adopt and maintain a correct 
working position first, because it 
proved to be more comfortable 
and, second, because it banished 
aches, pains, “nerves” and ex- 
haustion previously experienced 
by the office worker. 


Today the dealer can preach 
HEALTH first, with “Efficiency” 
as his second barrel. He can 
preach it secure in the knowledge 
that, apart from the natural de- 
sire of the business man for effi- 
ciency in his organization, the 
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American executive harbors a 
genuine regard for the welfare of 
his workers. Quite apart from 
“sick leaves” and absences he 
wants them to have good health 
if it is within his power to make 
it so. 

The dealer, too, may surprise his 
prospects when he explains that 
the posture chair of today is avail- 
able in models to suit, not only 
every type of office worker from 
president to typist, but also to fit 
every size of human body. It 
would most likely be entirely with- 
out the ken of the average busi- 
ness executive that each office 
man and woman may require a 
different chair adjustment capable 
of being secured only in an adjust- 
able posture chair. A salesman, 
on his toes, can demonstrate that 
fact in five minutes by making 
the adjustments in the presence 
of his prospect. 


He, the dealer, can go farther 
and explain the advantages of the 
various models made today, but 
always bearing in mind that the 
final sum total of the posture 
chair, its available adjustments of 
back, seat, arm rest, etc., and its 
other advantages, is HEALTH. It 
is a telling argument, as worthy 
of consideration by the man who 
heads a business organization as 
modern lighting and, if you like, 
sanitary drinking cups. 

The magic word in posture chair 
selling is, indeed, HEALTH. 





Executives of Millers National Insurance Company Select Central Desks.—Early 
American No. 16272 desks made by the Central Desk Manufacturing Company 
were used. Illustrated is one of a group of six private offices in the Board of Trade 
building, Chicago. 
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LAN YOUR FALL SELLING 
ACTIVITIES to cooperate with the 
industries’ ‘‘Modernize Your Office’’ 
campaign which opens National Office 
Furniture Week, October 14th to 19th. 
Take advantage of this extra publicity 
that 
directed to making American business 


and concerted action is being 
more conscious of its offices. Do this 
and you will enjoy a profitable increase 
in your business— particularly if you 
plan your efforts around the over 
2000 items of office equipment in the 
modern Steel Age Line 

But Steel Age is more than just a 
complete line of modern office equip- 
ment. It also represents a standard of 
quality and dollar for dollar value 
which is daily attracting new custom- 
ers and holding old ones for Steel Age 
dealers. 

We suggest you check this Steel Age 
value for yourself. Just place any Steel 
Age cabinet side by side with any 
other cabinet similarly priced. You be 
the judge. If you do this we are con- 
fident you will want to know more. 


CORRY-JAMESTOWN MFG. CORP. 


CORRY, PENNSYLVANIA 
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@ The CORRY-ALL desk side cabinet 
an inexpensive personal file in both let- 
ter and legal size. Both compartments 
lock and is regularly furnished in suede 
green, suede brown, suede grey, and 
suede maroon 
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“No Office Furniture Sale Is Complete’ 


Flow Merchandising Theory Gives Se Ube a Lift 


N’ selling field in the modern 
stationery store is more rife 
with unsuspected profit oppor- 
tunities than office furniture, ac- 
cording to the S. G. Adams Com- 
pany, St. Louis, Mo. Like other 
leading stationery firms who make 
the most of beautiful showrooms 
and a wide line of merchandise to 
build up a reputation for fine 
office furniture, the Adams organ- 
ization has spent a great deal of 
time in studying the influences 
which mean the most to profitable 
furniture turnover—and have de- 
veloped some unusual selling 
ideas. Last year and so far into 
1940, the S. G. Adams Company 
has built up one of the outstand- 
ing office furniture sales volumes 
in the Middle West, indicating the 
soundness of the firm’s promo- 
tional ideas. 

“No office furniture sale is com- 
plete,” might well be the title of 
a plan which the Adams’ office 
furniture basement section has 
used effectively to produce more 
and more business through the 
years. This, though only one of 
the merchandising “twists” which 
the company has used with good 
results for many years, is typical 
of the business research con- 
stantly carried on. 

“Many office furniture firms, 
once they have made a sale com- 
plete, consider that it is a ‘closed 
market’,” said George Albrecht, 
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veteran salesman for the Adams 
company. “For example, when a 
customer buys an entire suite of 
office furniture, or maybe even 
complete equipment and furniture 
for his entire office, it is out- 
wardly reasonable to assume that 
all his needs have been taken 
care of, and that he cannot be 
sold again for many years to 
come. 


A Customer Is Always a Prospect 


“We believe that this is not true, 
for the simple reason that there 
are still several ways in which 
the complete furniture buyer can 
again be made a prospect. He 
may even in time become a re- 
placement buyer; however, be- 
cause of the wide variation be- 
tween furniture usage in one type 
of business and another, there is 
no definite set age for any kind 
of furniture. But, it pays con- 
stant dividends to keep every cus- 
tomer ‘alive’ and to consider him 
a potential customer despite the 
fact that he has already pur- 
chased his needs.” 

S. G. Adams Company, in its 
ultra-modern office furniture de- 
partment, located in the basement 


of the downtown building, has 
fifteen outside salesmen who han- 
dle office furniture, and four 
“floor regulars” or specialists in 
furniture who are entitled to go 
outside the store on calls when- 
ever the possibility of a sale pre- 
sents itself. In daily close con- 
tact with every development in 
both manufacture and customer 
preference, they have been able 
in many cases to forecast the pos- 
sibility of making still more sales 
above that of a seemingly com- 
plete suite, and to use each new 
development as the basis for re- 
opening each account. 

According to Mr. Albrecht, the 
two most open roads to making 
sales in the market which appears 
filled up in advance are style and 
efficiency, breaking down in turn 
to something new for the office, 
or a change for better impression. 
Styles change in office furniture 
just as in motor car design, it 
was pointed out, and although it 
is easily recognizable that a com- 
plete ensemble of office furniture 
might last twenty years before 
any thought of replacement oc- 
curs, there is a definite “modern- 
ization” angle at hand. 


Mechanically, this merchandis- 
ing system is based on follow-ups, 
and an accurate knowledge of the 
potential market. In the Adams 
office furniture department, dupli- 

(Turn to page 159, please) 





This Display of “‘Neutra-Tone” Office Furniture Gets Results.—Maintained by the 
S. G. Adams Company, St. Louis, Mo., the various items in the exhibit attract store 


visitors and impel purchases. 
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DESIGNED FOR LIFETIME SATISFACTION 





No. 6034 
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No. 5034-1 


\ No. 6034PRH 











No. 6333 





Forty-seven office chaift 
in wood and aluminw 
are pictured and pric 


No, 6351 in the OFFICE GUIDE. 
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@) LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE 
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No. 7060PLH 
No. 7060 
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No, 7050-1 


No. 7050DH 


No. 7060DH 


No, 7050PLH 


_ Boru THe SKYSCRAPER Desk (left) anp THE IsLanp Base Desk (above) are made in two 
designs, (1) for general offices, and (2) for private offices. Only the general office designs 
| are pictured. All may be had in models to fit every office requirement. A few of the more 
commonly used models are represented by the sketches. 


* For Maxmum Beauty and efficiency, and minimum eye strain Shaw-Walker recom- 


ball mends that these desks be purchased in our beautiful natural olive green finish with 
inut the working top in our rich tan. 
rice 


Complete specifications, pictures and prices of Skyscraper Desks are included in the 


DE. 
430-page Shaw-Walker Orrice Guipe. 
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INNOVATIONS NEVER BEFORE ATTEMPTED enter into the design and 
construction of these new Matched Suites by Shaw-Walker. 


Desks and all matching units are made in two designs, each dis- 
tinctly different. All pieces have a genuine walnut or mahogany 
wood top surface, steel backed. 

Now executive offices cansbe durnished with a degree of luxury 
and taste heretofore possible only at great expense for specially 
designed furniture. 


For details and prices write Shaw-Walker, Miiskegon, Mich. 
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a Zoltea may be one of the cities in which Shaw-Walker 
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NO FURNITURE SALE IS 
COMPLETE 
(Continued from page 154) 
cate orders on every sale are used 
as the background for a file which 
outlines all future markets. With 
each salesman keeping up his own 
clientele, there are several groups 
of potential customers to watch, 
and a close supervision is kept 
over them. The file goes back ap- 
proximately seven years, al- 
though records are kept elsewhere 
in the store for its entire sixty 

years of business in St. Louis. 


Check the Customer File 


It pays to skim occasionally 
through the file, merely as a 
means of Keeping up with the pos- 
sible market, according to Mr. Al- 
brecht. Then, with style as the 
most logical sale argument, new 
merchandise is fitted into the pic- 
ture. When an item which the 
store feels is capable of adding 
to the customer’s furniture from 





a style standpoint, or with more 
efficiency, is found, the salesmen 
take it to him at once. A good 
example of this is the new Neutra- 
Tone metal furniture—which 
Adams has used as the basis for 
a dozen sales of new pieces to 
customers already sold entire en- 
sembles. Because neutral tones 
fit in with any color scheme, the 
store has made sales in a seem- 
ingly closed field, including both 
equipment and furniture. Invari- 
ably, a new touch in style, or a 
new piece of furniture which will 
add to the office efficiency, is 
carried to the prospect’s attention 
—usually with good results. 
“Just as style, rather than per- 
formance, sells a new car when 
the buyer has a last year model, 
the furniture owner is conscious 
to a greater degree of the impres- 
sion conveyed by his office. Our 
answer to the tough question, 
‘Why do I need a new desk,’ is 
always this—the new furniture is 
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a gauge of his success, and a 
means of prestige creation not 
only with business associates but 
with himself. In that way, we 
can reach the already sold buyer 
with new furniture after only a 
few years.” 


A good example of how effec- 
tive this program has been at 
Adams is two sales made at sep- 
arate times. One executive ordered 
furniture totaling $2,200, and has 
since bought no furniture or equip- 
ment. Another purchased a $1,200 
suite, and has since added $1,000 
more from items suggested in the 
above manner. Thus, over ten 
years’ time, the second buyer, 
although his original purchases 
were less, bought more from the 
store than the first. “Keep after 
your customers, no matter how 
saturated the market may ap- 
pear,” Mr. Albrecht summed up. 
“There are always hidden oppor- 
tunities which this brings to 
light.” 





MODERN OFFICES OF THE YEAR.—These handsome Shaw-Walker Island Base desks were installed in the 
sales offices of the New York Life Insurance Company at Madison, Wis., and reflect the progressive char- 
acter of the department. Planning of the entire office was done by Frank A. Jones, of the Jones Typewriter- 
Business Furniture Company, exclusive Shaw-Walker representatives in Madison. (Upper inset) A standard 
Shaw-Walker Skyscraper desk, aluminum chairs and Triple-Duty counter files were used by the manager of 
the Merchants’ Credit & Adjustment Bureau, Toledo, Ohio, to achieve this modern office. VPersonal and 
private records are at the user's fingertips while the cleared desk top is brought about by a carefully planned 
organization of the desk drawers. The installation was made by the S-W Toledo branch. (Lower inset) The 


office of the Marion Building & Loan Association, Marion, Ind., is another Shaw-Walker 


‘ 


*job of the year”. 


Organized Skyscraper desks, aluminum chairs and a Triple-Duty counter made up the installation which was 
sold by the Carl H. Bleke Company, exclusive Shaw-Walker representatives in Marion. 























“That's Just the Reason” 


hw pe See P. rospects ; Objections 5 = Made Into Sale P. oints 


HERE is one answer I have 

found can be fitted to many 
of the objections offered by those 
I have rated as possible pur- 
chasers. That answer is, “That’s 
just the reason why you ought 
to buy.” It is almost certain to 
lead the way to profitable discus- 
sion. If you doubt the usefulness 
of that argument, let me illus- 
trate. 

I wanted to interest an insur- 
ance man in buying a new office 
safe. His stock answer was al- 
ways, “But I already have a Safe, 
a fine, big one my father always 
said was the best he could buy.” 

“That’s just the reason why you 
ought to buy one of our new, mod- 
ern steel safes,” I finally countered. 
“The safe your father used was 
a good safe in its day, but it is 
the old type that becomes unsafe 
with age. The insulation in it is 
no longer a protection and if that 
safe falls into the cellar in a fire 
and lies there in a bed of coals, 
it will heat through and the con- 
tents will be destroyed. It is no 
longer anything but a mass of iron 
that can be heated through. I 
think, too, I can demonstrate the 
door is not tight.” 

The prospect did not believe his 
old safe was that risky. At a sug- 
gestion, he called up the home 
office of one of the big companies 
he represented and asked them 
whether they thought his safe 
would give him protection. The 
answer was, probably not. He still 
has the old safe, but along with 
it a big, double door, modern steel 
job, sold to him easily enough 
after he made sure the other did 
not give assured protection. 


A Quality Filing Cabinet 


A merchant with a retail busi- 
ness that was very poorly sys- 
tematized objected that he could 
not afford to buy a good filing 
cabinet, such as I recommended, 
because he could get one from a 
mail order house for $12.95 that 
would be good enough. 

“That’s just the reason why you 
ought to buy this good file I’m 
telling you about,” I told him. 
“For one thing, you could have 
bought that mail order file any 
time in the last ten years, but you 
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didn’t, because it didn’t look very 
good to you and there was no 
mail order salesman to take it up 
with you and show you how you 
could use it to advantage. And 
for another thing, the mail order 
file isn’t much more than a metal 
casing with drawers and when 
you get one of those drawers full 
of papers, it’s a man’s job to 
open and shut it. The case racks 
loose in the joints and you get 
so you hate to use it and you 
neglect to keep your filing up to 
date. I'll sell you a file that will 
work smoothly, empty or filled, as 
long as you need it. It will work 
so easily that a little finger will 
operate it. You will be proud of 
it in your office and you will want 
to use it as often as possible.” 

I got the man’s mail order cata- 
logue and turned to the picture 
of the file and put it beside a 
large, colored plate of the best 
file I had. I talked to him in terms 
of efficiency and durability. 

It was not the “That’s just the 
reason why” argument that finally 
made the sale, but that argument 
opened the way and enabled me 
to get him interested in my prop- 
osition. 


An Attorney Buys Atmosphere 


A young attorney had just 
opened an office. He had little 
money and even less office equip- 
ment. He said he could not buy 
the files he wanted, because he 
was just starting in. 

“That’s just the reason why you 
ought to get enough equipment to 
give your office a proper profes- 





CREATING AND SELLING 


All of the things now enjoyed 
by civilization have been cre- 
ated by some man and sold by 
another man before anybody 
really enjoyed the benefits of 


them. 
—James G. Daly. 





sional look,’ I told him. “You 
want anyone who comes in here, 
whether a possible client or just 
an acquaintance, to get the im- 
pression that you not only are 
ready for business, but doing some. 
A little money invested in giving 
your office the look of a law office 
that already has clients will im- 
press people favorably and get 
rid of the bareness. It will enable 
you, too, to start from the first 
with a suitable filing system.” 
That young man saw the point 
and was ready to buy when the 
payment terms were fitted to his 
situation. 

“This old desk chair just fits 
me and suits me and it’s perfectly 
comfortable,” I was told by a feed 
dealer whose dusty office was 
equipped with the same desk and 
chairs bought when he started in 
business. 

“That is just the reason why 
you ought to get a new, aluminum 
chair of the latest type, adapted 
scientifically to giving you correct 
posture and perfect comfort. Your 
old chair will go to pieces one of 
these days and if you don’t buy a 
new one until that day comes, 
you will rush out then and take 
what you can find and probably 
get something that won’t be right. 
Our new desk chair is adjustable 
in every way and you can work 
all day at your desk and never 
feel any discomfort. It’s very 
likely that you have been uncom- 
fortable at times in the old chair, 
but didn’t realize it was the 
chair’s fault. You probably 
thought you were comfortable be- 
cause you were tired, when you 
were tired because you were un- 
comfortable. I want you to sit in 
this new chair and see how it 
seems to have perfect seating com- 
fort, with adjustments that give 
you a perfect fit for your work.” 


That customer today shows his 
new chair to everyone who comes 
in and is as proud of its advan- 
tages as he was proud of the old 
one’s age. It is always true that 
a man sold something of a better 
quality than he had before, even 
if he bought it at some sacrifice, 
is going to be proud of that thing 
and show it and brag about it and 
tell where he got it. 
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New “BODI-REST" Models 


BEAUTY—COMFORT—ADJUSTABILITY 
SEND FOR FOLDER A-43 


ARTILITY METAL PRODUCTS, INC. 


921 SECOND STREET, ELKHART, INDIANA 
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STEEL TRANSFER 
CASES | 


When you sell the more than 2,000 
items in the complete “Y and E” line of 
transfer cases and supplies, you sell the 
complete answer to every competitive 
transfer problem. No customer's needs 
can ever stump you. There’s a “Y and E” 
item for every consumer demand—de- 
signed to give extra satisfaction at prices 
they will appreciate. 

Take transfer cases for example. Users 
like the fact that ““Y and E”’ Steel Transfer 





| 

Cases stack to any height, interlocking | 

perfectly. Completely enclosed sides keep : 
out dust and dirt. No waste space. ; 


Meets every need because cases are fur- 
nished in all standard sizes. In addition 
to Steel, “Y and E”’ offers numerous cor- 
rugated board storage cases. 

If you want to make the most profits 
out of transfer season, check the oppor- 
tunities the “Y and E” Franchise offers. 
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STRAIGHT CUT Folders 


(not printed) 5 weights, 4 
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c—J 1/2 CUT NAME AND 
NUMBER Folders $5 weights, 
4 grades. 
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eT _ 1/3 CUT (not printed) 
co ; Folders 3 weights, 3 grades. 


FILING SYSTEMS 
AND SUPPLIES 


“Y and E”’ is one of the oldest and largest 

manufacturers of Transfer Equipment and td 8 ae 
Supplies with hundreds of items whose weights, 3 grades. 
greatest sale comes at transfer time. 

The famed “‘Y and E”’ Direct Name Filing 
System is the basic filing method of thou- 
sands of business organizations. Its presence 
in your customers’ files means profitable 
transfer business—its absence means a sales 
opportunity that brings both immediate and 
future profits. “Y and E” DIRECT NAME 

In addition to folders, guides, etc. for the Folders, plain or reinforced 
“Y and E” Direct Name System, the “Y and 
E” Dealer can offer over 200 sizes, weights, 
and tab cuts of folders to meet the exact 
needs of any filing system or transfer 
method. Guides for every need, books of 
printed labels, gummed labels in rolls and 
in pads, etc. are but a few of the many 
profit opportunities that make the “Y and E”’ 

Franchise so desirable. sl seeaai Bebdase pho yee 
reinforced tabs. 
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FOREMOST FOR 60 YEARS 


1059 JAY STREET | 
ROCHESTER, N.Y. 255 


; 2, 4, 6, 12. 24 for Direct 


Name and Direct Vision 
Sy stems. 
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SQUEAKLESS 
CHAIR IRONS 

















OFFICE 
POSTURE 
TYPEWRITER 
AND STOOL IRONS 
—A COMPLETE LINE. 
CATALOG ON REQUEST 



























COLLIER-KEYWORTH COMPANY 





GARDNER, MASS., U S.A 














EQUIPPED 

WITH RUBBER 
CUSHIONS OR STEEL 
SPRINGS, C-K IRONS ARE 
WELL BUILT OF HIGHEST 
QUALITY AND ARE GUARANTEED 
TO GIVE SATISFACTORY SERVICE 





OVER 
TWENTY 
YEARS 
EXPERIENCE 
IN BUILDING 
CHAIR IRONS 
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A special group, 
made just for this 
offer—which you 
can sell for 


shun 


and buy at your 
usual discounts. 


go 






No. 110 


Any one of these fine chairs will get you 
more business at a profit .. . they were 
built to sell... os is all Ehrlich fine furni- 
ture ... order one or more today, get it on 
your floor, look at it, and if not satisfied— 
after five days—pack it up and send it right 
back at our expense .. . Every Ehrlich chair 
a dependable sales booster because the 
selling features are “built in.” 


SPECIAL ATTRACTIVE 
SHIPPING CARTON 


Pre-packed Lightweight Carton made 
to ship each chair individually .. . 
Makes handling easy . . . shipping 
convenient. 








YORK ny 


EHRLICH 


UPHOLSTERY WORKS 
520-528 WEST 43rd ST. 


NEW YORK, N. Y. 
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fae CANT BEAT QUALITY 


We proudly announce two entirely new lines of fully streamlined steel 
desks. Both are Macey Grade A throughout. One with modern rail 


base as shown, the other of similar design but with four legs. 


All pedestal drawers operate on frictionless, floating roller channel slides 
—an important exclusive Macey feature of real benefit to the user. 


This and other exclusive features, at no price premium, go a long way 


to make sales. 
Write at once for complete information and order samples for your 


display and demonstration. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 






































“Pioneers for Fifty Years” 
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from COAST to COAST! 


OULD 


from COAST to COAST! 


... the 8410 Series 
HIGH POINT'S 
POPULAR PRICED 
CHAIRS ... 


DEALERS BNUOW 


—"s these outstanding features 





No. 8410 





No, 8412 


¥x Double reverse curved spindle back 
vx Flush Back 
% Balanced Action Rubber Cushion Iron 


Made of genuine PECAN in Walnut, 
Mahogany or Light Office Oak Finishes 


by the 


HIGH POINT BENDING & CHAIR CU. 


SILER CITY, NORTH CAROLINA No. 8413 
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iNCREASED 





VALUE 





ENRICHES 





LIFE 


No. F 3066 








Increased value in the JACKSON Chippendale Desk 
offers you additional service and profit opportunities 


Fine dignity of design based on the best thought and classic tradition 
of Thomas Chippendale, distinguish the JACKSON 3000 grade. Al- * 
most 200 years have passed since Chippendale’s time, but his designs 
sini snbeslinds’ di d thei il b D In the JACKSON Chippendale (3000 
and increased their popularity by reason of their correct Grade) we present a faithful repro- 
proportion, trim detail and harmony of pattern and color. duction of the potted. Seling Gare- 
bility in frame and finish as well as 
Associated with the JACKSON 3000 grade, are eight other handsome, Sees eee eeeees ee eee 
. ‘ ‘ i filing and storage facilities. 
up to date service grades in the JACKSON line, each with its own appeal 
. . x Genuine walnut or genuine mahog- 
to business executives and sales opportunity for you. See them. Com- any are used throughout. Three ply 
pare them with the demands of your trade in points of improved service, peli rect aa siengcatiags cheno 
fi d d veneers laid vertically. five ply writing 
ine appearance and moderate cost. Catalog on request. bed with molded heavy lumber rim. 


solid base and three ply drawer fronts, 
form the exterior. 


Drawers have non-sticking, easy run- 
ning noiseless support, fully efficient 
whether loaded or light. All double 
drawers are equipped with improved 
type positive action follower block. 


In keeping with the general charac- 
ter of the 3000 series, the hardware is 
of the best quality. Locks are hi-grade 
cylinder paracentric key type, drawer 
locking device is of metal, positive and 
non-sticking in action. Pulls are of 
cast brass, antique finish. 


The 3000 grade is made 72 by 38, 66 
by 36 and 60 by 36—also in 48 by 26 
with open back. Telephone stand, 
telephone cabinet. waste basket and 
costumer to match are available, also 
four sizes of tables: 66 by 36, 60 by 30, 
48 by 22, and 36 by 20, the two larger 
sizes being made with stretchers as 
illustrated at the left. 


* 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 





No. T 300512 











e Prepare to 
participate 









Representatives: S. R. Evans, 421 Hampton Court, Athens, Ga. 
James H. Davison, Hotel Figueroa, Los Angeles, Cal. Howard Maley, 115 Tarbell Ave., Bedford, Ohio 
Marion Y. Follin, 220 Fairbanks Road, Riverside, Ill. L. H. McDaniel, 2718 Cockrell Ave., Ft. Worth, Tex. 


George B. Wray, 130 W. 42d St., Room 415, New York, N. Y. Charles L. Pettibone, Bedford, Ohio 











*oTEMBER, 194 

















170 





advantages of Posture Seating have brought steadily increasing 
business to dealers. With major improvements in chair design 
—plus untiring educational effort—Domore sets the pace. 

But that’s not all. Domore has backed its pioneer develop- 
ment and educational work with consistent national advertising 
—and with carefully planntu merchandising effort. 


The result—a constantly increasing demand for Do/More 
chairs for all types of Posture Seating—from correctly designed 


chairs for executives, down through junior executive chairs, 





stenographic and clerical chairs. 
Very definitely “the swing is to Posture Seating” and many 
alert dealers are building their sales and profits by cashing in 


on the prestige which Domore has earned. 





See the NEW Executive Model 
N. S. A. Convention—Chicago, Sept. 23-26 
IT’S SENSATIONAL 














DOMORE CHAIR COMPANY, _ INC. 
901 Franklin St. Elkhart, Ind. 





OFFICE APPLIANCES 


EATING 





DO/MORE 














SR EHP 


ae 

















171 


Safe Merchandising Calls for Real Selling 
—Not Mere Order Taking 


HOUGH safes are, more or less, 

a line by themselves, the Se- 
curity Furniture Exchange does a 
good job of handling them in con- 
junction with regular lines of 
office furniture, according to David 
A. Hendler, of the Los Angeles 
firm, which has been located for 
twenty-five years on the same 
street. 

Mr. Hendler has no figures tell- 
ing the ratio of safe sales to other 
items of stock. In some months 
volume will be about equal to that 
of other lines; at other times it 
will be lower. But, taken all in 
all, the “bigger volume in safes is 
sufficient incentive to handle 
them,” he declares. In qualifying 
his statement, he asserts that 
early fall is generally the biggest 
season because of the numbers of 
new firms which open business 
about that time, but apart from 
that one generally higher level 
safes are an all-year product. 


Security Furniture Exchange is 
committed to a definite policy of 
not trying to “sell a bill of goods.” 
Rather, the salesmen go carefully 
into the immediate requirements 
of the prospective customer, 
checking on whether the safe will 
be housed in a Class A, B or C 
building, what sort of fire hazard 
exists from the activities of the 
firm itself and others located in 
the same and adjacent buildings, 
how near the concern is to the 
next building, and whether the 
client is interested especially in 
fire protection, protection against 
burglary, or both. 


In this phase of the transaction 
price does not enter at all. The 
protection of a good safe gets a 
heavy emphasis, supplemented by 
the various types of insurance 
discounts available to owners of 
safes of certain specifications ap- 
proved by the insurance under- 
writers. 


Assured Protection Not “Cheap” 


It is true that the average cus- 
tomer wants to get his safe 
“cheap,” but even more so he 
wants the assurance of protection 
that comes with the manufactur- 
er’s guarantee on a new Safe. He 
wants to be able to sleep nights, 
the salesman points out, and with 


Safes Can Be Soll 
With Profst Al the 
Year yA 


¥ 


assured good merchandise he can. 
This effort to educate the cus- 
tomer to buying what will really 
fulfill his needs is not always easy, 
but in the long run it pays <livi- 
dends, Mr. Hendler states. 


Of course, he explains, there are 
always “penny-pinchers” who are 
impressed by the word “safe” 
itself. So long as it looks like a 
safe and can be closed and locked, 
prospects of this type don’t care 
much what they get so long as 
they can get it for very little. Mr. 
Hendler and the men working 
with him bring out all the facts. 
They will show an iron Safe, for 
example, when a man has indi- 
cated a certain price as his limit, 


and they will show him just where 
its flaws and weaknesses are in 
comparison with new, present- 
day merchandise. They tell him 
what protection it will and what it 
will not give, stressing the fact 
that any safe built before 1917 is 
not safe from a fire hazard, since 
it lacks insulation. 

If, after all this has been made 
clear, the customer insists he will 
not spend more than his stated 
figure, the safe is sold. The very 
frankness of the discussion has 
been responsible in more than one 
instance for the sale of a better 
safe later on when the customer, 
impressed by the sincerity and the 
interest the firm took in his prob- 
lem, is better able to afford more 
certain protection—and some- 
times after fire or burglars proved 
the statements made to him. 


Accuracy of Sales Arguments 
Primary 


Truthful representation is the 
first thing to be considered in 
handling merchandise of this sort, 
Mr. Hendler assures, and generally 
the only way sales can be made. 


(Turn to page 174, please) 





SECURITY SHOWS SAFES IN A BIG WAY.—The Security Furniture Exchange, Los 
Angeles, Calif., usually makes a comprehensive showing of merchandise in its dis- 
plays and no exception was made to this rule during a recent exhibit of Mosler 
safes. In a large window of its establishment the company made a showing of 
safes which ran all the way from an actual vault door on down to safes ranging 
from the largest to the smallest types. The vault door can be seen at the right rear. 
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ABOVE.—Window of the Gladdings, Inc., department 
store, Providence, R. |., recently used a “Y and E” 
Style-Master executive desk as part of an office show- 
ing. The desk was loaned to the store for the occasion 
by the Providence Paper Company, Yawman and Erbe 
representatives in Providence. 


AT RIGHT.—The Mutschler Bros. Company, Nappanee, 
ind., recently installed these tables in the Aquinas high 
school faculty room. The tables fit naturally into the 
simplicity and dignity of the room with its plain walls 
and dark curtains and dark paneled doors. The installa- 
tion was made by Edward F. Quinn Co., New York City. 


Recent Installations) ec 


RIGHT 


AT LEFT.—An installation of Yawman and Erbe turn. # ™ he 
ture in the offices of the Allis-Chalmers Company, Sa, # '" . , 
Francisco. The desks are Style-Master Associate desk; — 
finished in Neutra-Tone gray. The entire installation wa, r-leg 
made by the San Francisco branch office of the Yawmay ve 6 


and Erbe Manufacturing Company, Rochester, N. Y, 


BELOW.—"Y and E” equipment in the Dearborn high 
school, Dearborn, Mich., after an installation job done 
by the Yawman and Erbe Detroit branch. Desks ar 
finished in the company’s well-known Neutra-Tone gray 
and are full size office desks, an unusual size for ¢ 
school to use in a commercial education department, | 
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Nsdecent Installations 


} RIGHT.—An installation of Corry-Jamestown prod- 
in the Indianapolis Motor Armory included eight- 
“Steel Age’ executive desks, eleven new Executive 

leg tables, four batteries of 5400 line counter 
ht equipment, bookcases and other incidental pieces. 
the furniture was finished in “Steel Age’ metallic 

gray with chrome hardware. 
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AT LEFT.—Another section of the armory showing one 
of the Corry-Jamestown desks with chairs and bookcase 
at either side of the illustration. 





T RIGHT.—The Bramwood Press, Indianapolis, made a 

ent installation of Corry-Jamestown furniture and 

qupment in the offices of the Indiana Farm Bureau 

ooperative Association, Mt. Vernon, Ind. Included 

ere eight 3560 “Steel Age’’ executive desks in me- 
tallic gray with chrome trim. 


AT LEFT.—B. L. Marble chairs in the private office of 

a Cleveland business executive are in a contemporary 

modern design. The installation was made by Wagner- 
Henzy-Fisher, Company, Cleveland. 
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SAFE MERCHANDISING CALLS 
FOR REAL SELLING 
(Continued from page 171) 
Safe merchandising is not like 
dealing in desks where it is pos- 
Sible for a dealer to declare that a 
desk is walnut, when actually it is 
a thin walnut veneer. Not only is 
the element of cost considerably 
different, but for the purposes of 
the two articles are so far apart 
that misrepresentation is extreme- 

ly foolish. 

Careful study of problems, as 
indicated earlier, is the second 
factor in successful selling. Too 
many dealers, Mr. Hendler thinks, 
confronted with a prospect, are 
content to ask, “What size do you 
want?” Something in comparable 
dimensions is shown and a price 
quoted. Little effort is made to 
show the customer clearly what 
his purchase will do for him, or 
to see if he is really getting the 
thing he most needs. When a sale 
is made in this way the man mak- 
ing it considers himself a sales- 
man when actually he is nothing 
more than an order-taker. 

The worst of the situation is 
that in most instances, on trans- 
actions attempted in this way, no 
Sale is made. The client has a size, 
an impression of appearance, a 
price, nothing more. He is not 
sold, he has simply been shown. 
That means comparison, and he 


wanders off to lock somewhere 
else. Perhaps he finds a dealer 
who will take the time and trou- 
ble to consider the safe from the 
buyer’s viewpoint rather than 
from his own sale, and he closes 
the transaction while the first 
dealer mutters disgustedly some- 
thing about “another looker.” Or, 
perhaps the prospect will only find 
more dealers of the same kind; if 
his need for a safe is great he will 
buy somewhere in spite of this 
approach—or lack of it—but if he 
can get along without it, some way 
or other, the chances are more 
than average he will, and he 
ceases to be a prospect altogether. 

In contrast, Mr. Hendler stresses 
the specialty aspect of selling 
safes. In the majority of cases 
where a safe is required a man is 
sent out to the office or plant 
where it will be placed, not only 
as a double check on needs for 
protection, but to consider it from 
an efficiency standpoint. In the oil 
fields, for example, a four-hour 
safe will be recommended rather 
than a one-hour safe because of 
the length of time oil burns, and 
in addition the salesmen will rec- 
ommend that the safe be placed 
in this or that spot because it will 
be out of the way of floor traffic, 
or easier of access when it is used 
a great deal. 

A thorough knowledge of the 
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contents of the Safe Manufactur- 
ers’ Association Manual with its 
analysis of construction, resist- 
ance to hazard, and insurance dis- 
counts for various types of safes 
is a fundamental part of sales- 
manship of this merchandise. 


Vault Doors Have Sales Potential 


Security Furniture Exchange 
also does a Satisfactory business 
with vault doors, maintaining con- 
tacts with contractors and making 
it advantageous for them to bid 
by providing specifications and 
giving them a contractor’s dis- 
count. On the regular safe line the 
firm uses a regular lead service on 
new business and _ expansions. 
These prospects are approached 
from every possible angle; leads 
usually announce that such-and- 
such a firm will open on a certain 
date at a given address, and an 
address for principals is suppiled 
so that there is an opportunity for 
contact before equipment is pur- 
chased. Desks, chairs, leather- 
upholstered pieces, filing cabinets, 
stands, and all other office appli- 
ances are suggested in addition to 
safes. With any reasonable ex- 
pression of interest in a safe, the 
salesman takes his key to send 
the specialty man out, and the 
problem is gone into in fine detail. 
The method has paid dividends 
for this Los Angeles dealer. 


Warehousing and Care of Furniture Stocks 
Briefly P, BS 4 Suggestions ona oe Veglected Topic 


LTHOUGH seldom the sub- 

ject of discussions at con- 
ventions or in trade journals, 
nevertheless the matter of ware- 
housing and care of office furni- 
ture stocks is important. From 
our experience have come the fol- 
lowing suggestions: 

In the matter of location, first 
floor space is, of course, preferable 
because it is accessible to the 
showroom and the loading plat- 
form. 

Space to warehouse 100 desks 
would be about thirty by sixty feet. 
This would permit proper aisle 
room and allows maintenance of 
all the stock on one level and 
eliminates the need for an ele- 
vator or lift. 

A moderate indoor temperature 
is preferable in the stockroom 
with as little variation in a twen- 
ty-four hour span as possible. 
Humidity should be about thirty- 


By L. P. BURLINGHAM 


Miller-Davis Company, 
Minneapolis, Minn. 


M4 


five to forty per cent. Lighting 
should be sufficient for inspection 
and doing the work of sweeping, 
dusting, cleaning, etc. 

Wide aisle spaces are particu- 
larly advantageous. The aisle 
Should be to one side, not cen- 
tered, so that stocks of larger 
quantities can be stored on the 
larger side and the small quantity 
stocks on the other side. 

The best method of taking 
proper care of the stock is to be 
sure that it is properly inspected 
when it arrives and properly in- 
spected when it is delivered. 

The older stock should always 


be sold first. That is an obviously 
correct idea, but it is easy to slip. 
It can be done nicely by num- 
bering the pieces as they are 
stored and making sure that the 
smaller numbers are moved first. 

In cases where damages occur 
to the stock, repairs, or other 
action, should be done at once. 
This results in efficiency in main- 
taining the stock in top condition 
and insures ability to make 
prompt deliveries. 

Special preparation of desks, 
chairs, etc., for display or delivery 
is unnecessary if a capable and 
energetic woman cleans and pol- 
ishes all the furniture on the floor 
once a week. This keeps every- 
thing in apple pie order, but if 
anything should become injured 
in the process of moving various 
furniture pieces from one spot to 
another, the repair man should be 
put to work immediately. 
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BRANCHES 


New York City 
1 Park Ave., Room 5/4 


Chicago, Ill. 
666 Lake Shore Drive 
Amer. Furniture Mart 


Pittsburgh, Pa. 
1005 Liberty Ave 


Los Angles, Cal. 
2155 E. 7th St 


Miami, Fic. 
609 N. Miami Ave 
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In the expansion program of essential industries you 
should be equipped for sales of business furniture that 
has appearance, comfort and durability. 


That's Troy metal furniture all over! 


Skilled craftsmanship in enduring steel and glisten- 
ing chromium plate, streamlined for speedy work. 
Troy desks, chairs and tables fill the bill from A to Z— 
from Airports to Zoning Commission offices. 


Here is a line of furniture conforming both to modern 
design trends and correct business usage. 


Wnite for your copy of the complete Troy catalog 
today. 


THE TROY SUNSHADE CO. 
TROY, OHIO DEPT. P-419 
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teres Why 


YOU SHOULD SELL 
AS: AURORA-THE LINE WITH “SALES MOMENTUM!” 


convincing features—the extra values that win customers. Get 





Money-making opportunities for dealers have gone hand-in- 
hand with the A-S-E Aurora line for the past quarter of a cen- 
tury. But never before have there been such outstanding profit 
opportunities as today! Never before has office equipment 
developed such SALES MOMENTUM! Dealers everywhere are 
taking advantage of the sure-fire sales opportunities offered 
by A-S-E Storage and Wardrobe Cabinets, Files, Dead Storage 


Files, Desks and Tables! 


Don't take our word tor it. Know the facts! Study the buyer- 


DON’T MISS THE Ag& AURORA EXHIBIT AT 


“BOOTH C+C* } 


THE N°S°-A CONVENTION 


Put this down on your memo pad: Booth Nos. C3 and C4, National Stationers Association 


Annual Convention, Palmer House, Chicago, Illinois, September 23 to 26 inclusive. 


It's your chance to see the many customer-convincing features for yourself—to get the 
inside story on A-S-E Aurora's amazing profit opportunities. You'll see a display that will 
disclose new sales possibilities for you. If you're looking for bigger profits, be sure to be there! 
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the inside “dope” on the rapidly increasing acceptance—the 
mounting demand! They'll make your selling job easier— 
assure faster sales and bigger profits—without additional 
outlay of time, money or eftort! 

Hundreds of dealers are keeping their sales on the brighter 
side with the fast-moving A-S-E Aurora line! Why not get all 
the details now? We will gladly send them to you—without 


any obligation. 
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Ag AURORA FILES 


You'll have a 4-star attraction in A-S-E Aurora Files—four complete lines, 
each one a sales leader in its own right. There’s a wide range of types, 
sizes, arrangements and prices, which makes it easy to meet the require- 
ments of all your customers. The extra values in A-S-E Balanced Design 
filing equipment are readily apparent to customers and prospects. And 
there are 58 sales-winning features—there’s no need to sell one feature 
to cover up the defects of other parts. 


te Af AURORA DS FILES 


Here’s another bright star for dealers everywhere—the fast-selling A-S-E Dead Storage Files. Almost 
every business organization in your locality has a permanent and inactive record-storing problem. Now, 
you can present the practical, economical answer . .. provide maximum convenience and full protection 
in filing permanent records. They offer all the advantages of steel files for permanent records, at a cost 
no greater than that of cardboard boxes and shelving. You'll be surprised how fast first sales are made— 
how much repeat business you Can get. 








os 


ASE AURORA STORAGE AND WARDROBE CABINETS 


These steady sales producers are starring the year around— making extra dollars for many dealers. 
You can meet virtually every need with the two complete lines—57 models. For customers who 
demand DeLuxe cabinets, there is the Master Line. You can sell the Popu/ar Line to those who insist 
on maximum value at lowest possible cost. 





and institutions. The Standard Line is of the attractive, conventional design. The sturdy construction 
and special finish of all A-S-E Aurora Desks and Tables present outstanding salability—makes them 
a ‘natural’ for you to sell. 


There are two full lines of A-S-E Aurora Desks and Tables, built in all popular sizes. The new A-S-E 
Diplomat Desks are sturdily built, with the modern, streamlined appearance preferred by many offices 





All-Steel-Eauin Company. Inc. 
609 John St.. Aurora, LIL. 
Mail complete information 
about A-S-E Aurora Files JJ 
DS Files () Desks and Tables 1 
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Three Excellently Furnished Small Offices.—tLeft: Consulting office of Dr. Clarence Fischer, Peoria, Ill. Desk 
and chairs are of walnut. Top, right: Business office of Dr. Clarence Fischer, fitted with steel equipment fin- 
ished in mahogany grain. Bottom, right: Private office of E. L. Covey of Covey & Clendenin, attorneys, Peoria, 
Ill. Furniture is of walnut wood. 


The Professional Man as a Prospect 
Suggestions from Experience, Revealing a Salles Wharket 


HE average stationer’s sales- 
) roan is confronted with two 
problems. These are to call on the 
average office, of which there are 
many, or to attempt to obtain a 
volume of business from large 
firms, or a combination of the 
two. Of course we appreciate the 
fact that the manufacturer must 
have a certain volume of both 
profitable and unprofitable busi- 
ness. For the salesman to obtain 
his volume he must have some 
large consumer accounts. The 
large industrial and commercial 
firms are deluged by salesmen and 
direct mail advertising that make 
the business received from these 
industries virtually profitless. It 
is only reasonable to assume that 
the salesman, to obtain this busi- 
ness, must spend a great amount 
of time with the accounts. When 
he does get an order it is so com- 
petitive that it permits only a very 
small profit for his firm. 

Spending his time in this man- 
ner, the salesman must pass up 
the average office that affords 
profitable business as well as inter- 
esting work. Among the average 
offices we find the professional 


By H. G. REEVES 


Jacquin and Company, 


Peoria, Ill. 
¥ 


man, a fine prospect to cultivate 
in addition to possibly a few large 
accounts to help build the required 
volume. 

The salesman who chooses the 
professional man as a logical 
prospect finds that he must do 





MR. REEVES 


more than just make calls at reg- 
ular intervals. As doctors and 
attorneys must devote their time 
rather intensively to their busi- 
ness, they turn over the buying 
to one of the members of their 
organization. This person, in 
most cases, is a lady and her main 
purpose is to keep the necessary 
items in stock and keep the sales- 
man from reaching her employer. 
More often than not she will drift 
along buying from the same source 
established years before. After a 
few calls on this office, the aver- 
age salesman has made no further 
progress than when he started. 
The professional man’s office girl 
has been selected for her ability 
to assume responsibility. She is 
vested with authority to buy, or 
not to buy. If she resists sales 
arguments, the salesman will 
either give up entirely or work 
all the harder to get to the em- 
ployer. 

As we are not interested in the 
salesman that gives up, we will 
take the one that decides to keep 
going. There are several ways to 
accomplish what he has set his 

(Turn to page 181, please) 






























































TWENTY YEARS OF CONSISTENT 
DEALER COOPERATION AND CON. 
SUMER SATISFACTION HAVE MADE 
THE ASCO LINE THE NUMBER ONE 
LINE IN STEEL OFFICE EQUIPMENT. 


ART STEEL CO., wwe. 


300 East 145th Street 
NEW YORK e .. “A; 











THE COMPLETE LINE OF 
OFFICE EQUIPMENT IN STEEL 





head RETRO Se, Can SOR PROMET 




















SEPTEMBER, 1940 


PROFESSIONAL MAN AS A 
PROSPECT 
(Continued from page 178) 
mind to do. First he must find 
something specific in the office to 
discuss with the employer. There 
are so many items to talk about, 
such as the quality of paper, car- 
bon or typewriter ribbons that he 
should use if he is an attorney. 
By proper approach to the person 
in charge of the office he may 
obtain samples of the above. If 
this is impossible, other ap- 
proaches are what is the condition 
of the prospect’s equipment, how 
is the lighting, or is the office ar- 
ranged properly? After the sales- 
man has a definite plan of ap- 
proach in mind, he should find a 
time when his prospect is least 

busy to contact him. 


Methods of Reaching the Prospect 


We have found it is not very 
hard to get to the professional 
man if the problem is approached 
correctly. We use three different 
methods, of which the first is the 
most satisfactory if it can be done. 
This is to win the confidence and 
friendship of the person in charge 
of the buying. By doing this, the 
salesman has inside help in mak- 
ing a sale. The second method in- 
volves finding a time when the 
person in charge is out of the 
office. The third procedure is to 
contact the individual at his club. 


It is always best to originate the 
sale, although it is not unusual 
to stumble onto a job that a com- 
petitor has worked up. In such 
cases it is all the more necessary 
for a salesman to be wide awake 
and well informed. An actual ex- 
ample of a small sale we made in 
a doctor’s office will illustrate our 
method. We had been calling on 
the doctor in question for almost 
two years without getting any 
orders except for ledger sheets, 
pencils and ink. I approached his 


assistant one day on the subject 
of re-equipping the office. She 
would not commit herself further 
than to say she wished that it 
could be done. Finding that she 
would offer no resistance, I meas- 
ured the offices and made a floor 
plan and figured the approximate 
cost. I then called on the doctor 
and received the statement that 
he could not afford it, although he 
would like to make the change. 
I did not quit at this rebuff but 
kept up the contact for about six 
months, when the doctor advised 
me to go ahead and allowed me 
a certain sum of money to spend. 
We fixed his office up not only 
with desks and chairs, but also 
bookcases, lamps, pen sets, drapes, 
and also removed a lavatory and 
scales. On jobs such as these there 
is very little competition allowing 
the realization of a fair profit. 


Good Profit Despite Competition 


If competition is a factor, it is 
not necessary to lower the per- 
centage of profit. The professional 





A section of Automatic File & Index 
Company’s first installation in the 
record room of the Wisconsin Genera! 
Hospital at Madison, Wisconsin. Ex- 
tensions made recently materially in- 
creased the installation in similar 
aisles which were not photographed. 
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man wants his office attractive 
and comfortable and he does not 
hesitate to pay the price for that 
which will give him what he de- 
sires. I have another experience 
to illustrate this. An organization 
wanted steel equipment for its 
office. I had drawn the plans and 
quoted on “A” grade equipment. 
Before the order was placed a 
competitor came in and attempted 
to sell “C” grade files. I ended 
up with the order at a figure 
$150.00 higher than that of the 
competition. 


Equipment is not the only item 
needed by this class of prospect. 
Visible records are very good. We 
have been very successful with 
both the book and tray visible for 
the professional man. There is a 
very good reason for this, as most 
doctors have only one girl and she 
is a combination nurse, technician, 
bookkeeper and receptionist. Be- 
cause of her varied jobs, the time 
saved in looking up accounts and 
posting is of particular signifi- 
cance. 


A salesman must be better 
equipped with knowledge and 
training in equipment and systems 
to sell the professional man than 
most other types of prospects. He 
must be able to draw plans to 
scale, plan color schemes, systems 
for accounts receivable, case his- 
tories, etc. He must know his 
competitor’s equipment as well as 
his own. But this type of selling 
becomes so interesting once he 
gets in it, that it really becomes 
a game. 

If a salesman would spend half 
of his time calling on the profes- 
sional man and forget “price,” he 
would see his percentage of gross 
profit soar, and if he would study 
office planning and systems (this 
material may be had from many 
manufacturers), he would become 
more valuable to his employer as 
well as to himself. 
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Recent Installations ece 


AT LEFT.—When the State Board of Health of Indiana decided to eee 
dress up its offices in Indianapolis recently the Jasper Chair Com- or 
pany, Jasper, Ind., was called upon to furnish all the chairs required wma 
for the institution and responded with the splendid result seen here. towa 
The richly upholstered chairs of the conference room matched per- equi 


fectly with the fine paneling and modern lighting as well as with the Colo 
table furnished by the Shelbyville Desk Company, Shelbyville, Ind. 


The installation was made by the Indianapolis Office Furniture Com- a 
pany, Indianapolis. 

BELOW.—Another room of the Indiana State Board of Health 

equipped throughout with Jasper chairs and desk and tables of the UPP 

Shelbyville Desk Company. The Indianapolis Office Furniture Com- | com 

pany is exclusive representative in Indianapolis for both the Jasper the 


Chair Company and the Shelbyville Desk Company. 
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AT LEFT.—Paul R. McCollem, Inc., 
Kansas City, Mo., made this installa- | 
tion of forty Jasper chairs in the dis- 
trict sales manager's meeting room in 
the home offices of the Western Auto 
Supply Company, Kansas City, Mo. 













AT RIGHT.—An installation of desks manu- 
factured by the Michigan Desk Company made 
in the offices of the Vincentian Press, St. Louis, 





gua 
Mo. There were twenty-six desks in the in- tect 
stallation which was made by the Jordan- is « 








Scheid Company, St. Louis. 




















ecent Installations 


THREE UPPER PICTURES.—Steelcase equip- 


to ment in modernized offices. The rolled edges 
aa and island bases of the desks contribute to the 
ed | beauty and prestige of the office. The trend 
7 toward acceptance of modern styling when re- 
85 equipping offices is evident in these pictures. 
he Color, design and layout invest the offices with 
id. character and smartness. Steelcase equipment 
me is produced by the Metal Office Furniture Com- 


; pany, Grand Rapids, Mich. 


th 

he UPPER RIGHT.—Offices of a motor transit 
n- company in Detroit with installation made by 
er the J. L. Hudson Company, also of Detroit. 














CENTER RIGHT.—The filing department of a 
fire insurance company in Los Angeles. The 
installation was made by the Southern Calli- 
fornia Safe Company. 











LOWER LEFT.—Credit files and reference 
room of a Chicago firm with the installation 
made by Spak & Natovich, Chicago. 









AT RIGHT.—This Meilink Steel Safe 
Company (Toledo, Ohio) equipment 
was recently installed for the Mon- 
roe County (Mich.) treasurer's office. 
Besides being a first-class means of 
guarding valuable records and pro- 
tecting them from fire, the equipment 
is counter-height and so serves a 
number of other useful purposes. 
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MEET THE INVINCIBLE 3000 LINE DESK.—The Invincible Metal Fur- 

niture Company, Manitowoc, Wis., announces its new 3000 Line Mod- 

ernaire desk which features a smoothly rounded linoleum edge top. The 

new design presents a softness and blending of streamlined styling, com- 

bining durability and efficiency. The island base is dressed with white 
metal trim and the drawers are interchangeable. 





GUNLOCKE‘S COMPLETE LIBRARY FURNITURE LINE.—The W. H. Gun- 
locke Chair Company, Wayland, N. Y., is announcing a complete line of 
library furniture to supplement its line of general commercial furniture. 
The new line answers every library furniture need from charging desk to 
shelving. Cabinets and tables, unit charging desks (sectional), shelving, 
chairs, catalogue files, book trucks and other items are included. The 
company’s beautiful Colonial library line is illustrated here. 


HARTER STEEL CHAIRS FOR ALL OF- 
FICE PURPOSES.—The Harter Corpora- 
tion, Sturgis, Mich., has developed two 
new lines of steel chairs which embrace 
every type and model required in the 
American business office. They are the 
Harter Presidents and the Harter Com- 
fits. At left is the No. 700 President 
which combines comfortable seating, 
streamline design and long life. Well 
proportioned and richly upholstered, the 
chair is designed for efficient support 
and perfect balance. A companion num- 
ber is the No. 710 which is a side arm 
chair. (Center) The Comfit secretary 
chair featured by a design to give effi- 
cient support. All controls are simple, 
positive and quickly made. (Right) The 
Comfit executive model which heads the 
Comfit line. It has five positive adjust- 
ments with both resilient back and tilt- 
ing seat. 





New Lines 








TWO NEW ITEMS BY WEIS.—(Top) This 
18-inch, single drawer roller-bearing letter 
file is one of the latest offerings of the Weis 
Manufacturing Company, Monroe, Mich. 
Made of 24-gauge cold rolled steel, the file 
is entirely without bolts, nuts or rivets. It is 
electrically welded for added strength and 
durability. Principal features include new 
type of positive locking follow block, drawer 
stop to prevent accidents, guide locking 
rod, rubber feet to protect furniture and a 
standard olive green baked enamel finish. 
Any number of files can be stacked and 
locked solidly in place. Drawer lock is 
optional. (Lower) This fibre transfer with 
steel front enables the dealer to offer a 
low-priced transfer which can stand a lot of 
wear. Front of shell has inside square steel 
reinforcing frame as well as outside collar, 
giving the shell sufficient strength to ensure 
easy movement of drawer. Heavy, double- 
lined board strengthens back of shell. 
Drawers are kept in alignment by metal 
stitches and metal reintorcements along 
the two top edges. Locking pins hold 
stacked cases in alignment in front and a 
metal clamp holds them in alignment in 
back. Named the Super Wizards, the cases 
come in various sizes and are shipped 
knocked down, six cases to a carton. 














New Lines 





MEILINK’S “HERCULES” FILE.— 
Described as “‘a safe in the form 
of a file’ is a new item recently 
announced by the Meilink Steel 
Safe Company, Toledo, Ohio, and 
which has been given the trade 
name of Hercules. Available in 
letter and legal sizes, the file is 
insulated and certified for one- 
hour fire protection. There are in- 
dividual thumb latches on each 
drawer and construction is such 
that drawer separators do not go 
clear to the back of the safe which 
allows for an equal distribution of 
heat which might enter the unit 
at any location. Outer and inner 
steel walls are reinforced and 
filled with thermo-cel insulation. 
Slides are heavy duty progressive 
type with ball bearing rollers and 
hardware is of modern design satin 
bronze. Brass cylinder lock auto- 
matically operates on all four 
drawers, and the finish is standard 
olive green, smooth lacquer. 
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NEW TYPEWRITER DESKS BY CORRY-JAMESTOWN.—The Corry- 
Jamestown Manufacturing Company, Corry, Pa., is responsible for this 
unusually good-looking typewriter desk which is one of two recently pro- 
duced by the company. The model shown is the No. 3578, a 60-inch, 
double pedestal, drophead typewriter desk. A companion number is the 
3576, a 45-inch single pedestal model. Both desks retain the same 
distinct lines which feature Corry-Jamestown’s executive desk suite and 
are available in metallic gray and in green, mahogany or walnut finish 
with attractive chrome hardware. 


BELOW: ROYAL METAL’S CHAIR OF- 
FERING.—A capital example of the 
Royal Metal Manufacturing Company's 
new line of reception and lounge furni- 
ture is the arm chair shown here. It has 
resilient coil spring seats and rubber 
cushion arms. The feet are chromium 
plated and the ash trays are optional. 
The new line, which is available as 
standard furniture, consists of a chair 
and settee or three sectional units of 
sectional furniture. Though massive, the 
pieces are compact, attractive in appear- 
ance and economical. 











SHEPHERD CHAIR WITH NEW FEATURES. 
—This new “Comfortaire” armchair, manu- 
factured by the Shepherd Chair Company, 
3100 Carroll avenue, Chicago, is the firm’s 
latest addition to its posture chair line and 
boasts a number of unusual features. 
Among these are the Air-Foam seat, two 
and one-half inches thick and covered with 
high-grade fabric and a removable cover. 
For the first time solid walnut arms are util- 
ized to create the armchair design. The 
Comfortaire line embraces the arm chair, 
the stenographic, with or without full tilt- 
ing, and a high model. 





A FRITZ CROSS POSTURE CHAIR OF 
MODERN DESIGN.—Shown here is 
one of the new No. 500 posture chair 
line recently announced by the Fritz- 
Cross Company, St. Paul, Minn. Its in- 
dividual identification number is 
550-L. The chair is of modern design 
and sturdy construction. All adjust- 
ments are made quickly and easily 
with hand wheel controls. A special 
feature of all chairs in this line is the 
“L” lock spring back. By pressing a 
lever under the seat (accompanied 
without change in position of the 
chair occupant) the back is made 
rigid for perfect posture. Again press- 
ing the lever releases the spring for 
relaxation. The “500” line is avail- 
able in different types of secretarial 
and executive posture chairs and 
prices and illustrated literature on 
the entire line are available to the 
dealer on request. 
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FROM INDEX TABS...TO SAFES 


... Victor provides the dealer with this wide 
selection of proven, quality equipment and 
supply items with which to effectively serve 


the needs of modern business. 


Small or large, you will find every Victor 


product conforms to all three of these 





major requirements 





MAK-UR-OWN INDEX TABS 


1— QUALITY 
Carefully and accurately made of the 


finest materials. 


2— PRACTICAL USE 


Fills a real business need—a product 





that will sell readily. 


STEEL FILING EQUIPMENT 
3— DEALER PROFIT 


Pays the dealer a real profit and builds 


future business. 


You will find your answer to the question 


“What lines can | sell most profitably” in 





the products pictured on this page... . 
which are representative of the many thou- SULATED PLES 


sands of items in the complete Victor Lines. 


Write today for information and prices. 


*These lines sold through franchise dealers only —— the money- 
making Victor franchise may still be open in your city. 





VISIBLE REFERENCE EQUIPMENT FILING SYSTEMS & SUPPLIES 








VICTOR UNIT FILER VICTOR TREASURE CHEST VICTOR DUPLICATOR SUPPLIES VICTOR SORTER 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 
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FOR WOODEN CHAIRS, 
TABLES, ETC. 


Bassick 


RUBBER CUSHION SLIDES 









FOR METAL CHAIRS 
AND EQUIPMENT 

























FURNITURE 






“DIAMOND- 
ARROW” BALL BEARING—THE 
ACCEPTED STANDARD OF QUALITY 


FLOOR PROTECTION 


FOR STEEL 

TUBULAR EQUIPMENT TO Fit 
STANDARD 

_ You'll find it easier to sell h CASTER 

AND ou ind if easier fo sell BASSICK—the SOCKETS 


outstanding line of quality products 
for office equipment dealers. Write for 
complete catalog and information. 














FOR WOOD 

























TYPES SPREAD OUT THE 
WEIGHT AND PROTECT 
FLOORS 








“ATLASITE” DESK CUPS 


Sp & 


FOR DESK AND TABLE LEGS 

















GLOVE-FITTING RESILIENT 
RUBBER DESK SHOES 








THE BASSICK COMPANY e BRIDGEPORT, CONNECTICUT 





The world’s largest manufacturers of Casters and Floor Protection Equipment 
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PEERLESS STEEL EQUIPMENT CO. 


MAIN OFFICE AND FACTORY 
UNRUH AND HASBROOK STS. PHILADELPHIA, PENNSYLVANIA 
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No. 9291 









More Sales and Satisfaction for You 
in offering MURPHY Quality Chairs 


Proven leaders among office chairs with points of superi- 
ority in correct styling, dependable construction and 
genuine comfort. Executives “Murph-Ease” equipped, 
No. 9213 






whose responsibilities keep them at the desk through long 


days and weeks of busy seasons testify to the superior 








service features of this quality line. Genuine leather up- 
holstered office chairs with “Murph-Ease” spring cushions Murphy also makes 
a popular group of 


offer fine quality at moderate cost, in ten handsome de- 
; typewriter and tele- 


signs. Our great line of all wood executive and secretarial phone tables in pe- 
chairs features rounded corners, deep saddled seats and can, gum and quar- 


oo red oak, as well 

perfect fitting posture backs. tered Oak, as Wan as 
costumers and small 

chairs for use with 


Let us tell you about the extra selling advantages of knee hole desks. 

















the Murphy line. See our catalog No. 68. 


Murphy Chair Company 


INCORPORATED 





Owensboro Kentucky 


Sead 


orememegener = 
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General Office Equipment Company 
Capably Equipped the 
Keystone National Bank - Pittsburgh 





Using Leopold’s Streamline Desks 
Built On Honor 


By Leopold Craftsmen at Burlington 





OFFICE APPLIANCES 








“Andy. Units. off Stool.” 


Suspension and Non-Suspension 


FILING CABINETS 


Built to withstand hard usage. Made 
in three grades. all sizes. styles and 
combination of drawers. Attractive hard- 


ware, finely finished in choice of colors. 





STORAGE CABINETS 


All sizes of Wardrobe, Storage 
and Combination Cabinets in 
olive green or grained finishes. 
Also can be made to special 


specifications. 





BLUEPRINT 
CASES 


Built in Stand- 
ard and Utility 
grades. High 


quality construe- 





tion—has hood on _ back 


of each drawer. Weighted flaps are furnished at the 
front of each drawer on the Standard grade cases. Avail- 


able in many sizes and drawer combinations, 


TYPEWRITER 
TABLES 


Our newest table for office 






or home use. Well made 

sturdy—rubber casters with 
brakes baked green 
enamel finish packed 
K.D. in a carton. A fine promotional stand—built for 


service at a very attractive price. 
WRITE FOR CIRCULARS 
{ND PRICES! 


ANDERSON-HICKEY CO., INC. 
GENEVA, ILL. 
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AMERICA’S GREATEST “DOLLAR VALUE” 
In POSTURE CHAIRS! 


STREAMLINED SALES APPEAL THAT CLICKS 
/ The New "Comfortaire” 
. ARM CHAIR 
THE GREATEST DOOR OPENER EVER OFFERED TO 
DEALERS FOR INCREASED POSTURE CHAIR SALES 





{x 


/ Applied For 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVENUE + +©- CHICAGO, ILLINOIS 


@® Maximum, unobstructed seating area 
@ Trim luxurious comfort 

® Sturdy construction throughout 

@ Solid walnut arms 

@ Price that defies comparison 


The newest addition to the “Comfortaire” pos- 
ture Chair line offers the well known “Comfort- 
aire” features that sell and then satisfy. The 


Air-Foam seat is 244" thick covered with the 
highest grade fabric, embracing the standard 





“Comfortaire” removable cover feature. The 
arms are made of SOLID WALNUT with rub- 


ber bumpers. These solid walnut arms eliminate 





the necessity for fabric replacement and un- 


sightly and unsanitary fabric coverings. 


“Comfortaire” offers a complete line of posture 
chairs all designed to give dealers the oppor- 
tunity of creating new posture chair users and 


loyal store customers. 


®@ Arm Chair executive type 

@ Conventional stenographic model with 
or without full tilting action 

@ High model 


Enjoy the money making possibilities of the 
“Comfortaire” chair line. Some territories still 
available for aggressive dealers. Write or wire 


today. 























ABOVE.—Interior view of the Board of Superyi 

room of the Broome County Courthouse, Bingha 

aie N. Y. The furniture was designed and built by 

ABOVE.—This private office of J. E. Lewis, vice-presi- Sikes Company, and sold by Pierson Brothers, the ¢ 
dent, Aetna Casualty & Surety Company, New York, was pany’s Binghamton distributor. The furniture is 

outfitted with Century group furniture manufactured by able for trim, modern lines and the use of chairs 


the Sikes Company, Buffalo, N. Y. soft cushion seats and backs. 


AT LEFT.—Installation of A-S-E Aurora four- 
drawer letter files in the filing department of 
Hibbard, Spencer, Bartlett & Company, Chi- 
cago. This firm has standardized on the file, 
which is manufactured by the All-Steel-Equip 
Company, Aurora, Ill., and has a total of over 
300 of the A-S-E No. 7401 letter files. 


AT RIGHT.—Another view of the large AIll- 
Steel-Equip battery of files in the Chicago firm 
headquarters. In addition to the files, Hibbard, 
Spencer, Bartlett & Company also installed a 
number of A-S-E Aurora steel desks. 





Recent Installations 








BOVE.—Handsome and modern desks of the Browne- 
ose Company installed in the offices of Avon Products, 
, Kansas City, Mo. They are the company’s 
Modern American” line, in bleached walnut finish but 
ich are also available in Metalescent gray, black, 
nmetal, light tan and the regular finishes, mahogany 
dwalnut. The installation was made by the Cramer 
fe & Office Equipment Company, Browne-Morse 
dealers. 


ABOVE.—Another view of the installation showing the 

manner in which the modernized desk harmonizes with 

the large and spacious interior of the Avon organization 

offices. The bases of the desks show up particularly 
well in this photograph. 


AT RIGHT.—The private office of the presi- 
dent of the Commerce Clearing House, Chi- 
cago, was recently equipped with the Contempo 
chair line of the Milwaukee Chair Company, 
Milwaukee, Wis. In addition to their rich 
upholstering and sturdy construction the chairs 
are noteworthy for their streamlined and at- 
tractive appearance. 


AT LEFT.—General office of the Rival Packing 
Company plant recently completed in Chicago, 
and equipped throughout with Milwaukee 
chairs. Shown here are clerical posture types 
61’2W, and streamlined Bank of England 
types 252’2W in oak finish to match desks. 
Other Milwaukee chair types installed but not 
shown were the 7412UL ComfoPillow. the 
96Q0UEL and 960'2UEL. 
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Private Office of N. J. Steinau, President, Kirby-Cogeshall-Steinau Company, Milwaukee, Wisc.—At the left is a close-up of 


Mr. Steinau’s unusual desk with a plate glass top. 


take their ease. 


Pictured at the right is the “‘lounge’’ end of his office, where guests may 


Modern Offices Have Functional Design 


ODERN business and profes- 
Sional offices should be 
streamlined as well as auto- 
mobiles and kitchen equipment, 
both from a utility and beauty 
standpoint, believes Joseph H. 
Sweeney, Milwaukee designer, who 
says that all the recent world 
fairs have done much to foster 
modern design. And to practice 
what he.preaches, Mr. Sweeney 
has designed a new modernistic 
office for the Kirby-Cogeshall- 
Steinau Company, Milwaukee, Wis. 
Mr. Sweeney says there is much 
to be done in streamlining the 
business and professional office; a 
modern office should adhere 
strictly to the dignity of the busi- 
ness or profession of the occupant, 
yet give in its furnishings the in- 
formality of a home or meeting 
place, combined with the comforts 
and the practicability of a well 
controlled business. 

Old walls were removed and a 
suite laid out to include an office 
for the president of Kirby-Coges- 
hall-Steinau Company, N. J. 
Steinau, his secretary’s office, and 
the display room. The suite was 
designed to give a maximum of 
beauty and utility. 

The president's office has been 


P leasing _Appearance, 
Comfort and Utility 
Given Lobel Maker 


¥ 


paneled throughout with natural 
mahogany veneer. Old heating 
radiators have been disguised and 
incorporated into built-in cabinets 
on the window side. The ceiling 
is made of Celotex, from the cen- 
ter of which is suspended a drop 
ceiling with indirect lighting. The 
executive desk, as designed by Mr. 
Sweeney, is made of walnut and 
natural maple. The top drawer 
on the left hand side of the cabi- 
net of the desk is so designed that 
it easily holds a dictating machine. 
The drawer itself rolls out on ball 
bearing slides, easily and quietly. 
The desk top is made of tempered 
Pittsburgh glass which resists 
breakage. The desk is so designed 
that clients have leg room on 
three sides, thereby combining a 
conference desk and table. A 


tubular desk light which swings 
on a pivot over the desk can be 
regulated at any angle. The desk 
top, therefore, is kept clear for 
business papers only. The chairs 
are designed for maximum com- 
fort and are covered with leather. 


At the far end of the office is 
a semi-circular sectional daven- 
port, at the left end of which is 
a liquor cabinet made of natural 
mahogany and birch, lined in rust 
shade. The cabinet contains a 
complete refrigeration unit. Cus- 
tomers, therefore, may enjoy in- 
formal hospitality. The davenport 
is covered with Fabricoid — rust 
colored in the center and brown 
on both ends. A circular glass top 
table sets in front of the daven- 
port, with ash trays and smoking 
accessories. On the right end of 
the davenport is a unit practically 
suited to the needs of this com- 
pany which designs labels, seals 
and displays. This unit incorpo- 
rates a bulletin board which is 
movable on two chrome poles. 
The base of this unit is a swing- 
ing table which can be pivoted 
at one end of the davenport to 
show clients displays and designs, 
thereby serving a dual purpose 

(Turn to page 197, please) 
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STEEL OFFICE EQUIPMENT 





TRANSFER CASES BOOKCASES SAFES 
VISIBLE FILES DESKS 

2 VERTICAL FILES SHELVING 

STORAGE CABINETS PLANFILES 


CORRECT POSTURE SEATING 
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» Art Metal 
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MODERN OFFICES HAVE 
FUNCTIONAL DESIGN 
(Continued from page 194) 
of display table and bulletin board. 
The room is carpeted throughout 
in biscuit colored frieze. A mod- 
ern electric clock has been fitted 
into the wall paneling. The win- 
dows have been fitted with Vene- 
tian blinds hung on rust colored 

tape. 


Equipment in Secretary’s Room 


The secretary’s office has been 
paneled in natural Celotex and a 
large workable “V” shaped desk, 
particularly needed in this line of 
work, occupies the key position to 
all traffic. The blue linoleum top 


of the terra cotta tinted desk gives 
a lively color to the room. The 
filing cabinets, which have been 
finished in a French gray, match 
the Celotex walls. 

The display room formerly con- 
tained shelves for exhibits. A new 
display room has been designed 
with the walls covered with Celo- 
tex tile painted a soft blue. Along 
the far end of the left wall of 
the display room there are cabi- 
nets with plate glass sliding doors 
and glass shelves. The top of the 
inside of each cabinet is indirectly 
lit. The room also contains a small 
desk covered with linoleum in a 
blue shade. The desk is designed 
in the form of a table with a 
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chrome chair on either side. The 
chairs are upholstered in yellow 
Fabricoid. The right wall of the 
display room is lined with special 
cabinets incorporating storage 
space in the bottom and open dis- 
play room at two levels near the 
top. These display cabinets are 
also equipped with indirect light- 
Suspended down the center of 
the display room are three mod- 
ern light fixtures designed in the 
form of balls. The cabinets are 
painted yellow with gray trim. 
This display room is so designed 
as to give the customer and the 
firm the greatest amount of serv- 
ice. The offices have been com- 
pletely air conditioned.—NPS 




















Reduced Reproduction of Furniture Sketches Used by Vance K. Miller Office Supply Company, Dallas, 


Texas, in Soliciting Business. 


Office Furniture Sales Upped by Sketches 
Vow Technique Makes Chiba of Complete L" More Frequent 


ITH the trend of merchan- 

dising office furniture stead- 
ily turning to the group sale or 
completely furnished office, the 
Vance K. Miller Office Supply 
Company, Dallas, Tex., has de- 
veloped a means of selling the 
complete office suite in an in- 
creasing number of instances, ac- 
cording to Vance K. Miller, owner- 
manager. 

Securing a large and representa- 
tive supply of stock cuts and arch- 
itects’ drawings from manufac- 
turers of the line of office furni- 
ture he regularly stocks, Mr. Miller 
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selected a group of drawings illus- 
trating various types of furnished 
offices—from the truly deluxe 
suite to the modest one favored 
by an ambitious but poor young 
lawyer opening his first small 
office. These drawings were then 
reproduced in a uniform size of 
33,” x 514” and the paper trimmed 
to a 3%” x 6” size. 

Then the various illustrations 


were mounted on 8'44”"x11” dis- 
play boards in a plate-sunk area 
of 4” x6” to form a most effective 
presentation piece. Reading mat- 
ter neatly printed in the lower 
right corner stated: “Submitted 
by VANCE K. MILLER CO,, 
DALLAS. Exclusive Distributors of 
‘_____——’ Office Furniture.” A 
goodly number of each presenta- 
tion were printed and prepared 
for Mr. Miller on his. inital order 
and he started his campaign to 
put them to work. 

During his first talk with a 

(Turn to page 200, please) 























Recent Installatic 


AT LEF¥.—This battery of files manufactured by 
General Fireproofing Company, Youngstown, ¢ 
was recently installed for the Jefferson Sta 
Life Insurance Company, Greensboro, N. C., to 
long-felt want for a compact and safe metho 
storing valuable records and documents. The 
ture, showing only part of the installation, gives 
idea of the size of the job when completed, 


BELOW.—The Circuit Court room of the Warren 
County courthouse at Vicksburg, Miss., completely 
outfitted with Globe-Wernicke fabricated and in- 
stalled all wood wainscoting, panels, doors and wood 
trim at balcony, as well as bar railing and benches. 
The wood is genuine American black walnut selected 
for figure and graining, the design of the bar rail and 
paneling made to correspond as closely as possible. 
Gates, wall grilles and balcony rail are made of 
modern design aluminum with satin finish. 


| 
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ABOVE.—Two new G-F installations. (Top) @ 
of the Phoenix Products Company, Milwaukee, 
plied with General Fireproofiing Company’s 
table and aluminum chairs. (Lower) Fireman's 
Insurance Company, Chicago. Shown here is the 
eral office furnished throughout with General 
proofing desks, chairs, files, counters and 
pieces of equipment to make it a modern and 
date business establishment in every respect. 








Recent Installations 


AT RIGHT.—The president's office of the Bankers 

Life Company, Des Moines, lowa, after being com- 

pletely furnished with products of W. & J. Sloane, 

New York City. This furniture was custom-built in 

the classic-modern motif. The desk is semi-elliptical 

in shape, 84 inches in length and executed in beau- 
tiful veneers. 


AT LEFT.—The directors’ room of the same organ- 

ization. This installation is of special interest in thet 

it was arranged to serve a threefold purpose, as a 

meeting place for the full board of directors, an 

executive or small committee meeting place or a 

lounge room as required. On this job a plentiful use 
was made of fine fabrics as well as leather. 


be AT RIGHT.—An installation of Sloane furniture in 
office of Merlin H. Aylesworth, an attorney of 

York City, in the Rockefeller Plaza building. 

is office was executed in a lighter than usual 

Inut finish with a pleasing and attractive effect. 


AT LEFT.—Representing one of the finest sectional 
lines manufactured by the company is this installa- 
tion recently made by the Royal Metal Manufactur- 
ina Company, Chicago, in the Gratch-Mandel interior, 
2235 West Division street, Chicago. An outstanding 
feature of this equipment is that many unique ar- 
rangements are possible, the various pieces being 
capable of use as individual chairs or two or three 
passenger settees. 
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FURNITURE SALES UPPED BY 
SKETCHES 
(Continued from page 197) 
prospect, Mr. Miller ascertains the 
buyer’s ideas as to color, arrange- 
ment and style of furnishings. A 
very definite expression of the ar- 
rangement and style of furnish- 
ings is gained by Mr. Miller dur- 
ing this first meeting with his 
prospective purchaser, through the 
introduction of several different 
presentation cards to get the cus- 
tomer’s ideas fixed on one especial 
grouping. Then comes the discus- 
sion of color, involving upholstery 

tints, wood finishes, etc. 

Returning to his offices, Mr. 
Miller uses a set of colored pen- 
cils to fill in neatly the desired 
colors on the sketch of the suite 
which received the approbation of 
the prospect. As an alternative, 
Mr. Miller usually takes time to 
color a second sketch of another 
group of furnishings somewhat 
similar to that selected as the 
primary choice. 

With the second call on the cus- 
tomer, Mr. Miller presents his 
colored sketch of the desired suite 
and centers his sales efforts on it. 
If it is possible to close his sale 
then, Mr. Miller refrains from 
showing the alternative sketch he 
has prepared and has with him. 
If the prospect doesn’t close then, 


Mr. Miller brings in the second 
sketch suggesting that it occurred 
to him that, possibly, the customer 
would prefer to decide on it in- 
stead of the suite indicated previ- 
ously. He does this with the 
thought of getting the customer to 
compare the one with the other. 
If that happens, Mr. Miller usually 
walks out with an order for one 
or the other of the suites. 

As a final card, if he has been 
unable to write his order at that 
stage, Mr. Miller tries to make a 
definite appointment with his 
prospect to take him to his show- 
rooms where, from the various 
samples he keeps on display, he 
can make up a suite similar to, 
if not an exact duplicate of the 
one given preference by the pros- 
pect. If unable to sell him there, 
Mr. Miller puts the prospect’s card 
in his future file. 


Three Follow-Ups by Mail 


At thirty-day intervals there- 
after for a ninety-day period, he 
mails the prospect an uncolored, 
unmounted reproduction of the 
sketch depicting the prospect’s 
original preference, with a briefly 
written reminder that, lacking 
further information on preference, 
the Miller company is happy to 
inform the individual that the 
price on the originally expressed 
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preference has not changed. If, as 
has happened, a reduction in the 
ensemble price has come through 
between letters, Mr. Miller uses 
that as his sales lever in the let- 
ter. Or, if an advance is sched- 
uled and he knows it, he mails 
out a warning letter to the pros- 
pect, so advising him. 

Although the addition of color 
to the sketches takes a little extra 
time, Mr. Miller is fully convinced 
that it pays him well to give that 
time to his presentation as it lends 
an individuality to the sketch and 
suggests to the prospect that par- 
ticular attention is being given 
him in the matter. 

“This sales presentation has 
proven very successful with us,” 
declared Mr. Miller. “Our cus- 
tomers have shown by their subse- 
quent actions and expressions that 
it is building both sales and good 
will and, as I see it, the building 
of good will for a business firm is 
essential to the building of future 
business. The little touch of color 
to the presentation sketch invari- 
ably induces a feeling by the cus- 
tomer that he is being singled out 
with an original sketch especially 
prepared in accordance with his 
expressed preferences. It pleases 
them more than a dinner at a 
night club! I know, because I’ve 
given both.” 


Furniture Selling in a Smaller Community 


S I sit in conventions or read 

the trade papers I often 
wonder if there are no small office 
supply dealers. Everything seems 
to be discussed in relation to the 
big city merchant. 


Not so long ago I spent much 
of an afternoon listening to a 
talk on how to handle salesmen. 
In the end it turned out that the 
speaker had been talking about 
a crew of a dozen traveling men. 


Ambitious as we may be, not all 
of us have that sort of problem. 
It is hard to translate means and 
methods of the one to the con- 
ditions that face the store in the 
small town. There must be a lot 
of us, and of importance in the 
industry, though perhaps not so 
vocal as the others. 

You ask if all our “furniture 
men sell files” or do we “have ex- 
perts who concentrate?” In a 
store with two girl clerks, a city 
salesman and the proprietor, I 
can answer yes to the inferences 


By J. H. MecKEEVER 
McKeever Press, 
Aberdeen, S. Dak. 
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that we sell and that we have ex- 
perts. 

In a town where the filing re- 
quirement of many of the pros- 





MR. McKEEVER 


pective customers is known, the 
technique of selling usually gets 
its start when an inquiry is made 
for a used file or a mail order 
price is shown to be matched. 


From that start, the state of the 
weather, fishing at Richmond 
lake, the college status of the chil- 
dren, the condition of the crops, 
the incidence of rain all enter the 
conversation. 

As to the file itself standing in 
front of us, steel is steel to most 
folks. The possible buyers on our 
floor are not purchasing agents 
technically trained to know about 
the gauge and the spot welding. 


They have some papers to file 
and the best thing to do is to 
find out what they want to do 
with the file and what is to be 
kept in it, and how. 


If convenient storage only is 
required with ease of finding, there 
are files at hand in front of us 
in varying grades, sizes and prices. 

(Turn to page 207, please) 
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A COMPLETE PROFIT BUILDING LINE OF 
GUNLOCKE LIBRARY FURNITURE 


Here's another asset to the Gunlocke Franchise—further proof that 
the Gunlocke progressive program will produce profit building volume 
for you! 

The Gunlocke Library Furniture line is complete from charging 
desks to shelving, in period styles for public, school or private instal- 
lations. With this library furniture, in addition to your other Gunlocke 
lines, you have the edge on competition—because Gunlocke’s experi- 
ence and facilities turn even complicated and costly “special jobs”’ 
into every day production routine. 

Take advantage of the increased sales opportunities Gunlocke 


Library Furniture offers. Send in the coupon below. 


oe Fea AW, H. GUNLOCKE CHAIR COMPANY 2 «0 


of these different Gur 


WAYLAND, NEW YORK locke Library Furnit 


folders 








Attach this coupon to your letterhead and mail it today 


W. H. Guniocke Cuarr Co., Wayland, N. Y. 
Please send me details and the portfolio of all 6 folders on Gunlocke Library Furniture. 


Name Title 


Company 
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Above: 


DOOR CLOSED 
AND LOCKED 









Left: 
DOOR 
RECEDED 







PATENT APPLIED FOR 


MOSLER 


INSULATED RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 














The Only File Bearing The Underwriters’ Labora- 
tories One-Hour Fire Label with Drop 
or Impact Test. 















Also Approved by the 
Safe Manufacturers National Ass‘n. 






















Interior arrangements are flexible. A wide selection 
of individual substitute insert drawers are available 
to house cards, checks, legal documents and related 







records. 


Receding door effects great economy in valuable 
floor space. Combination lock can be substituted 







for key lock. 
DEALERS: In addition to the Insulated Record Con- 


tainer, Mosler also offers a profitable line of Fire- 
Resistive Safes and Burglary-Resistive Chests. 







Write Dept. D of The Mosler Safe Co., Hamilton, Ohio. 
for catalogs, prices and information about our propo- 







sition. 








Dealers are invited to visit our exhibit at our 
Chicago salesrooms, 214 West Jackson Blvd. 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 


















320 Fifth Ave., Factories 
NEW YORK CITY HAMILTON, OHIO 
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IF ITS DARNELL 
IT'S EASY TO SELL! 










There are many points of 
superiority that make Dar- 
nell Products easy to sell— 
let us tell you about them. 










Because they are depend- 
able your customers will 


Demand..... 


DARNELL 


CASTERS and 
Noiseless GLIDES 


THIS Users soon discover the savings of- 
fered by Darnell—the news will 
BOOK 


FOR 
YoU 


THERE’S 
MONEY 












spread and you will profit. The high 
quality of Darnell Products has been 
a talking point for years. Investigate 





our special dealer proposition today. 


DARNELL CORP., LTD. 
LONG BEACH, CALIF. 
36 N. CLINTON, CHICAGO 
24 E. 22nd ST., NEW YORK 
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You'll Find STEELCASE Equipment 


On the Important Battle Fields of Business 


Business is a battle—and to the man or organization best equipped comes victory. 
Every dealer sponsoring the Steelcase line has the advantage of the best and most 
modern selling and service equipment in the metal office furniture industry. He 
enters all “competitive situations” well armed with merchandise that is designed 
right, built right and priced right. 








Every unit bearing the Steelcase mark—desks, chairs, files, shelving, waste baskets, 
etc.—is in itself a complete and effective attack on buying lethargy and resistance 
a straight line to quick and satisfactory profits. 


The steady, year after year success of the Steelcase line is an important page in the 
history of modern office equipment—a pageant of profits that hundreds of dealers 
have and are enjoying. Why not tie to the strong and successful Steelcase line now? 
It has won on many important battle fields for others—it can win for you. The 
facts are yours for the asking. Why don’t you ask today? 
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EASYREST 


LIFELONG STEEL CHAIRS 
Easyrest executive and posture 
type chairs combine genuine 
working comfort and efficiency 
with lasting beauty. New ad- 
vancements in design, construc- 


tion and utility are the keynote 


eee 


of these smartly styled modern 
chairs. They offer a real op- 
portunity for increased sales 


and profits. 





MODERN STEEL DESKS 


Pleasing roll-edges and stain- 






















less steel trim, attractive 


chrome hardware and rich me- 





tallic finishes, efficient work- 





ing features and outstanding 





craftsmanship make their 
ready saleability a foregone 
conclusion. Steelease stream- 
lined desks are the last and 


ee om 


best word in any office in- 


stallation program. 


STEELCASE 


Business Equipmenr,., 


..» FOUND WHERE BUSINESS SUCCEEDS 
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| METAL OFFICE FURNITURE 
GRAND RAPIDS, MICHIGAN 
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The Marble & Shattuck Chair Co., Cleveland, Ohio, Builds 
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Over 800 Chairs for the New Toledo Public Library 


Sold thru the Library Bureau Div. of Remington Rand Inc. 




















FE O MF Stationers and Office 
W s Equipment Dealers 
to Chicago and the National Stationers Convention, Palmer House, September 26th-29th 


\ cordial invitation is extended to all dealers to visit us at our Aurora factory. 


Aurora is only 38 miles trom Chicago with convenient and frequent transpor 


tation facilities. a. 
Be ee 





Se 














\ complete selection of every style and size of Steel Filing Cabinets, Storage Cupboards, Desks, Tables 
and many other steel equipment items make The BENTSON LINE the line for YOU! 


Our New Catalog Will Be Ready Very Shortl) 
Write for Your Copy with Complete Price Lists 


The Bentson Manufacturing Company, Aurora, Illinois 
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Hearty Welcome Stationers 


We extend to you a cordial invitation to visit our display 
at our factory while in Chicago 
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Streamline 


1. Up-to-date. 


2. Attractive. 


3. Extra sturdy. 


4. Selis easily. 
5. Added profits. 


6. Full length set back leg 
Rives more freedom. 


7. All corners rounded. 





3 
Complete catalog sent No. 2260—60x34—Flat top desk—Illustrated Made in 
to responsible dealer : Quartered Oak or Walnut Exterior 
upon request ; Vo. 2260°4—60x34 available with turned posts. Made in 





Walnut 


CENTRAL DESK MANUFACTURING CO. 


454-456 ARMOUR STREET CHICAGO, ILLINOIS 

















BRIGHT 


LEATHER OFFICE FURNITURE 





Our stylists, designers and craftsmen have the knack of 


In the Bright catalog you Te ‘ , . : 
will find @ variety of fashioning beautiful leathers and woods into rich, luxuri- 


styles and designs to suit = gus comfortable and durable furniture—furniture which __ ‘tirely different our de- 


re the buyer who just 
must have something en- 


most of your trade. The sfsigners and stylists are 


orices will attract you as eMables an executive to give his business quarters that 
well as your customers. final touch expressive of his own individuality. With it _ ||mean real service. 


yat your service—and we 





. all, Bright numbers are kept within the reach of the e 
buyer's purse. They have the eye appeal that gets 
the sale. 


BRIGHT CHAIR COMPANY INC. 127-133 sreecker sTREET, NEW YORK CITY 
LEE CL ETE EE TLE Tee EEE EE EL ET LT TT 
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SALES! 


Start your own parade to profits with these 
three strong steps from our LG Catalog. 
Steps that lead you to the buyer’s desk—and 
get the orders. If you haven’t received your 
copy, write for it today and get on the band 
wagon in time for National Office Furniture 
Week. 









illustrations showing 
two of the many 
superior features of 
Faultless Double Ball 


Bearing Casters 


Faultiess uiet 
Cushion Chair 
Glides are 







inforcing frame 
prevents nail 
pulling out. 







Faultless Unbreakable Rock- 
ite Cups and Ruberex Cups 
for heavy stationary furniture 
protect floor coverings. 
Round and square shapes. 











FAULTLESS CASTER CORPORATION Dept. OA-9, EVANSVILLE, IND. 


Bronches in Principal Cities. Canadian Factory: Stratford, Ontario 
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FURNITURE SELLING IN A 
SMALLER COMMUNITY 
(Continued from page 200) 

If they are going to have need 
of their papers after a fire, they 
had better be told of the differ- 
ence between the protective quali- 
ties of files. Everybody knows 
that steel won’t burn, but until 
they have seen the results of 
an office fire, they seldom realize 
that the contents may. 

So goes the discussion trying 
to fit the need to the preconceived 
idea of what a file will cost. That 
is often at considerable variance 
with the list price or perhaps dif- 
ference from what someone has 
quoted or what “some friend got 
one for.” 

It is a friendly, informative 
intercourse, perhaps lacking in 
argument and “sales” talk ham- 
mered home by an expert, but 
aimed at best serving the partic- 
ular need of this customer. To 
fix in his mind the fact that the 
personnel of the store knows 
something about what files are 
used for and that a nationally 
known line provides the high 


quality in relation to price that 
has maintained its place in the 
field. 

Not many automobiles are 
bought on the engine rating or 
the strength of the steel in the 
frame but upon the utility of the 
car in the particular use for it 
that is contemplated. 


Supplies Go With File 


Filing supplies go along with 
the file, for it is useless without 
an organized method of operation. 
Some cabinet sales have started 
the other way round with the sup- 
plies first. A certain job to be 
done in the way of keeping rec- 
ords, filing cards or papers. The 
system is laid out first and the 
last thing to do is to find a suit- 
able cabinet in which to house 
it. That certainly simplifies the 
sale of the file. 

For instance, The American- 
News, our morning and evening 
newspaper, decided to tear out a 
vault that wasted space and was 
an eyesore where it rose in the 
middle of the big office room. The 
problem was to provide safety for 





207 


all vital records and this was 
achieved by the installation of 
fire-protected files at the point of 
use. 

Now the vault is gone, with 
much space and convenience 
added to the office. The book- 
keeper has the advertising ledger 
sheets housed in the big drawer 
of an insulated desk. The circula- 
tion department put the thousands 
of subscription cards, carrier 
books and records in the trays 
and drawers of a fireproof card 
file and the cashier has a safe 
beside her desk for the money, 
the general ledgers and the cor- 
poration papers. All in all a gain 
in working space in the office, in 
the efficiency of the operations of 
the workers and in day and night 
safety of everything at the point 
of use. 

So we small fry may not have 
exclusive “furniture” men or “ex- 
perts” but we get along and busi- 
ness in the offices of small towns 
is carried on with the help of as 
efficient equipment as in the great 
centers, though perhaps not with 
as enormous installations. 





SHAW-WALKER AT THE WORLD'S FAIR.—Visitors to the New York World’s Fair are given 
an opportunity to view the mammoth business organization which represents the offices of 


the fair and which operates in full view of the public. 


Shown above is the stenographic 


department where the girls are using organized Shaw-Walker desks in both the new Island 
Base and standard Skyscraper. Shaw-Walker aluminum chairs are also used. The desks are 
finished in a variety of special two-tone pastel colors, ranging from blue with pale green 
tops to salmon with canary tops. The colors were chosen by the fair executives to harmonize 
with color scheme of the big offices. (Inset) Miss Katherine B. Gray, who is office manager 
of the fair, uses a Shaw-Walker 600” design matched suite desk in a beautiful walnut- 


grained finish. 





The desk is fully organized for her special type of work. 











— 











Recent Installation 





AT LEFT.—A particularly fine installation of Ma 

equipment made recently in the Bronx County ¢ 

house, New York City. As can be seen the big | 

included tables, counters and a large battery of fj 

so arranged as to give those using them the maxim 
space in which to work. 








AT RIGHT.—The Baltimore office of the Monarch Life 
Insurance Company equipped with products of the 
Macey Company, Grand Rapids, Mich. The picture indi- 
cates considerable planning and the attractive result 
thereof. The dark desk, chair and carpet contrasts 
harmoniously with the light walls and venetian blinds. 











AT LEFT.—The Macey-equipped general office of the 
Monarch Life Insurance Company which was furnished 
as part of the installation which included the office 
shown above. Desks, chairs and waste baskets were all 
chosen to form a pleasing ensemble yet one which would 
provide the maximum efficiency in the busy organization. 
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AT RIGHT.—Paneling or wainscoting, benches, railing, 
desks and tables of the Globe-Wernicke Co., installed in 
the Warren County court house at Vicksburg, Miss. In 
the fabrication of the panels and rail great care was 
taken to select material of similar figure and to carry 
out the design which harmonizes with the balance of 
the work. Desks were separately designed to answer 
the specific requirements of the board and can be used 
individually or grouped as shown in the illustration. All 
equipment was genuine American black walnut. The 
installation was made by the Mississippi Printing Com- 
pany, GW dealers in Vicksburg. 
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Recent Installations 


AT RIGHT.—This pleasing and attractive installation of 

furniture of the Troy Sunshade Company, Troy, Ohio, 

was recently made in a private office of the Norwalk 

Trucking Company, Chicago, and shows the modern 

effect which can be obtained by use of this type of 

equipment, the beauty of which is increased by the 
shining chrome trimmings and fittings. 


BELOW.—tTroy Sunshade equipment was also installed 
in the Norwalk company’s general office as shown here. 
Even the visitor chairs (beside desks) were designed in 
the same, streamlined manner as the balance of the 
equipment. Note private offices in rear. 
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ABOVE.—Columbia Steel Equipment Company prod- 
ucts recently installed in the drafting room of Schutte & 
Koerting Company. Shown here is part of a battery of 
blue print files, the drawers of which are designed to 
accommodate the many sizes of prints, tracings, etc. 


AT LEFT.—An unusual view of the teller’s department 
in a branch of the Morris Bank. Here the products of 
the Columbia Steel Equipment Company were success- 
fully utilized to be attractive and neat as well as furnish 
the maximum working efficiency of the organization. 
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A Streamlined Office and Showroom.—Paul R. MacAlister, interior architect and designer, produced the result pictured above 


for Sigfrid K. Lonegren, Inc., wallpaper merchants of New York City. 


In the circle inset is a curved reception desk set in an 


alcove. At the left is a salesman’s display unit and at the right is a view of Mr. Lonegren’s private office. 


Beauty and Function Combined in 
Specially Designed Office 


al ELL designed showrooms 

and offices bring greater 
profits,” asserts Paul R. Mac Alis- 
ter, internationally known interior 
architect and designer. “Profits,” 
he continued, “which are recog- 
nizable in good, round figures as 
well as the increase of consumer 
interest created through such an 
improvement.” 


According to Mr. Mac Alister, 
the client’s first impression must 
be catered to, and the wise office 
furniture dealer will start now to 
investigate the inevitable psycho- 
logical effect and use the informa- 
tion he acquires to improve his 
sales technique. 

We all know what a rainy day 
does to our spirits, and the same 
feeling descends on us when we 
walk into a showroom or office 
that lacks an efficient, cheerful 
and up-to-the-minute appearance. 
‘Many a well-known firm is cred- 
ited with a distinctive product, but 
yet belies the latest modern devel- 
opments of this product by receiv- 
ing customers in a cheerless, old- 
fashioned atmosphere. This act 
will invariably have an effect upon 
a client and it will subconsciously 
take added persuasion to consum- 
mate the anticipated deal 


The world of design is no longer 
concentrated wholly on the inte- 
riors of homes, but is fast becom- 
ing a major, part of our industrial 


Uility Joined Wit 
_Appearance Tilne 
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background. Companies keeping 
in step with the coming 1941 needs 
will make a showroom a definite 
part of the annual budget, and it 
will continuously be Kept in direct 
conformity with product advance- 
ment. This has been proven a 
necessity many times so far by 
well-known pioneers and has now 
ceased to be a mere experiment. 

How much wiser it is to have a 
showroom or office represent a 
background comparable, in feel- 
ing as well as efficiency, to the 
product manufactured by the indi- 
vidual company. An improvement 
of this kind will not only please 
customers, but will be an ever in- 
creasing source of pleasure to em- 
ployes. A scientifically, well 
planned office will stimulate am- 
bition and, through this medium, 
increase profits! 


Practicality Combined with 
Decorative Effect 
Recently, Mr. Mac Alister de- 
signed a showroom and offices for 


Sigfrid K. Lonegren, Inc., 515 
Madison avenue, New York, N. Y.., 


wallpaper merchants. In it he 
stressed whole-heartedly this the- 
ory of combining the practical 
with decoration, and as a result 
Mr. Lonegren comments: “In the 
comparatively short time we have 
been in our new quarters, it cer- 
tainly has been proven that the 
kind of interiors created by Paul 
R. Mac Alister has made a vast 
difference in the reaction we get 
from customers. I feel confident 
that, in time, this reaction will 
lead toward an increase of profits. 
Customers make the remark that 
they feel rested and at ease in our 
showroom, and decorators say that 
they prefer to bring clients to us 
because of the pleasant surround- 
ings. I, personally, feel that I can 
do twice the work in an office that 
is comfortably designed.” 

There are many devices and 
products on the market with which 
office improvement can be made a 
reality without an excess surplus 
in the budget. In fact, one new 
method of lighting will save money 
with the additional advantage of 
its decorative value and even dis- 
semination of light power. Sim- 
plicity of design with regard to 
furniture is an_ all-important 
phase of office decoration and 
should, without question, be given 
unbounded consideration. 

There is a new form of steel par- 


(Turn to page 220, please) 
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FOR TODAY’S SALES OPPORTUNITIES 
Business Chair by B. L. Marlle 


Distinctive Period Designs. ..... 


for the finest executive offices. The Nos. 2534 and 
2534 at right are typical Chippendale chairs of 
highest type. Thick cushions, either spring-filled or 
down-filled, are extremely comfortable. Our full line 
of executive chairs includes many others of various 


period designs in a wide range of prices. 


Smartly Styled Modern Designs .. . 


distinctive in appearance, yet conservatively business- 
like. Having pioneered the introduction of the Modern 
style in its application to office chairs, we have con- 
sistently improved and expanded this part of our line. 
Shown at right are Nos. 766 and 76612, two outstand- 


ing chairs in the upholstered group. 


A Complete Line of Posiure Chains... 
for executives and all clerical workers. Upholstered 
chairs and all-wood chairs that fully meet every de- 
mand, either in design or price! Shown at right are 
No. 4012%2AF for executives and No. 65/2AF for 
clerical use, both having full FOAM RUBBER up- 


holstery in seats and backs. Progressive dealers are 





urged to write for further interesting details. 


If you have not received your copy of our new 
Catalog No. 37, write for it. You will find it 
replete with helpful selling information and illus- 
trations of chairs for every conceivable business use. 


FOR SUCH AN INTIMATE PIECE OF FURNITURE AS A CHAIR 
THERE 1S NO SATISFACTORY SUBSTITUTE FOR Moad 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 


BEDFORD, OHIO, U.S. A. 
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THE USABLE CAPACITY OF SEVEN 
ORDINARY FILE DRAWERS IN ONE 


AUTOMATIC 5-DRAWER FILE 


HERE ARE A FEW OTHER EQUALLY DESIRABLE 
AND SALES MAKING FEATURES:— 


@ Bottom Locking Guide Rods. 
@ Cabinet Only 57!/, Inches High. 


@ Automatic Expansion—A 9” ''V" Opening—lIn a 
Fully Loaded Drawer. 


@ Automatic Compression—Protection With 
Eventually Even Greater Capacity. 


Get the complete story and prices on these remarkable files 
that leave competition behind! 


AUTOMATIC FILE & INDEX CO. 


DEPT. A-37 629 W. WASHINGTON BLVD. 
CHICAGO, ILLINOIS 





















No. 961-F 
60 x 32 








A new series in combination 
walnut complete in all sizes 
and with several features, 
unusual in such a low price 
line 


ALMA DESK COMPANY  norticarouins 
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Essential 
for the 
Modern Office 


Equipped with the patented Ash-Away Dispenser that drops 
stubs and ashes into an air-tight container—Ash-Away 
Smokers help keep offices free of smoking litter and odor. 
Smart, Streamlined styles, simulated wood finishes harmon- 
ize with modern office furniture. Write for new 1940 catalog, 
just off the press, illustrating 18 styles. 


THE NAGEL-CHASE MFG. CO. 
2811 No. Ashland Avenue Chicago 
Displays 
Space 1136 American Furniture Mart, Chicago 
15115 Merchandise Mart, Chicago 
Rm. 904, 742 S. Hill Street, Los Angeles 
1405 New York Furniture Exchange, New York 


World’s Largest Smoker Manufacturers 





Sales Boosters! 


For years St. Johns office tables have been noted for their 
sales appeal, style and quality at a price. And because 
ir i its high standards consistently, its 
2s has steadily increased the sales 
steadily built up good will be 
tween the his customers 
The No nd bles are typical St. Johns ‘'sales 
boosters Both are of simple, functional design and ex- 
’ ction and finish. The No. 24 
selected Plain Oak and comes 
Brown finishes. The No. 25 
hern Michigan Hard Maple in 
finishes. Priced for volume sales 
features of the fast moving line of 


Gs fahwne » 
St. Johns has 


fine ine 









ceptionally durable 
table is made 

in Office Gol 
table is mad 





St. Johns office tables 


Write for the new St. Johns catalog showing this and 
many other distinctive tables in the St. Johns line. 
























No. 109 
Tablet 
Arm Chair 





We are leaders in the manufacturing of school 
chairs. Send us your specifications and we will be 
glad to quote you promptly. Remember, nobody 


in America makes a better tablet arm chair. 


JASPER SEATING COMPANY 


JASPER, INDIANA 
REPRESENTATIVES 
CHICAGO: L. H. Farber, 529 So. Wabash Ave. Phone: Webster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Sroadway 











CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 


At sea, a terrifying signal, but in the home or office 
the GAYLO S.0.S. (Saver Of Steps) Utility Stand is a 
real step saver. Father can find dozens of places in 
the office where it will come in handy and at home, 
well ... Mother simply would not be without it. In 
the kitchen, dining room, sun parlor, sick room and 
innumerable other places it provides just that extra 
space so often needed. 

Available in mahogany, walnut, olive green and 
white. A promotional! item that Dealers can feature 
most profitably. 


WRITE TO GAYLO FOR REMARKABLY 
LOW PRICES AND DEALERS DISCOUNTS 


Yaylo Manufactwung (o., Inc. 


820 NORTH MICHIGAN AVENUE *« CH/ICAGO 


ST. JOHNS TABLE COMPANY 












































POSTURE 
CHAIRS 


Nationally known 
companies through- 
out the country are 
standardizing on 
Facility chairs. The 
reasons are apparent 
they’re better 
built, have quick and 
easy adjustments 
and are priced 
right. 
Our new “500 
Line” is now 


ready, write for ’ 
new catalog just No. 550-L 
off the press. 






: 


You are cordially invited to visit 
our display at N.S.A.—Space D-D. 


THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 
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HERE’S WHY 


a, 


Sanymetal "Streamlined" Costum- 
ers will positively NOT TIP OVER. 
That's because they have a scien- 
tifically designed base which em- 
bodies unique "crossed-locked" 
principle of construction. Unlike 
less rigidly built costumers, this 
base enables them to maintain their 
equilibrium—even when the weight 
is concentrated all on one side! 
Sanymetal "Streamlined" Costum- 
ers are guaranteed not to loosen 
or warp... have no rough edges 
to snag costly clothing. And with 
their solid bronze hooks (mounted 
with the screws tapped into the 
post and reinforced inside) they 
are always in good taste. 
Sanymetal "Streamlined" Costum- 
ers may be had in a variety of 
attractive finishes, including natural 
wood grains. Write today for Dis- 
count Schedule and complete de- 


tails. 
List Prices f.o.b. Cleveland, Ohio 




















“KREILTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadiai. Patent 324,059. Other patents pending.) 


All parts machined fron: bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 











Green or Gray........ $10.00 
Mahogany or Gray 11.00 
White Enamel... 13.50 


The Sanymetal Products Company, Inc. 
1681 Urbana Rd., Cleveland, Ohio 


THE ORIGINAL 
ALL PURPOSE 


Metal tabde on wueeis 


ne 


WRITE OR WIRE 









To hold over 300 Ib. 


@ Made of 22 and 14 gauge 
steel. 


@ BAKED enamel finish 
green, brown, white. 


@ Business Getter. 
e@ Satisfaction. 






The “New Marvel’ All-Purpose 
Stand is the strongest and 
sturdiest metal stand of this 
type on the market today. Deal- 
ers everywhere tell us it is a 
PROFIT BUILDER and a VOL- 
UME SALES-ITEM. 
Weight 18 pounds. 

. send for complete informa- 
tion NOW and see for yourself 
why this metal stand is the out- 
standing dealer sensation of 
the year. 












FOR COMPLETE DETAILS AND PRICES 


STANDARD OFFICE PRODUCTS CO. 


330 SOUTH WELLS ST. 


CHICAGO 


ILLINOIS 
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The new “MEILINK BUILT” 


HERCULES 
INSULATED FILE 


Certified One Hour Protection 


for the SAFE KEEPING of all 


LETTER AND LEGAL SIZE 


RECORDS 





The new Meilink HERCULES FILE is now in production and 
your orders will be shipped promptly upon receipt. 


The principle of design and construction of the HERCULES 
FILE is entirely new yet embodying all of the structural strength 


and protective qualities known in Meilink built equipment. 





Write for Complete Information 


MEILINK STEEL SAFE COMPANY 
NEW YORK TOLEDO, OHIO CHICAGO 














No. 152 ST. 


Stationery compartment with operators 
supplies at finger tip, thus eliminating 
constant turning around in chair, per- 








y mits more work and reduces fatigue. 
HIS modern typewriter desk FIFTY PERCENT more drawer space ® a 
gives more desk room in less than the usual pedestal typewriter iC igan ompany 
floor space at lower cost. Im- desk. 
proved mechanism assures type- Any of the many available sizes will Factories and Showroom 


writer being supported solidly. take standard size typewriters. GRAND RAPIDS, MICHIGAN 
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ON THIS BIG 


opportunity. Act now! 


AS: DS FILES ARE MADE 


vf 
tw Sell /\w sizes 10 Fit ANY FORM 


@ Practically every business in your 
locality has an inactive record filing 
problem. You can solve it for banks, 
insurance companies, manufacturers, 
etc., with A-S-E Dead Storage Files. 
Made in sizes to fit any form, they pro- 
vide steel file advantages, yet cost no 
more than cardboard boxes and shelv- 
ing. Contehts are always quickly acces- 
sible. New stacking device prevents any 
side slipping, tipping forward or back- 
wards. Get all the details now—mail the 
coupon below for illustrated folder de- 
scribing these more convenient, efficient 
and economical filing cases. There is no 
obligation. 


are taking advantage of this big 


chance to increase their profits! 


They are cashing-in on the mount- 
ing demand for A-S-E DS Files. 
There still is time. You, too, can 


benefit by this exceptional profit 








SALES OPPORTUNITY!” 


Hundreds of dealers every month 
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SAVE SPACE 


Use Ideal Stands 





Compact 


Safely portable 








Rigid support 


Correct machine 





operation 


Accidents avoided 








No sharp edges 


Get more machines in the same space. Every office 
needs Ideal Stands. Types available for all require- 
ments. All drop shelves are interchangeable, right or 








left. Complete catalog sent on request. Your dealer 
stocks Ideal Stands and can serve you promptly. 


SHERMAN-MANSON MFG. CO. 
625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 East Third St., Los Angeles 













TURN the TABLES 
i u rniture 
AMSON 


eater satisfac- 


in your 


Dept. SELL 5 
TABLES for 9° 













ALL-STEEL-EQUIP COMPANY, Ine. 


furora, Illinois 





604 John Street . 





. 
All-Steel-Equip Company, Incorporated, | 
699 John Street, ' 
Aurora, Illinois | 
Please send me the illustrated folder, dese ribing A-S-E DS Files | 
Name ; 
Address I 
City State | 








tion and profit. 


NN FEATURES! 








\These SAMSO 


king Construction 
styling 

{ woods 
andard sizes 


e Painsta 
© Smart practical 
e Wide variety © 
e Full range of st 

Write for 


MUTSCHLER BROS. CO. 


finishes 


Catalog—Full Details 


NAPPANEE, INDIANA, U.S.A. 
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CHAIRS 


f 


‘For Comfort . . For Health . . For 


POSTURE 








Efficiency 
EASY © QUICK ® POSITIVE 
ADJUSTMENTS 


7A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT 
EASY TO SELL AND EASY TO DEMONSTRATE 


Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 














QW cian 
ACTIONS 


Now in use, outnumber all other makes. 
Every Chair Iron now in production embod- 
ies one or more BOLENS inventions. No 
up-to-date chair iron can be made without 
them. More inventions are being produced. 
More patents are constantly being issued to 
the BOLENS company. 





Latest BOLENS features are peened coil 
springs—new type compression rubber 
cushions — rubber stops — oil impregnated 
bearings —and other great features. 


BOLENS complete line includes irons for 
tilting office chairs, executive posture chairs, 
stenographer’s chairs, jury chairs, office 
stools, etc. 





BOLENS MFG. CO., Port Washington, Wis. 











Easy 


OFFICE MODERNIZATION 


by Slossuea 


Modern office suite by Sloane. Armchair, $70.00; desk, $165.00; swivel 
chair, $80.00; cabinet, $113.50. All in fine-grained walnut, 


WITHOUT EXPENSIVE architectural changes, scores 
of offices are now being streamlined with Sloane's 
new modern office suite. Here is modern that is not 
extreme. It blends in character with every type 
office. And it offers Sloane-made, custom quality 


furniture at stock prices. 


SLOANE’S MODERN is one of several new office suites 
now available to you. All are authentic designs, 


finely detailed, built to meet Sloane’s high standards. 


PERMO-WELD PANELS are used throughout to make 
this furniture impervious to weather, warping, 


aging or checking. 


PROMPT DELIVERY, direct from Sloane's complete 


stock, assures you of meeting delivery obligations. 


SEND FOR OUR LITERATURE, prices, and details on 


our liberal discount and protected dealer policy. 


WHOLESALE OFFICE FURNITURE DIVISION 


Wé& J SLOANE 


75 FIFTH AVENUE - NEW YORK 


» 




















ABOVE.—This impressive Junior Streamline suite of 
the Leopold Company, Burlington, lowa, was recent- 
ly installed in the office of Dr. Stapp, in Kansas City, 
Mo. Dainty lines of the desk and the appearance of 
comfort in the big chairs add to the attractiveness of 
the ensemble. The modern desk light and the 
venetian blinds put the finishing touches to an up-to- 
date professional office. The installation was made 
by the Robert Keith Furniture & Carpet Company, 
Kansas City, Mo. 


ABOVE.—This Leopold Junior Streamline suite was 

installed in the Iver Funeral Home, Fargo, N. D., and 

completely fulfills the desired effect—to provide 

comfort and good appearance with dignity and quiet- 

ness. Chairs and desks are done in a light finish to 

form a slight contrast with the dark carpet and 
window drapes. 


AT RIGHT.—This picture shows only a part of a 
huge installation of Uhi steel cafeteria furniture re- 
cently installed in a State hospital. The installation 
of products of the Toledo Metal Furniture Company, 
Toledo, Ohio, included much more than the photo- 
graph presents. Chairs are all steel—back included 
—except that the posture style seats are of wood. 
They are known as the No. 9000-WS. Tables are all 
steel with one-eighth inch thick desk linoleum 
cemented to the stretcher-levelled steel top, the lino- 
leum being protected by an oak binding. The table 
is listed as the No. 7100-LW, has six legs and ac- 
commodates twelve persons. 


BELOW.—Leopold’s Century suite was che 
dress up this private office of the Ansul C 
Company, Marinette, Wis. The size of the ¢ 
contours and finish are features which make 
ideal furnishing for a private office. 























ecent Installations 


10W.—A citizens view of Manitowoc City Hall, 

ing Invincible fixtures and the attractive yet 

like appearance they make on the customers’ 

of the department. This installation was made 

invincible’s local dealer, The Color Craft Printers, 
Manitowoc. 





ABOVE.—Invincible Metal Furniture Company prod- 
ucts created this modern and attractive installation 
in the Manitowoc (Wis.) City Hall recently. This 
view, taken from the working side of the counter, 
displays the desk, chair and storage space provided 
within arms reach of the department's clerks. The 
Tie. counter top, of course, providing a barrier between 
the public and the city office workers. 











Log 
Descente 








ABOVE.—Invincible’s counter equipment installed 

in the Buchanan County Ceurthouse, Independence, 

lowa. A feature is the spacious counter top with its 

lack of sharp corners and attractive appearance. 

Installation made by the Jenkins-Fergemann Com- 
pany, Waterloo, lowa. 


AT LEFT.—Leather upholstered chairs of conven- 

tional design and manufactured by the B. L. Marble 

Chair Company, Bedford, Ohio, are shown in the pri- 

vate office of a Cleveland businessman. The installa- 

tion was made by the Wagner-Henzy-Fisher Com- 
pany, Cleveland. 
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BEAUTY AND FUNCTION COM- 
BINED IN SPECIALLY DESIGNED 
OFFICE 


(Continued from page 210) 


titioning which is easier and 
cheaper to erect than a plaster 
partition and which comes in wood 
grained finished as well as solid 
colors. But even more surprising— 
it can be packed up and taken 
along when a decision is made to 
move to another location! This 
method of paneling was used in 
the first all-steel offices which Mr. 
Mac Alister designed in Rockefeller 
Center, referred to in OFFICE AP- 
PLIANCES for February, 1940. 

These few suggestions only serve 
to touch on the subject of what 
can be done with the modern office 
or showroom. There is so much to 
be found in this progressive world 
of today that no company can 
afford to sit back and overlook 
this fact. 

“Right at our finger tips,” stated 
Mr. Mac Alister, “are countless 
numbers of new products with 
which to create office efficiency 
and beauty, and when the business 
man makes use of some of these- 
he will discover that a representa- 
tive office or showroom will lend a 
large hand toward the acquisition 
of greater profits!” 

In his designs of offices and 


! 


showrooms, Mr. Mac Alister cre- 
ates atmosphere, a measurable 
quality which is within the power 
of every office furniture dealer to 
sell to customers. Although neces- 
sarily to a more limited degree, 
adaptation and application of Mr. 
Mac Alister’s methods would stim- 
ulate office furniture sales. The 
following details of the Lonegren 
installation indicate the Mac Alis- 
ter technique. 


The new quarters of Sigfrid K. 
Lonegren, Inc., were designed so as 
to give more comfort and ease of 
service to the customer, insuring 
perfect lighting at all times for 
the selection of wallpapers. The 
front half of the entire third floor 
of the building is devoted to Mr. 
Lonegren’s new space. This is en- 
tered through an impressive cor- 
ridor papered on one side with a 
Charleston scenic, which in turn 
is flanked with a diamond pattern 
corridor paper in matching tones 
of terra cotta and gray. 


The hallway leads directly into 
the reception room, where Mr. Mac 
Alister has combined the practical 
with the sophisticated in a color 
scheme of chartreuse, yellow and 
off-white. A unique circular alcove 
behind the reception desk is pa- 
pered in a modern interpretation 
of a Chinoise scenic and the two 








OFFICE APPLIANCES 


walls either side of this in soft 
plain green. “Old Louisiana,” one 
of Mr. Lonegren’s favorite scenics, 
forms a keynote panel on the re- 
maining wall and is decoratively 
enhanced with recessed fluorescent 
light outlining the entire scenic. 

From here one enters the show- 
room—that important nucleus of 
the entire office space. One long 
and one short wall of the room 
consist almost entirely of window 
space flanked with draperies in a 
soft plum beige tone with a spar- 
kling border of a Han-Tec fabric 
design. These draperies can be 
drawn across the entire expanse of 
windows to insure perfect color 
selection under artificial light. The 
walls are papered in two shades— 
soft plum beige on the window 
walls, and deep mauve on those 
opposite. 


Unique Display Units 


Most outstanding for utilitarian 
and decorative purposes, and new- 
est on the wallpaper display hori- 
zon, are the salesmen’s display 
units of blonde mahogany placed 
in strategic positions throughout 
the showroom. These have been 
expressly designed for the promo- 
tion of more direct contact be- 
tween display and purchase. The 


(Turn to page 226, please) 


An Office Finished in Leather.—Something new in the way of decorative effects was achieved in this office, the 
private sanctum of E. J. Gutmann, president of Gutmann & Company, Inc., Chicago, Ill. The walls, desk, tables, 
chairs and miscellaneous appointments are covered with brown agate Tufraw rawhide, a Gutmann product. 












































_ 























arr am 
































te 
* het 
~ ae ‘| 
te 
} 
Ok hy ae 
‘ 3 


"ae : 
* he. : 


SREY UISTINGUISHED ( 


> . ~ i 


F Bek TAS. Wars . 
BR SRNR FOR ENDURING 
/ 
Pyle. 
tie 


DESIGNED FOR 
/ 


CONTEMPO is but another illustration of MILWAUKEE progressiveness 
and leadership in distinctive Office Chair styling and quality craftsman- 
ship. If you have not yet received the beautiful brochure on CONTEMPO, 
send for it now.... 


TH VW i:fvauhee CHAIR COMPANY, MILWAUKEE, WISC. 

















222 





OFFICE APPLIANCES 














| 


349 BROADWAY * 


COLES 


HOME FILE 





No. C-106. A newly designed 
short depth file with A to Z auto- 
matic index. Sells on sight. Mar- 


velous sales appeal. 


For use in home or office. 


Equipped with brass card holder 
and wide steel handle. Made of 
heavy steel, electrically welded. 
Bail Suspension. Finished in a 
rich shade of olive green, 
grained walnut and grained ma- 


hogany. 


olive green 5A 30 list 


COLE STEEL EQUIPMENT CO. 


— PRONTO FILE CORP. — 


Your RELIANCE in 
CRAMER 


* All Steel 
POSTURE CHAIRS 


SCIENCE 


will be rewarded with 


3 


New, Lower Priced Chairs with 
New Features Never used before 

. also an IMPROVED EXECU- 
TIVE LINE to be announced in 
October and November OFFICE 
APPLIANCES. 








CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 











NEW YORK, N. Y. 





No. 2004 Desk—74’x42” 


The Superlative Elegance 
of the Georgian Period 


in Genuine American Walnut. 


. combining the rare beauty 
of American Butt Walnut, Ameri- 
can Burl Walnut and Artistic Carv- 


ings. 


]. K. Rishel 


Furniture Company 


WILLIAMSPORT, PA. 
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FOR ELECTION YEAR 
Let's Nominate INDIANA'S No. 1414 


OUR 
PLATFORM 


Finer Materials 
oe 

Expert Craftsmenship 
+ 

Superior Finishes 


7 


Prompt Service 





The 





Vo. 1414 Executive 


With the No. 1414 as CHIEF EXECUTIVE, supported by a cabinet of 
nine companion desks and seven sizes of office tables to match, your 
assurance of added volume and increased profits is definite. On this 
































basis we earnestly solicit your support. Please mail us your inquiries. 














L INDIANA 


DESK COMPANY _ 





= JASPER, 


INDIANA = 








PRIVATE 
SECRETARIAL 


Many New Improvements 






No. F S$ 12 


15° 


Letter Size 

Desk High 
Length 24 inches. 
Green, walnut 

or mahogany. 


z 


SEND FOR CATALOG SHEET AND COMPLETE DETAILS 


Efficiency Equipment Co., Inc. 


Dept. OA. 360 W. Superior St. Chicago 













Comfort as of 
home, sweet 
home— 
designed for 
prestige and 
authority! 













No. 411 
Correct Posture in 
Genuine Walnut 


NEW INDIANA CHAIR COMPANY presents a great 
line of office chairs, some new in form and fashion, 
others long established in popularity, every one of strong 
construction, smart appearance and forthright solid com- 
fort. See our new No. 5 catalog for further details and 
illustrations of many other numbers. 


New Indiana Chair Co. JASPER, INDIANA 
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You Can Sell Metalstand 


Our “Interlocking Lifetime Construction” Eliminates Competition 
Furnished in three sizes: 14” x 1714” 16” x 20” 1 tae 
And four finishes: GREEN, WALNUT, MAHOGANY, and OAK 
Shipped Knocked Down to Minimize Freight Charges 


Write for more information on the profitable and complete line of metal stands. 


Metalstand Company, 1615 Melon St., Philadelphia, Pa. 





Model 200 with leaf 











4 
4 
4 
q 
4 
4 
4 
4 
: 
i. 
4 
4 
: 
4 
4 
. 
4 
4 
. 
4 
4 
4 
4 
4 
4 
4 
: 
. 
4 
4 
4 
4 
4 
4 
4 
4 
aie 


52977, | Snvestigate his 


New Profit Maker! 


This Managerial File by Northwest is 
selling rapidly in every part of the 


WAT S O N offers Dealers 


a DOUBLE CHANCE to make profits: 


A complete line of 
stock filing cabinets. 


Special built metal equip- 
plus ment for Banks, City Halls, 

Court Houses and Hospitals. 
Write us and let us explain how easy it is to make 


extra profit by selling special-built equipment in 
addition to your stock line. 


WATSON MANUFACTURING CO., INC. 
JAMESTOWN, NEW YORK 


country. 

Yes Sir—there are real selling fea- 
tures embodied in this file. It has an 
“elevating” top drawer, ball-bearing 
rollers on lower drawer. Made en- 
tirely of steel to give years of satis- 
factory service at a reasonable price. 
Write today for Liberal Dealers Dis- 
counts and complete information on 
our other popular steel products. 


Northwest Metal Products Co. 


1337 S. MASON ST., GREEN BAY, WIS. 
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EXTRA! PROFIT with | |= 
NEW! SKRATCH STIK 


Removes Scratches on Furniture 
SELLS on SIGHT 
Fast turnover with 
FREE DISPLAY 
with each |-A Deal— 


Deal Contains 2 
35 «Skratch Stiks, with 
a cadmium plated 
each wire display and 3- 






The Most Gracefully and Correctly 


1 ' d that will ‘ ts i a . 
Rete sell Skratch Stiks. Designed Steel Desk in America is 
Dealers order your the “MODERN AMERICAN” 
deal to-day. 
With Round Corner Drawer Fronts and Well 



































d See your jobber, if he cannot supply write us. Proportioned Pontoon Base. Write for Catalog. 
GENERAL CEMENT MFG. CO., Rockford, Ill, U. S. A. Browne-Morse Company Muskegon, Michigan 


Its Yow 
LYON SORTING RAC 


Have You 


a Friend —or business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? IF so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 


@ Hand Removable 
Shelves 


@ Adjustable on half 
inch centers. 


@ For sorting mail, in- 
voices, bills, etc. 


For complete informa- 


tion write 





Lyon Metal Products, Incorporated 
2809 River St., Aurora, Illinois 
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Co4d COMFORT...QUALITY 
at LOWER Cos. 
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NORCOR MANUFACTURING CO. . GREEN BAY . WISCONSIN 





NUCRAFT Wasresasxers 


OUTSTANDING SELLING FEATURES MAKE 
THEM TODAY'S “BEST BUYS” 


e Moulded Rubber Corners prevent marring. 

e Die-formed, rattle-proof metal bottom. 

e Panels 3 ply construction, completely framed in. 

@ Made in genuine Walnut. Mahogany, quartered White 
Oak and Maple. Inside and out. 

e Filled finish with Royalty Lacquer. 

Write for circular giving liberal dealer discounts and 

describing our other office equipment items. 











Designed to 
match any 


desk! 


$4.00 


LIST 


NUCRAFT 


Furniture Products 
18 Goodrich St., SW., Grand Rapids, Mich. 








Write for our ; asa? 
an 
f Auditormu™ 
A Furniture: ent free 





WOODCKAFT DESKS 
The Extra Proftt olin 


Where there’s PRICE APPEAL—EYE APPEAL— 
SERVICE APPEAL—there’s SALES APPEAL 









Desk from our B- 
5000 CHALLENGER 
Series, featuring the 
original Revolving 
Tray and Non-Pro- 
truding Concealed 
Drawer Pulls. 


Excellent craftsmanship, mod- 
ern salesclinching innovations 
and sturdy construction—all 
combine to insure added sales. 
Utmost consideration taken to 


Send for complete assure prompt deliveries. 


detailed specifica- e@ Advertising and free selling 
tions and price helps pave the way for easier, 
list. faster sales. 


0. C. S. OLSEN COMPANY 


2527 W. MOFFAT STREET CHICAGO, ILLINOIS 














') VALET 


Ends Wardrobe and Locker Room 
Problems—Sanitary—-Space Saving 
Attractive 































Every office can afford this “valet’’— 
it is the newest and most satisfactory 
answer to the office manager's head- 
ache—the locker room and wardrobe 
problem. This modern all steel “Office 
Valet’ has complete accommodations 
(hats, coats, 
overshoes 
and umbrel- 
las) for 6 or 
12 people. 
Occupies no 
more space 
than an or- 
dinary cos- 
tumer. 














let Racks, in wall or 
types, accommodate 3 
per foot Fit in 








Write for FREE 
Catalog showing 
complete line of 
modern steel of 
fice and home 
wardrobe equip 
ment 


OGEL-PETERSON CO., INC. 


“The Checkroom People” 
1823 N. Wolcott Ave., 


Chicago, U. S. A. 
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BEAUTY AND FUNCTION COM- 
BINED IN SPECIALLY DESIGNED 
OFFICE 
(Continued from page 220) 
units consist of a desk, salesman’s 
chair and two comfortable arm 
chairs for the customers, covered 
in a deep gray, off-white and light 
rust stripe. Incorporated also in 
this all-purpose unit is a rack to 
hold sample books from where 
samples may be displayed directly 
in front of the customer. These 
units are placed along the window 
wall to answer the need for abso- 

lute daylight. 

The entire showroom floor is 
covered wall to wall with a modern 
patterned broadloom carpet in soft 
tones of beige and brown. 

Behind the reception room, Mr. 


New Pieces 


TWO NEW B. L. MARBLE CHAIRS.—(Left) The No. 
2804, a moderately priced and handsome office chair 
offered by The B. L. Marble Chair Company, Bedford, 
Ohio, as an outstanding example of its Chippendale style 
line of chairs. Attractive lines of arms and legs and a 
fine grade of upholstery are features of this number 
which has a companion model of the swivel type known 
as the No. 280412. (Right) The No. 190812 which is 
also a moderately priced model in the swivel style, and 
is known as the Moderne. It also has a companion 
model listed as the No. 1908. 





GF’S NEW COMPRESSOR FOR OF- 
FICE FILES.—The new type of self- 
locking, single action compressor is 
so designed that it slides forward eas- 
ily without touching the clutch bar 
and only a light finger touch of the 
clutch is necessary to move it toward 
the rear of the drawer. It is only one- 
half inch thick and fits either letter, 
cap or bill size files. The new com- 
pressor is a product of The General 
Fireproofing Company, Youngstown, 


Ohio. 


Lonegren has organized an effi- 
cient working office space. And 
even here decoration plays a part, 
for a semi-circular colonnade has 
been formed at one end of the 
office. This is attractively featured 
by means of a fluted column paper 
while the other walls have an as- 
Ssimilated basket weave paper in 
pale green. 


Right off the showroom is Mr. 
Lonegren’s private office, and al- 
though this room is small in size, 
it contains an amazing amount of 
equipment. One short wall space 
is devoted to walnut cabinets, built 
in flush with the wall and de- 
signed in a compact and efficient 
manner to take care of all the 
needs of a modern business execu- 
tive. 
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Mr. Lonegren has the New York 
skyline in modern design as a 
wallpaper mural on two walls of 
his office. His furniture is of wal- 
nut and matches the built-in cabi- 
nets. In order to give the office a 
spacious feeling, the window was 
treated in an unusual manner, 
bringing all the drapery fabric on 
only one side of the large window 
which may be drawn across this 
space if so desired. The material 
used is a chenille and textured 
stripe in tan and off-white. 


Experts agree that Mr. Lonegren 
has achieved the ultimate in his 
aim to provide a well designed 
showroom in the modern manner, 
as well as one founded on a basis 
of complete working efficiency for 
the use of his trade. 








NEW SMALL TYPEWRITER DESK BY CENTRAL.—Prompted by the 
ever-increasing use of the typewriter in business and private life, and 
consequent demand for a desk on which a portable or standard machine 
can be operated, the Central Desk Manufacturing Company, Chicago, has 
recently announced this number. A specially tested, ballbearing, foldaway 
drop shelf is built into the desk. The platform is rigid, locks into place 
and cannot be accidentally released. The desk has an attractive design 
with genuine walnut exterior and hardwood interior. Set back center legs 
afford additional space and freedom for the user while the legs, being 
full desk height provide full support for it. One drawer is equipped for 
stationery and has sloping partitions for letter paper. Dimensions of the 
desk are 50 by 28 by 3012 inches. 
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Office Floors and the Furniture Salesman 


By ALICE FUNKEN 


¥ 


VERY day a larger number of 

the higher bracket office furni- 
ture salesmen are finding out how 
profitable a canny knowledge of 
floor covering may be. 


It is a known fact that the 
keynote of an office is more than 
often struck by the floor. The 
furniture may be right, the walls 
unique, the lighting effective—but 
if the floor hasn‘t attention-get- 
ting qualities the room appears to 
be without a solid foundation or 
“anchor” and leaves the one who 
sees it with a vague sense of 
dissatisfaction. 


It is a natural supposition that 
every salesman of office furniture 
wants his pieces to show to best 
advantage. He wants to sell them 
in groups, or ensembles, so that 
he may be sure that the complete 
showing is correct. And to do this 
he has to become familiar with 
all the related products that touch 
his, and that come under the 
heading of office backgrounds. 


Selection of the right floor 
covering is one of the background 
points, and it has usually been 
found that every bit of research 
spent in that department yields 
rich returns. j 

Two of the most predominating 
points to remember about present 
day floor covering seem to be the 
color, and the personalized angle. 
Floors have been called upon to 
contribute their share of the color 
in offices, and very often they 
carry the full burden of color- 
as in the case of a deep blue 
floor with cream walls, or some 
similar combination. 

The personalized angle usually 
covers some installation detail, as 
an emblem inserted in linoleum, 
or a company’s colors played up 
to good advantage. 

Both of these points are well 
illustrated in the photo of the 
Cleveland offices of Hayward, Fol- 
son & Company, where a rich 
chocolate hue has been used for 
a linoleum floor, accentuated with 
a feature strip of tan, cadet blue, 
fawn and terra cotta—and a com- 
pass inset has been installed in 
front of the receptionist’s desk. 


The entrance hall of the C. B. 








rAd 





The Floor Is Part of the Office Picture.—Top: A black floor with feature strips and 

chain of white and pearl gray in the office of C. B. Starr, New York, N. Y. Bottom: 

Chocolate colored floor, feature strips of contrasting colors and a compass inset in 

the office of Hayward, Folsom & Company, Cleveland, Ohio. (Photos courtesy 
makers of Armstrong linoleum.) 


Starr office in the U. S. Life In- 
surance Company building, New 
York City, shows a black floor 
with feature strips and chain of 
white and pearl gray, which was 
skillfully installed by the firm of 
Cc. & J. Zimmerman. The office 
floor is of white, with terra cotta 
octagon insets and black and pearl 
gray Strips. 

Another interesting little point 
that some office furniture sales- 
men may want to know about 
floors is the type of protection 
recommended for the various 
materials around desks, chairs 
and tables. 

For instance, desk cups and 
shoes are recommended for desks 


and tables that set on rugs or 
resilient floors. 

A two inch diameter solid com- 
position caster wheel is recom- 
mended for swivel office chairs 
on rugs, while a two inch diameter 
protective tread caster is used for 
the same chairs on linoleum, rub- 
ber, asphalt, ceramic tile, cork, 
smooth cement, or wood. 

Furniture rests are used for 
straight chairs on rugs or resilient 
floor coverings, and cushion slides 
for hard surface floors. 

Stenographers’ chairs usually 
carry a one and five-eighth’s inch 
diameter protective tread caster 
on resilient floors, and the same 
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size solid tread caster for rugs and 
hard surface floors. 

It is possible to do the sort of 
individual and unusual things with 
the various materials now being 
used for office floors that give just 
the air of sophistication that many 


successful business firms want. 
And when a customer is Satisfied 
with a completed office, judged 
in its entirety, it usually means 
satisfaction with the furniture de- 
tails—especially if the furniture 
salesman may be credited with 





OFFICE APPLIANCES 


giving smart advice about the 
things related to his line. When 
he gives intelligent counsel in 
these other departments he is 
usually thought to be pretty smart 

and it is a smart man who looks 
beyond his own field. 


Merchandising Office Machine Stands 


HEORETICALLY, all dealers in 

office furniture, office equip- 
ment, office machines and station- 
ery should be in position to secure 
worthwhile business on office ma- 
chine stands. Dealers who stock 
and push stands know what can 
be accomplished, and a large num- 
ber of dealers go after this busi- 
ness. On the other hand, many 
dealers seem more or less to ignore 
the possibilities for this profitable 
business. Once in awhile a dealer 
will be encountered who “is too 
busy to go after stand business.” 
Many others simply say, “We do 
not handle stands.” 

Recognizing that no one dealer 
may care to handle all products 
which are made for office use, it 
would still seem that very few 
dealers can afford to pass up the 
opportunity for profits resulting 
from the sale of stands, because 
practically every dealer handles 
an office machine of some kind 
and stands are staple items of 
modern office equipment. 


Some Sales Arguments for Stands 


Properly made stands for busi- 
ness machines are solidly estab- 
lished because: 

1. They are compact and save 
valuable office space. 

2. They are mobile and can 
quickly be moved without the risk 
of machine damage. 

3. They are readily adapted to 
changing light conditions, since 
stands can easily be turned to 
keep the light at the right angle. 

4. They support business ma- 
chines properly to avoid accidents. 

5. They hold business machines 
rigidly for correct operation. 

6. They are smoothly finished 
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and without sharp edges, thus 
preventing the possibility of per- 
sonal injury or damage to cloth- 
ing. 

7. They keep desk tops clear 
and ready for action. 

8. They permit the use of full 
desk drawer space with the stand 
pushed back out of the way when 
not in use. 

9. They facilitate quick switch- 
ing of machines when one person 
uses several machines or when 
several persons use one machine. 

10. They are invaluable for 
temporary work, because more 
business machines can be used in 
the same space. Stands so used 
can be disassembled and stored in 
small space until next needed. 

11. They are available in cor- 
rect type for every style of busi- 
ness machine. 

Any number of natural and log- 
ical stand installations will read- 
ily suggest themselves. Some ap- 
plications are as follows: 

1. Permanent installations 
where space is limited. 

2. Permanent installations 
where mobility is essential. 

3. Shuttle installations where 
the same person uses one or more 
machines. 

4. Shuttle installations between 


desks or departments, where two 
or more persons use the same ma- 
chine or exchange machines. 

5. Temporary installations 
where more machines must be 
used in the same office space, 
making compactness essential and 
mobility desirable. 

These needs for stands will be 
found in offices everywhere, large 
and small—manufacturers, retail- 
ers, professional men, _ schools, 
shops and homes. The very real 
market for stands in the homes of 
many who have offices in their 
homes should not be underesti- 
mated. 


Special Uses for Stands 


Beyond their wide usefulness in 
carrying business machines, 
stands are also invaluable for such 
office material and equipment as: 


Portable sorters. 

Reference files. 

Large reference books. 

Card cabinets. 

5. Ledgers, card files, billing 
files, etc. 

In all of the above uses well 
made stands safeguard their load 
and make it freely and conven- 
iently accessible with safe porta- 
bility at all times. 

Yet the wide range of use for 
stands does not mean that the 
dealer must stock a great variety. 
Every maker of stands has two or 
three types which handle a large 
percentage of the demand. Spe- 
cialized needs can be handled by 
the dealer, by securing stands as 
requirements develop. As dealers 
participate in planning new office 
layouts they will find many nat- 
ural and logical installations for 
stands. 
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Here Endeth the Thirty-First Annual Special Office Furniture Section. For the quality of the mate- 
rial and extensiveness of the contents we are indebted to manufacturers and dealers 


throughout the industry. Study of the special articles, the new products, the 


installation pictures will prove a profitable investment of time. 
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The National Office Furniture Week red 
and blue poster, mounted on 12-ply board 
with easel. Size: 22 x 33 inches. 
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event in the an- 
niture merchan- 
the inauguration 
Furniture Week, 
Enthusiastic re- 
by manufacturers 
assurance of an 
campaign of great 


magnitude. Thirty-three of the leading office furniture manufacturers 
and several representative dealers from coast to coast have already indi- 
cated their intentions of participating. 

Other manufacturers were still to be heard from when this journal 
went to press. And several thousand office equipment dealers may take 
advantage of the groundwork laid for them by their manufacturers and 
put on local drives for business during the national campaign. 

Just what is National Office Furniture Week? It is to be nothing more 
than an intensive sales campaign put over in a grand manner by the 


. collective action of a great number of dealers and manufacturers promot- 


ing the office modernization idea and their own merchandise all at the 
same time. 

It is an industry project unrelated to any organization, though heartily 
endorsed, and participation in which is open to anyone. Its promotion 
is being carried on by OrFIcE APPLIANCES, purely for the good of the cause. 

The purpose of the “Week” is to increase Autumn sales by impressing 
upon American business and industry the idea that an attractive, well 
appointed office is an asset. 

The slogan of National Office Furniture Week, “Modernize your office 
for efficiency, convenience, appearance,” is an incentive not only to con- 
sumers to buy, but to dealers and salesmen to sell. 

With commerce and industry swinging into fall activity, and business 
improving in all fields, the time is opportune for keying up in an intensive 
sales campaign. 

Every dealer in the country who sells office furniture and allied equip- 
ment is urged to feature National Office Furniture Week in his own busi- 
ness. Use the official posters, streamers, display cards, gummed stickers, 
and advertising plates which will be supplied free by participating manu- 
facturers. As the average dealer buys from a number of sources, he may 
receive several display pieces, the advantage of which he will appreciate 
for store display. 

The observance offers unlimited possibilities for the prepared dealer 
and salesman. In every community are business and professional offices 
whose executives are receptive to the competent salesman offering skilled 
service in office interior decoration, layout, and equipment modernization. 

To help the dealers make the most of the “Week,” OrFricE APPLIANCES 
presents this Manual of Dealer Suggestions. While local circumstances 
wi!! influence adoption of the specific details, if the following pages prove 
thought-provoking they will have served their purpose. 
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Suggestions by Which Management 
And Sales Staff Can Make the Most 
Of the National Office Furniture Week 








¢. To Management 
ee “Make it a big campaign!” That’s the 
“I-71 Slogan for management in planning for 
| | | || National Office Furniture Week. Do some- 
WiLL it___||_ thing about it. Make it a big campaign. 
v . Plan your campaign early, and carry to 


completion everything planned. The extent to which your busi- 
ness profits from the “week” depends almost entirely upon man- 
agement. Without a planned sales program for National Office 
Furniture Week, your organization will function in a haphazard 
way and little will be accomplished. But by catching the vision 
of the favorable impression upon those empowered to buy which 
will be made by your participation in the national movement, you 
can make it a means to substantial gain in fall sales. 

If each dealer in your territory does everything possible to help 
make your business community new-office-furniture conscious 
during Office Furniture Week, many prospects will get the buying 
mood—and be rendered valuable service. 

Your campaign plans will logically fall into four divisions: 
(1) Merchandise features, (2) Store display, (3) Publicity, and 
(4) Selling effort. 


(1) Merchandise Features: Check up on your stock and order 
in new items at once. As your manufacturers are interested in 
your successful exploitation of the “week,” cooperate with them 
closely. 

Special sales may be featured on certain items to induce buyer 
interest. Your manufacturers may have special offerings for 








NATIONAL OFFICE | | 


OCTOBER 14 - 19 


FURNITURE WEEK 






































IIlustrating the use of the National Office Furniture Week streamer and poster to publicize 
the sales campaign in store windows. The streamer, printed in red and black, measures 48 x 12 
inches and with the poster and display cards will be furnished by the manufacturers. 


I feel quite sure that progressive deal- 
ers throughout these United States will 
embrace the opportunity to participate in 
this National Office Furniture Week, pro- 
moting it through newspapers, direct 
mail, window displays, and radio. It is 
our intention to use all of these methods 
of publicity. The display material 
which has been prepared is attractive and 
forceful. 

All in all, I think that this effort 
should be worth-while to manufacturers 
and dealers alike and it is a fine piece of 
work for Orrice APPLIANCES to under- 
take—O. G. Bayless, Vice-President, 
LowMAN & HAnrorp Co., Seattle, Wash., 
President, NATIONAL STATIONERS AsSSO- 
CIATION. 


We are planning to cooperate liberally 
with the forthcoming National Office 
Furniture Week event. Our Sales Per- 
sonnel, Display Department, Office Furni- 
ture Division, and other departments will 
cooperate with the manufacturers who 
are participating. 

I am of the personal opinion that 
manufacturers and merchants can defi- 
nitely be benefited, and hope that it 
will result in a convenience and profit 
to the consumer buyers also, and thus 
keep the triangle of desired results—F. P. 
Seymour, Vice-President, Horpver’s In- 
CORPORATED, Chicago, Ill. 


+. 


My company is enthusiastic about Of- 
fice Furniture Week. The _ individual 
manufacturers have spent millions of dol- 
lars advertising their particular items of 
office equipment. Now comes the move 
for promoting complete office equipment 
in its entirety. . . Over half of the office 
furniture in the United States is obsolete 
and should be replaced.—Ivan Allen, 
Chairman, IvAN ALLEN-MARSHALL Co., 
Atlanta, Ga. 


The commercial furniture dealer has 
always had the desire to sell more office 
furniture. With this week making the 
consumer more conscious of a_ hidden 
desire to buy new office furniture—the 
week might bring the two together and 
mean an increase in sales. . . It should 
produce results —Harold J. Hampton, 
President, INDIANAPOLIS OFFICE SUPPLY 
Co., Indianapolis, Ind. 


We think it is a splendid ides and will 
cooperate every way we can.—Charles P. 
Garvin, General Manager, NATIONAL STA- 
TIONERS AssoctATION, Washington, D. C. 
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SPECIAL TAL 


OURING 


NATIONAL OFFICE | 
FURNITURE WEEK S| AR 


as 
Ee TO OUR SPECIAL | 


YOU ARE Othe | 
“INVITED Ose 


WATIONAL OFFICE FURNITURE ¥ 


Use the National Office Furniture Week 
emblem in your newspaper advertisements. 
Electrotypes and mats are available, through 
your manufacturers, in the following sizes: 
15/16 inch, 1'% inches, and 2 inches. 


Dealers everywhere will welcome this 
program. We are going into it with both 
feet and put in all the energy we can to 
capitalize the wonderful advertising which 
will make the office man more office fur- 
niture minded. We have written to our 
manufacturing friends to see what they 
have for the dealer to use effectively by 
his salesmen and direct mail—Dan Han- 
sen, Secretary, CARLSON BROTHERS, INC., 
Moline, Jil. 


“a 
This industry should have more ac- 
tivity along this line. United and hearty 
cooperation with this plan by the dealers 
of the country affords an opportunity for 
keying up sales that every good furniture 
manufacturer will welcome, and that will 
redound in profits to the distributor.—C. 
A. Netzhammer, Sales Manager, Nortu- 
WESTERN FurRNitTurRE Co. Milwaukee, 
Wis. 


We should like to be included for win- 
dow display and advertising matter... . 
We will give over our entire window 
frontage of 40 feet to this purpose dur- 


ing the “week.”"—A. J. Walker, presi- 
dent, FARNHAM STATIONERY & SCHOOL 
Suppty Co., Minneapolis, Minn. 


* 


Will you kindly send us 500 red and 
white gummed stickers for National 
Office Furniture Week .. . as quickly 
as possible.—E. Russell Ashley, ASHLEY- 
McCormick Co., Bridgeton, N. J. 


> 


We thank you for this opportunity of 
participating in this event, which we 
know shall be a great success—H. H. 
Kleinschmidt, Gary Orrice EQUIPMENT 
Co., Gary, Ind. 
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the purpose. New lines or recently introduced lines will also prove 
to be attention-getters. Some manufacturers are planning on 
tying-in the introduction of their new lines with National Office 
Furniture Week. 

Plan to build your merchandise features to a climaz during 
September and the first two weeks of October. If you are a com- 
mercial stationer, for instance, feature record keeping systems, 
filing equipment, desk accessories, chair cushions, and similar 
utilities that require desks and chairs for effective display. Then 
about October 7 play up your desks and chairs, displaying a poster 
and streamer of National Office Furniture Week, bearing the dates 
October 14 to 19. Accompanied, perhaps, by your own sign indi- 
cating the event will be observed the next week. Then your full 
play-up with executive suites and all display material when the 
“week” opens. 


(2) Store Display: Of course you will see that your store is 
attractively arranged. But have some especially stimulating dis- 
plays of both signs and merchandise. 

A point of great importance stressed by two leading dealers who 
offered suggestions for the ‘“week”’ is that the furniture dealer’s 
own office should be thoroughly modern as to desks, chairs, and 
files before he starts to promote the week of October 14 to 19. 

Owen Bayless, of Lowman & Hanford Co., Seattle, Wash., and 
N.S. A. president, urged that “Emphasis be placed on getting our 
own houses in order in the next sixty days, so the public will not 
say to our dealers, ‘Why not try some of your own medicine?’ ” 

Conrad Netzhammer, sales manager of Northwestern Furniture 
Co., Milwaukee, Wis., declared, “Well stocked showrooms cannot 
offset the failure to make use in our own offices of the articles 
whose use we are daily urging upon others.”’ 

Upon being supplied with the National Office Furniture Week 
display material by your manufacturers, give each piece promi- 
nence in store and windows. Available displays include: a poster 





Tie up your fall mailing pieces with your 
National Office Furniture Week campaign. 


printed in red and blue on white stock mounted on 12-ply board 
with easel, size 22x33 inches; a streamer printed in red and black 
on white stock—48x12 inches; and an emblem display card 
printed in black on white with message reading “An attractive 
office is a business asset,” size 8'2x12'2 inches. 

As you probably buy from several manufacturers, you will 
receive duplicate displays. Make the most of them. Using these 
to play up the “week,” go on from there with your own ideas. 
Have your sign writer or printing department make up special 
signs with appropriate messages; such as the three suggested in 
the accompanying illustration. And you will wish to call atten- 
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tion to your special features. Make good use of the manufac- 
turers’ display cards, too. 

Be sure to place a Furniture Week poster in your stationery 
department, accompanied by a sign inviting customers to visit 
your “Office Furniture Show” or “Model Office” displays in your 
furniture department. 


“Have an open house every day,” suggests Dan Hansen of Carl- 
son Brothers, Moline, IIl., “selecting a day to feature the furnish- 
ings for each of various classes of offices and departments. For 
example: the executive office, bookkeeping department, steno- 
graphic department, inviting stenographers and typists to see 
what is available in the newest prices; another for waiting and 
reception rooms, etc.” 

If space permits, furnish or set up “model rooms” to create 
interest. In case you do not handle complete furnishings, arrange- 
ments might be made with some other store in the community to 
provide pictures, drapes, floor coverings, etc., with credit acknowl- 
edgment. Of course, you will not overlook the opportunity of 
pushing your own accessories and equipment related to office 
furniture. 


Put showmanship into your displays! 


“We are planning a Century of Progress display in our model 
offices,” said Mr. Netzhammer. “We will attempt an exhibit of 
the first desks that were made to the latest thing brought out.”’ 


Another promotional suggestion is to arrange with some office 
building to set up a model office in a suite of rooms for public 
inspection. The display can be publicized in the newspapers and 
through your own salesmen, inviting visitors to the showing. A 
trained attendant should be present during visiting hours to 
answer questions and obtain signatures in a guest book, for later 
follow-up by the salesmen of those who seem to be prospects. 


(3) Publicity is the foundation of the campaign. Be sure to 
use all media at your disposal. The extent to which the public 
becomes aware of your campaign will depend largely upon your 
publicity. It will pave the way for your salesmen’s calls, and 
bring in visitors. 

Devote considerable thought to planning your window displays. 
Give prominence to the Office Furniture Week poster and 
streamer. Along with attractive furniture, a suggestion is to fea- 
ture enlarged photos of fine installations you have made in offices 
of prominent persons and firms in your community. 

Use the emblem in all your newspaper advertising. Feature 
your “Open House” and “Special” sales during the week in adver- 
tisements and mailing pieces. You may also use “spot” advertis- 
ing on the radio. And have your printing department run off 
attractive invitations to be mailed and presented personally by 
salesmen, inviting customers and prospects to your store. A 
poster on your delivery trucks will also help give wide publicity 
to your campaign. 

Be sure to take advantage of the opportunity of getting news- 
paper stories in your local newspapers in which you are accus- 
tomed to advertising. 

Enclose the attractive literature provided by your manufac- 
turers with your invoices and other mailings; distribute it in the 
store. 

Use the Office Furniture Week stickers on your mailing pieces, 
letterheads, invoices, envelopes, and packages—as illustrated 
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It is heart warming to think that some 
of the leaders are going to adapt an idea 
that is bound to bring more sales to mak- 
ers and distributors both of office furni- 
ture and accessories. 

By all means let’s tell the business 
world that the Office Furniture Industry 
is on its toes, and it has new ideas in 
furniture, that might well replace the 
furniture of the World War era now 
being used in too many offices.—W ylte G. 
Akenson, Manager, THE MONROE FURNI- 
ruRE Co., Chicago, Ill. 


* 


Dealers, manufacturers, and salesmen 
should pull together to make this a big, 
successful week in the history of the of- 
fice furniture industry —R. J. O'Malley, 
Sales Manager, Murpny CHatrr Com- 
PANY, INC. 

* 


We are very glad, indeed, to cooperate 
with this movement.—W. S. Miller, Ad- 
vertising Manager, THe GENERAL FIReE- 
PROOFING Co. 
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This is a reproduction in exact size of 
the sketch included in the metered mail 
postmark used by Office Equipment Com- 
pany of Louisville, Ky. Although it has 
no connection with National Office Furni- 
ture Week it suggests possibilities. 


The success of National Office Furni- 
ture Week depends entirely on the enthu- 
siastic manner in which office equipment 
dealers and stationers participate in this 
campaign. We hope every Globe-Wer- 
nicke dealer will launch an intensive sales 
campaign and thoroughly canvass every 
prospect for office equipment and sup- 
plies. We are confident they will be re- 
warded in direct portion to the efforts 
they put forth—C. W. Hamilton, Sales 
Promotion Mgr., Tue GLOBE-WERNICKE 
Ce. 

* 


We approve and pledge our support 
of National Office Furniture Week. . . We 
really believe that if the plan receives 
the wholehearted cooperation of manu- 
facturers and dealers, it should secure 
very satisfactory, if not startling, re- 
sults —R. N. Thomas, Sales Manager, 
Tue B. L. MArsie Cuarr Co. 


& 


The national week idea is not new, but 
that is no reason why we shouldn’t have 
a week ourselves to try to focus con- 
sumer attention on new office furniture 
C. W. Simpson, Advertising and Sales 
Promotion Manager, Art METAL Con- 
STRUCTION Co. 

* 


Such a promotion should serve to focus 
both customers’ and dealers’ attention on 
our industry and give it an added im- 
petus at just the time it is needed —K. F. 
Davis, Sales Manager, Office Furniture 
Division, THe Sixes Company, INc. 


* 


. Many thousands of offices are in need 
of modernization. . This effort can 
accomplish a lot in bringing this need 
to the attention of consumer executives.— 
F. R. McQuown, Avt-STEEL-Eoure Com 
PANY. 


* 


We are very much in sympathy with 
your National Office Furniture Week plan 
and know that it will help all of us.—H. 
L. Pfau, Sales Manager, CENTRAL DESK 
MANUFACTURING Co. 


7 


These special weeks on various lines of 
merchandise and commodities must pay 
or they would not be as numerous as 
they are—P. R. Miller, Sales Manager, 
Tue Macey Co. 

+ 


It will help to act as a starting gun 
for fall business—Paul L. Barrett, Di 


rector of Sales, JoHNSON CHAIR Co 
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below. Horder’s, Incorporated, of Chicago, are printing the em- 
blem in red on all of their October invoices. 


(4) Selling Effort: Snap up your sales force—so all this pub- 
licity can be capitalized, said a sales manager. Instill in the minds 
of both your inside and outside salesmen the opportunity which 
the campaign affords. It is said that 54 per cent of the office fur- 
niture and equipment in use is twenty years old, and older! 


Inform your salesmen of your publicity program. Impress on 
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Illustrating uses of the National Office Furniture Week red emblem stickers, available 
through the manufacturers or direct to dealers in lots of 100s. The reduced reproduction 
of the invoice of Horder's Incorporated, Chicago, shows how this company will feature 


the "week" with red imprint of the emblem on all October invoices. The other sketches 
suggest use of the stickers on packages and stationery. Sticker size: 14% inches. 


them the necessity of action. Offer special sales incentives, hold 
contests. Outline specific things for them to do in making calls 
and see that they report having done them. 

Have the men “definitize” their selling talk: Sell “efficiency, 
convenience, appearance.” 

You need no reminder of the importance of supervision, keying 
up enthusiasm, and holding sales meetings. At least two sales 
meetings are suggested for the week. 

During National Office Furniture Week make a special personal 
effort to get better acquainted with your customers, and do all 
you can to help your customers get to know you. Make the cul- 
tivation of good will one of the objectives of your campaign. 
Impress it on every salesman. 


To the Inside Salesman 

You are an important member of your store’s 
selling team in the National Office Furniture 
Week sales campaign. Doubtless you will share 
some of the responsibility for the special displays 
to be featured. Not only will attractive arrange- 
ments enhance the buying appeal of your furniture and equip- 
ment, but effective use of the Furniture Week display material, 
manufacturers’ cards and literature, together with your own 
special signs, will help to create the impression of a sales event 
of outstanding importance. 

As you will represent your store in dealing with those who 
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come in to inspect your displays, be sure you are fully informed 
on your publicity program and all special inducements to bring 
people into the store during the big ‘‘week.” 

Many people will visit your department for the first time. Be 
cordial, interested in their viewpoints and problems, enthusiastic 
over results that can be accomplished with modernization. 

Cooperate with the outside salesmen who invite buyers to visit 
the store displays. 


Know your new lines and be prepared to point out their merits. 
Plan your presentations to capture attention, arouse interest and 


desire—and get the decision to buy. Make effective demonstra- 
tions. 


Be prepared to make suggestions on interior decoration, and 
office layout. Or offer the services of your planning department, 
suggesting that you or a representative visit the prospect’s office 
for that purpose—without obligation. 


Sell appearance, convenience, efficiency. Sell the complete 
office! Report leads to be followed up by your outside salesmen. 
Many sales opened during National Office Furniture Week can be 
closed in the weeks that follow. 


To the Outside Salesman 


The reason special “weeks,” like other sales cam- 
paigns, produce results is that they give the salesmen 
something definite to do. The objective of National 
Office Furniture Week is to build sales—during the 
“week” and through the fall season—by making the 
business community new-office-furniture conscious. The slogan 
is: “Modernize your office for efficiency, convenience, appear- 
ance.” 

Your sales manager will plan an intensive campaign, probably 
along the lines suggested in the preceding pages, with logical 
adaptations and changes. 





You will be informed of the plans of your campaign, including 
publicity and special store displays to help you make sales. 

“An opportunity is an opportunity for the fellow who can cover 
the opportunity,” said the late H. N. Tolles, eminent sales author- 
ity. Here is the biggest opportunity in the history of office furni- 
ture merchandising for the alert and enterprising salesman. 
Make up your mind to be in the front ranks of the sales parade. 
The pretty National Office Furniture Week majorette is leading 
the way! 


The slogan gives you the keynotes for a ready-made sales talk. 
Sell appearance, convenience, efficiency. 


Plan your presentation, with definite methods of getting atten- 
tion in the first few moments of your interview. Perhaps you will 
be supplied with a printed invitation which you can tell the execu- 
tive that you have come to present to him personally, inviting 
him to your Special Open House during National Office Furniture 
Week. Or you may present him with a specially printed “ticket” 
to your Office Furniture Show. 

Other things may be carried to gain interest; such as a posture 
chair, a demonstration kit on certain features of furniture or 
equipment construction, photos of installations or sets of fine 
office furniture. 

When you go into an office, look around. For within your range 
of vision in the average office there are dormant dollars due deter- 
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The special week idea has been success- 
ful in promoting the sale of thousands of 
items. 

We recognize the fact that the idea is 
an old one. However, we agreed to 
financial participation in National Office 
Furniture Week because we know that 
this constructive move will put some 
“plus profit” in the dealer’s pockets. We 
are confident every member of the Shaw- 
Walker dealer family will take advantage of 
this opportunity —THe SHAW-WALKER Co. 


* 


Invincible dealers and salesmen are 
proud of the part they are taking in 
Office Furniture Week, and their co- 
operation is assured. They feel, too, it 
is time our industry had a week!—Geo. 
H. Alter, Vice-President, INVINCIBLE 
MetaL Furniture Co. 


* 


The idea of an Office Furniture Week 
seems like a good one and surely would 
help all concerned in the manufacture or 
sale of office furniture—EZ. R. Houston, 
Automatic Fire & InpEx Co. 


* 


We have discussed it here for a long 
time and believe that it has excellent pos- 
sibilities —Sterling Lord, Secretary, THE 
Leopotp COMPANY. 

* 


We think it is a fine idea, and shall be 
glad to cooperate in whatever way we 
can.—H. S. Walcott, Vice-President, Do- 
MORE CHAR Co., INC. 


* 


It will give the dealers a chance to 
put into practice new ideas received 
while attending the convention —Louis T. 
Koerner, Manager, Jasper CHair Co. 


It is our opinion such a program would 
develop into a great thing in a very short 
time —J. E. Guthrie, Cramer PosTURE 


CHAR COMPANY. 
a. 


I think it will be very beneficial to the 
industry —Howard W. Gunlocke, Gen'l 
Mer., Toe W. H. Guntocke CnHatr Co. 
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Suggestion of a special invitation which 

you could have printed for mailing and 

personal presentation by your salesmen, in- 

viting executives to your store during the 
big campaign week. 
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mined salesmen. You may spot an antiquated file, an outmoded 
or broken desk, a tiresome chair, a need for other equipment. 
Keep your ears ‘“‘spread” to hear what is being said about needed 
equipment. Then tell the man who needs most to know it. 

Efficiency is a means of making money—lack of it is the means 
of losing it. Convenience is closely related, as it saves time and 
fatigue, and affects the health and spirit of the workers. An office 
with attractive appearance is an asset to any business rather than 
an expense. It enhances pride, loyalty, and interest of employes. 

“Propose to the executive that he make his office as modern 
and comfortable as his home,” suggests Ivan Allen, of Ivan Allen- 
Marshall Co., Atlanta, Ga. “He spends much more time in his 
office than he does in the living room of his home. An inviting 
and comfortable office will make his work seem lighter, his day 
seem shorter, and give visitors a more favorable impression of 
himself, his business, and his product or services.” 

Get your prospect to talk about how he would like his office 
refurnished. Sell the idea of a completely modernized office, prop- 
erly laid out, and effectively furnished. Feature your planning 
service to fit his individual requirements. If you are not prepared 
to render interior decoration services, make connections with an 
interior decorator who will work with you. 

Plan each day’s calls and get an early start each day. Make 
it a profitable “week” for everybody concerned! 





PARTICIPATING MANUFACTURERS 





OFFICE APPLIANCES 


We're behind the program because we 
believe it will be effective in arousing 
greater interest in the need for better 
office furniture—equipment which, when 
properly prescribed, can contribute so 
much to efficiency. —H. W. Smith, Artit- 
ry Merat Propucts, Inc. 


* 


I am for it 100 per cent and will do 
everything I personally can do to as- 
sist—J. A. Wallace, General Manager, 
Jasper OFFICE FURNITURE Co. 


* 


We think the idea of an Office Furni- 
ture Week mighty good to help stimu- 
late sales—Mrs. E. Mulliken, Tue 
Fritz-Cross Co. 

* 


It could be quite a merchandising fac- 
tor for our industry—M. C. Vaught, 
Sales Manager, GUNN FuRNITURE Com- 
PANY. 

* 


We think this promotional material is 
very good and we wish to get in on it.— 
W. T. Powell, Sec. and Treas., MYRTLE 
Desk Co. 

* 


We would like to see it tried—N. T. 
Shepherd, SHEPHERD CHAIR Co. 


When Going to Press the List Was as Follows; Others to Be Heard From 


The Globe-Wernicke Co. 

The W. H. Gunlocke Chair Co. 
Gunn Furniture Company 

The Harter Corporation 
Imperial Desk Company 
Invincible Metal Furniture Co. 
Jasper Chair Company 

Jasper Office Furniture Co. 
Johnson Chair Company 

The Leopold Company 

The Macey Company 


All-Steel-Equip Company 
Artility Metal Products, Inc. 
Art Metal Construction Co. 
Automatic File & Index Co. 
Central Desk Manufacturing Co. 
Columbia Steel Equipment Co. 
Corry-Jamestown Mfg. Corp. 
Cramer Posture Chair Company 
Domore Chair Company, Inc. 
The Fritz-Cross Company 

The General Fireproofing Co. 





The attractive poster and em- 
blem for National Office Furniture 
Week were created by Ernst A. 
Spuehler, one of the outstanding 
art consultants and designers in 
the country. 

Born in Switzerland and edu- 
cated in the art school of Zurich 
and Academy Julian of Paris, Mr. 
Spuehler has in the past seven- 
teen years risen to prominence in 
the allied fields of advertising and 
package design. He has designed 
many packages that have become 
famous for manufacturers in a 
number of industries, and has re- 
ceived numerous awards in pack- 
age and typographic competitions. 

In May of last year, Interna- 





MR. SPUEHLER 


The B. L. Marble Chair Company 
The Marble & Shattuck Chair Co. 
Metal Office Furniture Company 
Milwaukee Chair Company 
Myrtle Desk Company 

Murphy Chair Company 
Mutschler Brothers Company 

The Shaw-Walker Company 
Shepherd Chair Company 

The Sikes Company, Inc. 

Sturgis Posture Chair Company 


tional Advertising Art, published 
in Berlin, Germany, devoted eight 
pages to the presentation of pic- 
torial reproductions of packages 
by this American artist. And The 
Printing Art, published in this 
country devoted similar space to 
his work in June of the same year. 

The list of Mr. Spuehler’s clients 
includes many well known manu- 
facturing companies. His studio is 
located at 540 North Michigan 
avenue, Chicago. 

The beautiful sketches of the 
oak trees and the open hearth in 
the steel mill appearing in the 
opening pages of the Special Of- 
fice Furniture Section in this issue 
are also by Mr. Spuehler. 
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..oFOR DEALERS 


A Great New Line of Portable Adding Machines 
ELEVEN MODELS 











List prices that make it easy to sell ‘a 
machine for every figure worker’’—dis- 
counts that mean a real NET profit on 
every deal—a uniform price policy that 
gives every dealer the same kind of an 
honest break. 





Nine of these 11 models list and total 7 
columns ($99,999.99)—the practical 
capacity that meets the needs of most 
every business. 





. direct sub- 


All the wanted features. . 
traction—automatic totals—sub-total, 
non-add, subtract, multiply and correc- 
tion keys—light weight—sturdy con- 


struction . . . Every model a machine 
you'll be proud to sell! 





List prices that businessmen will pay— 
capacity they can use—features they 
want... this new line has real appeal. 
That’s why Remington Rand Portables 
are a popular success and a profitable 
line for, you. 





Engineered to big-machine standards, 
durable and gluttons for punishment, 
yet easily portable. Backed by Reming- 
ton Rand’s famous l-year warranty— 
serviced by our nation-wide service or- 
ganization—a powerful selling point! 











GET FULL DETAILS - FILL IN AND MAIL COUPON TODAY! 











Remington Rand Inc., Portable Adding Machine Division 
465 Washington Street, Buffalo, New York 


Send me full details of your new line of 7 column Direct Subtraction Portable 
Adding Machines, including dealership agreement and prices. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





That broad smile adorning the handsome face of 
Jimmie Smith of Koch Brothers in Des Moines is said 
to be occasioned by having put over the biggest deal 
in steel furniture ever consummated in the city of Des 
Moines. At any rate Jim’s golf game has shown a vast 
improvement since the closing of this job. 

” . 4 

Al Luke, better known as Duplicator Luke of the sales 
staff of Koch Brothers, vacationed in New York City, 
where he visited the Kenneth Hedeens, formerly of 


Des Moines. It is understood that Kenny and Al made | 
a side trip to Boston, ostensibly for the purpose of | 


visiting historic sites, but that they were detained at 
the Old Oyster House, Durgin and Parks and Peroni’s, 
where they are said to have partaken of lobster, clams, 
shrimp and scallops to the limit of their gastronomic 
ability. 

* ” * 

Ed Dawson, Ossie Solem and Roy Umpleby, all of 
Koch Brothers’ staff, vacationed in July and August. 
* * * 

Ray Madigan, formerly associated with the stationery 
trade in Minneapolis and for the past several years 
with the Schwabacher-Frey Company of Los Angeles, 
paid a visit to the old home town in July. Matty hasn’t 
changed a bit, and claims the California climate is the 
reason. He likes the West Coast and is a typical Cali- 

fornian now. 
” . * 

Walton Keller, Cedar Rapids stationer and office sup- 

ply dealer, was confined by illness at his home during 


the month of July and is now reported back on the job 


as good as new. 
* 7 * 

Walter Hubbs, of Thomas & Grayston, spent his 
vacation on the Eastern seaboard and reports a fine 
time, but still insists Minneapolis has the finest golf 
courses in the country. 

* . * 

Arthur Kenworthy has been vacationing at his sum- 
mer home in Minnesota. 
oe 
NEW PACKAGING FOR “KUM-KLEEN” LABELS 


A new device for packaging its line of Kum-Kleen 
self-adhesive labels has been announced by the Avery 
Adhesives Company, 334 East Fourth street, Los An- 
geles, Calif. 

The device includes a patented construction feature 
which automatically peels the labels from the backing 
to which they are affixed until ready for use. Previous- 
ly the labels were available only on rolls of backing 
paper from which the user peeled them by hand. With 
the new dispenser package the user merely pulls a 
tape projecting from the package and the labels are 
dispensed one at a time and quite flat. 

The package also makes for convenience of the user 
when writing on the label with pencil or ink due to the 
fact when after being dispensed the label rests on a 
specially treated surface on the package to which the 
self-adhesive gum will not adhere. 

—>-—— 


STENOTYPE SUPPLIES AVAILABLE AT DEALER 
STORES 


The Stenotype Supplies Company, 220 East Ohio 
street, Indianapolis, Ind., has recently completed plans 
by which users of the Stenotype may purchase neces- 
sary supplies at local stationery stores. S. U. Higgins 
and G. P. Davis, who have been affiliated with the 
shorthand machine since its inception in 1910, point 
out that users of the Stenotwpe in every section of 
the country as well as dealers may benefit by the 
plan. Complete details and a new price list will be 
supplied dealers on request. 








New Gift Sensations 
of the Year by Bates 





Just introduced and going strong, here are two 
new items that will go big for the holidays 
and all the year round too. They are ideal for 
man or woman in home or office—the best 
moderate priced gifts you can find. 


MEMOKIT has a memo pad—CALEN- 
DARKIT, a quick reference calendar for every 
day in the year, with ample space for appoint- 
ments, notes, etc. There are four compart- 
ments to keep handy, though out of sight, 
the things you need. 

The handsome mahogany brown finish in 
plastic goes well with any desk. Refills are sold 
through the stationery trade; a fine, steady pro- 
fitable business for you. 

These new items will be big sellers as ad- 
vertising good will builders—ample room for 
imprinting firm name or trade mark in gold, 
or for individual engraving of names or initials. 
Write our New York Office for quantity prices. 







MEMOKIT 
Retail Price 59¢ 


CALENDARKIT 
Retail Price 79¢ 


THE BATES MFG. CO., Orange, N. J. + New York Office: 30 Vesey St. 


Makers of Bates Numbering Machines BatesStaplers Bates Indexes 
Bates Eyeleters Bates Mun-Kee Stamp Pads Bates List Finders 
Bates Ink, ete. Bates File Fasteners Bates Perforators 
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THE GIFT HIT OF THE SEASON! 


~ 
a BRAND NEW 









“DRESFIL” a 


Wearever brings you this new De Luxe 
fountain pen, outstanding in eye appeal 
and quality features —crammed with 


VALUE. 


14 Carat Gold Reinforced 
Point (Choice of Fine, Me- 
dium, Broad) 

PRESFIL ACTION—handy, 
convenient, modern 

*Trans-Vue Visible Ink Supply 

Large Ink Capacity 

Vacuum 





Instant Starting 
Sealed Cap 

Special Leak Proof Feed 

Rich Appearance—Choice of 
colors 

Men’s and Women’s Sizes 

Individually Gift Boxed 


*Reg. U.S. Pat. OF 


Chevron 


and the Extra Value Stripes 


GIFT SET 


Containing the Wearever De Luxe No. 839 


in grey, 
green, mor- 
rocco, gold 


Pen and a Wearever Quality Pencil to d lid 
match in a fine $1 50 an soll 
presentation box - black. 


Have you seen the No. 2177 set? [8 
4 typical Wearever Value at a popu- ‘( j 
WS UROB nin stes:e F 4 


errr. Pi Y 




















David Kahn, Inc., North Bergen, N. J. 








Kindly send vour handsomely illustrated gift catalog and 
f list of attractive prices, 
H I 
8 OS a eer ! 
i 
| Address ..... 
' Name of your wholesaler SOOKE S SC SOSHHOOEE SOO KORE DES 








OFFICE APPLIANCES 


NEW SALES BOOSTER DISPLAY FOR B. & M. 
STAMPS 


The Bankers & Merchants Stamp Works, 3215 Shef- 
field avenue, Chicago, has announced a compact and 
attractive counter and display window card printed 
in bright colors and featuring its line of chromium 
mounted rubber stamps. A catalogue showing the 
style and size of each stock stamp is affixed con- 
veniently to the card where it is immediately available 
to the dealer and his customers. Other dealer aids 
offered include imprinting of the dealer’s name on the 
stamp handles and rubber stamp display stands con- 
structed of the same material as that of the chromium 


mount stamps. 
*—- © 





BLITZKRIEGS MEAN NOTHING TO THIS YOUNG LADY AND 
HER ROYAL.—Miss Martha Gellhorn is foreign correspondent 
for the United Press and Collier's magazine and where she 
goes her Royal portable goes likewise. Prior to leaving for 
Cuba for an indefinite stay, Miss Gellhorn bought a new Royal 
on the theory that her previous machine, after covering the 
“putsch” in Czechoslovakia, the war in Spain and the Rus- 
sian attack on Finland, has earned a liberal leave of absence. 


— —-— 

NEW YORK STATE CENTRALIZED PURCHASING 

Future purchase of all office supplies for 200 New 
York state departments, divisions, bureaus and agen- 
cies will be placed under a new system of competitive 
bidding, instead of the former open-market buying pro- 
cedure by individual departments, it was recently an- 
nounced in Albany by Commissioner Joseph V. O’Leary 
of the State Standards and Purchase division. 

The new plan, he stated, will mean the end of hit- 
or-miss purchasing at hit-or-miss prices and the 
elimination, in some instances, of favored firms, some 
of which have enjoyed a virtual monopoly for twenty 
years, unless they meet competitive bid conditions.— 
NJNS. 





© si - 

NOISE ABATEMENT DRIVE PLANNED 
Plans for a national observance of “Noise Abate- 
ment Week” are being formulated by a group of 
manufacturing companies, civic bodies and individ- 
uals. Among the firms interested in the drive is 
Remington Rand Inc., Buffalo, N. Y., through which 
it was announced that the week of observance will 

probably be held from October 21 to 26. 
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TRANSFILE 












FILING SUPPLIES | 








the complete line & 
developed especially [% 
fer dealers-—a com- 
bination of quality 
ind price you can 
sell competitively at 9 
1 proht. by 





Leader TRANSFILE 





TRADEMARK 


FILES 


A CONTINUOUS 
SOURCE OF PROFIT 


Again we say, you'll be surprised to learn 
the percentage of your good customers 
who have TRANSFILE FILE applications just 
waiting for you to discover. Again, we 
urge you to make a systematic investigation 
of all your customers’ records, active and 
inactive. You will find this a continuous 
source of profit. 


STEEL REINFORCED FIBRE BOARD 


TRANSFILE FILES are made to stand up un- 
der hard usage. Day in and day out they 
take the gaff and ask for more. They have 
the time and fatigue saving which make 
them easy and quick to use. They keep 
records instantly accessible. And they cost 
but a fraction of steel. 


ONE OR ONE HUNDRED 


TRANSFILE FILES are ingeniously made to 
interlock into staunch sturdy batteries. Re- 
gardless of the height or length of batteries 
the weight is supported on steel. Bottom 
drawers move back and forth with the same 
ease as the top drawers. 





Write for a sample 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


De Luxe TRANSFILE 
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The Oxford line of red fiber expanding envelope items 
has added many new selling features in the past few 
years. An increasing number of dealers has adopted it 


as their line—for these good reasons: 


Small Unit Packaging 


All Oxford File Pockets and 5 piece envelopes that 
usually sell in small quantities are packed that way—in 
boxes of 10. This provides a convenient sales unit, and 
enables you to carry three to five times as many red 
fiber items for the same stock investment. You can show 


the prospective purchaser a sales stimulating variety! 


Improved Construction 


That typical Oxford quality appearance is the result of 
YI 1 y apt 


the combination of skilled workers and the best of mate- 


rials, methods, and machinery. Oxford File Pockets have 
double-thick fronts all the way up. They are reinforced 
with brass eyelets at all four corners of the gussets where 
ordinary file pockets tear. These are the extras that 


bring customers back for more! 


Display and Promotion 


Oxford offers a modern display rack that permits free 
selection and handling by the customer without damage 
to shelf stock. Circulars to help you dig up business are 


supplied imprinted without cost. 


Economy 

Expanding envelopes and file pockets are FILING SUP- 
PLIES, and are best bought, stocked, and sold with other 
filing supplies, in order to save on transportation and 
simplify bookkeeping. 

Thus. the logical answer to the “question for TOD x” 
is 

On your next order of file pockets and expanding enve- 


lopes—change to Oxford! See pages 12 to 18 in the Ox- 


ford handbook for prices and other information to help 


you make your selections. 








OFFICE APPLIANCES 





Oxford Filing Supply Co. 


340 Morgan Avenue, Brooklyn, N. Y. 


125 South 8th Street, St. Louis, Mo. 
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WOODWARD AND CULLI FORM PARTNERSHIP 

On August 1, W. H. Woodward purchased a half . 
interest in the Office Machines Company, Corpus 
Christi, Tex., from Minor Culli who has been operating t's qn 


the business for many years. The firm will now be 
handled as a partnership with both owners active in 
its operation. 


The company handles the Allen-Wales adding ma- 
chine Marchant calculator the Dictaphone and other 
well known office machines. It also maintains a com- 
plete and well-equipped service department. 

Prior to joining the business Mr. Woodward was 
division sales manager for the Allen-Wales Adding 
Machine Corporation with headquarters in San An- 


tonio, Tex., and Kansas City, Mo. 
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Midnight Carbon Paper 





SIEKERT & BAUM ENTERS FLOAT IN MILWAUKEE FESTIVAL. 
—A four-hour parade which was one of the highlights of Mil- 
waukee’s recent Mid-Summer festival, was given an office 
equipment and supply “flavor” by the above float which was 
entered by Siekert & Baum Stationery Company, 617 North 
Water street, Milwaukee. Furniture used on the float consisted 
of a Yawman and Erbe steel executive desk, a secretarial desk, 
a three-drawer letter file, waste basket and letter trays, two 
Harter chairs—all finished in the Y&E gray Neutra-Tone; 
fluorescent lamps, smoking stands and an L. C. Smith type- 
writer. Fred Siekert, vice-president of the company and a 
leader in the American Legion, led a parade of over 1000 
Legionnaires and seven bands in the Veterans Division. 


—- 


RELIABLE MODERNIZING REBUILT TYPEWRITERS 

Following the trend toward modern finishes and 
decorating of office machines, the Reliable Typewriter 
& Adding Machine Corporation 303 West Monroe 
street, Chicago, has announced a new and handsome 
finish which will be used on all standard rebuilt 
typewriters. 

The typewriters, according to company Officials, are 
now given the popular wrinkle black finish, put on to HERE'S no mistaking Carter's Midnight 
stay. This is contrasted in the modern manner by "cease Weight Carbon Paper. 
attractive chrome trimmings, giving the appearance gee ne ee, ; 
of streamlining and beauty. It’s identified by the midnight-sky design on 

Details of the entire treatment can be obtained by the package and on the back of each sheet. 
writing to the company at the above address. And once used there’s no mistaking its qual- 


ehdenoenaaglllitibennaiadnn ity. Carter's Correspondence Weight Midnight 

MERRIAM CHICAGO BRANCH IN NEW HOME is easy to handle and does not wrinkle like 

The Merriam Manufacturing Company, Durham, ordinary carbon paper. Second- and third- 

Conn., recently moved its Chicago branch office into impression sheets are clear and sharp. Gives 
newer and larger quarters at 2508 South Michigan the most carbon copies per dollar. 


avenue from which the firm will serve the central 


and western territories with a complete line of cash FREE FOLDERS bearing your name will be 


and bond boxes and filing equipment. furnished you to introduce Carter’s New Cor- 
George S. Weygant, Chicago representative of the respondence Weight Midnight to your cus- 
company, will maintain a large display room in the tomers. For details, 


WwW arters i hi rj >» shown, in < iti to . . , 
new quarters in which will be shown, in addit on * write The Carter’s 
the regular stock, a number of new items which rter Ss Inke : D 
have been introduced to the trade within recent 5 SM a ept. 
months. All of these, however, are described and - Nendall oquare, 
illustrated in a new catalogue ready for distribution MIDNIGHT CARBON Boston, Mass. 
to the trade. PAPER 
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"ACCOS NEW SMOOTH-FITIING 


LIND a LUT 1 
CERTAINLY DOES THE 


SAVES 
SPACE! 


CERTAINLY 


The new evelet base 
certainly does save 
space in any file 
folder! 

This new fastener 
base is attached to the folder by eight 
eyelets. It is inserted in a recessed 
panel that is embossed into the folder. 






The fastener base fits into this panel, presenting a smooth, 
flush surface. It does not protrude, it does not bulge. It not 
only saves space but because it is embedded, it will not catch 
other papers or folders. 


This illustration shows 
the embossed folder 
vaanel and the fa tener 


before inserting. 

















Here, the fastener is 
embedded in the pan- 








' It is smoot} 





surface of the folder. 





Write today for sample and 
profit-making sales data. 


ACCO PRODUCTS ,,INC.,LONG ISLAND CITY,N.Y. 








nd flush with the | 





OFFICE APPLIANCES 


GALINDO OPENS SILVER CITY STORE 

I. S. Galindo has recently opened a new stationery 
and office supply store in Silver City, N. M., under the 
name of the Silver Office Supplies. Although the or- 
ganization is located in a district where the territory it 
serves is small, Mr. Galindo has started with an im- 
pressive stock which bears out the company’s slogan 
of “Everything for the Office.” In addition to lines of 
engraved stationery, printed tags, labels and envelopes, 
bank supplies and duplicating machines, the store car- 
ries Shaw-Walker steel desks, filing cabinets and sup- 
plies, Shaw blank books and Wilson-Jones loose leaf 
forms. 





RED FEATHER DESIGNS TIME SAVING MACHINE.—Designed 
by and built for the Red Feather Products, Ltd., San Francisco 
manufacturers of stencils, this machine automatically picks 
up and delivers glued backing sheets rapidly enough to keep 
three operators busy. When the stencil has been completely 
assembled the conveyor belt transfers it for top printing, wrap- 
ping and boxing. All Styleotype and Red Feather stencils are 
mounted by this precision method which prevents the slightest 
variation in accuracy. 


~<—-<« 


FIRE PREVENTION WEEK DATE SET 

The United States will observe Fire Prevention Week 
from October 6 to 12, according to a statement issued 
by the National Fire Protection Association, Boston, 
Mass. The event is held as a means of impressing 
upon the nation as a whole the yearly toll paid in life 
and property, a great percentage of which can be laid 
at the door of carelessness. A report issued by the 
association showed that fires in 1939 caused property 
damage totaling $274,943,000, while four conflagrations 
in the early part of this vear brought death to 242 


persons 
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PLENTY ON THE BALL.—The Mosler Safe Company, Hamilton. 
Ohio, is proud of these men who make up the firm’s baseball 
team and have won the first round of seven out of nine 
games for the local Industrial League composed of nine Ham- 
ilton industries. Standing: C. A. Henes, business manager: 
W. Keller, W. E. Wiseman, R. Jackson, R. Meiner, R. Keller. 
G. Gerhart, L. Rose, M. J. Phipps, field manager. Kneeling: 
T. Williamson, Carl Sauter, Al. King, G. Herzig and D. 
McSwain. Player C. Hintermeister is not shown. 
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GOLDEN ANNIVERSARY OF EATON'’S BERKSHIRE TYPEWRITER PAPERS 1890-1940 





TALKING IT OVER? 


@® How to increase store traffic. 


A PAPER FOR EVERY TYPEWRITER USE 


m™ How to reduce your investment yet 
add to your profits. 


mm How to build an ever-increasing, 
permanent business. 


WE'RE CELEBRATING OUR GOLDEN ANNIVERSARY 


— fifty grand yearns — 
and WE'LL CERTAINLY WELCOME YOU AT 
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GOLDEN ANNIVERSARY OF EATON’S BERKSHIRE TYPEWRITER PAPERS 1890-1940 
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Mode! 7371-5—7 
r 6; sub-total 


rection keys 
Weigh 17 Ibs 
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A new dealer line of MONARCH Portable Listing- 
Adding Machines has been designed to fit 
perfectly the needs of your customers. 


This year Monarch dealers will make 
more sales and bigger profits 
than ever before. 


9 new models, manual and electric, with 
or without credit balance, all with direct 
subtraction, have been added to models 
7165-3 and 7173-3. There’s a special 
retail model with item counter. Yes, a 
Monarch model for every office and 
home requirement. Remember, your 
busiest season will soon be here. You'll 
want to cash in on the extra sales and 
profits that the Monarch line will bring 
you. So don’t delay! Write for com- 
plete information now — TODAY! 


AMERICAN WRITING MACHINE CO. 


ESTABLISHED 1880 


115 WORTH ST. NEW YORK, N. Y. 























Yes, sir, Dennison’s new Handy Helpers 
energetic little men— are ready, willing and able to lure more shoppers 
into your store and more dollars into your till. So make up your mind 
right now to visit Dennison’s booths — W-15 and W-16 — at the Sta- 
tioners’ Convention and strike up an acquaintance with these sensa- 


tional new salesmen. We'll be looking for you! 


Dennison Manufachwing So, 


Will make their debut at the 
Stationers’ Convention—Booths W-15, W-16 


DON'T MISS "EM! 






OFFICE APPLIANCES 





Mode! 7194N-3 
Special retail 
model; 6 col- 
umns; item coun 
ter, counter space 
7" x 9% 











a crew of rollicking 


Framingham, Mass. 
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TEXAS TRAVELERS CLUB NOTES 





By Fred Fenne, Correspondent 


Vacation time makes a scarcity of news but business 
must go on so, travelers coming and going, we are able 
to jot down a few little items. 

7 * - 

Jack Autry, of Wilson-Jones, made nearly a nation- 
wide trek recently when he moved from Sunny Cali- 
fornia to Glen Ellyn, Ill. 

* + ~ 

Ward Silliman, while on a trip to the Pacific Coast, 
was Called to his old home town, Buffalo, by the recent 
death there of an uncle. 

* * * 

Willis Lowe, governor of this district, made a trip on 
association business to see Ex-Governor G. T. Bu- 
chanan in Wichita Falls. Plans are already under way 
for next year’s regional meeting in Dallas. 

* * * 

Guy Lowe, of Jackson, Miss., was a recent visitor 
in Chicago. 

* a * 

E. L. White & Company, Fort Worth, Tex., suffered 
a fire loss recently when the firm’s warehouse burned. 
A large stock of new office furniture was covered by 
insurance. 

x * + 

E. Cliff Wilson was a recent visitor in Dallas. We 
understand that the Wilson Stationery & Printing 
Company has been appointed distributor for the A. B. 
Dick Company’s Mimeograph. 

* a x 

A. B. “Lon” Storey, of Wilson’s, spent his vacation 
in California visiting his sons. Even out there he 
couldn’t stay away from business and visited nearly all 
the stationery stores in the vicinity. 

- ao *« 

Several Texas stationers traveled to Washington re- 
cently to attend the National Junior Chamber of Com- 
merce convention. Johnny Wright, of Tyler, is an 
official of the Texas group and he was accompanied 
by John Milberger, of Barnett’s, Waco, and Jim Vacek, 
of Oscar Springer’s, Galveston. 

* * ~ 

Royal Hogan, of Fort Worth Office Supply Company, 
spent his vacation in California. In case you don’t 
know, he is a brother of the famous golfer, Ben, and 
shoots a mean game himself, being city champion of 
Fort Worth. 


* a # 

The Baker Company, Lubbock, moved into its new 
building on July 15 and has completed plans for a 
business show on September 3 to 5. 

* * . 

Tom Conneely has moved from Dallas to his old home 
in Olean, N. Y. His address is 121 South Barry street. 
> * * 

No foolin’. The club roster IS on the press and you 
will receive your copy soon. 

‘~ _— 
THREE WEDDINGS IN ONE COMPANY 

As this issue goes to press we learn that no less 
than three happy members of the American Writing 
Machine Company (New York City) family have com- 
mitted or are contemplating matrimony “on or about” 
September 1. The news is reported as follows: 

Herbert Richard, Jr., will marry Catherine Zimmer- 
man at St. Mary’s Gate of Heaven church, Ozone Park, 
Long Island, on September 1. 


William Willever will marry Mildred Heitmann at the 
Lake 


Shrine of North American Martyrs’ church, 
Peekskill, N. Y., on September 1. 
A. E. Van Wagner will marry Margaret Libby at Star 


of the Sea church, York Beach, Me., on August 31. 





America’s 


SALES -” 


Greatest 


PROFIT 


Story for 1941 


Advertisements 
Well, 


Mr. Buyer! 
“superb craftsmanship”. 
for perfection of finish, 
rials. But there is an even more 


usually 


rave about “magnificent styling”, 


you know that no line excels Zephyr’s 
dependability of workmanship, luxury, fine mate- 


important reason why ZEPHYR HAS 


ESTABLISHED THE MOST PHENOMENAL SALES SUCCESS in recent his- 
tory. It is because every time Zephyr introduces an item it is something 


startlingly NEW and decidedly USEFUL. 


In other words, it is so unique 


that it stops people just by its originality, intrigues them so they must 


examine it, and then appeals to 


that people want. 
now! 


g JL 
ROLODEX 


The first really NEW idea for 
memo sheets ever presented—com- 
plete with 230 3”x5” sheets en- 
closed in stunning Bakelite case— 
one motion of your hand on the 
a sheet is in your fingers. 
neatness, cleanliness, 


roller, 
Now—new 
convenience! 


BLACK 
$1.29 


WALNUT 


or 
BURGUNDY 
$1.50 


IVORY 
2.00 


Fe te 
THERMODEX 


A perfect 2-in-1: fine quality guar- 


anteed fountain pen and always 


reliable, instantly readable, dial 


thermometer. Attracts because it's 
different, 


beautifal, 


appeals because it's 


sells because it's so 





very useful. Constructed 
throughout for cer- 
tified life 


wear. Distinctively 


-time 


packed, individual 


boxes. BLACK or 
WALNUT — 81.50 

IvVORY— 
$1.85. 


them 
develops sales by creating not just merchandise but “idea-merchandise 
For the sake of your profit, 


Zephyr 


” 


so they must buy it. 


check into this completely, 


Fephye 


AUTODEX 


Push the button—pop! there’s your 
page. The trade's most famous item 
—unmatched usefulness, conveni- 
ence, dependable sturdiness .. . en- 
nearly a million users. 
7 magnificent new colors (Hammer- 
tone bronze, blue, silver, green; 
Egyptian 
Deep 
Burgundy; All 
American — 
white, 
blue and wal- 
mut at $1.50 


jeyed by 


Creen; 






re d, 


° Ivory 
$2.00 
Black $1. 29. 


soli 
ROLACARD 


Now—new cleanliness, neatness and 
the speedy efficiency of “touch con- 
trol” action for business and call- 
ing ecards. Thumb the reller—your 
Fits vest pocket or 
15 to 20 ecards. UN- 
BREAKABLE 


Shipped in 


eard is out. 
purse, holds 
plastic. 
assorted 


colors, every doz- 


>_> ~ en in at- 


cS. tractive 
7" —— : “4 box. 50¢ 
ene em ~ 


Each. 





display 


ZEPHYR AMERICAN CORPORATION 


NEW YORK CITY 


31 WEST 47th STREET 


Dept. O 





31 W. 47th St. Dept. O. 


Gentlemen: 
way please 
your Portfolio. 
Name 


Firm 


Address 





City State 


ZEPHYR AMERICAN CORPORATION 


New York City 


Without obligating me in any 


send at once my free copy of 
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(Highest Grade) 


ST eMC ILS 


Exactly as the name implies, Styleotype Sten- 
cils set a new style, a new standard of value 
in stencils. The ease of stylus operation, their 
adaptability in cutting on the Noiseless as well 
as standard typewriters and the dependable, 
beautiful copies that Styleotype stencils produce 
explain why “Styleotype stencils create their 


own repeat demand.” 





RED FEATHER STENCILS 


(Commercial Grade) 


Precision built. Accurately mounted on timpkin oiled 
backs. Designed for the user who desires good quality 
work for the lowest unit cost. 

Years of stencil making experience; the newest type 
of especially designed machinery; a modern, air-condi- 
tioned and temperature-controlled plant are the reasons 
that all Red Feather products give uniform results and 
satisfactory performance under all climatic conditions. 


RED FEATHER PRODUCTS LTD., 
431 Bush Street, San Francisco, Calif. 


Makers of ‘‘Styleotype’’ and ‘‘Red Feather’’ Stencils, 
Duplicator Inks, Type Cleaner, Correction Fluid, etc. 


Write for Dealers’ Discount Sheet 
and illustrated descriptive Catalog, 


No. 41, today 


Red Feather Products 
Make a Good Impression! 











OFFICE APPLIANCES 


MITTAG & VOLGER CHICAGO BRANCH MOVES 

The Chicago branch of Mittag & Volger, Inc., Park 
Ridge, N. J., last month moved to the third floor of a 
building at 82 West Washington street. The new quar- 
ters have approximately five times the floor space of 
the former offices which were opened last February. 
New cutting machines have been installed which, to- 
gether with the increased working space, will enable 
the branch to offer better service to its customers in 
the Illinois and Wisconsin territory, according to 
Branch Manager C. B. Doyle. 


—- ¢ 





THERE’S GOLD IN THAT THERE WRITIN’ MACHINE.—And no 
fooling. Being delivered at headquarters of the Royal Type- 
writer Company, Inc., is a gold typewriter which is to be 
delivered to Vice-President M. V. Miller who is celebrating 
his tenth anniversary as the man in charge of Royal sales. The 
machine has been specially finished in gold by Cartier, Inc., 
and bears the engraved names of 800 salesmen who qualified 
for this privilege of paying tribute to their chief. After the 
presentation the machine will go on a tour of the United 
States and will be the feature attraction in a number of busi- 
ness shows and exhibits. 


——- — 


“WHO ARE THOSE BOYS?” 

Boys who have risen to great things from humble 
ranks in the store of John W. Graham & Company, 
pioneer stationery and paper house of Spokane, Wash. 

those whose first rung of the ladder of success 
stemmed from the rooftree at 707 Sprague avenue in 
the metropolis of the growing Inland Empire—have 
their “honest features” currently shining forth from 
the window of Graham’s Sprague avenue entrance. 

Notable among the group are Hon. Lewis Schwellen- 
bach, now United States senator, whose many bills and 
actions in the United States Senate have been filling 
national news headlines. He was once one of the ambi- 
tious little lads working for the big Spokane house 
still headed by John W. Graham, who is one of the 
outstanding pioneers still in the stationery business in 
the Pacific Northwest and who is shown with the group 
of youngsters. 

With them are Ludwig Reuh! and A. S. Dunn, former 
head of the magazine department of the John W. 
Graham organization. These have already been iden- 
tified as among the group, but the company has sent 
out an “SOS” call to customers, or passersby, or resi- 
dents, to drop in and kindly identify those boys who 
worked for Graham’s approximately thirty-five to 
thirty-eight years ago, and are now in the “Forging 
Forties,” where life was once said to begin. 

“We are anxious to know who all shown in the photo 
may be,” states the management. “This photo shows 
twenty-two of Spokane’s outstanding newsboys of the 
day. We wish again to get acquainted with our news- 
boys. Can you help us?” 

Showing that Graham’s has been the alma mater 
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arker Has Spent More Than 


MILLION DOLLARS 


to put into Parker Pens and Pencils 


an ingredient that your eye cannot see 


Ne ERE are two kernels of corn 


1 = that look much alike. But. if 


you plant them, results will be vastly 
different. 

For kernel No. 1 is the seed of costly, 
scientific cross - breeding it is hybrid 
corn. Kernel No. 2 is ordinary corn. 

The hybrid kernel will grow a tall, 
sturdy stalk, flourish through long dry 
spells, and repel the attacks of smut and 


other ravages that devastate ordinary crops. 


Finally, when you husk, the hybrid corn 
will yield you a bumper crop. 

In these respects, Parker Pens are like 
hybrid corn. 

You can lay one out and look at it, take 
it apart, and examine it under a micro- 
scope, but youreye will never see the price- 
less ingredient with which it is ingrained, 

This invisible ingredient is its Sales 
Potential. It’s the hidden Power that 


makes the Parker produce a bigger y ield in 
delighted customers, increased store traffic, 
and a bumper crop of bankable dollars. 

To pack Parker Pens and Sets with this 
dynamic Sales Potential, we have first 
created the best looking pen and the best 
pen functionally that the world has ever 
been given. And we have also spent more 
than 14 million dollars in advertising! 

It is this Sales Potential, unseen though 


it may be, that stops people in front of 


your windows when you display Parker. 


[t's what brings them to your store when 
you advertise that you feature Parker. 

It’s what brings them to your counter 
when you display Parker Pens and Sets in 
the beautiful Parker Da-Lite Case, and 
put the name “Parker” in lights above it. 

It’s what makes people proudly display 
their Parker Pens and Pencils to friends 


and associates. 


It’s what brings customers all year 
round to your store for Parker gifts for 
Birthdays, Weddings, Graduation — all 
gala occasions—and for Parker Pens and 
Pencils for school, business, and social cor- 
respondence, and for Christmas presents. 

Yes, Parker Sales Potential is the price- 
less invisible ingredient that no other pen, 
and that few other articles known to trade, 
have so much of. It’s the difference be- 
tween hybrid corn and ordinary corn. 


And we keep this Power alive, and ever 
vigorously at work for you by friend-to- 
friend enthusiasm and CONTINUOUS 
ALL-YEAR ADVERTISING! 


You, Mr. Retailer, can help yourself 
to the dividends from this 1/4 Million 
Dollar Investment in Parker Sales Poten- 
tial — it only remains for you to decide 
how much you want. The Parker Pen 


Company, Janesville, Wisconsin. 





Parker Vacumatic Pens are sold by the maker direct to the authorized RETAIL trade exclusively 
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“MASTER GRADE” 
UNDERWOODS 


have what it takes 
Eye appeal—and how! And they are every bit 





as good as they look from cover to frame— 
ready to give your customers years of trouble- 
free typewriter performance. You just can't 
beat these ''Master Grades" for real honest-to- 
goodness typewriter value. They are worth 
every cent you ask for them and then some. 


THE 


WHOLESALE TYPEWRITER COMPANY 





Leading Stationers and Typewriter Deal- 
ers feature MASTER GRADE UNDER- 
WOODS end make the most money. 155 SIXTH AVENUE NEW YORK, N. Y. 


CABLE SALETYPE 








Gor Ligger and Aetler Lusiness on Desh Sets this Chrisimas 















x Anew Aandi-nen display 


With new features, the tip-in-ink Handi-pen comes into its 
f own this Christmas. A full-page advertisement in TIME 
. A new handi-nen set for December 2 (out November 28) presents almost the 


ij . ° 
# full line — 10 models — in actual colors, to your best cus- 


tomers. Included is the new, handsome HP-660 illustrated 


* 4 nd d f u -CO0 or pa g e / at left. You also get the new display below — designed to 
in TIME 


build your prestige and profits . . . Handi-pen is ripe for 
heavy selling. Here is power to make it move — and put 
money into your till. Write for special holiday promotion 
folder. Sengbusch Self-Closing Inkstand Co., 
915, Sengbusch Building, Milwaukee, Wis. 













Interchangeable panels 
for special retail 
seasons. 
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HP-660 — Utility plus beau- 
ty of design. Walnut finish 
base. Colorful plastic trim 
— metal ornament suitable 
for initial engraving. 
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of Many a young business man, and that the firm is 
anxious to reach out a friendly hand, and extend 
auld lang syne, or at least renew acquaintance with 
those ambitious youths who were early identified with 
the expanding stationery store, is the new move of the 
stationery house on Sprague avenue. 

Appealing to passersby and friends, the store is 
exceedingly anxious for identification of the little 
fellows, many of whom are now holding down respon- 
sible positions in a very shaky world.—CML 

eS Oe ae eee 





SALESMEN 


WITH SUGGESTED RESALE 
PRICES AND DISCOUNTS 
FOR CONSUMERS OMLY 








MITTAG & VOLGER 
~—< 


Principe! Office nd Factory 
PARK RIDGE, NEW JERSEY 


id 


MITTAG & VOLGER PRODUCES SALESMEN’S GUIDE AND 
REFERENCE.—The multiplicity of items manufactured by a 
large ribbon and carbon company is hardly realized even by 
those in the industry, so Mittag & Volger, Inc., Park Ridge. 
N. J., has attempted to demonstrate this between the covers 
of a book which is entitled “The Salesmen’s Guide and Ref- 
erence.” The book is pocket size and durably covered and 
gives the whole story in black and white. Dealers interested 
in this compilation should write M. & V. for further particulars. 











nn 


OVERLOOKING THIS GOOD BET FOR 
GOOD BUSINESS? 

As one salesman put it, “Some of the factory office 

managers in a large organization use a great deal more 

office supplies and equipment than many small plants.” 


ARE YOU 


This is, of course, true when one remembers that many | 


departments number 500 to 600 men in them, and 
naturally the office end of it is quite sizable. 

It is hard for a salesman to see the office managers 
of the various departments in a large plant, because 
the purchasing agent places the orders and salesmen 
usually have to see him. Don’t forget, though, that the 
various offices throughout the plant are the ones that 
will eventually use the supplies, equipment, etc. The 
individual office managers are responsible for their 
particular department, and are always on the lookout 
for ways to improve their methods. 


To see the factory office managers requires the best | 


kind of salesmanship, but the salesman who achieves 


it and gets a close contact with the ultimate users of | 
his products will do a good business through their | 


efforts in his behalf, and the company will be defi- 
nitely benefited through this association. 

Through a direct contact of this kind, an office sup- 
ply and equipment salesman once reported: “This con- 
tact direct with a factory office manager was the only 
advantage I had, but I got an order for two files, two 
metal desks, a table and a stationery cabinet, and the 
end is not yet, because I have made a friend who will 
give me future business.”—-DB 
—-. 

OFFICE FURNITURE ORDERS ON INCREASE 

The United States Department of Commerce reports 
that new orders for steel office furniture, excluding 
professional or store types, during the first six months 
of this year reached a total of $13,237,331, as against 
a total of $10,740,921 for the similar period of 1939. 
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TECHNYGRAPH RAINBOW STYLI 


@ A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


od 


@ 29 DIFFERENT 
STYLI, including ball 
points, leop, wheel, 
and shading. 


@®FEATHER.- 
WEICHT, bright-hued, 
non-breakable, 

fading Lumarith. 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 
and keep clean. 


—_—— 
= 


n= 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 
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@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 
page broadside show- 
ing the styli in actual 
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STYLI TIPS ARE & 


CADMIUM-PLATED © 
size and color. 
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THE NEWEST! 














MODERN offers a new desk pad and pen set at a 
price within reach of the majority of your customers. 
Made of durable brown imitation leather with a hinged 
top on which fits a handy pen or pencil holder. Each 
pad is equipped with a guaranteed life-time pen or 
mechanical pencil. The pads are perforated and easily 
refillable with a patented easy-sliding binding. 

Individually boxed—retailing at $1. 
Write for complete details and 
very attractive dealer discounts. 


MODERN Desk Pad Mfg. Co., Inc. 


118 W. Hubbard St., Chicago, III. 























SUUTHWORTH 


TYPEWRITER PAPER 


_ sates —— 
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mean 


is a line that has insured 





‘ 


| “user satistfaction’’ for 


than half a century 


more 








SOUUTHWORTH COMPANY 


| | ESTABLISHED 1839 


WEST SPRINGFIELD, MASS. 
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| Modern Voting Equipment 
| made by 


| hi DOUGLAS MANUFACTURING CORPORATION 
1 CRETE, NEBRASKA 














Model B—4 stall Annex type booth 
Roomy, sanitary booths 
Easy to put up and take down 
Steel Frames with Canvas Curtains 





Steel sided Folding Booth. Any number 
of annexes may be attached. 
e 


Round and Rectangular Ballot Boxes 
with Non-stuffable Lids. 


Cash in on this well known fast selling 
line, as there will be large quantities of 
this equipment purchased for the coming 
elections. 
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OFFICE APPLIANCES 


N. T. O. M. D. A. REGISTRATION 
Presented herewith is the registration recorded last 
month at the annual convention of the National Type- 
writer & Office Machine Dealers Association. The list 
was not available at the time of going to press with 


the August issue. 


A 
Adler, Leo W., Cleveland Calculat- 


ing Co., Cleveland, Ohio. 

Ames, 
Chicago, II. 

Ames, Mrs. H. R., Chicago, IIl. 

Anders, R. W., Ames Supply Co., 
Chicago, III. 

Anders, Mrs. R. W., Chicago, IIl. 

B 


Bircher, Catherine, Shipman-Ward 
Mfg. Co., Chicago, Iil. 

Bogdanffy, Anna, L. I. Typewriter 
Co., Rockville Center, N. Y. 
3oyce, J. L., S. L. Ewing Co., 
Dallas, Tex. ° 

Bret, Walter E., International 
Office Appliances, Inc., New 
York, N. Y. 

Bulmer, W. J., Bulmer Typewriter 
Co., Windsor, Ont., Canada. 

Burns, D. L., Mansfield Typewriter 
Co., Mansfield, Ohio. 

Burns, Mrs. D. L., Mansfield, Ohio. 

Burns, Joseph A., Goldsmith Bros., 
Norwood, N. J 


Burns, Tolman, Mansfield Type- 
writer Co., Mansfield, Ohio. 
Burns, Mrs. Tolman, Mansfield, 
Ohio. 


Carr, George, Carr Typewriter Ex- 
change, Great Neck, N. Y. 

Casmas, Daniel, Dictating Machine 
& Record Co., New York, N. Y. 

Conn, Thomas J., Hanna Type- 
writer Co., Cleveland, Ohio. 

Conn, Mrs. T. J., Cleveland, Ohio. 

Cooper, Frank S§S., Codo Mfg. 
Corp., Chicago, IIl. 

Coumbe, J. G., Shipman-Ward 
Mfg. Co., Chicago, Il. 


— I. H., Dawson Typewriter 
, Cleveland, Ohio. 

Pay Jack., Dean Typewriter Co., 
Detroit, Mich. 

Doyle, Jack, Doyle Typewriter Co., 
Kansas City, Mo. 

Durand, S. E., Reliable Typewriter 
& Adding Machine Corp., Chi- 
cago, IIL. 

Diviaczky, Eleanor, New York, 
B..- 

De Olazarra, Luis, Shipman-Ward 
Mfg. Co., Chicago, IIl. 

DeGroot, Earl T., DeGroot Type- 
writer Co., Kalamazoo, Mich. 


E 
Ellis, E. E., Sr., Underwood Elliott 
Fisher Co., Marston, Mo. 
Elmer, L. D., Economy Typewriter 
Service, New York, =: 


F 
Farrell, Glenn S., Allen Calculators, 
Inc., New York, N. Y. 
Farrell, Marion, National Type- 
writer Co., Hartford, Conn. 
Fenske, Fred J., Fenske Business 
Equipment Co., Bay City, Mich. 
Ferary, J. Typewriter Store, 
Inc., Syrecune, i # 


Ferary. J. J., Syracuse, N. Y. 
Ferniak, C. S.. Mansfield Type- 
writer Co., Mansfield, Ohio. 

Fotis, G. W., 


Remington Rand, 
Inc., Buffalo, N. Y. 


G 

Gilbert, J. A., Office Appliances, 
Chicago, IIl. 

Gilbert, Mrs. J. A.. Chicago, II. 
lassman. E. A., City Typewriter 
Co., Rochester, N. Y. 

Glassman, Mrs. E. A., Rochester, 
N. Y¥ 


Goodchild. Mrs. Eva, Salem Type- 
writer Exchange, Salem, Ohio. 


Graff. S., Speed-O-Print Corp., 
Chicago, Il. 
H 
as J. M., Remington Rand 
. Buffalo, N. :# 
a ty W., Remington Rand 


Inc., Chicago, Ill. 

Hancock, E. F., Remington Rand 
Inc.. Cleveland, Ohio 

Harwitz, Marcus. Regal Typewriter 
Co., New York, N. Y 


new Pos Wholesale Typewriter 
New York, Y 
Heine’ F. H.. Heier Office Ma 


chines Co’, Benton Harbor. Mich. 
Hendershot, N. J.. Regal Type- 

writer Co., New York. N. Y. 
Hermann, E. E., Hermann Type- 
writer Co., Battle Creek, Mich. 





H. R., Ames Supply Co., 


Hiles, S. J., Remington Rand Inc., 
Buffalo, , £ 

Hoffman, J. P., McTaggart-Hoff- 
man Co., Port Huron, Mich. 

Holzer, Lavina, Alliance Typewriter 
Co., Alliance, Ohio. 

Hostettler, Don T., Hostettler 
Typewriter Co., Ashland, Ohio. 
Huff, R. V., Remington Rand Inc., 

Buffalo, N. Y. 
age, M. J., Miller Huggins 
Anderson, Ind. 
Humphrey, Harry, Humphrey Type- 
writer Co., Detroit, Mich. 
Hutter, Samuel, Checkwriter Co., 
Inc., New York, N. Y. 


J 
Jackson, J. L., Victor Adding Ma- 
chine Co., Chicago, II. 
Johnson, A., Shipman-Ward Mfg. 
Co., Chicago. 
Jones, F. A., Jones Typewriter & 
Business Furniture Co., Madison, 


Wis. 
Jungbluth, Clyde, Underwood EI- 
liott Fisher Co., New York, N.Y. 


K 
Karle, John, * ames Mfg. Co., Roch- 
ester, N. 
Katz, ater c. Cleveland Type- 
writer Co., Cleveland, Ohio. 
Katz, Mrs. H. C., Cleveland, Ohio. 
Ketcherside, Floyd, Buckland-Van 
Wald Co., Detroit, Mich. 
Ketcherside, Mrs. F., Detroit. Mich. 
Kimball, O. F., Lansing, Mich. 
Kohl, Mrs. Katherine, Grosse 
Pointe, Mich. 
Konrath, J. J., Royal Typewriter 
Company, Inc., Dallas, Tex. 
Knapp, G. C., Detroit, Mich. 
Knapp, Mrs. G. C., Insurance Ex- 
change Bids., Detroit, Mich. 
Krause, C. , Jr., attorney, New 
York, N. 
os Mee ‘C. F., New York, 
Kretchmer, Otto. Peerless Key- 
Imperial Mfg. Co., Newark, N. J. 


L 
Lafferty, Mr., rege egg Elliott 


nif} Co., New York, 
LaHiff, J. A., J. E. Albright & Co., 
New Pork: N. 


Langlois, R. A., Royal Typewriter 
Co., Detroit, Mich. 


Laurence, Gordon, Allen Calcula 
tors, Inc., New York, N. 
Lewis, W. H., Royal Typewriter 


Co., Inc., Detroit, Mich. 

Lyons, J. Arthur, Reliable Type- 
writer & Adding Machine Corp., 
Chicago, Il. 

Loser, John, Noiseless Writing Ma- 
chine Service Co., New York, 


N. Y. 
Loser, Mrs. E., Brooklyn, N. Y. 


M 

Marran, Mrs. M. J., Ames Supply 
Co., Detroit, Mich. 

Marshall, E. J., Allen Calculators, 
Inc., New York, N. 

Mathewson, M. P., Palmer House, 
Chicago, II. 

McAllister, —, Geyers-Topics, 


New York, 
McCormick, John ¥. L. C. Smith 
Corona Typewriters, Inc., 

Syracuse, N. 


McCormack we ihe Cloyes Gear 
Works, Cleveland, Ohio. 

McDonough, |. L., Roval Type- 
writer Co., Chicago, IIl. 

McHale. E. J., Peter Paul Service, 
Inc., Cincinnati. Ohio. 

McKeag, David, Pittsbureh, Pa 

McKeag, Mrs. David, Pittsburgh, 


a. 
McKee, G. E., Royal Typewriter 
Co., Detroit. Mich. 

Metzger. W. A.. Royal Typewriter 
Co.. New York, N. Y. 
Mitchell. J. C., Mitchell Office 
Fauinment Co., Pontiac. Mich. 
Mitchell, Mrs. J. C.. Pontiac. Mich. 
Monahan Jerry, Monahan Type- 

writer Co. Detroit. Mich. 
Monahan, Marjorie, Detroit. Mich. 
Mooney. J. T.. Ames Supply Co., 
Detroit. Mich. 
Morrill, O. D.. Ann Arbor, Mich. 


N 
Nestor, I. J., Nestor Typewriter 
Exchange, Detroit, Mich. 
Nestor, Mrs. I. J.. Detroit, Mich. 
Novak, R. A., Ohio Business Ma- 
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SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 





MODEL Wit 
AUTOMATIC 36% 


HAND FEED > 95% 










Mew 


SPEED-0-CABINET 


> 9) 0 




















Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficiently give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 


has made it over all "the dup- 





licator in demand.” 


ED-0-PRINT CORPORATION 


MICHIGAN AVENUE, CHICAGO, ILLINOIS 
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chines Co., Cleveland, Ohio. 
Novak, Mrs. R. A., Cleveland, 


io. 
Novak, Robert, Chicago Office Ap- 
pliance Co., ——" Ill. 


O’Connor, James, Regal Typewriter 
Co., New York, Y 
O’Connor, Mrs. 
chelle, N. Y. 
Olson, O. A., Typewriter Service 
Co., Detroit, Mich. 
Olson, Mrs. H. E., Detroit, Mich. 
756—6 solid—8-21 hit 


James, New Ro- 


P 
Palmer, C. O., Palmer Typewriter 
Co., Toledo, Ohio. 

Penn, Jacob, New Rochelle, N. Y. 
Peters, A. W., Peters Office Equip- 
ment Co., Battle Creek, Mich. 
Pfahl, E. R., Adding Machine Sales 

& Service Co., Cleveland, Ohio. 
Pohl, Anton P., Jr., New York, 
N 


Preston, R. H., Preston Typewriter 
Co., Knoxville, Tenn. 

Purvin, Sylvia, Brooklyn, N. Y. 

Purvin, William, Superior Type- 
writer Co., New York, N. Y. 


R 
Rehm. W. J., Detroit, Mich. 

Retz, Muriel, Pearl River, N. Y. 
Rice, J. M., Dictating Machine & 
Record Co., New York, N. Y. 
Riendl, Tom, Peerless Key-Imperial 

Mfg. Co., Detroit, Mich. 
Riendl, Mrs. Tom, Detroit, Mich. 
Ritchie, R., Office Appliances, Inc., 
New York, N. Y. 
H. H., L. C. Smith & 
Syra- 


Rodecker, 
Corona Typewriters, Inc., 
cuse, N. Y. 

Rodecker, Mrs. H. H., Syracuse, 
) me 4 

Rooney, Frank, Wholesale Type 
writer Co., Chicago, III. 

Rugers, Mrs. L. J., Portage Type- 
writer Co., Akron, Ohio. 

we 


Schlecht, A. .. Typewriter & 
Supply Co, Cleveland Ohio 

Schliebner, R. V., a Rand 
Inc., Buffalo, N. 

Schroeder. Hank, a Rand 


writer Co., Pittsburgh, Pa. 
— Mrs. W. R., Pittsburgh, 
Showers, Dick, Indiana Cash 
Drawer Co., ager A Ind. 
Showers, J. , Indiana Cash 
Drawer Co., Sisib ie Ind. 
Showers, William, Indiana Cash 
Drawer Co., Shelbyville, Ind. 
Snyder, E. Wholesale Type- 


writer Co., Detroit, Mich. 
Snyder, Mrs. E. W., Detroit, Mich. 
Snyder, Tim. Allen on 
Inc., New York, N. 
Snyder, Mrs. Tim, New York, | eX 
Stemp, Stanley, Stemp Typewriter 
Co., Madison, Wis. 
Stepke, Emma, Detroit Typewriter 
Co., Detroit, Mich. 
Stifter, John, Allen 
Inc., Detroit, Mich. 
Stcht, Mr. 
Stratton, E. M., 
. Equipment Co., 
Y. 


Calculators, 


Adding Machine 
New York, 


Sullivan, T. J.. CWS Typewriter 
Service, Columbus, Ohio. 
Swain, Marvin D., American Writ- 
ing Machine Co., Detroit, Mich. 
3 


Taylor, Mrs. Jessie, Globe Type- 
writer Co., New York, N. Y. 
Thomas, Harold, Sables, Inc., De- 

troit, Mich. 
Thomas, Mrs. H., Detroit, Mich 
Tough, William, Highland Type- 
writer Co., Detroit. Mich. 


Treanor, James, Peerless Key-Impe- 
rial Mfg. Co., New York, N. Y. 
Vv 


Charles, Buckland-Van 
Detroit, Mich. 

Veemhuis. Ed., Heier Office Ma 
chines Co., Benton Harbor, Mich 

Vincent, Irwin, Western Typewriter 
Co., Topeka, Kans. 


Ellen, 


Van Wald, 
Wald Co.., 


Waedekin, Mrs. Milwaukee, 
is. 
Waedekin, J. O., American Writing 
Machines Co., Milwaukee, Wis. 
Waltz. F. C.. Waltz Typewriter & 
Adding Machine Co., Cincinnati, 
Ohio. 

Ward, James P., Reliable Tyne- 
writer & Adding Machine Corp., 








Chicago, Ill. 
“The Office,” 


Schulhof, William, 
New York. N. Y. 

Underwood Elliott 

Detroit. Mich. 


Shay, Dick, 
Fisher Co., 
Sheehan, J. J., Office Appliance 
Co.. Providence, R. I. N.Y 
Shilling, W. R., Fort Pitt Type- Wyatt, Mr. 
—a ed 


Chicago, Ill. 
Whitmer, C. I.. Tyvewriter Ex 
change Columbus, Ohio 
Wittekind, A. H., New York, N. Y. 
Wittekind, Mrs. A. H., New York, 





SUPERSINE FILLING HOUSING PROJECT ORDER 


The Supersine Company of America, 200 Murray 
street, Fort Wayne, Ind., is at present filling a large 
order for house numbers and street signs to be used in 
the Gonzales Gardens housing project in Columbia, 
S. C. The company’s products are known throughout 
the country, its street name plates being standard 
equipment in the city of Lafayette, La., and in some 
sections of Lake Charles, La. 

oa 7 ~ 
M. & V. PLANT IMPROV EMENTS NEAR COMPLETION 

Several new additions and improvements to the Park 
Ridge, N. J., plant of Mittag & Volger, Inc., are rapidly 
nearing completion. Because of its large foreign and 
domestic volume the company has long found a need 
for much additional floor space to add materially to 
both production and administrative facilities. This 
will be available when the work is finished. 

—_————_o—= 
BRADY TO REPRESENT FRIDEN 

R. B. Brady, of Denver, Colo., for Many years con- 
nected with the calculator field, last month was ap- 
pointed distributed for the Houston, Tex., district by 
the Friden Calculating Machine Company, San Lean- 
dro, Calif. He will maintain headquarters at 1108 Union 
Trust building, Houston. 

a tie 

PUTNAM VISITS WEST COAST FOR WEBSTER 

Walter P. Funk, manager of the F. S. Webster Com- 
pany’s San Francisco office, last month was host to 
Lon Putnam, manager of Webster’s New York Office, 
during the latter’s first visit to the Pacific Coast—SS 









Visible 
Ink Supply 


The Esterbrook No. 404 
DIP-LESS DESK PEN SET 
Is Really Turning in Sales 


New, streamlined beauty. Completely visible ink 
supply. Complete choice of famous Esterbrook 
writing points. Writes a full page of manuscript 
without re-dipping. Holds an ink supply that often 
averages a year’s normal use. Display the Dip-Less 
Fountain Well for just a ten-day test. When you 
see how they sell themselves, we warrant you'll 
make them a permanent feature. 


THE ESTERBROOK PEN COMPANY 
N. J., 


Teronto, 


86 Cooper Street, Camden, or The Brown Brothers, 


Limited, 


bsteuts 


Canada 
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Everybody likes fresh, crisp, clean cut WARSHAW 
Index Cards in their protective Cellophane wrap- 
ping. Users know they are always just like the day 
they left our factory. Dealers appreciate their sell- 
ing appeal and the fact their stock depreciation is 
practically nil. Made by fully automatic machinery 
—all four edges rotary cut, perfect margins and 
ruling —WARSHAW Index Cards are a real buy 
for the money. 


Sell WARSHAW Index Cards to all your customers 


now. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET, BROOKLYN, N. Y. 


ROLL LABELS REINFORCED MENDING TAPE 
GUIDES FOLDERS GUMMED INDEX 
INDEX CARDS PROTEX STICKONS TABS 
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1810 DIVISION AVE., S.. GRAND RAPIDS, MICH. 





OFFICE APPLIANCES 


BUSINESS SYSTEMS ENLARGING TORONTO PLANT 


Business Systems Limited, Toronto, are erecting an 
addition to their plant consisting of two story and 
basement of steel and brick construction. It will pro- 
vide them with 13,500 square feet of space which 
they have been badly in need of. Completion date 
is set for September 1—WAM 

And here, in the Chamber of Commerce, Hurt and 
Ten Pryor street office buildings, are housed a dozen 
direct factory branches, including such firms as the 
American Adding Machine Company, Dennison Manu- 
facturing Company, A. B. Dick Company, Dictaphone 
Corporation, Lyon Metal Products, Inc., National Post- 
age Meter Company, F. & E. Check Writer Company, 
and Royal Typewriter Company, Inc. 

Through these firms and offices is done most of 
Atlanta’s business in office furniture, equipment and 
supplies, not only for the city itself but for a large 
part of the Southeast.—JHR. 


————_o— 9 ——___—_. 





ROYALS MAINTAIN FLYING SCHEDULES.—Miss Bessie Wal- 
ters, of the International Airport of the Pan American Airways, 
Miami, Fla., helps keep flying schedules on her new Royal 
typewriter. Developing a high writing speed, Miss Walters 
can take dictation and paragraph letters directly on the ma- 
chine. Before being supplied with the new typewriter she used 
a Model No. 10 Royal for eleven years, but finds the Magic 
Margin of the new machine increases her speed in paragraph- 
ing. 
HELENA STATIONERS BECOME COWBOYS IN 
CHICAGO 

A. J. Fitzpatrick and Stanley Wilson of H. S. Thurber 
Company, Helena, Mont., were delegates to the na- 
tional convention of the Fraternal Order of Eagles 
which was held in Chicago, August 15-17. Both Mr. 
Fitzpatrick and Mr. Wilson are among the twenty- 
eight members of the Helena drill team which pro- 
vided an impressive part of the convention program. 
When not engaged in more serious activities they 
added to the color of the affair and of downtown 
Chicago by appearing on the streets in cowboy attire. 

Oo 

FITZ OPENS OKLAHOMA CITY OFFICE FOR McBEE 

James M. Fitz, representative for the McBee Com- 
pany, Athens, Ohio, has established an office at 563 
First National building, Oklahoma City, Okla. 

Mr. Fitz, who “opened-up” Oklahoma for McBee’s 
simplified accounting practices, reports a generous 
reception here for Keysort methods.—EVH 
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0 help YOU increase your sales of HIGGINS American Drawing Inks 


effective selling messages such as this advertisement appear regularly in Pencil Points, Professional 
Art Magazine, School Arts, American Artist, Industrial Arts, Scholastic and The Artist, plus 
specialized advertising in the student engineering papers of 40 leading universities from coast 
to coast. For 60 years architects, artists, engineers and draftsmen have insisted on Higgins. 
Keep up your stocks — place your order today, or write us for name of nearest distributor. 





















Higgins Drawing Board Paste Saves you time and trouble, for it 
is quick and sure to catch e Higgins Drawing Board Paste is simple 
and easy to use. For mounting drawing paper to make a “stretch,” 
apply smoothly and evenly to the margin of the board about one 

inch wide all around and then press the previously moistened 
paper down firmly and allow to dry. 

Its great strength and body hold the paper in perfect shape 
so that washes may be applied without danger of wrinkling or 
warping. For ease of handling and for better finished work, 
specify Higgins on your next 
order of Inks and Adhesives 
and ask your dealer for one of 
the new Higgins Color Wheels 
showing Higgins Inks actually 
applied on drawing paper. 


HIGGINS 


CHAS. M. HIGGINS & CO., INC. 
271 NINTH STREET, BROOKLYN, WN. Y. 




















the name that comes first 
to mind when one thinks of 


PUSH-PINS 
PUSH-LESS HANGERS 
MAPTACKS 
THUMBTACKS 


Every customer who enters your store is a regu- 
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lay Ca S a Many profitable sales can be made by simply 
D ispt*- piN> an placing these attractive MOORE Display 
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MOORE PUSH-PIN COMPANY 


113-325 BERKLEY SS ie PHILADELPHIA, PA. 
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SUCCESS DESK CALENDARS IN MODERN DESIGNS... 


Step up sales with these two attractive new desk calendars — styled for eye-appeal, made with 
practical features for year-round usefulness. Calendars are lithographed in red and black, show three 
months and large daily date . . . available in memorandum or appointment styles. 
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DE LUXE WALNUT BAKELITE BASE (at left, above) 
comes in 5" x8" and 4.x 67s" sizes; pad holes are slotted 
so sheets may be pulled out complete after loosening top 
screws. Tightening screws pulls up bottom plate, which 
keeps writing surface always at the same level. Base in- 
cludes handy pencil tray. 


SILVER-BLACK METAL BASE (at right, above) is die- 
stamped in two sections, joined together to form enclosed 
box without legs or projections. Available in 5” x8" and 
4x 6%" sizes; special 6'4"'x 10" base furnished for large 


appointment calendar. 
WRITE for complete SUCCESS line catalog and prices. 
You're invited to look over the complete SUCCESS line at Booth W9, NSA convention—don't miss it! 


COLUMBIAN ART WORKS, Inc. 


1024-1036 WEST JUNEAU AVENUE, MILWAUKEE, WIS. 





THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 





CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESISTANCE 
TO CURL make it the carbon paper preferred by busy 
users. 

Cleangrip combines all the desirable features of good 
earbon papers plus the highly important special features 
possessed by no others. 

It is profitable to the dealer as it brings new business 
and holds it against competition. 

DEALERS: Don’t overlook this business getter. Write 
for samples and prices. 





CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking 
Cleangrip Photo Offset Stormtex Silk 
Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Fisher Machines — 
Clean Pull Billing Rolls for 
. Burroughs Posting American 
gee Machines Reliance 
American Register Rolls ; 
Tally Rolls Ribbons for Address- 
Reliance aph-Multigraph 
Teletype Carbonized CSrS Pe meee 
Carbons in all Rolls Speedaumat 


weights and} Rolls for Elliott- : 
Addressing Machines | Dupligraph, etc., etc. 








finishes 





Special Rolls 











H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 


561 GRAND AVE. 


BROOKLYN, N. Y. 

















AUGUST, 1940 


HALL OPENS CORPUS CHRISTI STORE 

J. F. Hall, for the past twenty-three years connected 
with the typewriter industry in various capacities, has 
recently opened his own business at Corpus Christi, 
Tex., under the name of the Hall Typewriter Exchange. 
The new organization is located at 520 Starr street, 
and will feature Royal typewriters. 

Mr. Hall learned the typewriter business “from the 
ground up” while employed at Ponca City, Okla. Later 
he spent five years with the Underwood Elliott Fisher 
Company. 
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OTCHKISS 
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HOTCHKISS SHOWING AT WORLD'S FAIR.—This display of 
the Hotchkiss Sales Company, Norwalk, Conn., is being viewed 
by thousands of visitors to the New York World's Fair Business 
building. Combining motion with display of the actual stapling 
machines, this presentation receives considerable attention. 
The three Hotchkiss “Palmfit” models shown are the Zephyr 
101A, the lower-priced full size model 120A and the small 122A. 
The display also includes one of the Hotchkiss stapling ma- 
chines produced in 1890 and still capable of giving good 
service. 


Oe 9 
PRICE COMPANY IN NEW HOME 


The Price Company, one of the city’s oldest manu- 
facturing printers and stationers of Baltimore, Md., 
has recently moved from 23 South Calvert street to 
the southeast corner of Light and Water streets. The 
new premises will be open to receive trade, August 5. 
The move to the Water street property was occasioned 
by the need of greater floor space and more commo- 
dious quarters. The present property is an all daylight 
building; modern; with elevator service and 7,000 
feet of floor space. It is fitted out with steel shelves 
on concrete, wood, and linoleum floors. Modern fluores- 
cent system of lighting obtains, and the entire office 
equipment is of the Yawman and Erbe No. 640 Neutra- 
Tone gray. The Price Company is sole representative 
of “Y and E” in this territory—WRT 

I 
SECTION OF ATLANTA HOUSES SOUTH’S OFFICE 
EQUIPMENT FIRMS 

Unknown to many of the town’s residents, there 
is a small triangle in the downtown district of Atlanta, 
Ga., from which is done a high percentage of the city’s 
and the Southwest’s business in office supplies, ma- 
chines and equipment. This section is bounded by 
Peachtree, Houston, Ivy and Edgewood streets. 

About eighty per cent of all the office equipment 
placed in Atlanta and perhaps fifty per cent of all that 
sold in the Southeast is handled by firms located in 
this triangle, a section which might well be called 
the center of the Atlanta downtown district. 

In this area are nine leading office outfitting and 
stationery stores, including the Ivan Allen-Marshall 
Company, Bennett Printing & Stamp Company, Cari- 
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EFINITELY— 


Your Ve TO NEW 





STENCIL 
PROFITS! ¢ 





Times have changed! Tempo Film marks a new stencil era and hun- 
dreds of leading dealers agree. They know from experience now 
that new profits are possible because Tempo Film's streamlined ad- 
vantages meet modern needs. Tempo Film actually eliminates type- 
filling, type-cleaning, cut-outs and the costly waste of time, labor 
and materials known to the old-fashioned way. You can see why 
users cannot resist such advantages and why sales increase daily as 
more of the nation's largest users demand this new standard. And, 
briefly, you can see why Tempo Film can point Your Way to new 
stencil profits. |t's exclusive! Patent-protected! And, nationally 
advertised! 


Let us send you all the details while your 
territory may still be open... WRITE TODAY 


MILO HARDING COMPARY 


436 West Pico Bivd., Los Angeles, Cal. 
617 Commonwealth Annex, Pittsburgh, Pa. 







STENCIL 


FILM 








A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 
Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute, 
An ideal envelope sealer for the small or medium sized office, 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 

ALL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition. 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 
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FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 


The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


362 W. Chicago Ave. 593 Market St. 
CHICAGO, ILL. SAN FRANCISCO 











BINDERS 
Prem xe) Tih 





Exclusive Agencies 
AVAILABLE 


To established dealers in unassigned terri- 
tory, we offer a most interesting proposi- 
tion carrying full territory protection and 
an advantageous discount arrangement. 
The present CESCO Line represents a 


/ 
| 
| 
| complete range of record keeping equip- 


















ment—Binders and Forms for most every 
conceivable purpose. In addition to the 
| standard numbers, there are many dis- 
| + tinctive items, not available from other 
| sources. 
} 


SEND FOR CATALOG 


No matter what line you are handling, it will 
pay to investigate the CESCO Exclusive Agency 
Plan. Get prepared for the busy months ahead. 
Send for catalog and details. 


THE C.E. SHEPPARD CO. 


~ 4401-4429 TWENTY-FIRST STREET, 
IH Re) ice hie \ Daas Ae. A 
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thers-Wallace-Courtenay Company, Foote & Davies 
Company, John H. Harland Company, Horne Desk & 
Fixture Company, Office Outfitters & Office Supply 
Company. 

Here, too, is the great plant of the J. P. Stevens 
Engraving Company, located in the exact center of 
a city block because the late J: P. Stevens saw no 
need for buying expensive downtown street frontage 
to handle what was ninety per cent a mail order 
business. 


LEAVITT OPENS OWN BUSINESS 

F. H. Leavitt, formerly St. Louis district agent for 
the Marchant Calculating Machine Company, last 
month opened a business of his own under the name 
of the Office Equipment & Liquidating Company. The 
firm is located at 1126 Pine street, St. Louis. According 
to Mr. Leavitt the new organization will deal in new 
and used office machines and will carry a comprehen- 
sive stock. 


i 2 





COVER OF THE AIGNER CATALOGUE WHICH IS DESCRIBED 
ELSEWHERE 


—— > —__——. 


“HELPING PEOPLE BUY” 

Under the above title a new book on salesmanship 
and selling has recently been published by The Dart- 
nell Corporation, 4660 Ravenswood avenue, Chicago, 
and is priced at $2.50. 

Written by Eugene Whitmore, former salesman and 
sales manager, who spent twenty years interviewing 
and studying methods of successful salesmen whose 
achievements he describes in the volume, the book has 
the charm of rigidly avoiding “dry” and technical 
means of expressing its point. For this reason it is 
readable, interesting, and informative besides being 
highly constructive to the reader whether in the sales 
field or not. 

“Helping People Buy” is 254 pages in length and is 
divided into distinctive chapters with an index which 
clearly indicates the subject matter of the chapters. 
Another feature is a section which describes the bene- 
fits to be extracted from the book under a heading of 
“Ten Ways This Book Will Help You Build Your Busi- 
ness.” 

*—- © 
VAN DORN VISITS SAN FRANCISCO 

H. B. Van Dorn, sales manager of the Joseph Dixon 
Crucible Company, was a recent visitor in San Fran- 
cisco where, in company with Lloyd Wagner, western 
division manager, he made several calls on the trade. 
The company’s Bay City office is located at 444 
Market street.—SS 
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A DECLARATION 
OF INDEPENDENCE 


American business and 
industry need never 
again feel dependence 
on imported drawing pencils. 
A typhoon has set them free. 




















How? Because in a typhoon of super- 
heated steam a new form of graphite 
is created. It is matchless for pencil 
making. It is Typhonite, used by Dixon 
exclusively in making leads for Typho- 
nite Eldorado. 

The story of Typhonite—its purity 
its perfect size of particle—is being 
told to engineers, draftsmen and de- 
signers of all professions. 


Profit by backing Dixon’s 
Typhonite Eldorado Pencils by 
use of window and counter 
displays. 
NOTE: Write to Dept. 98-J9 for 
the Typhonite Eldorado window 


and counter display sets (free to 
distributors). 





Pencil Sales Department 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City, N.J 








RAVEN 


AND 


NATIONAL 


Lines of 
Carbon Papers 











Lines of ThicTATon SILK 
Typewriter AND 


Ribbons SUPREME 


Use the “Bueki”’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 
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Visit Our Display 
at N. S. A. 


You are cordially invited 
to inspect our display of 
autographic registers at 
the Fifth Five Centuries of 
Progress Exposition Sep- 
tember 23-26 at the Palmer 
House, Chicago, spon- 
sored by N.S. A. 


Our space is J=-2 
We are expecting you 


The Miami Systems Corporation 


2725-2735 Colerain Avenue 
CINCINNATI, OHIO 


























Blotter SALES Increase with 
SHOWBHLOTT, Jr. on the Joh 


The glass “show window” of this handsomely 
finished, streamlined cabinet displays the Wrenn 
Embossed Desk Blotters on its shelves so effectively 
that sales are automatic ... you merely wrap up 
the blotters and take the money! Initial stock 
turnover pays for blotters and cabinet. Stationers 
everywhere are enjoying quick blotter profits and 
repeat blotter business, thanks to Showblott, Jr. 


Write for complete information today. 


THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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NEW SALES and NEW PROFITS 


from Old Customers 


SELL FLUORESCENT 
THEM enera LIGHTING 









Executive Desk Model 
No. 868. At a New Low 
Price 


Perfect Light Control 
for the Desk 


The shade is scientifically 
designed to distribute the 
light over the greatest pos- 
sible surface. The Fluores- 
cent tube consumes only 
15 watts. 


Beautifully designed - 
Sturdily built—durably fin- 
ished in the new unique 
leather bronze finish. 








Make Fluorescent Lighting pay you new profits. Old customers 
and store prospects will thank you for suggesting General 
Fluorescent. A few days trial will demonstrate the increased 
efficiency and comfort to be derived from this modern illumina- 


tion. Here is the key to increased sales and with General 


Fluorescent you can outsell any competition. Write for com- 
plete details and dealer discounts 


OR PORATION 
MANUFACTURERS OF ELECTRIC PORTABLE LAMPS 


MUNCIE, INDIANA 














THE HUMAN ANGLE SELLS 
MORE PENCIL SHARPENERS! 









An extra effort on BOS- 
TON Pencil Sharpeners can 
double your profits on this 
item. Let your prospect 
sharpen pencils on the 
BOSTON Self Feeder No. 
4 and he will buy be- 
cause this model has a 
way of making the pros- 
pect feel very . 
clever. STOCK 
BOSTONS now. 
Get more te 
offer your cus- 
tomers: SPEED 
CUTTERS, 
LARGER MACHINES, MODERN METAL AND DESIGN, plus the only 
portable pencil sharpener. Examine BOSTONS and you can easily see 
who is the true leader, and where improvements have come in the past 
few sears. SEND FOR OUR NEW CATALOG. 
Cc. HOWARD HUNT PEN COMPANY, Camden, N. J. 





Manufactured by the 
Cc. HOWARD HUNT PEN COMPANY 
CAMDEN, N. J. Send for our latest catalog. 


BOSTON Self 
Feeder No. 4 is 
the original 
popularly-priced 
Self Feeder. 


Stock rstlon P. me Sharpeners 
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A Husky Fellow 
For Sales And 


\ a HEXO 
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Profits! 
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* Here’s the number for a grand cleanup—in sales 
for you—in satisfaction for your customers. It’s 
Weldon Roberts Eraser No. 1000. Erases crayon, 
charcoal, pencil. Takes dirt and smudges off gloves, 
white shoes, fabrics, wallpaper. Clean as a whistle! 
Quick as a jiffy! Feature it in two sizes—No. 1010 
—10c; No. 1000—S5c. 


Send for trial order or write 
for our complete catalog NOW! 


WELDON ROBERTS RUBBER CO., Newark, N. J., U. S. A. 
America’s Eraser Specialists 


Waldon Rotets Snare 


Correct Mistakes in Any Language 








300 NEW ITEMS 


IN A SINGLE YEAR 


















In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
| some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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tionery Company has 





Astoria, Oregon—P. G, Cosovich of the Astoria Sta 
been elected a director of the Astoria Chamber of Commerce for 1940 
This is a fine, progressive organization which is doing good work in helping 


the community.—NPS 


Blue Island, I11.—Hohman’'s Store, 13016 Western avenue, has recently 
completed an extensive expansion progranu ind now irries an extensive 


stock of office supplies and legal blanks as well as sporting goods and gifts. 
rhe interior of the store has been newly arranged and more stock space 


created. 


Boston, Mass.—A long-term lease has been signed by the Broadway 
Stationery Company on an entire building at 118 Summer street. It is a 
four-story and basement structure with a floor space of 16,288 square feet 
The deal was consummated through the office of William Pease O’Brien. 

Cincinnati, Ohio.—-The well-known stationery and office ipply firm of 
Redeker & Dick, Inc. has moved into new quarters on the first floor of the 
joard of Education building, 218 East Ninth street The move will give 
the company much additional space and up-to-date facilities. 

Farmington, Mo.—The Farmington Press, i4 West Columbia, has 
recently changed its name to the Press Printing & Publishing Company. 
C-Thru Ruler Company, forced by increasing 


Hartford, Conn.— The 
has recently moved 


business to seek more manufacturing and office space 
into new quarters at 390 Capitol avenue 
Formed to serve schools and school officials of Indiana 


indianapolis, Ind. 
Modern Supply Company 


through a staff of experienced salesmen, the 
233 West Georgia street by C. L. Rothermel. The 
salesmen who will represent the new firm are Dave Laycock, Indianapolis; 
Louis Candero, Indianapolis; Robert Secrest, Dunkirk; Leo Hindman, Fort 
Wayne; R. S. Brookie, Carmel; Jere Goodman, Linton; Harry Harvey 
Milltown; D. D. Secrest, Dunkirk, and George Buchanan, Plymouth 


Indianapolis, Ind.—Articles of incorporation have been filed with the 
secretary of state by the Indianapolis Office Supply Company, 352 Illino’s 
street. The company was formed to deal in office equipment and stationery 
with 1000 shares of common no par value capital stock. Incorporators 
are Harold Hampton, past president of the National Stationers Associa 
tion; Harry E. Morton, George W. Henderson, Alberty and Amelia 


W. Hampton.—EB 





Jackson, Miss.—Miss Annie Katherine Dement, whose father, Wallace 
I. Dement, owns and operates the Mississippi Stationery Company, has 
been appointed assistant librarian of the Millsaps College library here 
Ihe young lady, who is a graduate of Millsaps College, was formerly 
acting librarian at Centenary College, Shreveport, La., and is well known 
in social circles both here and in that city.—LDI 


man with the Southwestern 


Lawton, Okla...Eddie Bigsby is new sales 
Stationery & Bank Supply, 413 C avenue. He has been in training In 
the store for the past several months ind wil over the firm’s south 


eastern Oklahoma territory.—EVH 


Oklahoma City, Okla.—New outside salesman with Branham’s Inc, 301 
North Broadway, is J. R. Tomlinson, who for the past two years has 
operated his own office supply business in Dallas, Texas He recently 


sold the Dallas business.—EVH 
Oklahoma City, Okla.—Billy Photenhauer recently joined the sales force 


of the Standard Office Supply company North Broadway. Mr. Photen- 
hauer was formerly connected with the thing business for several 


years.—EVH 





Ponca City, Okla.—-Russell Martin, sale in with the Southwestern 
Stationery & Bank Supply, was recently assigned t travel the firm’s 
northeastern territory, including northeastern Oklal " 1 portion of 
western Arkansas and a portion of Missouri He |} established hi 
permanent heaquarters in Tulsa EVH 

Portland, Ore.—The following personne hanges have taken place at tl 
J. K. Gill Company, and announced by Richard Montgomery, assistant 
manager. Dick Whitehead, formerly with Smith Brother stationery, 
Oakland, Calif., has joined the mpany as salesman in the commercia 
stationery department Mrs. Velma McFadden has been put in charge 
of the sheet music service, succeeding Henri Arcand, wl has resigned 
Miss Jo Grannatt in the record department replaces Miss Betty Leu, who 
has been transferred to the music department ATW 

Portiand, Ore.—Barney May, president, Bushong & Company, announces 
that A. V. Wells has been advancd to the position of manager of the sta 
tionery and office furniture department Mr. Wells. who has been witl 
sushong for almost twenty-five years, will be eeded as representatiy 
for the Oregon territory by Jack L. Worthley, who has had long experience 
in all the branches of the business ATW 

San Francisco, Calif.__Parke Hicok and James Met < have recent 
established a new office equipment and supply business at 344 Bush street 
inder the name of Parke-James & Company Mr. H k is well-known 
as an office designer and decorator, while Mr, McCormick is a specialist in 
system installation and office efficiency layouts In additior 


completed several fine the Bay City, Mr. Hicok ha 
irrangement of many of the of is 





Sioux City, lowa.—The Verstegen Printing Company, 615 D 
one of the best-known printing and office mpanies in the sta 
announced that it has liquidated the ff ipply dey t 
confine its efforts solely to printing 
Toledo, 0.—The B. F. Wade Company, office DI ha 
the building at 2018 Adams street from liquidator t Ss 
rrust Company. The lease is for five years, with g ent yn ithe 
property to amount to $9,000. The building being f iit 
the needs of the company, now located at 1801 No. Fourteenth street.—AK 
Tulsa, Okla.—Harry Jackson, Palace Office Supply mpany, 611-f 
Soutl Boston avenue was among loca busine met! who recent 
irranged for a most unusual and s ssfu j t e Gra 
River Dam area, near Vinita, Ok wher 4 member f the Tul 
Chamber of Commerce made the trip via air nditior ait EVH 
Washington Court House, Ohio. Patt I k S ent I ed 
» larger quarter at 144 East ( t street ere etter wand af \ 
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Meet An Outstanding 
PROFIT-NAME 


Since before the turn of the century, 1895 to be exact, tke 
S. Brand ribbon has been making real profits for dealers 
and stationers throughout the country. 


But this is only one name in a large family of profit-makers, 
for we manufacture every type of inked ribbon on the market. 


You should learn more about this profit-line—it involves no 
expense or obligation—just write for our latest price list and 
free samples. 


‘‘A Ribbon For Every Machine—ACarbon For Every Purpose’ 


0. 


U. S. Typewriter ety Ribbon Mfg. C 


a PN 
Filbert at Tenth St. +> %4,U' Philadelphia, Pa 





Dealer Volume Profits 


Ss a constant ca‘! for these efficient office 
need Sales are steady throughout every month 
t year Dealers who carry the full line of 
signals, clips and tabs invariably reap a 


fying rewarl! 


Aiah 


STAINLESS STEEL 
FILE SIGNALS 


These signals never tarnish, and their 

enamel colors never chip or dull. Many 

exclusive patented features to interest 

your most critical customers! Types for 
| modern filing needs. Salesmen’s sam- 
e cards on request. 








"BULL DOG" LETTER 
PAPER CLIPS CLIPS "BURRO" INDEX TABS 


Something to sell wherever you call! 
THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION" 














OFFICE APPLIANCES 








CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
| DEALERS “~ STATIONERS 


Complete details on request 


ALLEN & COMPANY 
| DEPT. mw 

| 11-13-15 Vandewater St., 
New York, N. Y. 























SAVE TIME and MONEY! 
Modernize Your Present 

Check File Drawers INEXPENSIVELY 

by Installing ULRICH INSERTS 





This is an Ulrich Insert for Check File Drawer. Ulrich Inserts are 
made for every filing need. 


Inserts for Check File Drawers which can be installed in present 
equipment. Checks filed in this equipment are held vertical and 
guides are easily separated to suit space requirements. 

_ Information will be gladly furnished on Ulrich inserts for all 
filing needs in present equipment. Also Ulrich Sorting Trays. 


ULRICH PLANFILING EQUIPMENT CO. 
Jamestown, N. Y. 





MAIL COUPON 
TODAY 
for full details 


Ulrich Planfiling Equipment Co. 
Jamestown, N. Y. 
Gentlemen: 


Please send me information on the Ulrich World's Fastest 
Sorters and Inserts for all filing needs in present equipment. 





on a product Ns ath buses «naihth sa thane Roe e eh es 60s 
that has afield | “m= of Company 

a Street Address eeee ee . 

in every of- Ps <5 25% istx¥a, 2 eee 
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TYPEWRITERS 


Fort Smith, Ark.—O. B. Williamson, sales agent here for the Underwood 
Elliott Fisher Company, played host to a number of friends and business 
acquaintances last month. Among these were Pat Ryan, special represen- 
tative of UEF in New York; D. A. Sparks, UEF branch manager at Mem- 
phis, Tenn., and John R. Morris, of Russsellville, Ark. During his stay in 
the city Mr. Ryan gave a demonstration of the Underwood typewriter for 
the sales staff of Mr. Williamson’s office, while all of the visitors were 
delighted to renew acquaintance with D. ¢ 3aldwin, the local dean of 
typewriter salesmen. 

Fort Smith, Ark.—John O'Connor, until recently connected with the 
American Writing Machine Company at Dallas, Tex., has returned to this 
city where he is foreman of the repair department of the L. L. Brown 
Company, local representatives of L. C. Smith & Corona Typewriters Inc, 
He was welcomed home by a number of old friends who recall his entry 
into the typewriter business in Fort Smith fifteen years ago. 

Fort Smith, Ark.—Raymond Ellis, who is repair department foreman at 
the Little Rock branch of the Underwood Elliott Fisher Company, was a 
visitor here last month, renewing acquaintance with a large number of 
local typewriter and office machine men. Mr. Ellis, who began his career 
in the industry at Fort Smith, spent his entire two weeks’ vacation here. 

Oklahoma City, Okla..-M. E. Reynolds, who operates the American 
l'ypewriter Company, is moving his business half a block south, where 
he has leased a corner location in the Wright building at Second street 
ind Broadway. The new store room, which is 25 feet wide by 80 feet 
long, affords practically double the amount of floor space available at 
the old location, and has more than four times as much window display 
space. There are three large windows on the south facing Second street 
ind one large window on the front, facing Broadway.—EV 

Oklahoma City, Okla._W. P. O'Neal, owner of the O'Neal Typewriter 
Exchange, 405 West Main street, who was seriously injured in an auto 
mobile accident near Dahlhart, Texas, on July 27, is now at his home 
at 1732 Northwest Thirtieth street, reported immensely improved.—EVH 

Portiand, Ore.A. R. Harbord, Harbord-Rogers Company, who has just 
returned from a trip to the East coast, reported that he signed contracts 
with the Regal Typewriter Company while there for the exclusive distribu 
torship in Oregon and Washington for factory re-built Royal typewriters 

ATW 








ADDING MACHINES 


Oklahoma City, Okla.Sam K. Jones, who for the past seven years has 
been in charge of systems for the local branch of Remington Rand Inc., 
has resigned, effective September 1, to accept a position with the Con 
tinental Oil Company, Lake Charles, La. Mr. Jones had been connected 
with Remington Rand Inc. for eleven years. He was in charge of sys 
tems in Kansas City before going to Uklahoma.—EVH 








SDTHER MAT HINES 


Seattle, Wash.—Through W. E. Finzer of Finzer and Company, comes the 
innouncement that Charles B. Martin, formerly state chairman of the 
Ditto division of the State Press Association in South Dakota, has joined 
the staff as commercial and school representative for Standard fluid dupli- 








cators. Mr. Martin is an authority on school publications and knows their 
problems from both angles for he was superintendent of schools for six 
years in South Dakota before becoming associated with the office equip 


ment trade.—ATW 





ro Raitt & as 


Indianapolis, Ind.—Edward E. Greene has been added to the sales staff 
of the Business Furniture Company where he will make use of a specialized 
knowledge of interior office decorating gained through several years of 
similar work in this city as well as Louisville, Ky.—EB 

Newark, N. J.—A four-story building at 365 Plane street, containing 
12,000 square feet of floor space, has been leased to Max Blau & Sons for 
use in the storage and sale of office furniture and equipment.—NJNS 

New York, N. ¥Y.—The Standard Office Equipment Company has announced 
the leasing of a store in the new twenty-eight story apartment building 
at Broadway and Fifty-ninth street through Conant & Company and the 
J. H. Taylor Management Company 

Point Pleasant, W. Va.—Featured by a large stock of General Fireproofing 
Company products, a new office equipment and supply store has been 
opened for business here under the name of the Office Equipment Company. 
The new firm, which is owned and operated by L. B. Hannaman, who has 
had many years of experience in the office equipment industry, is located 
it 315 Main street. 

Terre Haute, Ind.—A contract for equipment for the first central indexing 
system of recipients of government relief was recently awarded by the 
state purchasing department to the Indianapolis Office Furniture Company, 





Indianapolis 





PENS AND PENCILS 


Louisville, Ky.—The Kentucky Pen Shop, a new organization dealing 
almost exclusively in fountain pens, pencils and desk sets, has been opened 
at 316 West Chestnut street The organization will maintain a twenty 
four hour repair service under the supervision of Robert L. Bader.—CG 

San Francisco, Calif.—John Killough, local manager of the L. E. Water 
man Company, recently returned from his vacation to learn that the Lions 
is the western division men are called, had captured first place in a just- 
completed sales contest. The office won honors by turning in 141 per cent 


f its quota.—SS 
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The New NOW ONLY 


AUTOMATIC POSTCARD PRINTER 1 49° 


The only one of its kind on the market. F : 
ncluding 


PRINTS 4000 CARDS PER HOUR Supplies 


Feeding Arrangement entirely mechanical and feeds 
from the bottom of cards. Perfect registration. 


Also other models in Automatic and Hand-Feed Postcard Duplicators. 


Prices ranging from $9.90 to $19.50 





MANUFACTURED BY 


DEALERS and SALESMEN SOLICITED TH £ ORTHOGRAPH co. 


LIBERAL DISCOUNTS. PROTECTED TERRITORY 406 S$ 


MAIN ST., LOS ANGELES, CAL. 











SUPERSINE Sells on Sight ! 


A Revolutionary Metal Sign with RAISED LETTERS— 


Patented process on Alumilited Aluminum. 





WR_H.ARMITACE 





Advantages of Supersine Unlimited Prospects 

1. LOW COST 1. DESK NAME PLATES 

2. PERFECT LEGIBILITY 2. OFFICE SIGNS 

3. DURABILITY 3. BUILDING & SPECIAL SIGNS 


enerous dealer discount—Write for details 


SUPERSINE COMPANY «:!. 


200 MURRAY STREET FORT WAYNE, INDIANA 














TUBULAR Coin WRAPPERS 





IRE ey RRR Stationers! It’s your Line. Exclusively] 









THE LEADER Dealers only. 








Draw String Bags 
Metal Clasp Bags 





ral 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


CLEAN-UP WITH “Steel-Strong” Products are sold 
through Stationers and Office Supply 


We have no retail saies- 


uick, thoroug! men to pirate your customers and cash 
a a cg ny ae in on your missionary work. 

bottle. That is why it 5 kes more consistent 

eranakie Wee aaahenechietiee pal ee Write for liberal discounts and sales help on: 

on its merits and for its steady profit. Coin Wrappers Lead Seals 

Seep With verse type. Order trom your Bill Straps Seal Presses 

jobber or direct from Clarotype Co., In Coin Bags Teller’s Moisteners 
16-K Hudson Street, New York City Currency Bags Manual Coin Counters 


Currency Racks 
Wrapper Cabinets 
Sorting Trays 


Night Depository Bags 
Linen Shipping Tags Coin Storage Trays 
= = Downey Change Trays 


THE C.L.DOWNEY Co. 941 CLARK ST 


C'NCINNATIO 














shelves because of the outstanding features offered at 


customers—the Sturdiness interests them and the Accuracy 
Price SELLS THEM! 


Send for complete information on this 
line NOW! Liberal dealer discounts. 


MASCO CORPORATION 


Formerly Marvel Seale Co., Ine. 








Steady Repeat Business 
with THE MASCO LINE! 


Here are Postal Seales that will be fast turnover items on your 


right price.” The Beauty of the MASCO SCALES attracts 


“the 


and 


277 E. ERIE ST. MILWAUKEE, WIS. List $2.50 
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J. SAMORSE offers 


OUTSTANDING VALUES IN 
SELECT ROUGHS AND 
RECONDITIONED TYPEWRITERS 


You will find the right machine at the right price in his large stock. 
SPECIAL Write for prices on rebuilt Monroe Calculators, 
Model **K’’—hand and electric. 


Send now for our latest price list. 


: i Co 


¢ Wholesale and. Capore. 
296 BROADWAY 


Serring the Trade Ctr 25 tfears! os 












DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 





Rubber Feet. 


Made of No. 16 wire. 
Packed 1 dozen or more in 


Top rim of No. 12 wire. coc 
me ot shipping carton. 

Finished in green lacquer. Shipping wgt. per gross 100 

Size 10 x 14 x 3 inches. pounds. 


Manulactured by 


The Massillon Wire Basket Co. 





OFFICE APPLIANCES 





re NN 


CDACO > 
yr 


CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 

and satisfy customer demands 
A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 


prices, 
Send for samples and prices on your SPECIALS. 


Write for our NEW CATALOG, 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 
































MASSILLON, OHIO 
f | ) | ' 
Lit \ 


A Time-Sever on ony form which requires one or more carbon copies 


























QUALITY .... We furnish only the best materials 
xX and workmanship. Each order is handled sepo- 
rately and is produced to meet your specific 


requirements 


. . 
y # SERVICE Delivery con be made in 30 days 
wt or less on most orders. Lithographic plates ore 
—4 filed and re-orders are handled immediately 


o Ps PRICE Modern equipment, combined with 
we we efficient management, makes it possible for us 
2 to quote exceptionally attractive prices. 

2 


R. A. TAYLOR & a @ Be 1317 Ethan Ave., Cincinnati, Ohio 


a” 









AMERICAN VISIBLE 


NUMBERING MACHINES 


Model GI) 3 Movement 


Model > Lever 
Movement 


Model @) 9 Movement 


WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 





NTERLEAVED SETS ie 


NEW Low Cost Vénhdx 


for Quicker Turnover in 
1940-41 


Simplified system (Style 
P.K.) containing most- 
wanted features at a price 






that makes selling easy. 
Survey indicates new outfit 
enlarges market consider- 
ably. 

Indexed 

Pocket 


Cas FREE folder and dealer's 


e, 
Dated Tabbed Cards i 
& Covered Tray $3.45 terms on complete line. 


WILSON Mem Index Co., 171 St. Paul St., Rochester, N. Y. 


ALLEN @ WALES 


ADDING MACHINE 
CORPORATION 


NEW YORK CITY 


444 Madison Avenue 





STENOTYPE SUPPLIES 


STENOTYPE PAPER PADS 
STENOTYPE RIBBONS 


Also Supplies and Accessories for All Models 


Orders shipped day received. 
WRITE FOR LATEST PRICE LIST. 


THE STENOTYPE SUPPLIES CO. 


220 E. OHIO ST. INDIANAPOLIS, IND. 











SErYTEMBER, 1940 
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DRY STENCILS 





SATISFACTION 


True test of quality is the satisfied users BARCO Dura-Coated 
Dry Stencils will secure. Stock them for your schools this year 
and increase your stencil business. Let your customers com- 
pare performance. Their satisfaction will be your guarantee of 


profit. Order Today! 





EARL M. BARKER & COMPANY 


311 LAURA STREET « JACKSONVILLE, FLORIDA 
















300 series 
TWIRLIT 
$12.50 


You can sell the 
TWIRLIT idea 
with 2 profits! 


At the N. S. A. convention, many excel- 
lent ideas will be set forth for the 
stationer’s business improvement and 
profit and right here, we make our 
suggestion that TWIRLIT offers two 
profits in every sale: one for your 
customer and one for you. It does a 
better, neater, more exact job without 
stress or strain, offers choice of one, 
two or three drillheads (adjustable as 
to distance between centers), choice of 
four hole diameters (from 14 to 13/32 
inch), and a capacity up to 150 sheets 
(a half inch thickness). 


Mitchell Binder Co. 


demon- 


Order 
strator TWIRLIT and 
receive with it. illus- 
trated folder and full 
details. 


your 


112 Bower Ave. 
Hagerstown, Md. 
















SAVAVA'AYA’AYA’AAYA’A’AYAYA’A AYA’ AAA AA’ AYA AAA AYA AAA AAA AAS! 


REPLACEMENT PARTS 


For Adding, Bookkeeping and Calculating 
Machines. Keytops. 


NEW CATALOG No. 6 with pictures of 
over 400 parts 


MECHANICAL INFORMATION 


Write: W. J. McCormack, formerly of 
Burroughs Service, 16 Years 


CLOYES GEAR WORKS 


17214 Roseland Rd. Cleveland, Ohio 
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You Can BOOST 
Waste Baskel PROFITS 


with VUL-COT 


VUL-COTS give you steady waste basket sales 
because they are well known. They are asked 
for by name. Made of durable, lightweight, 
hard fibre, VUL-COTS are fully guaranteed for 
five years. They are available in a wide range 
of handsome styles, finishes and colors to 
match furniture and room decorations. You 
can take pride in offering VUL-COT baskets 
to your customers, for VUL-COTS are the 
waste baskets used by leading businesses. 

Write today for complete descriptive literature 
and discounts, 


NATIONAL VULCANIZED FIBRE 





WILMING N E AWARE 


CROWN 


Carbon 
Paper 


Typewriter 
Ribbons 






EXz3 


Have been earning profits 
for dealers for nearly 





forty years. 


Why not let them help you too? 


CROWN RIBBON & CARBON MFG. CO. 


782 St. Paul St. Rochester, N. Y. 





in the man- 
ufacture of 


Have 
You a 


PROBLEM 
STENCIL PAPER 


CARBON PAPER? 


An all-including service and consultaton on 


Processes, Improvements, Development, Re- 


search, is available. 


JOHN G. BILLINGS 


8368 Romaine Street Hollywood, Calif. 








TRU-RITE 


ALL THAT THE NAME IMPLIES 


INKED RIBBONS 
CARBON PAPERS 
TRIED, TESTED AND APPROVED 
Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 
Manufacturers 
2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 








—L.L. BROWN — 


LEDGER LINEN AND BOND 


NAS 


Since 
1849 


Super 


Quality 





L. L. BROWN PAPER COMPANY, ADAMS, MASS. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 











Speed Key Mfg. Co. *sacouvvnn's* 
SCHOOLS PREFER THE 


SIMPLICITY 


of the New Low-Priced 


REX-O-graph 


Fluid Type School Model $ _ 
Sales to Schools and Offices 
everywhere prove the enthu- 
siastic acceptance and grow- 
ing popularity of this new 
REX-O-GRAPH Schoo! Mode! 
S Duplicator! A typical 
REX-O-Granh product—offers 
unusual SIMPLICITY, easy 
Operation, versatility, accu- 
rate registration—new copy- 
making speed and economy— 
at a NEW LOW PRICE. Long 
Service and fluid economy 
assured by EXCLUSIVE 100°, 
Roller Moistener with Ad- 
justable Bronze Bearings . . 
and many other features 
Prints up to 4 colors from 
1 Master. Paper sizes, 3 x 
5S” to 9 x 14”, 










REX-O-GRAPH Schoo! 
Model S Hand Feed 
Fiuvid Type Duplicator 


Only $59.00 


Experienced Duplicator Men! F. O. B. Milwaukee 
The ‘Sky's the Limit’’ with the new REX-O-Graph Line of 
Automatic and Hand Feed Fiuid Type Duplicators, Gelatin 


Duplicators, and Surcilies. Write for territories and details 
REX-O-GRAPH, Inc., 3727 North Palmer Street, Milwaukee, Wisconsin 
Cable Address: REXO, Milwaukee 





ONE DAY OF TURKEY 


( —and six 
\ days of hash? 
No, Sir! 


With Allied Rib- 
bon and Carbon 
Sales You'll Enjoy 
“Turkey” Profits 
Every Day 


Before you lose the taste write A [ | Fh 
Allied now for details of new “80x ERi880N mre cour 


165 DUANE ST 
sales plan. NEW YORK, WN. Y 




















aay 


















Sturdily made of aluminum; to mark in red, 
blue, green or black, complete with instant- 
drying ink and extra nib. Retails at $1.50. A 
boon to ad-men, artists and shipping depart- 
ments. WRITE for details. 


CUSHMAN G DENISON MFG. CO 
133-5-7 WEST 23rd STREET NEW YORK 
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RADIAL Disyp) 


w 8 
ii en 
ee" Ons 


Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 




















Stanley R.Bristow 
24 Central Ave.West Orange.N. 5 








HERE’S NEWS! 


Something new and different 
by the makers of a product that 
all stationers know. 
BEACH’S 
"Common Sense’ 
Travelers’ Weekly 


EXPENSE SHEETS 
$2.00 a Hundred 
Our usual discounts to 
dealers. 

The same quality. 
The same convenience. 


The same ample space for 
records. 


Send for a sample. 


Detroit, Mich. 
































BEACH PUBLISHING CO. 


MAILBOY MOISTENS 


ENVELOPES, 
STAMPS, 
LABELS 


Sensational new sci- 
entific brush-moist- 
ener makes gummed 
surfaces stick tight, 
fast! Speeds up 
mailing! Neater! 
Cleaner! Sanitary! 
Streamlined, nickel 
oh Ege enameled. 

ells on sight, at 
unheard of low 
price. 

Only $9.25 




















A product of Betier Packages, Inc. Shelton, Conn. 
Distributed by A. W. KELLOG 









COMPLETE DEALER’S LINE 
TAGS 
LABELS 
2 


For over a quarter of a century, 

leading stationers have found the 

MACO tag and label line helpful 

in building sales and profits. 

Write for MACO Dealer’s catalog / 7 


the J LMAY COMPAN 


TAGS, LABELS, PIN TICKETS AND DIE CUT SPECIALTIES 


110 WEST I9™ST..NEW YORK.NY. 


Visit the ‘“‘MACO’’ Display Booth at the Chicago Convention, September 23-26. 












SEPTEMBER, 1940 


A STATIONERS 


~|Do You Sell 
BRITISH 
GOODS ?? 











you will find our new 


~ 


quarterly publication the 


BRITISH STATIONERY 
EXPORTER 


of the utmost assistance and value as it con- 
tains a comprehensive display of the most at- 
tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


below:— 


=-<-===- SEND US THIS COUPON ----==== 


To F. W. BRIDGES LTD., 

Proprietors THE BRITISH STATIONERY EXPORTER, 
9 Fryston Ave., 

Croydon, Surrey. ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 


Date 
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H's New! ROSSIN 


HAND PAPER DRILL 


Here is the first practical hand drill on the 








market. Cuts through one-half inch of paper 
readily. Absolute registration. Ideal for 
offices, salesmen, small print shops, 
schools, churches, homes. Universal 


guide fits all standard ring books, 
Dealers: Send for particulars at 
once and order returnable sample 
This new useful speciaity sells on 
sight. 


Manufacturers’ Representa- 
tives: A few desirable terri- 
tories open. 


Cooperative Church 
Supply Company 


208 Fourth Street, South mOnctos te $1 25 


Minneapolis, Minn. Liberal Dealer Discount 














that never wrinkles paper 


not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never pucker; extended charts and forms can be typed or 
penned on immediately, smoothly . . . Write for Free Tube and 
Profit Story to Harriman-Welts Products Co., 200 Summer St., Boston 





e A PAD FOR EVERY PURPOSE « 
SPEED-MO STAMP PADS 


If your customer has a stamp pad 
problem, Speed-Mo can solve it. No 
other pad combines all the “12 
Features” that make SPEED-MO the 
world’s leading pads. DEALERS, 


write us for details. 


RIVET-O 
MFG. CO. 


90 Jason St. 
ORANGE, MASS. 
or Louis Melind Co., Western Rep., 
362 W. Chicago Ave., Chicago, Ill. 











Profit By Savings 
On These 


Guaranteed Rebuilts 


When budgets restrict but equipment 
must be had, rebuilts by “Universal” 
are the answer. We refinish attrac- 
tively, and rebuild thoroughly, for long 
years of additional service. 





REBUILT, REFINISHED 
OFFICE MACHINES an ae ae 


icke and other vis- 
ible systems in cabi- 


UNIVERSAL OFFICE | tet, Peneis ond book 
EQUIPMENT CO., INC. |“ -Selewetors 
“The House That Confidence Built” Addressographs 


; Multi 
561 Broadway New York City Dictorinn Machines 


Cable—“Uniquip”—New York Mimeographs 
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How Lalman’s turned tron into Gotp ? 





OFFICE APPLIANCES 





ms Mr. W. F. Talman, President of Talman 
Office Supplies, Inc., Asheville, N.C., tell 
about it himself... 

“In 1937, we decided to add a Portable line, 
and selected Royal. Then we began advertising 
them consistently. Look at the results! 

1938 showed a 25% increase over 1937; 
1939 doubled 1938; and 1940, to date, has more 
than doubled the same period in °39! And the 
profits? ... 

“Our local bank handles all our contract pa- 


per, and we leave the profits in the bank as a 


sort of ‘reserve fund.’ Today, these profits 
amount to approximately $3,000—on time de- 
posit! That’s what I call turning iron (no disre- 
spect intended to Royal’s superb quality!) into 
gold!” 
Royal's the Leader! ..; 

And the leader always gets there faster! This 
year, especially, with Royal’s big new Adver- 
tising Campaign to help you, it'll pay you to 
specialize in Royals. We'll help you with free 
“mat service’ for your local advertising. Write 


Royal, 2 Park Avenue, N. Y. C. 


NEW MAG/e* MARGIN ROYAL portaste 


U.S. Pat. Off, 


Copyright 1940, Royal Typewriter Co., 








Inc 








THESE NEW LETTERGRAPHS ARE 


UNQUESTIONABLY- 
mS ) the Lowest Priced 


QUALITY STENCIL DUPLICATORS! 


HECK these new Lettergraphs on any point—Price . . . Value . . Utility ..» Per- 
formance .. . Appearance! Just think of being able to get full legal size, inside-inked 
rotary stencil duplicators at these amazing low prices! Among these new models you are 
sure to find one for any installation or price requirement. Through careful forethought most 
of the parts of these new models are interchangeable. Thus it is possible for a customer 
to later add an automatic feed to the hand feed models, an automatically inked cylinder 
to the hand inked models, etc., etc. They feature quality construction, attractive finishes 
and an abundance of gleaming plated parts. All are sold complete with initial supplies! 
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EXCLUSIVELY 
UNDERWOOD 


Made by the 
Typewriter Leader 
of the World 










Stan PORTABLES 
for Star PUPILS... 


and PROFITS for Alert DEALERS 


IT’S BUILT IN 
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Don’t fail to dem- 
onstrate the new 
Underwood Built- 
In Typing Stand— 
an ingenious col- 
lapsible stand per- 
fected after many 
years of research. 
Built right into the 
Typemaster Port- 
able Carrying Case 
—it is supplied ex- 
clusively on Under- 
wood Portables. 


HE trek “back to school” can become a parade of Portable PROFITS to 
Dealers alert to the signs of the times and ready for SALES with a complete 


stock of Underwood Portables. 


Right now is the time to sell Underwood Portable Typewriters 

Parents who are eager to further the aims of an ambitious son or daughter will 
pay close attention to your suggestions. Offer an Underwood Portable because 
there is “a model for every writing need at a price for every purse”. 

To all who seek a really worthwhile personal writing machine, demonstrate an 
Underwood Portable embodying the skill and experience of the makers of more 
than Five Million office size Underwood Typewriters. Be ready to take advantage 
of Underwood Leadership, Underwood Pres- Portable Typewriter Division 

: d d Ris Pp PY q UNDERWOOD ELLIOTT FISHER COMPANY 
lige, Un erwoo Mec anica erftection an Typewriters, Accounting Machines, Adding Machines 
Underwood National Advertising. And, be 


Carbon Paper, Ribbons and other Supplies 
, One Park Avenue, New York, N. Y. 
prepared to profit! 


Sales and Service Everywhere 
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